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ANNUAL MESSAGE 


TO WEBSTER DEALERS 


It is profitable for us businessmen to stop once in a while and take stock of our 
position —to look back and look forward —to plan with an eye to the dangers and 
opportunities that lie ahead. 

For nearly seven years now, we have been passing through a business cycle which is 
fast drawing to a close. Due to the shortage of goods, selling has been relatively easy. 
With the ending of that period, there are danger signals for the dealer who fails to take 
positive action now. 

First, it is wise for us to review buying policies. The day of ‘‘buying anything we can 
get’’ has gone and selective buying has become the order of the day. It will become 
increasingly important not to over-stock slow-moving items. And brand names with 
wide public acceptance will take on new importance. 

In this connection, you will be pleased to know that the F. S. Webster Company has 
recently been honored by the Brand Name Foundation among the pioneer companies 
of the country for its two brands, MultiKopy and Star. These names have helped to sell 
carbon paper and typewriter ribbons for 53 years and are assets on which every Webster 
dealer should capitalize. 

Second, it is wise to review selling policies. We are entering a period of keener compe- 
tition. Some manufacturers will be making extra efforts to sell direct to your customers 
in your area. This will call for more alert, aggressive selling on your part. Because you 
are a local merchant with better knowledge of your local market, this is an oppor- 
tunity as well as a challenge. By taking the initiative, by using better merchandising 
methods than your competition and by offering your customers better products, you 
can increase your volume and your profits satisfactorily, despite competition. 

Just one word about prices: The average increase in carbon paper and typewriter ribbon 
prices since 1945 has only amounted to 20%. This is a good record compared to most in- 
dustries. With wage and material costs continuing high, we can foresee no immediate 
prospects of price reductions in our field. 

In closing, I should like once more to express my deep appreciation for the continued 
loyalty and friendship of all our dealers. During 1947, we have tried to merit this friend- 
ship by providing the best merchandise and the best selling aids we knew how. We shall 
continue during 1948 to work in your interests. Meanwhile, all of us at Webster extend 


to you our warmest holiday greetings. 
Borge ZOOn herbs 


Treasurer and General Manager 


F. Ss. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Mass. 



















{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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customers. They do, however, offer their services in resolving any disagre:ments which result from relations established 
through the journal. 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested im any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
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WANTS AND LOR SALLE 


The rate for classified advertisements is 


SITUATIONS WANTED 





NEW ENGLAND OR NEW YORK STATE. Office supply salesman with over 
20 years experience in commercial stationery, furniture, machines on territory 
and as manager is open for new connection in the Northeast. Will serve with 
established retailer or as manufacturer’s representative. Top references 
Address M-170, care Office Appliances, Chicago 6. 





SALESMAN WHO FORMERLY OPERATED own business desires to sell to 
cealers for responsible stationery manufacturer. ‘amiliar with all types of 
commercial stationery and office furniture from earlier experience as dealer. 
Capable and dependable. Located in the South but will go to any part of 
country. Will consider any opening which offers suitable opportunity. Good 
references. Address M-169, care Office Appliances, Chicago 6. 





ar 





ten cents a word, minimum charge $2.00. 


WANTED SALESMAN FOR UNDERWOOD Typewriter and Sundstrand Adding 





territory, or Accounting Machine salesman Depending on deliveries can 
earn $300. to $450. month Will guarantee $250. minimum. References 
must be perfect. Applications strictly confidential and will be returned if 
not selected. Address BY-311, care Office Appliances, Chicago 6. 





CALIFORNIA—Opening soon for Dictating Machine Salesman by well known 
organization. Must have good sales record. Position permanent. Write full 
All letters held in strict confidence. Address BY-316, care Office Appliance 
Chicago 6. 








WANTED: BANK SUPPLY, PRINTING & OFFICE SUPPLY SALESMAN. 
Excellent territory. Best lines available. Man of executive ability desired. 
We do not sell: We render service Best city in the Deep South of 100,000 
population. Address BY O07, care Office Appliances, Chicago 6. 








EXECUTIVE AVAILABLE 





METHODS ENGINEER—25 YEARS’ EEPERIENCE surveying, designing, in- 
stalling all types of record systems in various industries. Experienced train- 
ing and directing salesmen. Available as General Manager. Sales Manager 
or Methods Executive. Address M-165, care Office Appliances, Chicago 6. 





EXPORT. SALES PRODUCER WITH EXCELLENT RECORD in the United States 
and abroad is available to handle the export sales of a well established 


concern whose product offers opportunity for volume. Experience includes 
nearly all types of office machines, systems and supplies. Capable and 
aggressive. Can build up business in the Latin American countries, Hawaiian 
Isiands, and wherever else you want it. Prefers straight commission, or 
salary and commission basis, or will consider other arrangement. Address 


M-167, care Office Appliances, Chicago 6. 





DOES YOUR BUSINESS NEED a general manager? Successful businessman 
whose principal experience has been in sales, later including production, is 
available to serve as general manager for established manufacturer or to 
rebuild business which requires changes in manufacturing or sales procedure. 
Has remarkable record of success as sales manager, general manager and 
proprietor. Will .consider any product made for office use whether it be 
stationery, machine, or furniture. Convincing references. Address M-166, 
care Office Appliances, Chicago 6. 





EXPERIENCED AND THOROUGHLY CAPABLE stationery man available to 
manage retail business. Will consider buying interest or even acquiring sole 
ownership. Thoroughly acquainted with complete retail operation. Best of 
references. Address M-172, care Office Appliances, Chicago 6. 





TOP NOTCH SALESMAN seeks managerial or executive position. Ten years’ 
experience include commercial stationery, office furniture, visible record 
equipment and systems. Excellent references Address M-164, care Office 


Appliances, Chicago 6. 








SALESMEN WANTED 





MR. SALESMAN: Interested in selling an item that brings repeat orders? 
Our patented BUCK-L-BINDER for storing loose-leaf records, once adopted, 
becomes part of the user’s filing system, insuring repeat business. Exclusive 
territory allotted to desirable representatives Write The Reb-Wal Hunt Co., 
Box 208, Royal Oak, Michigan. 





LOOSE LEAF MANUFACTURER wants salesmen (8) for following territories: 
Virginia and North Carolina—South Carolina, Georgia and Florida—Alabama, 
Mississippi and Tennessee—Kentucky, West Virginia, southern Ohio, southern 
Indana and southern Illinois—Michigan and northern Ohio—wWisconsin, north- 
ern Illinois and northern Indiana—Pacific northwest—Utah, Colorado, Wyom- 
ing and Montana. To eall on stationers, book stores, department stores, etc. 
Nationally known and advertised line with complete stock of fast-selling 
products. Established over thirty years. Commission basis only. Furnish 
full details of past connections and performance, personal data, photograph 
and references. Box BY-323, care Office Appliances, 100 East 42nd Street, 
New York 17, N. Y. 





VALUABLE SALES OPENINGS 
ESTABLISHED MANUFACTURER of quality products sold to stationery, de- 
partment store and gift trade, has several permanent openings for experi- 


enced salesmen in expanding sales organization. (1) New England-upper 
New York State; (2) Pittsburgh-Washington area; (3) Texas-Oklahoma; 
(4) West Coast. Full time men will receive drawing account. Men handling 
another line will be considered on commission basis. Intensive coverage will 
produce -excellent income for aggressive representative. Reply at once with 
complete background and territory desired. Interviews will be arranged 


earliest possible date. Box BY-324, care Office Appliances, Chicago 6. 





SALESMEN. MANUFACTURER OF LINE of carbon paper second to none for 
excellence of impressions for spirit duplicators has openings for manufac- 
turers’ representatives in the South. Middle West and West Coast areas. This 
carbon paper has been developed by experts and is well received by quantity 
buyers. A good product to sell to established dealers for resale. Sold under 
manufacturer’s name or distributor’s imprint as preferred. Give information 
as to territory covered and lines carried. Address BY-319, care Office 
Appliances, Chicago. 








LONG ESTABLISHED MANUFACTURING CONCERN well known throughout 
industry has opening for salesman in his thirties who has had training in 


office machines or other office specialty equipment An excellent opportunity 
for a person properly qualified. Will travel with Chicago as headquarters. 
Give complete information including experience and _ references, Address 


BY-318, care Office Appliances, Chicago 6 





FACTORY REPRESENTATIVE: Leading Eastern manufacturer has openings for 
several territory men to call on stationers in Midwestern and Southern States. 
Our men receive commission on all sales in their territory, have a drawing 
account, and we pay their travelling expenses. Send complete information, 
including photo if possible, and personal interview will be arranged. Write 
Old Town Ribbon & Carbon Company, Inc., Brooklyn 17, N. Y. 





ONE OF THE WORLD'S OLDEST and best known calculating machines, manu- 
factured in Sweden, is again being imported to this country. Salesmen of 
office equipment, who sell directly to offices, will find it an interesting and 
profitable side line. Write Room 802, 210 Fifth Avenue, New York 10, N. Y. 








SALESMEN+—Calling on Office Supply Dealers and Stationers Can earn 
Liberal Commission from side line of Typewriter Ribbons and Carbon Paper 
Manufacturer well known and reliable line complet Territory open for 
Arizona, New Mexico, Utah, Nevada Montana, Wyoming Address BY-317 
care Office Appliances, Chicago 6. 
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SALESMAN WANTED for New York State (New York City not included) 
and part of Pennsylvania for nationally advertised line of leather goods. 
Charles Doppelt & Company, 2024 S. Wabash Ave., Chicago 16, II. 





SALESMAN WANTED to take complete charge of sales, standard and all 
makes of portable typewriters, with large territory, Middle West. Address 
BY-313, care Office Appliances, Chicago 6. 





RIBBON AND CARBON OPPORTUNITY. Manufacturers of outstanding line 








of typewriter ribbons and carbon paper well known for genuine quality has 
desirable opening in its Chicago office. Ribbon and carbon experience pre- 
ferred but not essential. Will call on large offices, banks, utilities, industries, 
in Chicago and vicinity Opportunity to establish connection that will be 
permanent and profitable Address BY-236, care Office Appliances, Chicago 6, 
STATIONERY SALESMEN WONDERFUL side line; liberal commission; new 
typewriter carbon . . . patent pending Nationally known manufacturer of 
ribbons and carbons selling to Stationers and Dealers. Also available to 


distributors selling to user Address BY-329, care Office Appliances, 100 
East 42nd Street, New York 17, N. Y. 





WANTED FACTORY REPRESENTATIVE by nationally known midwestern 
manufacturer of office equipment and supplies. Excellent opportunity. Must 
have experience selling dealers; be able to conduct sales meetings; evaluate 
markets; open up new dealerships. The position is full time and permanent. 
Give complete background and details of experience. Middlewest territory 
open. All letters shall be kept confidential. Write BY-328, care Office 
Appliances, Chicago 6 








TOP FLIGHT STEEL FILING and office equipment line now in production, 
require experienced salesmen All territories. Liberal Commission and exclu- 
sive territory arranged Write fully Standard Industries, 327 So. La Salle 
St., Chicago 4, Il. 





WANTED STORE SALESMAN, office supplies and equipment, experienced. 
Attractive salary and commission Permanent. ». M. Kolar Stationery Co., 
3147 W. Cermak Road, Chicago 23. 








TEXAS—WELL ESTABLISHED STATIONER in attractive Texas city has opening 
for experienced salesman. This is an unusual opportunity for someone with 
experience to connect with a concern that is growing fast like the com- 
munity it serves. Field is ripe for good earnings. Give full particulars in- 
cluding record and reference Address BY-340, care Office Appliances, Chi- 


cago 6. 





EXECUTIVES WANTED 











SALES EXECUTIVE WANTED A nationally known manufacturer of Office 
Equipment and Office Supplies is seeking an experienced man to assist in 
the handling of its large dealer organization established for many years. 
Prefer a man who has had experience in selling filing supplies to dealers 
and who also has knowledge of retail selling. Applicant should be capable 
of eventually assuming full charge. State age, background and experience. 
All applications will be treated confidentially. Address BY-315, care Office 
Appliances, Chicago 6 





ASSISTANT RETAIL STORE MANAGER complete line of office equipment, 


retail stationery, and photographic equipment. Located in center of large 
midwestern city. Excellent opportunity for person with ability to advance 
to position in full charge of retail stores. Address BY-325, care Office 


Appliances, Chicago 6. 





ASSISTANT MANAGER, experienced in retail sales, office furniture, filing and 
office supplies; capable of compiling and maintaining cost records and inven- 
tory control. Good salary plus annual bonus, based on profits; excellent 
opportunity; location best city in deep South. Address BY-306 care Office 


Appliances, Chicago 6. 





WANTED: MANAGER for prosperous stationery and office equipment business 
in Texas. Excellent opportunity for experienced and alert man. Fine salary 
plus percentage of net profit Give experience and background details. 


Address BY-337, care Office Appliances, Chicago 6. 





WANTED—EXPERIENCED MANAGER for office supply department. Old estab- 
lished business in southern town—population 25,000. Good salary. Write 
fully, giving references. Confidential. 3ox BY-336, care Office Appliances, 
Chicago 6. 





MECHANICS AND REPAIRMEN WANTED 














EXPERT TYPEWRITER AND ADDING MACHINE MECHANIC——Permanent posi- 
tion, excellent salary and bonus proposition, assistance in locating housing, 
paid vacations. New L C Smith dealer in Michigan. Give complete informa- 
tion, including references and recent snapshot. Replies confidential. Address 
BY-327, care Office Appliances, Chicago 6. 





WANTED, OFFICE MACHINE SHOP FOREMAN, experienced on typewriters 
and adding machines, particularly Royal, Victor and R. » Allen. Good 
permanent steady job, city of 75,000, middle ‘west. State full particulars 
and qualifications in first letter. Write BY-338, care Office Appliances, Chi- 
cago 6. e 





WANTED: Factory trained Sundstrand Underwood Typewriter serviceman. 
References must stand rigid investigation. Non-drinker. Will pay top salary 


for top producer If ha family will pay moving expenses up to $150, 
if still in employ at end of one year. This job offers security——40 hour 
5 day week 1//2 overtime Permanent A real opportunity. All applications 


held strictly confidential and your letter returned if not selected. Tell 
complete story, age, education, experience, where and when factory trained— 
for whom and how long employed——references Salary now and_ salary 
expected and how oon can start. Box BY-314, care Office Appliances, 
Chicago 6. 





WANTS AND FOR SALE, Continued page 8 
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WANTS AND FOR SALE, Continued from page 7 





EXPERIENCED TYPEWRITER MECHANIC WANTED—All makes. Steady posi- 
tion for steady man. Will’ assist in obtaining living quarters Address 
BY-331, care Office Appliances, Chicago 6. 





BOOKKEEPING MACHINE SERVICE MAN: Must be experienced on Bur- 
roughs Bookkeeping Machines and Moon Hopkins. Permanent position, good 
pay. All applications strictly confidential. Write BY-330, care Office Appli- 
ances, Chicago 6. 





EXPERIENCED—ADDING MACHINE AND CALCULATOR MECHANIC to_ work 
in clean shop with good pay in Baltimore, Md. State experience. BY-322, 


care Office Appliances, Chicago 6, Ill 








ADDING MACHINE PARTS FOR EXPORT 





BURROUGHS ADDING AND BOOKKEEPING MACHINE PARTS exported. For- 
eign inquiries invited. Dearborn Equipment Co., 605 S. Dearborn St., 
Chicago 5. 








ADDING MACHINE PARTS, TYPE, ETC. 





LARGE STOCKS of new and used Adding and Calculating Machine Parts 
available. Quotations furnished on specific parts upon request. I. A. Dehn, 
Jr., 1643 101st Ave., Oakland,- Calif. 








FOR SALE AND WANTED TO BUY, USED EQUIPMENT 





WANTED AN EXPERIENCED ALL AROUND typewriter and adding machine 
mechanic for all makes machines. New shop and store opening. Permanent 
connection. Royal agency. For full particulars, contact Fields Typewriter 
Co., 711 Second, Dodge City, Kansas. 





TYPEWRITER AND ADDING machine mechanic wanted. Royal dealer past 
20 years. Well established concern, near Detroit. Good pay. Excellent 
working conditions. Address BY-320, care Office Appliances, Chicago 6. 





WANTED-——FRIDEN CALCULATOR MECHANIC—must be experienced. $75.00 
weekly plus commission. Address BY-309, care Office Appliances, Chicago 6. 


ELLIOTT-FISHER, Burroughs, Moon Hopkins, Adding and Calculating Ma- 
chines, Comptometers, Electromatic Typewriters, and fanfold machines, 
bought and sold. Chicago Office Appliance Co., 1930 West 21st St., 
Chicago &. 





BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, sell, repair, 
rebuild. Comprehensive service for dealers. Adding and Bookkeeping Ma- 
chine Service Co., 1307 Grand, Kansas City 6, Missouri. 





BURROUGHS, MOON HOPKINS Billing and Bookkeping Machines, Comptome- 
ters, Calculators, etc. Bought and _ Sold. Dearborn Equipment Company, 
605 So. Dearborn, Chicago 5, 





REPRESENTATIVES AVAILABLE 





MANUFACTURERS’ AGENT LOCATED MIAMI, Florida wants lines office appli- 
ances, equipment, and supplies. 20 years’ experience creative selling all 
types record systems and equipment to banks, businesses, schools anc 
libraries. Particularly interested in anything new requiring special attention 
to establish. Also standard items. Address M-168, care Office Appliances, 


Chicago 6. 





MANUFACTURER'S REPRESENTATIVE COVERING Metropolitan New York 
area desires additional line to sell wholesale and retail stationery trade, 
also artist and drafting supply houses. Address M-171, care Office Appli- 
ances, 100 East 42nd Street, New York 17, N. Y. 





WASHINGTON, D. C., MANUFACTURERS’ REPRESENTATIVE is interested in 
new ideas and items suitable for use by government agencies. Write Ronald 
H. Vine, Room 701, Champlain Building, 1424 K Street, N.W Washington, 
D. C. 





WELL ESTABLISHED AND WELL RATED New York distributor is interested 
in line of desks, chairs, filing and storage cabinets on distributorship or 
jobbing basis. Address M-173. care Office Appliances, Chicago 6. 





MAJOR LINE WANTED: Manufacturer’s Representatives desire strong, out- 


standing line for California. Large following amongst stationers, office equip- 
ment, department stores. Sales Associates, 420 Ord St., Los Angeles 12, 


Calif. 





MANUFACTURER'S REPRESENTATIVE covering NEW ENGLAND office equip- 
ment and stationery trade open for additional line. 30x M-163, care 
Office Appliances. 








EXPORT REPRESENTATIVES AVAILABLE 





EXPORT TO SWEDEN. Desire representations for specialized office equipment 
of merit, particularly new ideas and developments Representative located 
Stockholm. Write Room 802, 210 Fifth Ave., New York 10, N. : 








REPRESENTATIVES WANTED 





UNITED STATES DISTRIBUTOR WANTED by European manufacturer of thor- 
oughly efficient stylus operated calculator. A real business machine. Both 
hand and desk models. Provides direct subtraction. For further information, 
address BY-308, care Office Appliances, Chicago 6. 


ELLIOTT-FISHER Machines, Adding Machines, Comptometers, Burroughs and 
Monroe Calculators, Typewriters and all office machines bought and _ sold. 
Teeter-Warsh Co., 849 N. 3d St., Milwaukee 3, Wis. 





ELLIOTT-FISHER machins, calculating machines, adding machines—all office 
equipment, bought and sold. ] Crowley Company, 906-908 N. Water St., 


Milwaukee 2, Wis. 





WANTED TO BUY: Late model Elliott-Fisher bookkeeping and billing ma- 
chines. Must be over 200,000 serial number. Accounting Machine Service 
Co., 605 W. Washington St., Chicago 6. 





BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington Accounting Ma- 
chines, and everything in the office machinery line. State model, serial 
number and we will quote highest cash prices. International Office Appliances, 
Inc., 29-31 East 22d St., New York 10, N. Y 





WANTED—AIll makes calculators and adding machines. State make, model, 
serial number and adding capacity. International Office Appliances Inc., 
29-31 East 22d St., New York 10, N. Y. 





WANTED TO BUY—Sundstrand bookkeeping machines. Models A, C, and D, 
and 8142P. Give complete model number, serial, size carriage and whether 
front feed or back feed. International Office Appliances Inc., 29-31 East 
22d St., New York 10, N. Y. 





QUANTITY of Monroe and Marchant Calculators, hand or electric, rough, 
complete. Inquiries solicited on all types of other machines. American 
Business Machines, 135 Grand St., New York 13, N. Y. 





DICTAPHONES—EDIPHONES—Foremost specialists in rebuilding, sales and 
purchases of dictating equipment. Write for catalog. American Dictating 
Machine Co., 235 Fifth Ave., New York 3, N. Y. 





BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, Comp- 
tometers, all makes calculators bought and sold. Dorrell-Markel, 93 S. 11th, 
Minneapolis, Minn. 





BURROUGHS PRODUCTS our specialty. get our higher cash prices for cal- 
culators, bookkeepers, billers, comptometers. A. L. Steen, 60 West Har- 
rison, Chicago 5, Illinois. 





BURROUGHS SPECIALISTS. Also buy, sell and rebuild all types office 
machines. Comprehensive dealer service. Nelson Adding Machine Service, 
537 S. Dearborn, Chicago 5, Illinois. 





MANUFACTURER’S REPRESENTATIVES WANTED to actively represent out- 
standing line of desk trays to stationery and furniture trades. Address 
BY-335, care Office Appliances, 100 East 42nd Street, New York 17, N. Y. 


WANTED—TYPEWRITERS, Adding Machines, calculators, from dealers’ or 
jobbers. Typewriter Parts Company, 407 East Travis St., San Antonio 5, 


Texas. 





NATIONALLY KNOWN MANUFACTURER of popular office device seeks experi- 
enced salesmen in a number of territories to sell direct to users. Generous 
commissions, full or part. time. BOX BY-334, care Office Appliances, 
Chicago 6. 





SOLE REPRESENTATIVES WANTED in all important towns in U.S.A. for 
imported Rapid Adder and Calculator. K. Blytmann, 7479 Tulpehocken 
Street, Philadelphia 38, Pa., U.S.A. 





MANUFACTURER OUTSTANDING LINE Latex Office cushions opening new 
territories. Want sideline representatives thoroughly acquainted Stationers 
and Office Furniture trade. Write details. Address BY-333, care Office 
Appliances, Chicago 6. 








RETAIL BUSINESS FOR SALE 





FOR SALE—in the south—First Class Stationery, office machine and printing 
business. Top franchises including Underwood sales agency. Established 
twelve years in town of 15,000 with excellent trade area Doing handsome 
volume, consistent money maker and has grand opportunity for future. 
Seautiful store, clean stock with long lease at reasonable rent. Will require 
$55,000 to handle. Address box BY-339, care Office Appliances, Chicago 6. 





FOR SALE: Established carbon paper and stencil business exclusive agency 


WANTED TO BUY—Surplus equipment of all 


types. Ready buyer, Columbia 
Trading Corp., 7 Waverly Place, New York 3, N. Y. 





WANTED TO BUY—National Cash Registers all models. Give complete model 
number, serial, range of ring-up. Monmouth Office Supply Co., 147 
Brighton Ave., Long Branch, N. J. 





A OLM Filing Folder Machine in good condition. Address P. O. 


WANTED 
712, Atlanta, Georgia. 


Sox 1 





ADDRESSOGRAPH, B FRAMES with pivot tabs. Any quantity. Also grapho- 
type electric. Lipman’s-Universal, 1209 DeKalb Ave., Brooklyn, N. Y. 





SOLID WALNUT FILE TRAYS executive size, 50 per cent reduction to close 
out. Minimum order six. Peters Mfg. Co., Delphi, Indiana, 





DECALS—Advertise and identify your product with our all lacquer name 
plates. Brilliant colors, attractive designs, 1000 for $18.00, 2000 for 
$32.00. For special designs, send us a rough sketch and we will quote you 
a price. Fast Delivery, no waiting. Mail Order Decal Co., 30 W. Washington, 


Chicago 2. 





VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in rebuilt 
Kardex, Acme and International Visible Factograph cabinets, as well as 











and brand. Large California coastal city. Netting $5000 per annum and 

expanding. Outstanding opportunity for experienced salesman desiring own other makes. Write and tell us what Visible Equipment you need or have 
business. Owner's health necessitates sale. $5000 will handle. Address for sale. Special prices to dealers. E. H. Heineman, 4 North Eighth St., 
BY-310, care Office Appliances, Chicago 6. St. Louis 1, Mo. 

FOR SALE One Half interest in Office Machine business located in one of KARDEX, ACME, all makes used visible filing equipment. Thousands of 
wealthiest sections in South. No competition locally Have splendid Type- reconditioned cabinets, panels, books, always on hand. Special service and 
writer, Duplicator, etc. agencies with two full time outside asalesmen and prices to dealers for purchase or sale. Get our quotations. Chas. S. 
two full time mechanics. Business grown too large for one man to handle. Nathan, Inc., 548 Broadway, New York 12, N. Y. 

$5,000 will handle, full details given confidentially. Write BY-326, care . 

Office Appliances, Chicago 6. ACME (Insite) &x5—14- and 23-drawer units; also 6x4 and 5x3 size. 





FOR SALE: Typewriter and adding machine, furniture and supply business. 
Franchised territory for leading office machines. 50,000 territorial popula- 
tion, located in middle west. Business well established and represented for 
twelve years $30,000 stock of supplies and equipment An opportunity to 


acquire reliable business. Address BY-312, care Office Appliances, Chicago 6. 





TYPEWRITER and Office machines sales, repairs, rental and supplies business. 
Complete shop, office, stock, lease, good invest. So. Calif Address BY-332, 
eare Office Appliances, Chicago 6. 








FOUNTAIN PEN REPAIRING 





WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils, etc. 
Repaired at standard prices—time now averages 3 to 21 days, and improving 
We especially feature ‘““CONKLIN,"’ SWAN, WATERMAN, WAHL, PARKER 
WELTY, SHEAFFER, MOORE, etc., but can repair all other makes, We 
feature Gold Pen Points and Repairing. Mail all makes to ONE place for 
better service. ASK ABOUT NEW WELTY PENS, $1.50 to $10.00 LIST 
Welty Pen and Repair Co., (Est. 1904), 38 S. State St., Chicago 3 


Quantity of MeCasky Production Panels, Commercial Card System Co., 
35 Grand St., New York 13, N r 





KARDEX, ACME, POSTINDEX, etc. visible filing equipment of all types 
bought and sold. We specialize in this field and offer full cooperation to 
dealers. Commercial Card System, 135 Grand St., New York 13, N. Y. 








VISIBLE FILES 
KARDEX, ACME, POSTINDEX AND GLOBE 
WE HAVE ON HAND and offer for immediate delivery all types and sizes. 
Dealers inquiries welcomed. Universal Business Equipment Co, 537 S. Dear- 


born St., Chicago 5. 








WANTED 
INTERNATIONAL Visible Factograph cabinets, in 6- and 12-drawer 8x5 size, 
complete with card holders. We are also interested in extra 8 inch Inter- 
national card holders in any quantity. Advise what you have available. 
>. H. Heineman, Box 552, St. Louis 1, Mo. 
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PATENTS 


Copies of patents shown here can be obtained | 
from the Commissioner of Patents, Washington, 
. C., for 25 cents each in cash, postoffice | 
money orders or certified check. Stamps and 
versonal checks not accepted. Copies of design 
patents are ten cents each. 
2,429,212. Slide Rule. Oscar E. Batori, New York 
N Application November 23 1945 Serial No 
630,221. Granted October 21, 1947. at 
2,429,223. Pressure-Sensitive Adhesive Tape No Wy 
Illustration Warner Eustis, Newton Mass., and <e 
George Robert Orrill, Western Springs, Ill., assignors < 
to The Kendall Company, Boston, Mass., a corpora 
tion of Massachusetts. Application August 28, 1940 
Granted October 21, 1947 
2,429,269. Feed Mechanism for Stapling Machines. 
Charles M. Lindstrom, East Greenwich, R. I., assignor 
to Boston Wire Stitcher Company, Warwick, R. I., a 
corporation of Maine. Application June 28, 1944 
Serial No. 542,529. Granted October 21, 1947 
2,429,349. Paper Sorter. Luther W. Evans, Rich 
mond, Va., assignor to Evans Specialty Company, | 
Inc., Richmond, Va., a corporation of Virginia. Ap | 
- plication September 9, 1943, Serial No 501,718 | 
i Granted October 21, 1947. 
2,429,422. File Folder. Howard G. Meyer, Long | 
Island City, N. Y., assignor to Acco Products, Inc., 
2 Long Island City, N. Y., a corporation of New York 
Application September 9, 1944. Serial No. 553,427 
Granted October 21, 1947. 

2,429,522. Transfer Mechanism for Calculating 
Machines. Thomas O. Mehan, Park Ridge, and 
Hunter E. Hooe, Chicago, Ill., assignors to Victor 
- Adding Machine Co., Chicago, Ill., a corporation of 
e Illinois. Original application March 6, 1942, Serial 

No. 433,608, now Patent No. 2,396,188, dated March 
— 5, 1946. Divided and this application May 30, 1945, 
- Serial No. 596,762. Granted October 21, 1947 
il 2,429,703. Magnetic Recording Device. Harold A 
, Vagtborg and Marvin Camras, Chicago and Raymond 

E. Zenner, Brookfield, Ill., assignor to Armour Re 
_ search Foundation, Chicago, I1l., a corporation of 
1 Illinois. Application December 26, 1942, Serial No 
. 470,208. Granted October 28, 1947 

2,429,729. Rotary Card Index and Tray. Karl H 
Miller, North Canton, Ohio, assignor to Diebold, Inc., 
Canton, Ohio, a corporation of Ohio. Application 
J September 8, 1943, Serial No. 501,567 Granted 
“e October 28, 1947. 
st 2,429,730. Sensing Means for Business Machines. 
Richard W. Pitman, Laverock-Hillcrest, Pa., assignor 
to Underwood Corporation, a corporation of Dela 
h, ware. Original application November 21, 1941, Serial 
an No. 419,889. Divided and this application February 

28, 1944, Serial No, 524,199%. Granted October 28, 
_ 1947. 
nd 2,429,792. Magnetic Recording-Reproducing Means 
ng and System. Semi Joseph Begun, Cleveland Heights, 
Ohio, assignor to The Brush Development Company, 
-_ Cleveland. Ohio, a corporation of Ohio. Application 
April 7, 1943, Serial No. 482,198. Granted October 
-- 28, 1947 

2,429,927. Rotary Stencil Printer Having Clamp- 
ing Means and Guiding Means. Duane Doolittle; 
Lincolnville, Me. Application October 16, 1945, Ser- 
ul- ial No, 622,533. Granted October 28, 1947. 
ir- 2,429,979. Flexible Pocket Receptacie. Douglas J 

Broughton, Springfield, Mass., assignor to Buxton, 
—_ Incorporated, Springfield, Mass., a corporation of 
ce Massachusetts. Application August 9, 1945, Serial 
‘e No. 609,816. Granted November 4, 1947. 

2,430,023. Writing Implement. Sydney E. Lon 
— maid, Rosemont, Pa., assignor to The Esterbrook 
Pen Company, Camden, N. J., a corporation of New 
Jersey Application January 27, 1944, Serial No 
519,954. Granted November 4, 1947 

2,430,043. Base for Tilting Chairs. Harry W 
: Bolens, Port Washington, Wis., assignor, by mesne 
bia assignments, to The Seng Company, Chicago, Ill., a 

corporation of Illinois. Original application August 
sgt 3, 1940, Serial No. 350,310. Divided and this appli- 
del cation March 15, 1944, Serial No. 526,515 jranted 

47 November 4, 1947 

2,430,230. Lettering Guide. Frank P Kuhl, 
— Bronx, N. Y assignor to Keuffel & Esser Com 
oO. pany, Hoboken, N. J., a corporation of New Jersey 
Application September 15, 1943, Serial No. 502,709. 
jam Granted November 4, 1947. 
, ,430,574. Caleulating Machine. Jalmer M. Laiho, 
ol Skokie, Ill., assignor to Felt & Tarrant Manufac 
turing Company, Chicago, Ill., a corporation of Illi- 
nois. Application February 5, 1943, Serial No. 474,808 
ose Granted November 11, 1947 
2,430,575. Key-Responsive Calculating Machine. 
aa Jalmer M. Laiho, Skokie, Ill., assignor to Felt & 
me Tarrant Manufacturing Company, Chicago, Ill., a 
for corporation of Illinois. Application February 5, 1945, 
you Serial No. 576,334. Granted November 11, 1947. 
‘on, 2,430,744. Severing Tape Dispenser. William H 
Stewart and Esidore Martin, East Jaffrey, N. H 
— Application March 4, 1946, Serial No 651,893 
uilt Granted November 11, 1947. 

as DESIGN PATENTS 
ave 147,722. Design for a Lamp or Similar Article. 
St., Walter Fanelli, South Euclid, Ohio, assignor to 

Faries Manufacturing Company, Decatur, Ill., a cor- 
_ poration of Illinois. Application May 17, 1946, Serial 
of No. 129,777. Granted October 21, 1947 
147,729. Design for a Rotary Blotting Device. 
Ernst Johan Jens Henriksen, Copenhagen, Denmark 
Application April 18, 1946, Serial No 128,727 
Granted October 21, 1947. 

147,742. Design for a Combined Calendar, Clock, 
ize and Desk Unit. Bailey T. Bowers, Chicago, Ill. Ap 
Co., Plication September 19, 1946, Serial No. 133,411 147,729 147,742 

Granted October 28, 1947 
apatt _ 147,863. Design for a Pencil Sharpener. Joseph 
ypes Ness, Rockford, Ill., assignor to Rite-Rite Mfg. Co 
1 to Downers Grove, Ill., a corporation of Illinois. Appli 
¥, cation March 3, 1947, Serial No. 137,285 Granted 
November 11, 1947 

_ 174,864. Design for a Pencil Sharpener. Joseph 
Ness, Rockford, Ill., ssignor to Rite-Rite Mfg. Co., 
Downers Grove, Ill., a corporation of Illinois. Appli- 
cation March 3, 1947, Serial No. 137,286. Granted 
November 11, 1947. 

147,867. Design for a Pencil Sharpener. Arthur 
M. Rapoport, New York, N. Y. Application October 
i Rf Serial No. 134,344. Granted November 

» 1947 
aie, 147,868. Design for a Box for Leads or the Like. 
nter- Jean O. Reinecke, Oak Park, Ill., assignor to W. A 
able. Sheaffer Pen Company, Fort Madison, Iowa, a cor 

poration of Delaware. Application January 7, 1946, 
Serial No. 125,336. Granted November 11, 1947 
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BACK TO SELLING THE SIZZLE 
By Elmer Wheeler 


Sales Consultant 
Dallas, Tex. 


yy WAS many years ago in Penfield, N. ¥ that I found my 


first sizzle, that “word magic” that gets people to do 


things for you as though prompted by s é ysterious 
genie out of an Aladdin’s Lamp 
Every Sunday, in front of grandpop’s farm, | would set 


up a box with a hand-painted sign reading, EGGS c20 
CHEAP. I deliberately put the cent mark in the wrong 
place so that the city folks would think I was just a farm 
boy and didn’t know fancy city prices 

Sure enough, cars driving along at the great speed o 
f two-wheel brakes 


f 


32 miles an hour, and with the screech o 
would bump and clatter to a magnificent stop 
A backseat driver, in her duster, would poke |} 


er frontseat 


husband and say, “Oliver, get me a dozen of that boy’s 
cheap eggs 
By the time Oliver had grunted himself around in front 
1} 


of his panting Stutz, the back-seat driver would yell out, 
“Ask the boy if the eggs are fresh!” 
Now, I could have used ordinary words. I could have said, 





“One-day-old eggs, lady,” but I knew the city store folks 
could legitimately use the same sales psychology 
I needed a sizzle So looking the woman mack in the 


eye I would blithely say, “Would you mind waiting a 
moment until I get them FRESH from the hen house 
The woman didn’t mind waiting f 


for “hen house fresh 
eggs 
I would then dash into the hen houss and at what I 
thought was the psychological moment, would proudly re- 
appear with the eggs in my hands 
Did I have to tell the woman how old the eggs were 
I 


Why most women thought the eggs had just been laid for 
them personally. Five-second-old eggs! 


Elmer Begins Sizzle Hunt 


All during my life that little incident in Penfield lingered 
with me. Throughout my school days, then later in news- 
paper offices as an advertising solicitor, I became “sizzle- 
conscious,” always looking for the right word to sizzle on 
someone to make them respond satisfactorily 

One day, in Baltimore, Wilbur May of May’s Department 
Store, told me that my newspaper did not pull, and when 
[ pointed to all my readers around a shirt counter he merely 
shrugged, “They haven't any money—they aren’t spenders.’ 

Now I Knew that my readers spent as much as any other 
newspaper's readers, so I took twenty reporters and gave 
each of them $10 (of my firm’s money) to buy as many 
of the advertised shirts as the money would buy and the 
clerks would sell. 

When the twenty reporters returned, 15 of them hadn't 
purchased a single shirt, explaining that the sales people 
didn’t use any sort of persuasive sales language on them 

The five who had bought shirts had only one shirt each 


saying that the salespeople did not try to sell more than the 
one shirt 

Armed with this data I went to the Mav store When 
Mr. May saw the evidence he said, ‘““‘Why not teach my sales 


people what to say: 


Elmer in the Shirt Business 
l accepted his challenge and made a study of his shirts 
| found they had seven fine ocean pearl buttons, each button 
sewh on with three loops and three Knots ind that they 
had extra long shirt tails, wide arm holes, and any other 


features 


Then one day I found the REAL sizzler, the magic words 
to sell shirts to women for their husbands to weal I 
instructed the sales people to hold up a shirt to every 
woman at the counter, pull on a button and say: “The but- 
tons are ANCHORED ON and won't pop off in the wringer,’ 

For the first time in the store’s history (and that of our 
newspaper) we sold out every single shir Boy was | 
amazed)! 

Then followed many other sizzles or Tested Selling 
Sentences, such as ‘s 

“It won't rub off.’ (white shoe polish) 

‘It won't tangle while sewing.” (wax: thread) 

“For active men.” (deodorant) 

“It won't burst open.” (diaper safety pir 

I soon found that in every item on every helf every 


show room, in every service you can render someone, there 
was a “Tested Selling Sizzle,” and I set out to collect al] 


I could find 


| found a dentist who would say, “This filling will stay 
silver-bright forever,” and a moving van estimator who 
said, “All our movers wear rubber heels so as not to make 
scratches 

| found drug elerks and doctors, grocery clerks and even 
undertakers using sizzles, either consciously or subcon- 
sciously Street car conductors, porters, ticket agents 
everybody had his personal collection of “word magic.” 


Everybody Can Use Sizzles 


“Tf you sell underwear or insurance, if you are a plumber 


or a door-to-door bakery salesman, if you sell stocks and 
are a radio announcer, no matter who you are 


bonds, 0o 
or what you sell, you can use sizzles. 

You must use sizzles. 

Everyone at times, without knowing it, uses these little 
magical words that make people WINNERS in life instead 
of LOSERS: that take them out of the tightest social pinch, 
or the toughest sales argument. 

And now, the formula we have used for national sales 
organizations is condensed for your personal use as an 
individual. This formula will get you more happiness in 
the home, more social success, or greater BUSINESS gains, 
and here it is in such a simple form that it can be under- 
stood and applied by anyone. 





The Five Wheeler Points 


i. “Don't Sell the Steak—Sell the Sizzle.” It's the sizzle 
that sells the steak not the cow. 

You never saw a steer walking through a restaurant 
taking order for his shank bone, did you? Yet what happens 
when a waiter walks through with a steak that. sizzles? 
First you hear the sizzle, then see it, then smell it. 

That sizzle dealt a triple blow to your senses, and it was 
three to one that if you had the money you would buy 
yourself a steak that sizzled instead of a dime hamburger 
that lay on the platter fizzling. 

Now hidden in every piece of merchandise in a store, on 
shelves, on counters, in showrooms—hidden in every service 
that you can render someone, is a sizzle. 

The sizzle, for example, is the tang in the cheese, the 
crunch in the cracker, the whiff in the coffee, and the 
pucker in the pickle. 

It’s the protection in an insurance policy that you buy 
and not a legal-looking document; it’s the sentiment on 
a greeting card that you want and not the fancy paper 
it is written on. 

“It removes dog hair,’ says the Hoover door-to-door sales- 
man, and then steps inside to prove his sizzle. 

“You can save 10 per cent on round trips,’ says the 
TWA ticket agent, and doubles his sales. 

Point One, therefore, in building a sales talk that really 
SELLS, is to find your sizzle or sizzles in whatever you 
have to offer to others 

Mark them down in their order of IMPCRTANCE. Big 
sizzles first, other sizzles to follow in order of their sizzling 
ibility 

Put on a pair of SIZZLE SPECS and look at your business 
through the eyes of the outsider. How do you look, sound, 
act, before others? 

How does your business look, stack up, to the outsider 
when he first steps in? Your merchandise, your counters, 
your office, your windows? 

Find your sizzles—and you are on the road to being a 
Suecessful Man or Woman in Life! 

2. “Don’t Write—TELEGRAPH!” Your first ten words are 
more important than your next 10,000. 

In fact, if your first ten words aren’t the right words 
you won't have a chance to use the next 10,000. 

The other person will walk away from you physically, 

he just doesn't float away mentally. 

You must learn, therefore, as step two in getting across 
with others, to speak telegraphically. You must learn the 
irt of verbal shorthand. 

It isn’t how many sizzles you find that counts—but how 
many sizzles you can express, telegraphically 

So learn how to get the steak from the charcoal while it 
is still sizzling and red hot, for no one likes a “dead” sizzle, 
one that has gone out. 

Don’t use a single “and,” “if,” or “but” that doesn’t carry 
in effective thought to the other person. 

“It looks like real linen,’’ says the Sears salesgirl, show- 
ing the new rubberized table cloth. 

She has spoken her sizzle, “Looks like linen” in a 10- 
second sales message, not wasting a single word. 

“Others may pay higher wages, but our firm gives you 
peace of mind,” says the employment chief, all in ten 


seconds. 


(Turn to page 210, please) 
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BUSINESS OPPORTUNITIES 


Wanted Abroad 


Exclusive Distribution Rights Wanted by Brazilian Firm.—Fred Figner 
& Cia Ltda., Rua 7 de Setembro 90, Rio de Janeiro, Brazil, a well-known 
firm operating under the name of Casa Edison, and in business since 
1900, is interested in acquiring exclusive distribution rights on office 
equipment and supplies. A complete report of the firm may be secured 
from the Commercial Intelligence Division, Office of International Trade, 
U. S. Department of Commerce, Washington 25, D. ¢ 

Firm Seeks Office Appliance Items for Distribution in Switzerland 
Saga S. A., La Chaux-de-Fonds (Switzerland) is a firm interested in 
securing office appliance items from American manufacturers for distri- 
bution , Switzerland and adjacent countries. Correspondence would be 
welcomed at the above address. 

Belgium Firm Desires Agencies.—Consortium Commercial de la Mecna- 
ographie, Rue de Louvain, 120, Brussels, Belgium, is desirous of becom- 
ing agents for office machines, furniture and office equipment. They 
are also interested in any quantity of new, rebuilt and rough machines 
The organization has more than 60 dealers throughout the country. 

Office Supplies Wanted by Italian Firm.—Ditta Consiglio Traversa, Via 
Berardi N. 40 A, Taranto, Italy, is interested in making contact for the 
importation of office supplies. They need carbon paper, second paper, 
ink erasers and gum erasers and indicate a willingness to send a re 
mittance for the supplies before their shipment to Italy 

Cuba Dealer Seeks Metal File Cabinet Information Jose E. Alea, 
Muebleria Alea, San Carlos N. 147, Cienfuegos, Cuba, is interested in 
receiving quotations and time of delivery on metal file cabinets. Con 
tacts are sought with manufacturers who are in a position te deliver 
these cabinets direct. 

Venezuela Firm Seeks Trade Literature, Price Lists—N. D. Dao, 
Apartado No. 26, Puerto Cabello, Venezuela asks manufacturers to send 
trade literature and price lists on office supplies including clips, pins, 
file hook, correspondence files, filing cabinets, and so forth 


Wanted at Home 


California Firm Seeks Dealer, Distributor Contacts... The firm of Gol- 
man & Grossman, handling new and used office furniture at 544 Market 
St., San Francisco 4, Calif., and 4188 Park Blvd., Oakland 2, Calif., is 
interested in making contacts for the handling of products in the 
California territory. The main interest is in office furniture, both 
wood and steel, and including desks, chairs, filing and stationery cabi- 
nets on either dealer or distributorship basis. However, on allied lines 
such as transfer cases, file folders, desk trays, typewriter stands and 
card cabinets, the firm would like to handle the products on a jobbing 
basis entirely. 

Specialties Wanted for Northern tllinois—Lyman E. Macatee, who 
operates the Valley Typewriter Service in Aurora and covers a_ block 
of counties in northern Illinois west of Cook and Lake Counties, desires 
to add another specialty line. He is agent for L. C. Smith & Corona 
Typewriters, Inc., and sells the Wells line of posture chairs. He desires 
that the additional line be either office machines or furniture. Starting 
when a boy working for his father, his entire business experience has 
been in office equipment. Mr. Macatee also would be interested in a 
line of legal forms. 

Trade Catalogs Wanted by Washington, D. C. Firm—Office Supply & 
Service Company, 703 Albee Building, Washington, D. C., desires to 
receive trade catalogs and price lists from manufacturers of office equip- 
ment, office supplies, filing cabinets and supplies, business and office 
machines, carbons and ribbons, and specialties. 

Franchises Sought by Fond Du Lac Firm—Reliance Advertising Agency, 
Box 291, Fond Du Lac, Wis., is seeking franchises for sale of adding 
machines, typewriters, steel filing equipment and office supplies. The 
firm sells advertising and also safes, cash registers, adding machines, 
typewriters and other products for the office. 

New California Firm Seeks Manufacturers’ Bulletins—Sandin Office 
Equipment Company, a new office equipment dealer at 1918 W. Eighth 
St., Los Angeles 5, Calif., seeks catalogs and price lists from manufac- 
turers together with information on availability of equipment and sup- 
plies. 

New Firm in North Dakota Seeking Lines—Richman’s, 617 N. P. Ave., 
Fargo, N. D., a newcomer in the office supplies and equipment business, 
is seeking to establish connections for a complete line of steel desks, 
steel files and other office furniture and supplies. 

Trade Catalogs Wanted by California Firm—Earle P. Hambly and 
Associates, 407 Santa Monica Blvd., Santa Monica, Calif., desire to 
receive catalogs from manufacturers of office supplies. 

Geneva, N. Y. Firm Seeking New Lines.—.Robert F. Lannon, Lannon 
Office Supply, 38 Linden St., Geneva, N. Y., is interested in adding new 
lines of office machines and supplies. 














NEW TRADE LITERATURE 


Commercial Stationery Company, 325 W. Madison St., Chicago 6, HIl., 
has just issued its new bank catalog No. 6 giving complete illustrated 
description and prices for coin sorting equipment, coin counting and 
coin packaging machines, steel bank coin vault trays, machine posting 
equipment and other items usable in banks. 4 number of products 
suitable for general office use are listed. 

Remington Rand, Inc., 315 Fourth Ave., New York 10, N. Y¥., 
has just issued a new, illustrated presentation titled “Like Radar, Kardex 
Signals Exceptional Facts,’ designed to give executives a clear picture 
of how the principle of management-by-exception can be applied to 
control of stocks, sales, personnel and collections for work simplification 
and record cost reduction. This six-page, four-color presentation, 
KD-316, can be obtained from any office of Remington Rand, Inc., or 
by writing Systems & Methods Research Department at the above address 


MISSING MACHINES 


_ Typewriter Inspection Company, Wilmington, N. C., of which E. N. 
Small is manager, has reported to the police department that two ma- 
chines are missing from the company’s offices. One is a Woodstock 
typewriter No. 585036E with 14-inch carriage and the other. is a Rem- 
ington-Rand adder No. 73-P-411453P. 
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IN DECEMBER OF 1877, WHEN: 

Porter & Bainbridge, New York City, issued a new set of cards 
for Christmas and New Years selling at $.25 a pack. ...A 
new style slate eraser was offered by L. C. Pease & Company, 
Springfield, Mass. It consisted of a small bottle fitted with a 
sponge. . . . The Pocket Slate Company issued a “combined slate 
and lead pencil” to be retailed at one or two cents each. . 
John Holland, gold pen manufacturer of Cincinnati, Ohio, applied 
for a patent for a gold toothpick sliding out of an ivory handle. 

. (From files of the American Stationer.) 


IN DECEMBER OF 1887, WHEN: 


S. C. Toof & Company, lithographers, steam printers and blank 
book manufacturers of Memphis, Tenn., reported brisk trade. . . . 
The World Typewriter, weighing only three and one-half pounds, 
was offered for sale at $8.00. John Becker was patentee and 
manufacturer. . . . Replica of a boy trying to upset a huge bottle, 
which rests on a rug of silver, was the latest in fancy inkwells. 

A handy desk implement was Stowell’s Ink and Pencil 
Eraser with file, pencil sharpener and letter opener combined. 
After five weeks’ duration the printers’ strike in Chicago 
ended when Typographical Union No. 16 ordered its men to 


return to work. (From files of the American Stationer.) 


IN DECEMBER OF 1897, WHEN: 


The Parker Pen Company, Janesville, Wis., offered a new 
style cap and holder for the Geo. S. Parker fountain pen. 
The Government interfered with the manufacturer of a paper 
weight which represented U. S. money. A. A. Weeks, 11 
Gold St., New York, N. Y., issued the new Century pin stapling 
machine—"One Blow Does It All.” A Baltimore stationer 
announced he had decided to use street car advertising. 
The Miller-Bryant Pierce Company of Aurora, IIl., manufacturing 
typewriter ribbons and carbon papers, reported good business. 

(From files of the American Stationer.) 


IN DECEMBER OF 1907, WHEN: 


Yawman & Erbe Manufacturing Company issued a new “Card- 
Index Cooking Recipe Outfit.” The Alexander was a new 
typewriter being made by the United States Typewriter Company, 
East New York, L. I. . A. N. Burbank was elected president 
of the International Paper Company. . . . It was announced that 
enlarged facilities of the Remington Typewriter Company had 
resulted in factory space more than a mile in length. . . . (From 
files of Office Appliances.) 


IN DECEMBER OF 1917, WHEN: 


It was said editorially, “If wheat, beef, pork and refined sugar 
will help win the war, let them be commandeered without delay.” 
. . . The American Can Company became the exclusive distributor 
of the Rex typewriter in the United States and Canada. ... S. S. 
Mapes was chosen new president of the Blickensderfer Manu- 
facturing Company as the directors met at Stamford, Conn. . 
The Imperial Desk Company, Evansville, Ind., moved to a new 
factory 488 feet long and 62 feet wide. . . . (From files of Office 
Appliances.) 
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“The children were nestled all snug in their beds— 


While visions of sugar plums danced in their heads.” 


A Visit from St. Nicholas (Clement Charles Moore). 
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What Will the New Year Bring? 





[HE CONDITIONS that exist and will carry through into 1948 have many of 
the characteristics that were present in the beginning of 1947. Production, 
employment, wages, taxes, prices and profits: What is the status? Employment 
and wages are reported as very high, prices have continued to rise, production 
has gained in volume, but not sufficient to fill all demands. Taxes are still under 
discussion. Inventories declined in the first half of 1947, but have been increased 
in the last half. The recession that was rather freely predicted for 1947 did not 
materialize. 

If the rehabilitation in foreign countries follows the suggested plans it seems 
that a very high business activity will result. We know as a matter of fact the 
volume of supply sales depends on general business activity. Production of 
equipment, desks, chairs, files, and so forth, have not been sufficient for replace- 
ments. Many cities have decided shortage of office space, and as buildings are 
available equipment will be in heavy demand. The outlook based on present 
conditions points to a large volume of business for 1948. 

There are factors that require particular attention. Larger inventories at 
high prices absorb working capital, and inventories should be watched closely 
and kept in balance as near as possible. Shrinkage in inventory value is a loss 
in working capital. A general decrease in sales volume with a slight decline in 
prices could absorb profits. Higher wages, salaries, freight rates, taxes and other 
expenses of doing business cut the margin of profits. These are factors in the 
operation of business that require careful attention, if a well-balanced financial 


position is to be maintained. 
—Fred Downs 


o 


With THE START of every New Year we reflect upon what has gone before 
and look forward to greater accomplishments. Predictions run rampant— 
“it will be the greatest year in the history of”... “it will surpass anything that 
has gone before” ... and so it goes with every industry in every field—medicine, 
business and politics. But mere words do not build an empire or increase business 
... Mere words do not help suffering humanity. It takes creation, invention, 
planning and good old-fashioned hard work. 

For more than two decades officers and members have worked long hours 
so that everyone would benefit from their experience and research. Especially 
during the past few years was it necessary to help the dealer in every way—and 
the Association came through with flying colors—through its creation, planning 
and hard work. 

A golden opportunity looms ahead in the year 1948, for we stand on the 
threshold of an era which promises to be the greatest in our history—of in- 
dustrial, managerial, political and humane progress. By our own creation, in- 
vention, planning and good old-fashioned hard work will it be possible for us, 
in our own small way, to fashion for ourselves a niche in the office machine 
hall of fame—so that future generations of office machine people will say, “THEY 
were pioneers”’. 

In 1948 we have plans for the betterment of the National Office Machine 
Dealers Association which include educational work in the fields of management, 
selling and advertising. We have plans for increasing membership because we 
feel that in numbers there is strength. We have plans to help lighten the produc- 
tion load for everyone. Our creative minds are teeming with the invention of 
other plans which will greatly benefit the industry. And these, too, can be mere 
words, but for YOU, for in your hands lies the future progress of the National 
Office Machine Dealers Association AND for all of us, let our theme be “Unity 


for Progress.” 
—Irving R. Ritchie 


OFFICE APPLIANCES, December, 1947 














FRED DOWNS 
Downs-Randolph Company, 
Tulsa, Okla. 
President, 
National Stationers 
Association 

















IRVING R. RITCHIE 
Typewriter Distributors, Inc., 
New York, N. Y. 
President, 
National Office Machine 
Dealers Association 


13 








VISIT NUMBER 7 





“Office Appliances” Surveys Seattle 





HERE ARE MORE THAN 100 firms doing business 
in the office supply, equipment and furniture fields 
in the city of Seattle, Wash., and all are finding it 
“good going” there at present. Seattle always has been 
a good town in which to do business, we were told and 
were shown a lot of business statistics to bear out the 
point. Every possible phase of the office field is being 
handled by the Seattle trade, both in small specialty 
shops and in large institutions embracing all branches 
of the industry. There’s no talk of business recession 
here and everyone in the trade with whom we talked 
painted a glowing picture of continued good business. 
Seattle, chief city of Washington, is situated on a 
series of hills above a fine harbor and has a popula- 
tion of over 370,000. It is the leading commercial, in- 
dustrial and financial center of the Pacific Northwest 
with an annual traffic through its port in excess of 
8,000,000 tons, valued at over $360,000,000. 


Business Space at Premium 


Its industry is of wide scope, varying from small 
factories to large ones, from one-product industries to 
multi-product enterprises, and embracing just about 
every field of business endeavor. Empty office buildings 
and commercial street floor space are almost impos- 
sible to find in the business district and very difficult 
to find even in residential and suburban areas. In 
other words, business is good in Seattle and everyone 
thinks that it will stay that way. 

Stocks are good in most stores, far from enough in 
major lines to satisfy either retailers or customers. 
But most office supply dealers have as much, if not 
more, merchandise to sell here than in many cities 
we have visited in past months. They are doing a lot 
of active merchandising also; no one can go into busi- 
ness here and “stay put” in so far as our field is con- 
cerned ... there are too many firms after the available 
business. 

Most old-timers feel that there will be some casual- 
ties within the trade before too long a period has 
passed. They feel that many inadequately financed 
firms whose management has too little business ex- 
perience will quickly fall by the wayside when the 
going gets rough. No Seattle office trade man with 
whom we talked would even venture the date of ar- 
rival of this period; Seattle sees it a long way off. 

“All the recession and depression talk is coming out 
of Washington and New York,” a half-dozen Seattle 
business men told us. “You never hear it out here 


unless some traveling man like yourself comes around. 
It looks to us like here that the big business in New 
York and Washington wants a depression and is doing 
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A VIEW OF THE SEATTLE, WASH. SKYLINE LOOKING TO THE EAST 


Seventh of a Series of Journeys 
to Metropolitan Centers for the 
Purpose of Obtaining Firsthand 
Information on the Retail Di- 
vision of the Office Equipment 
and Supplies Industry. 


By ERNEST W. FAIR 


Field Reperter 


all it can to convince the rest of the country that we 
should have one!” 

There is an enormous potential market in this area 
for new office equipment and furniture of all kinds. 
The supply field is fairly well taken care of at present. 
But the immediate potential market in furniture and 
equipment appears to be far greater than can be sup- 
plied by factories for many months to come. Used 
equipment is as scarce as new, and in some instances 
almost as high. The big battle with Seattle office fur- 
niture people today is not to make sales but to get 
the merchandise to sell. In some stores we noted a fair 
amount of top grade (and price) furniture on display 
and ready for immediate delivery but almost none at 
all in the more popular pieces. 

“The factories seem to think the market can go right 
on absorbing these $1,000 desks,” one dealer told us, 
“But that market is now a small one. What we need 
are desks and chairs and other furniture for the small 
office and the little businessman. The $1,000 desk pur- 
chasers are becoming fewer and farther between and 
the day when even the little guy would spend without 
considering value for his money are gone—even here 
in Seattle.” 

There’s a great demand on the part of consumers 
for value received in every dollar they spend in this 
area. Customers are talking a lot more about what 
a piece of merchandise is worth than its price but in 
the back of all such discussion is the price factor. 
Overpriced merchandise of all kinds is becoming more 
and more difficult to sell here in the Pacific Northwest. 


Outside Salesmen Bearing Down Again 


Salesmen are working much harder, too, and the 
Lord only knows that any salesman covering the down- 
town section of Seattle afoot has a piece of hard 
work on his hands. Our well-padded ankles broke 
under the strain of those vertical hill climbs the first 
day of our visit! 
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SEATTLE FIRM—The de Voss Desk Co., 


a" et ct 717-721 Third Ave., Seattle, a firm 


handling a variety of appliances. 





The average salesman here is making just about 
three times the calls he made a year ago; he has 
something to sell now and he’s spending a great deal 
more time learning about his merchandise. 

“It’s been so long since our staff had to sell that 
we’ve decided to start right from scratch,” one dealer 
told us, “and every salesman is studying basic selling 
again. When new merchandise arrives we study its 
construction and every possible use with as much 
care as if we had never heard of the product before. 

“We feel there’s no excuse for sloppy salesmanship 
any more, for today you have to get out and sell all 
of the time.” 

A great deal more attention is also being given to 
missionary work here. Salesmen are working as hard 
at building future business as they are at selling today. 
And office supply firms are looking for new firms once 
again also. Your correspondent remembers the old 
days when enterprising office supply dealers studied 
corporation reports, county clerks’ filing lists and all 
such statistics to locate new firms being formed. To- 
day here in Seattle some wise dealers are doing that 
very thing once again. 

These new firms are being contacted by those dealers 
as soon as information is available—by personal calls 
on the part of salesmen and by courteous straight-to- 


FOR EFFECTIVE DISPLAY—Bank and 

Office Equipment Co., Seattle, uses 

these attractive quarters for display of 

products under the slogan, “Built with 
pride, used with pride.” 
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the-point direct mail letters. The Seattle trade is 
certainly on its toes today! 


Outside Competition Negligible 


The industry here has little outside competition. By 
being good office supply dealers and working through 
the years to supply complete stocks and first-class 
service, the trade as a whole has beat down this type 
of encroachment from outside. In some cities we have 
visited it is today a serious menace; in Seattle it has 
little effect on the trade’s total business. 

The number of complete institutions is large here, 
much larger than in cities of similar size we have vis- 
ited in past months. There are several large stores 
which have set out to become the “department stores 
of business” and this trend is also bringing about the 
gradual development of more small institutions which 
are specializing rather than attempting to be minia- 
ture editions of the large stores. 

Some movement over into other fields has also de- 
veloped from the expansions of these larger stores and 
book departments, art supplies and similar merchan- 
dise are all being sold therein. Photographic depart- 
ments are being eyed by several stores for establish- 
ment in the very near future. They believe the latter 
holds a great potential of business for top-notch 
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office supply firms. At present developments here are 
being held back by shortages of merchandise in this 
field. The fact that a lot of other retailers, such as 
jewelers and book stores, have the same idea here may 
retard additions of photographic equipment depart- 
ments by office supply dealers here. But it does offer 
another source of profit to dealers where the field is 
not so competitive. 


City Gets Good Export Business 


Seattle is the leading export city to Alaska and 
the Pacific, and dealers and agents here have a good 
export trade. Many dealers do not handle this type 
of business at all but most of the larger firms find it 
profitable, and by use of resident agents and mail 
solicitation have built some business in export sales. 
It is far from a major factor in the Seattle market, 
however. 

Closest cities of any size are Spokane, across the 
Cascade mountains, and Tacoma to the south. Other- 
wise the Seattle office supply and equipment trade 
takes care of most of the needs of the state of Wash- 
ington through direct mail, some general advertising, 
salesmen on the road and resident salesmen or agents. 
The trade here expects a great expansion in this ac- 
tivity over the state-wide territory within the very 
near future. 

“In the past we’ve been just like big city dealers in 
other section of the country,” one supply firm manager 
told us. “It took all the scheming we could do to 
stretch our merchandise so that it could cover the 
needs of our local customers. 

“However, the future looks brighter and brighter on 
that score and a lot of us are making plans to widen 
our activities during the months ahead. We person- 
ally like the resident agent idea best and are even 
considering setting such agents up with stocks and 
samples in towns of 5,000 and over. It’s one of those 
‘ideas for the future’ as we call them and still in the 
‘think’ stage. But we believe it has some great pos- 
sibilities for expanding the volume and influence of 


our business.” 


Office Supply Business Highly Competitive 
There are 27 firms listing themselves as office equip- 
ment dealers in Seattle. Most of these firms carry 
other lines than equipment and are so noted in our 


roster which follows: 
Bank and Office Evuipment Comvany at 609 Third 
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DISPLAYS DESKS—James D. Headley, 
owner of the Business Equipment Co., 
Seattle, inspects a desk display. 


Street, which has display suite rooms set up all of the 
time, also handles new and used furniture; Business 
Equipment Exchange, 2330 W. Spokane, in business for 
more than 40 years, handles typewriters and business 
machines; Commercial Equipment Company in the 
Collins Building, headed by Alvin E. Westin, also 
handling furniture. 

Ralph C. Coxhead Corporation has offices at 106 
Columbia, handling the products of that firm; The 
Desk Exchange in the Collins building, also handling 
used office furniture; de Voss Desk Company at 721 
Third Avenue, handling Shaw-Walker equipment as 
well as many other lines of new and used office furni- 
ture; Diebold, Inc., in the Second and Cherry Building; 
Fildex Bureau at 1110 Fourth Avenue. 

General Equipment Company, 1300 First Avenue, in 
new and used office furniture business; James L. Head- 
ley, specializing in desks and chairs, pads and safes, 
at 818 Third Avenue; International Business Machines 
Corporation at 1933 Fifth Avenue; J. W. Metcalfe Com- 
pany, in the Vance Building, handling new office fur- 
niture; Moore Business Forms, Inc., in the Vance 
Building; Northwest Office Equipment Company at 723 
Second, also handling office supplies. 

Paragon Products, Inc., in the Maritime Building; 
the Pioneer Office Equipment Company at 625 First, 
handling new and used furniture and typewriters; 
Produc-Trol Seattle Company in the Smith Tower; 
M. J. Rafter Company, 520 Sixth North: Rainier Office 
Supply Company, 911 Western, handling new fur- 
niture, office supplies and typewriters; Remington 
Rand, Inc., 1910 14th Street, handling the full line of 
the company products. 

H. M. Rosen Adding Machine and Typewriter Com- 
pany, 84 Madison Avenue, also handling typewriters 
and adding machines; the W. F. Smith Company in 
the Maritime Building; Sorter Graf Company in the 
Vance Building; Stenotype Company at Fourth and 
Pike Building; Trick & Murray at 115 Seneca, also 
handling furniture and supplies; the Bryan W. Burtch 
Company at 294 First and the Williams Office Equip- 
ment Company, 1911 First. 


Furniture Dealers Enumerated 


New office furniture dealers doing business in Seattle 
other than mentioned above include the Art Metal 
Construction Company at 115 Seneca; the Baker Com- 
pany, Inc., at 214 Blanchard; the Dando Equipment 
Company at 1103 Fourth; Ruggles Stationery Com- 
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pany at 115 Cherry (also office supplies); Gra-Mac 
Office Supply Company at 5410 17th N.W. (also office 
supplies); Lowman & Hanford Company at 1515 Sec- 
ond and two other stores (also office supplies); and the 
Throwbridge Desk Company at 84 University, the latter 
doing a wholesale business alone. 

Used office furniture dealers doing business in Seattle 
other than mentioned in previous paragraphs include 
the Acme Furniture Buyers, 6001 17th Street, and J. E. 
Murphy of St. Louis, Mo., no less, who carries listings 
in local directories inviting long distance collect toll 
calls on used office furniture. 

Office supply dealers doing business in Seattle other 
than mentioned in previous paragraphs include the 
Archway Bookstore at 1615 Third Street, Biggs Com- 
pany, Inc., at 1008 Western (also typewriter supplies) ; 
John L. Bird Company at 1112 Fourth; Bostitch North- 
west Company at 2420 Third; Gibb Office Supply Com- 
pany at 1105 Third; H & M Ribbon and Carbon Com- 
pany at 116 Second (also typewriter supplies) ; Charles 
R. Hadley Company in the Central Building; Northway 
Distributors at 622 Fourth, managed by Jack Fallick; 
Pacific Supply Company at 1008 Western; Prompt 
Printers and Stationers at 816 Third; Rohrer & Jef- 
fries Company at 917 Western, Rolston’s Pen & Card 
Shop at 1516 Second; Seattle Office Supply at 1005 
Second; Tague Stationery Company at 88 Madison 
and Waters Specialties at 314 Stewart. 


Office Machine Field Also Hotly Contested 


Typewriter sales firms not listed in previous para- 
graphs include the ABC Sales and Service Company at 
7535 Roosevelt Way (also typewriter repair and adding 
machines) ; Adding Machine and Cash Register Com- 
pany at 84 Madison; Adding Machine and Typewriter 
Exchange at 821 Third (also adding machines); Wil- 
liam H. Burt Typewriter Company at 608 Second 
(also typewriter repair, adding machines, addressing 
machines); W. C. Dieter Typewriter Company at 917 
Second (also typewriter repairs); Dirkins Typewriter 
Service in the Green Building (also repairs); E. W. 
Hall Company, Inc., at 1111 Second (also adding ma- 
chines); Haynes Typeriter Company in the White 
Building (also typewriter repair and adding machines). 

Henderson Royals at 2635 Fourth (also typewriter re- 
pairs); Hoyt Typewriter Supply Company in the Cas- 
cade National Building (also repairs); International 
Business Machines Corporation at 1933 Fifth; National 
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NEW HOME—R. C. Allen Co., is occupying this new home 
at 2028 Third Ave., in Seattle. 


Typewriter Exchange (same as Hoyt); Northwest 
Typewriter Company at 4019 15th N.E. (also rental) ; 
Pettinger Company at 104 Cherry (also repairs) ; 
Puget Sound Typewriter Company at 222 James; 
Rainier Typewriter Company at 209 Seneca; Reliable 
Typewriter Company at Pier 52 (also check-writers) ; 
Roper Office Machine Company at 1002 Third (also 
repairs and adding machines) ; Royal Typewriter Com- 
pany at 1516 Second, Seattle Typewriter Repair Com- 
pany in the Arcade Building (also rental and repair) ; 
L. C. Smith & Corona Typewriters, Inc., at 919 Sec- 
ond (also adding machines). 

Steurers Office Equipment Service at 3165 E. 32nd 
(also repair and adding machines) ; Typewriter Service 
Company at 218 Marion (also repair) ; Underwood Cor- 
poration at 1021 Second (also adding machines) ; 
United Typewriter Company at 623 11th (also rental 
and repair); Wales Sales and Service at 821 Third 


(Turn to page 19, please) 


CO-OWNER — A. L. Owen, co-owner 
with Mrs. W. M. Dando of the Dando 
Equipment Co., Seattle. 
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How to Operate a kiling School for 


Retail Customers 





HE SUCCESSFUL filing school held by the Ivan 
Allen-Marshall Company of Atlanta, Ga., last Sep- 
tember over a three-day period didn’t “just happen.” 
Instead, it represented weeks of careful planning, the 
judicious use of instructions to the students and the 
employment of hospitality such as the southern firm 
has always evidenced in its dealings with customers. 
Through the courtesy of W. D. Harris, advertising 
manager, Ivan Allen-Marshall Company has made 
available to OFFICE APPLIANCES a resume of the filing 
school details in order that they may be passed on to 
other office outfitters who may wish to furnish sim- 
ilar instruction. 

Five months before the school was held, preliminary 
plans and preparations were begun. In April, the 
dates of September 9, 10 and 11 were already selected 
for the school. These dates were chosen because at 
that time vacations are over, the summer heat is mod- 
erating and business people are planning for the ac- 
celerated business which comes with the fall of the 
year. 

Demonstration equipment and supplies were ordered 
months in advance in order that they would be at 
hand in ample time for checking and setting up before 
the school opened. 


Details Carefully Arranged 


A check list was prepared a month before the school 
opened and each item and project on the list was 
assigned to a member of the Ivan Allen-Marshall 
Company organization as his responsibility. The check 
list was examined carefully each week after assign- 
ments were made and progress reports made on each 
project. Included in the check list were such tasks as: 


1. Seating arangement. 

Erection of teacher’s platform. 
Securing necessary chairs. 

Arranging for public address system. 
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Preparation of signs. 
Provision of additional restroom facilities. 
and 
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7. Installation of Coca-Cola machine water 
coolers. 

8. Printing of invitations, blanks, and assembling of 
package to be given to each student. 


9. Contracting with caterer for lunch—selection of 


the menu. 

10. Arrangements for photographs. 

11. Installation of fans in the classroom. 

12. Arrangement of displays. 

13. Rearrangement of furniture displays to accom- 
modate students at lunch. 

14. Setting up system for 
blanks and acknowledgments. 

No hit-or-miss method of inviting students was 
used. Instead, the announcement-invitation was dis- 
tributed in person by the Ivan Allen-Marshall com- 
pany 31 outside salesmen to a selected group of cus- 


handling application 
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Suggestions from Experience 
of the Ivan Allen-Marshall 
Company, Atlanta, Ga. 


tomers and prospective customers two weeks prior to 
the school. Application blanks were distributed at the 
same time and an effort was made to have them filled 
out and signed while the salesman was there. If this 
was not convenient, salesmen asked that they be 
mailed later. 

Acknowledgment cards were mailed the day after 
each application blank was received. In some cases, 
it was necessary to accept the second or third choice 
of an applicant so that no group would exceed the 
seating capacity of the classroom for a particular 
day’s program. 

The announcement given prospective students de- 
clared in part: 

“Arthur Frey, recognized by the office equip- 
ment industry as an authority on the subject of 
filing, is coming to Atlanta from Cincinnati to 
conduct the FIRST filing school to be held in the 
Southeast. 

“We sincerely hope you will arrange to attend 
the school. Our entire organization of nearly 150 
people will be at your service to assure you a 
pleasant, interesting and instructive day. 

“Arrangements should be made with your em- 
ployer for you to spend one of the three days at 
the school. There will be a morning session be- 
ginning at nine-fifteen ... the afternoon session 
will close at four-fifteen. 

“Attendance is by application only. The enclosed 
application card is for your convenience in indi- 
cating the date most suitable to you... the 9th, 
10th or 11th.” 


Varied Program Is Provided 


The list of subjects to be covered had a distinct 
appeal to prospective enrollees. This was no slipshod 
program. Instead, it included: 

Importance of filing—filing as a profession . . . miss- 
ing records ... self indexing with cabinets .. . original 
installation. 

Rules of filing—file behind the guide .. . one guide 
for every 25 cards... amount of material in folders 
... transferring at regular intervals. 

Rules of Alphabetizing—by names of individuals... 
surnames and initials ... titles are disregarded ... 
prefixes and abbreviations. 

Coding, marking and sorting—an explanation of 
three routines which prepare material for proper and 
accurate filing and for speedy reference. 

Cross reference—how to guard against loss or mis- 
placement or misfiling, when materials which may be 
referred to are asked for in different ways. 

Follow-up systems—card index tickler . . . letter size 
follow-up by date ... combination letter size A-Z and 
date follow-up. . date follow-up with signals. 

Charge-Out procedure—‘out” guides ... “out” fold- 
ers ... charge-out ards ... charge out procedure 
and rules. 


Transfer of records—one period transfer ... two 


OFFICE APPLIANCES, December, 1947 


\@ We PO} NV OU 


"a a. a 


period transfer ... multiple period transfer ... con- 
tinuous transfer. 

Record retention and record destruction—time for 
record destruction ... Government records .. . statute 
of limitations . . . cost of maintaining records. 

Centralized filing—advantages and disadvantages 
. . . location of centralized filing department 
arrangement of department. 

Filing Department Duties and Supervision—manage- 
ment attitude toward filing department ... accurate 
and speedy service a necessity ... clearly defined 





duties. 

How to Install Filing Systems—when ...where... 
why ... what type of supplies and equipment... 
personnel. 

Alphabetic filing—by names of individuals ... by 
names of companies... the safeguard filing plan. 

Geographic filing—users of geographic filing... by 


states, by towns, by firm names. 

Subjective filing—kinds of subjects filing—alpha- 
betically, numerically, decimally. 

Numeric filing—direct and indirect filing . . . applica- 
tions of numeric filing .. . safeguard numeric filing 
plan. 


Printed Material Eliminates Confusion 


Various pieces of literature were prepared especially 
for the school and were well received by the students. 
Use of printed material eliminated much verbal ex- 
planation and “question-answering” and reduced con- 
fusion and lost time by employees to a minimum. 

The student’s package was given to each student as 
he arrived at the registration desk. The “Get-Ac- 
quainted” letter attached to the package answered 
most questions the student was likely to ask on arrival 
at the store. Each student received a welcome from 
President Ivan Allen Jr. which disclosed that the 
lunch, Coca Cola, telephone, and so forth were all 
“on the house.” Notebook, pencils and a “Find-i-tis” 
booklet for the student were placed in the envelope. 
Each student was asked to jot down his opinion of 
the school and an evaluation of its worth. 

The weekend before the school final details were 
completed, demonstration units were set up, chairs 
and platforms arranged, and classroom was made 


ready. 
Store Personnel on Hand 


At the registration desk each morning of the school 
one member of the store organization was assigned to 
greet the students, distribute the packages and direct 
students to the elevator. Several salesmen were at 
the desk to meet their customers and welcome them 
to the classes. 

One member of the organization was assigned to 


the classroom throughout the entire day of the session 
in order to care for any unforeseen emergencies that 
might occur. 

Lunch, prepared by an outside caterer, was served 
box-style and placed in chairs in the furniture dis- 
play room adjoining the classroom at noon each day. 

A local photographer made pictures of the classes 
and these with stories pertaining to the school were 
released to local newspapers and trade journals. 

Careful attention to the smallest detail characterized 
the Atlanta school. The result was a smoothly-oper- 
ating program which won new friends for Ivan Allen- 
Marshall Company. 
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OFFICE APPLIANCES SURVEYS SEATTLE 
(Continued from page 17) 


(also machines) ; Washington Book Store at 4316 Uni- 
versity Way, Washington Typewriter Company at 1014 
Second (rental, repair, adding machines), and Wood- 
stock Company at 673 Fourth. 

Typewriter parts and supply firms not listed above 
include the Burroughs Adding Machine Company at 
118 Fourth, of which C. C. Terry is manager (all com- 
pany lines) ; Stan Hall Rubber Stamp Company in the 
Maritime Building; Lee Knox Manufacturing Com- 
pany in the Terminal Sales Building; Miller-Bryant- 
Prene Company at 1331 Third Ave., and Seattle Platen 
Mfg. Company at 91 Spring. 

Typewriter repair firms not listed above are Uni- 
versal Mimeograph and Typewriter Company at 4424 
University Way and K. R. Vest Company at 816 Second. 

Adding and calculating machine firms not listed 
above are Acme Adding Machine Service at 5544 Wood- 
lawn; Adding Machine and Calculating Exchange at 
821 Third; Adding Machine and Cash Register Com- 
pany at 84 Madison; Comptometer Company in the 
Douglas Building; Friden Calculating Machine Agency 
at 821 Third; Marchant Calculating Machine Company 
at 919 Second; Monroe Calculating Machine Company 
at 605 Union; Remington Rand at 1910 Fourth and the 
Victor Adding Machine Company at 811 Second. 

Other firms include the Addressograph Machine Ex- 
change in the White Building; Addressograph-Multi- 
graph Company at 1813 Seventh; the W. E. Finger 
Company at 2113 Third; Todd Sales Company in the 
Terminal Sales Building, and the F. & E. Check Writer 
Company at 821 Third. 

(Next Month—Portland, Ore.) 





WINDOW APPEAL—An attractive win- 
dow display in the Chicago stores of 
Horder’s, Inc., during a period of about 
two weeks in late September featured 
Graffco Nu-Vise and Cellugraf Signals. 
George B. Graff Co., Cambridge, Mass.., 
co-operated in this promotion, supply- 
ing for the main display a carefully de- 
signed and artistically constructed win- 
dow display piece five feet wide by 
three feet high, in six colors, with the 
features emphasized by electric lighting 
with flasher effects. These window dis- 
plays, used for the first time in the 
Horder's, Inc., stores, are to be shown 
in various locations about the country, 
by arrangement between dealers and 
the George B. Graff Co. 
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PUBLICITY IS WHERE YOU FIND IT—Every company has hidden article material in its 





personnel, its policies or its history. 


Publicity “How-to” for the Office 


Equipment Dealer 


By STAFF MEMBER 





@¢f OOK AT THAT,” wailed the sales manager. 

“Jones Office Equipment Company’s name is in 
an article again. The free publicity those guys get! 
Why don’t the reporters ask us something sometimes? 
Why can’t we get our name in the papers?” 

Why not? “Free publicity” doesn’t just happen. It 
is the result of careful planning and football team- 
precision execution of a program as thorough as that 
used for any selling operation. 

Publicity isn’t by any manner of means a substitute 
for advertising. Rather, publicity and advertising are 
—to use the football simile again—like a speedy half- 
back and a sturdy blocking back. The halfback gets 
the results, in the form of touchdowns, but the un- 
sung blocker contributes in large measure to his 
success. Advertising and publicity are best teamed, 
advertising making the sales, with publicity helping 
to pave the way by making friends for the office 
equipment stores. 

Planning for an office equipment publicity program 
might break down into five phases: what publicity to 
get out, where to send it, who to cultivate, when to 
break a story, and how to insure publication. 


Defining Publicity’s Worth 


Taking the first phase, just what is a publicity story? 
What is good publicity—or is any publicity good? 
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A publicity story is not only one which does a 
direct selling job for the store, but any story which 
indirectly tends to put it in a favorable light as well. 
For example, a newspaper story about one unusual 
worker and the way he performs his job helps in- 
directly to build good will through the reaction of 
readers who say to themselves, “That’s a good place 
to work .. . treats its employees well.” 

To the old-fashioned press agent, any publicity— 
good, bad or indifferent—was desirable as long as it 
included his client’s name. The modern public relations 
specialist thinks otherwise. Sometimes, in fact, his job 
is to prevent, in so far as it can be done, the publica- 
tion of articles and stories which reflect unfavorably 
upon his company. The aim of a store publicity pro- 
gram is not to put the company’s name before the 
public in any way. Rather, it is to present the com- 
pany in a favorable light. 

Let’s look at a few examples of what a good publicity 
story for the office equipment store might be. Usually 
the store manager himself doesn’t know that there is 
story material around, but almost any good company 
has scores of potential articles in its history, its per- . 
sonnel, its policies, and its promotions. 

In one city an office equipment store had a display 
put up, not with the idea of selling it, but to bring 
crowds into the store to see, be attracted by, and 
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purchase other equipment. The crowds did come and 
they did buy, but they might have been bigger had 
the manager known how to merchandise the publicity 
value of his promotion. 

The sale was advertised twice, and a card in the 
window invited customers into the store. That was all. 


A Better Way To Handle Promotion 


Here is what the manager might have done to push 
the publicity value of his prornotion: First, he might 
have invited newspaper editors to a private press 
showing. This would have been held after hours, so 
that the reporters sent to see it would have full op- 
portunity to concentrate their attention on the dis- 
play and its story without being distracted by crowds 
milling in the store. 

The history of the store, and it was bound to con- 
tain some interesting sides, should have been given 
to the reporters—not merely told to them, but typed 
or Mimeographed and handed to each. Opportunities 
should have been extended to the newspaper photog- 
raphers to take all the pictures they wanted, and a 
pretty sales clerk might have been detained overtime 
to give the pictures human interest value. 

That’s merchandising the publicity value of a pro- 
motion. Not all promotions, of course, have such ex- 
cellent news story possibilities, but many that the 
manager does not play up could be merchandised like 
that with excellent results. 

Every employee of the store did something before 
he came to work for you. What was it? Many of them 
were airmen who bombed Germany and Japan. Many 
did more prosaic things during the war, but some 
undoubtedly did downright unusual ones. Some may 
have been merchant seamen who were torpedoed, 
or who saw strange and unusual things. A girl may 
have at one time been secretary to a doctor, and any 
doctor’s secretary is bound to have accumulated some 
interesting yarns. 


Personnel Stories Have Value 


Talking to the personnel often brings out an inter- 
esting anecdote, an unusual experience that an editor 
would welcome. In return for ferreting out a human 
interest yarn, he’ll usually mention that Joe Jones 
works for Smith’s Office Equipment Store. Not a big 
blurb, but something that makes Mr. Consumer think 
just a little more highly of the store because it is 
connected with a person whom he admires. (or he 
wouldn’t have read the article). 

Have you any kind of employee benefit policy? Do 
you furnish insurance? Help to pay the hospitaliza- 
tion costs of employees? Stories of employee relations 
that show the boss and his workers getting along well 
are in demand today. Talk to the editor! 

Newspapers (especially those in the community 
where the company is located), magazines and radio 
programs offer excellent outlets for consumer pub- 
licity. 

It is usually wise to cultivate key men—editor, an- 
nouncer, and radio program director. Contrary to 
prevailing opinion, most newspaper editors are eager 
to receive publicity, provided they are not expected to 
insert free advertisements in their news columns, and 
provided the publicity gives them something of real 
news or human interest value. 

When something pops that might be newsworthy, 
pass it on to the editors. Get to know them person- 
ally, let them understand that you are eager to help 
them to secure facts, statistics, and human interest 


CFFICE APPLIANCES, December, 1947 


material they need, regardless of whether a story of 
value to you develops. 


Publicity’s Best When “Hot” 


It is axiomatic in the news-gathering business that 
there is nothing older than yesterday’s news. So if 
something of immediate news interest does develop, 
don’t sit on it. Release it while it’s hot. To get co- 
operation from publication bosses it is necessary to 
give co-operation. 

Ferret out the news for them. 

For example, getting back to the worker whose job, 
personality or past history may be unusual, it is wise 
publicity to “package” a story for the local media. 
Follow up the information. Interview the man. 
Get pictures and present the whole story to the editor. 
if you can. 

If no trained publicity man is on the pay roll to take 
care of this chore, call the editor of a local newspaper 
and give him an outline of the story, letting him know 
that if he cares to send a reporter to follow up your 
tip, you will extend all the aid you can. 

There are hundreds of unwritten human interest 
stories floating around all the time that editors can’t 
cover because they don’t know about them. Tips and 
active help in following up such feature material are 
appreciated. 


How to Develop Source Material 


To discover the hidden human interest material 
among his employees, one manager gave each a long, 
Mimeographed form to fill out. This inquired into 
the employee’s education, former employment, Army 
or Navy service, if any, outside activities, whether he 
had ever played on a champion or runnerup softball 
team, whether there were famous relatives in his fam- 
ily, and generally pried into his entire history. 

The answers that looked promising were jotted down 
in a notebook. Then the manager amplified the in- 
formation by a personal chat and, where a promising 
story developed, got the employee’s permission to con- 
tact a publicity outlet. 

Being wise, this office equipment dealer didn’t try 
to “flood” his local newspaper with the stories. He 
called them to the editor’s attention one at a time, a 
month apart. Several very interesting—and very 
profitable—feature stories were the result. 

Don’t expect the editor to give a glowing account 
of the company in return for such help. Consider 
a casual mention of the store—so long as it presents 
the company favorably in a story—ample compensa- 
tion. 

Stunts often help to focus news interest on a special 
promotion. But stunts can be overdone. To be effec- 
tive, they must tie in directly with the genuine news 
value of the story as it will be developed by the pub- 
lication. 

Many editors believe that a picture is worth a thou- 
sand words and, in any case, a story that is well illus- 
trated stands a better chance of being used than an 
unillustrated article. In furnishing pictures for pub- 
lication, it is wise to be sure they have action and 
human interest. People like to look at people, and 
action attracts a reader’s (and an editor’s) eye. 

If the story is furnished, ready-written, in release 
form to the publication, it is vitally necessary that 
“slanting” be eliminated. It must be written as the 
reporter himself would write it, without selling plugs 
or superlatives. 


21 





Designed for Selling—New Quarters, 


Ward Harris, Inc., San Francisco 





F YOU’D BEEN IN SAN FRANCISCO for a weekend TICENE IRNGC 

after V-J day you might have found the president of By EUGENE BURNS 
the $1,500,000 office appliance organization, Ward Har- 
ris, Inc., squatting on a cardboard-strewn floor cutting 
out desks, windows, stairs, doors and wall partitions 
while surrounded by his office management staff. Off- 
hand you might have thought: 
“Squirrels ought to enjoy working 
this territory.” 

Actually, however, important 
plans were underfoot. President 
Ward Harris, General and Edison 
Sales Manager Robert Abbott, Mim- 
eograph Sales Manager Leslie (Red) 
Fries, and Electronic Engineer Rich- 
ard Kobler were assembling the 
most modern functional office ma- 
chinery building in the United 
States, determined to break away 
from the dreary atmosphere of the 
usual office appliance display, sell- 
ing and service rooms. 

Besides their own ideas, these ex- 
perts had combed the office appli- 
ance stores, merchandising experts 
and sales promotion specialists for 
new angles. 

They began from scratch and in 
typical Ward Harris fashion, pitched 
out convention and welcomed in 
improvisation. Plans organized, the 
right architect, Bolton White of 
San Francisco, was called in to put 
their practical ideas into artistic 
execution. 

The result is a building efficiently 
engineered for sales and _ service. 


Special Correspondent 





Gains Large Display Frontage 


Although confined to a 30-foot 
Market Street frontage, Ward Har- 
ris managed to get a display front- 
age of more than 200 lineal feet by 
the simple expedient of utilizing 
one side of his building with seven 
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WARD HARRIS, INC. 


Top—Front entrance on opening day, 

February 11, 1947. This opening date 

was in commemoration of Thomas A. 
Edison’s one-hundredth birthday. 


Center—Leslie (Red) Fries, Mimeograph 
sales manager: Bob Abbott, general 
sales manager; and Ward Harris, presi- 
dent, confer on a survey which to raise 
million and a half dollar mark. 


pews SS RRS 


Bottom—The glassed-in, sound-treated 
Mimeograph demonstration room. Note 
the unique, recessed show windows. 
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glassed-in demonstration rooms each with a recessed 
show-window of its own. 

One might think perhaps: “What has an office ap- 
pliance store which deals in Ediphones, Edison Voice- 
writers and A. B. Dick Mimeograph machines and 
equipment have to do with displays? Who will ever 
be lured into a store by a business machine exhibit?” 

But in their modern San Francisco establishment, 
there is luring interest. It stems from this: Ward 
Harris, a friend and great admirer of the Edison fam- 
ily, has the finest private collection of Edisonia in 
existence—between 4,000 to 5,000 individual pieces. 
And knowing the public’s interest in old motion pic- 
ture equipment, old phonographs and other Edison 
inventions, contrasts were made of the newest dictat- 
ing and duplicating machines in the trade with the 
oldest. And by oldest, Mr. Harris means the first! 

Lured into the beautiful store by these devices, the 
visitor is drawn into the rear of the 155-foot-long 
building by studying one show window after another. 
Then, before he knows it, he is negotiating for some 
of this modern equipment—exactly as planned by Mr. 
Harris and his associates. 


This Building Took Daring 


Besides imagination, it took daring to begin the 
$110,000 renovation job right after V-J day when the 
stock answer was: “No-have” and “No-can-do!” This 
same type of daring has brought Ward Harris along 
from a 20-year-old mechanic for Dalton’s Adding Ma- 
chine Company to the presidency of one of the world’s 
largest distributors of business machines. 

In 1932, Ward Harris had three mechanics (he al- 
ways mentions his mechanics first—for reasons we'll 
discover shortly) and three salesmen. Today, his or- 
ganization has more than 100 employees. During that 
first year in 1932, his business totalled about $25,000. 
This year, 15 years later, his firm will gross well over 
one and a half millions. From a cramped, Market St. 
office, the company has spread out over northern Cali- 
fornia so that it now has seven branch offices (Oak- 
land, Sacramento, Santa Rosa, San Jose, Fresno, Bak- 
ersfield, and Stockton). 

In engineering the building for selling and service, 
one important requirement was that the exterior be 
so attractive and the glance into the interior be so 
arresting through color, design and materials, that the 
passers-by would have to succumb to their natural 
impulses and walk in, look at the displays, and wind 
up as new customers. 

Ward Harris, Inc.’s exterior has a_ street-level, 
glassed-in front. The glass was recessed to reduce 
glare, giving passers-by, at the same time, a quiet com- 
fortable pool to step into, out of the eddying crowds 
of Market St. And yet the slant of the glass exterior 
plane impels people toward the glassed 555 Market 
St. entrance which is purposely unpretentious. The 
exterior, in fact, was kept simple, bordering on aus- 
terity, to throw the emphasis upon the interior, where 
it should be. Golden Biegenelle marble enriches the 
front. 

Once inside, the visitor enjoys the bold use of 
color—watermelon red, chartreuse, dark green, yellow 
—a dozen colors, all of which were once held taboo 
in business houses and particularly those dealing in 
prosaic office machines. And yet, used functionally, 
to accent or subordinate, as needed, these colors give 
a subdued and rich effect. 

A large curved stairway, heavily rugged, near the 
entrance stimulates a feeling of elegance. Architect 
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LENSVIEWS OF WARD HARRIS, INC. 


Top—lInterior of one of the Edison Voicewriter demonstra- 

tion rooms of Ward Harris, Inc., exclusive distributor for 

northern California. Salesman Linn Roberts is presenting 
the new Mercury model Voicewriter. 


Second—Salesman Darwin Acheson demonstrates a Mimeo- 
gr@ph No. 92 duplicator to two interested prospective users. 


Third—The information-reception-telephone desk is near the 
entrance and gives the receptionist a view of the entire floor. 
thereby expediting appointments. 

Bottom—The service department is Ward Harris, Inc., pride 
and joy. Each of the eight branch managers is a graduate 
of the department. Edison Technician Hollis Giles is setting 
the high-low adjustment on the Mercury model Voice-writer. 
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Bolton White put the carved stairway there, he said, 
to give the building added width, which it does. With 
the judicious use of glass, recessed display bays in 
front of the glassed-in demonstration windows, one 
gets the feeling that the building must be at least 
75 feet wide although it is actually only 30 feet. 

The flooring is practical—rubber tile with a marble- 
ized effect blending cream with walnut. The four- 
storied building is sound-proofed and completely air- 
conditioned. 

Beyond the curved stairway, to the right, are seven 
glassed-in demonstration rooms flanked on the left by 
24 specially-designed salesmen’s desks. Each of these 
rooms is a modern demonstration shop and to drama- 
tize the displays, each important item in the room 
is spot-lighted. A stage setting could not have been 
handled more dramatically. 


Receptionist Greets Visitors 


Conveniently, near Ward Harris, Inc., glass door en- 
trance, the visitor meets the receptionist, who be- 
cause of the open design of the store, can see at a 
glance who is in and who is out and make appoint- 
ments with the caller almost instantly. 

In this modern building, however, it is not the 
sound-proofed auditorium with its public address sys- 
tem for sales meetings and lectures; nor the floor 
which eventually will accommodate Mr. Harris’ 
Thomas A. Edison Museum of Industry which will be 
divided into motion pictures, voice writing, light and 
power, communications, duplication, phonograph; nor 
the kitchen which provides employees with hot lunches 
quickly at low-cost; nor the bargain basement for 
rebuilt machines; nor President Harris’ own sumptuous 
quarters; but rather it is the service and repair de- 
partment area which is dearest to Ward Harris’ heart. 

This department has modern equipment, is well 
lighted, air conditioned, has ample space, and, of 
course, is kept spotless, thanks to Karl Benrath, in 
charge of Mimeograph service, and Mel Stewart, in 
charge of Edison service. 

“This service and repair department,’ says Ward 
Harris, “is the heart. of our office appliance business 
From here, come our top men.” 

By actual count, 90 per cent of Ward Harris Inc., 
salesmen have had service department training. 


He adds: “The best way to train a salesman is 
through our service department.” Of his eight branch 
managers, sure enough, each one came through the 
mechanical department. 

That word “service” means everything in the world 
to this organization. It is almost an obsession. During 
the war, for example, they combed the entire United 
States for second-hand machines, buying hundreds in 
New York, Chicago, Boston, Minneapolis, and other 
cities so that it could rebuild the machines and supply 
them to its customers. As a result, Ward Harris, Inc., 
was one of the few office appliance business com- 
panies in the country which was able to give its regu- 
lar customers all the equipment they needed. How- 
ever, because these were old machines, subject to break- 
down, Ward Harris, Inc., wisely enough, rented many 
of the rebuilt machines with the proviso that they 
were subject to return when a new machine could 
be provided. 

But there is another thing which has made Ward 
Harris, Inc., a firm known throughout northern Cali- 
fornia. That is its service. By consolidating Edison 
with the A. B. Dick line, Ward Harris, Inc., was able 
to open branch offices with repair facilities in north- 
ern California’s comparatively small towns which 
otherwise could not support a sales and service de- 
partment. “That consolidation,’ insists Ward, “was 
the finest move I ever made because it made it im- 
possible for me to offer businessmen in outlying com- 
munities quick repair and service facilities.” 

This down-to-bedrock quality—giving customers in- 
stant and good service, keeps Ward Harris’ office door 
open the day round. Regardless of how busy, he will 
always see his customers, frequently by-passing his 
lunch hour so that no man may be slighted. 

After eight months’ travail during the renovation, 
when it seemed at times almost hopeless to get mate- 
rials, Ward Harris, Inc., finally moved in and started 
operations on the 100th birthday anniversary of a 
former friend—Thomas Alva Edison. Now, after ten 
months of use—enough to shake the wrinkles out of 
the building—Ward Harris’ engineered design for sell- 
ing has more than paid off. Sales during each month, 
including the summer months which are customarily 
the poorest, have increased, and new sales records are 
being set every month. 





DEFINITION OF A SALESMAN—CURRENT MODEL 
By HAROLD J. ASHE 
ECOGNIZING that wartime order-taking is out and that salesmanship 
must again be developed, some 1200 salesmen and sales managers 
from mercantile, jobbing, service and manufacturing concerns recently con- 
vened in Los Angeles for a panel discussion of selling problems. 
On that occasion Harry G. Moock, vice-president, Chrysler Corporation, 
gave the following droll description of the ideal salesman: 
“He has the curiosity of a cat, the tenacity of a bulldog, the friendship of 
a little child, the diplomacy of a wayward husband, the patience of a self- 
sacrificing wife, the enthusiasm of a Sinatra fan, the assurance of a Harvard 
man, the good humor of a comedian, the simplicity of a jackass, and the 
tireless energy of a bill collector.¥ 
Notwithstanding Mr. Moock’s amusing approach, his description of the 
ideal salesman of today is a penetrating one which sales managers and 
employers, generally, might well memorize. In interviewing applicants for 
selling positions, employers might, with profit, check off on their fingers the 
ten qualifications which Mr. Moock has enumerated. 
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Capital Alone is No 


Business Success 


Guarantee of 





APITAL IS THE FINANCIAL ffoundation of 

every business, but good will is the superstructure. 
Although a reasonable amount of capital is the pre- 
requisite factor, the good will, which can not be pos- 
sessed at the start but must be cultivated accumu- 
latively, is the thing upon which, ultimately, the value 
and security of the capital investment depends. 

The simplest definition of good will in business is 
that degree of preferential trading allegiance that 
causes a buyer to come into one store instead of patron- 
izing another similar establishment that is equally 
accessible and convenient. 

Merchandise alone won’t decide this preference, nor 
is it usually, within certain bounds, influenced de- 
cisively by prices. Quite to the contrary, it is prin- 
cipally a matter of service and ideals of policy in 
customer relations. Neither can capital, of and by 
itself, command it which is the very reason why, 
under the American system of opportunity for all, it 
is possible to build a big business from a small be- 
ginning. Frank W. Woolworth, when he started, didn’t 
have much of either capital or good will. But, see 
what that name means now! 


Training Provides Success Formula 


The formula for success, whether in manufacturing 
or in retailing, contains many specifications, but néne 
is more important than the ability to select and train 
an organization that can sell profitably under even the 
most competitive conditions. 

Money, machines, and men are the pillars of in- 
dustry, but only men can sell goods with the excep- 
tion of that comparatively small number of cheap 
items that can be sold by vending machines. 

About 1910, there was a universal renaissance of 
advertising, and for years it was glorified as the Alpha 
and Omega of commercial success. In the course of 
time, the business world came to the conclusion that 
vital as good advertising always is to the establish- 
ment of a business, since the buyers attracted had to 
be won and held against competition, sales organiza- 
tions were of at least equal importance. In other 
words, the advertising stimulated the demand, but 
(mail-order advertisers excepted) the salesmen were 
the fellows who actually got the orders. 

This holds true for the factory and it holds true for 
the retail store. With good advertising and a weak 
sales staff, neither can reap the full potential benefits 
of an advertising appropriation. Both forces, adver- 
tising and salesmanship, must work as a well-matched 
team. 

The only thing any salesman is ever hired for is 
to sell. Even if his education opportunities never car- 
ried him any farther than through the grammar 
school, if he has the natural ability to sell merchan- 
dise, he can be a valuable man. 

Salesmen are “born” and salesmen are “made,” but 
training and experience improves both species. Be- 
cause most retail selling is concerned with non-tech- 
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nical merchandise, many dealers in all lines discounted 
the value of special planned training until compara- 
tively recent years. 


“Chain System” Began in 20's 

The epoch of the so-called “chain system” of re 
tailing, which came in the early 20’s, opened the misty 
eyes of many tradesmen as to what intensive, planned 
sales training could do in building sales volume. Not- 
withstanding the indisputable fact that such a system 
has its faults and its limitations and is in nowise a 
social benefaction, no one can sensibly minimize its 
success. 

Capital and buying power did not produce that 
success. It was rooted in the fertile soil of better busi- 
ness methods, primarily better displays and better 
salesmanship—the systematic education of the men 
behind the counters to sell for profit. 

The interest of the salesman in any retail store 
should be stimulated by information and instruction 
so that he will want to sell under the stimulus of 
friendly rivalry with the other salesmen in the store 
and in competition with the best men in competitive 
stores. He should be given an adequate incentive to 
achieve the sales goal expected of him. 

Organization, as well as “generalship” by the sta- 
tioner himself, together with education and stimula- 
tion of the sales staff, can make it a business-building 
machine capable of returning larger profits to the 
store while at the same time earning more money for 
itself. In other words, productive personnel should 
prosper along with the business. 


Premiums Will Not Help 


Some time prior to World War I, the notion gained 
a limited degree of acceptance that certain novel- 
ties, held out to one’s trade as “premiums,” trading- 
stamps, or trading-cards were magical schemes for 
getting more business. None of these customer-baiting 
lures, however, had the power to improve the standard 
of selling ability in the stores in which they were 
tried—in fact, they had the opposite effect, paralyzing 
all initiative and intuition for creative selling. As 
many an old-timer knows, they had also the evil end- 
result of provoking competitors to cut prices when 
those competitors had been trying to do business on 
the more-respectable basis of full-value prices with a 
legitimate cash discount of two per cent as their only 
“premium.” 

There was a time also when some dealers thought it 
was a clever idea to have what was known as a “Front 
Man” in their salesrooms. He functioned as something 
of a professional receptionist to the incoming cus- 
tomers, and was supposed to be somewhat of a master 
psychologist with some of the characteristics of the 
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showman. With his ingratiating personality, he would 
escort the inflow of buyers on a busy day to the cif- 
ferent salesmen who were to serve their wants in the 
various departments, besides felicitating each buyer as 
he left the store with his purchases. 

Can any intelligent stationer imagine this system 
as the right way to instill confidence, self-respect, and 
pride of calling in his sales staff today? Today’s idea 
is to accord equal recognition to every experienced 
salesman on the staif on the principle that, although 
some may be mare dynamic sellers than others, they 
are all good salesmen or they wouldn’t be retained. No 
stationer can obtain the right team work from his 
selling crew by putting a halo over one salesman’s 
head. Even the store manager, where there is one, isn’t 
always nor necessarily more valuable than the sales- 
men; he simply occupies a necessary post of super- 
visory direction of the store when the business is 
large enough to require a manager auxiliary to the 
owner. 


Where Is the Deficiency? 


In appraising any salesman’s work, the stationer 
should consider carefully, when the salesman’s record 
is not impressive, whether the deficiency results from 
lack of interest in the store or lack of specialized 
training to serve the interests of the store. If the fault 
is the latter, the stationer then has a greivance against 
himself—not against the salesman. 

So-called “sales contests’ may increase business for 
short periods, but sales contests are not sales training 
which has for its objective raising the standard of 
selling ability for every day in the year—not for two 
weeks. The incentive for selling more goods, and more 
profitable goods, should be wages commensurate with 
the required ability when demonstrated continually for 
a considerable period—not a prize for a two-weeks’ 
sales record. 

In stationery stores of all classes today, discrim- 
inating buyers are attracted to certain salesmen who 
seem to sell an unusual quantity of merchandise dav 
in and day out without that amateurish urge to “buy 
this” and “buy that.” Quite to the contrary, solely on 
the basis of making friends of their customers, they 
give buyers useful and timely information about goods 
applicable to office requirements, and help customers 
in every conceivable manner in an educative way 
so as to simplify their buying and insure their com- 
plete satisfaction with what they have bought. 

The discreet salesman satisfies himself with explain- 
ing the relative merits of competitive appliances under 
consideration by the buyer and then allowing the 
customer to make his own untrammelled selection, 
subject to any questions that his exposition of the 
comparative value of the competitive merchandise 
may evoke. 

There is nothing unethical in saying, if—and only if 
—the statement be true, that this or that article en- 
joys a bigger sale than some other article or sundry, 
and that buyers always speak well of it. The experi- 
enced salesman, however, always guards against such 
an excess of buying direction as typified by “If you 
take my advice...” It is easy to imagine the reaction 
of the disappointed buyer towards the salesman whose 
explicit personal recommendation did not result in 
the thing bought measuring up to that buyer’s ex- 
pectations. The purchaser could hardly be expected 
to place any further confidence in that salesman’s 
judgment when making another selection from the 
stationer’s stock, but what is worse, he might never 
want to make another selection in that store if what 
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he bought had cost him an appreciable amount of 


money. 

One thing that should be outlawed in every sta- 
tioner’s merchandising policy is the subtle innuendo 
by an inexperienced and over-zealous salesclerk 
against the goods or methods of some competitor. A 
buyer, for illustration, may tell the salesman some- 
thing about unsatisfactory goods or service received 
in another store. One can sympathize with that buyer, 
of course, but no good will ever derive from “knock- 
ing” the competitor about whom the word of com- 
plaint was spoken. 

To the enthusiastic young clerk not long in the busi- 
ness world, it seems temptingly strategic to be able 
to say: “Oh, yes, we gain a lot of new customers be- 
cause of So-and-So’s business methods. He is not a 
bit particular how he treats his customers,” and so 
forth. But would any intelligent stationer like to think 
that Mr. So-and-So was saying the same thing about 
his store at the very same moment? 

Apart from the primary requirement of sound mer- 
chandising policies and constructive selling methods, 
many stationers would profit by several things in the 
category of business improvement. Stock simplifica- 
tion is one—organized, long-range sales plans, and 
co-ordination of purchases with a carefully-mapped- 
out selling program for the entire year. In many in- 
stances, stationers would probably benefit their busi- 
ness also by the concentration of larger purchase or- 
ders with fewer, but better, supply factors. This would 
certainly help in many small outlets the proprietors of 
which have a tendency to scatter their comparatively 
small orders to all points of the merchandising com- 
pass. It would result in worthwhile savings in book- 
keeping and freight and express charges. 

Another important matter is that all operating costs 
be systematized carefully so that the stationer will 
have a dependable guide as to the dollar value of 
these various items, and when their value is recorded, 
will be able to budget his overhead expense accord- 
ingly. In addition to the cost of merchandise, the 
over-all costs of operation should include expenditures 
for wages and salaries, rent, deliveries, advertising, as 
well as such indirect costs as depreciation of fixtures 
and delivery units, insurance, interest, freight and 
express charges, and of course, business taxes. 


Research Furnished Answers 


Attempting to prove that capital, as such, is not the 
transcendent factor in merchandising success—at 
least, not when a dealer starts his business with suf- 
ficient financial backing—I think the story of the 
following bit of research along this line should be of 
interest to every stationer. 

Years ago, a trade magazine editor circularized all 
the readers whose names were on the subscription list 

jith a questionnaire asking for definite;statements as 
to what business problems were curte) tly bothering 
them most and what business information they were 
then most in need of for the successful management 
of investments. 

The tabulated answers showed an amazing variety 
of business matters about which the retailers said they 
needed to understand more. The problems, “How to 
increase the average sale” and “How to move slow- 
selling goods,” were mentioned more often than any 
other. Among other interesting questions submitted 
to the editor were, “Is it feasible to departmentize my 
relatively small store and can you tell me how to do 
it? What are the advantages?” and “Can you suggest 
a plan for local newspaper advertising that would 
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enable me to advertise with reasonable regularity and 
not spend more than $600 to $700 a year?” 

Even in those days (this took place at least 20 years 
ago) the question “How to quicken stock-turn?” was 
a current problem, and many of the retailers sought 
counsel as to the practicability of switching from a 
credit-and-cash business to the cash-only plan of op- 
eration. There was also much interest at the time in 
the theory of cash-and-carry with modified prices and 
cutting out all extra services and delivery. 

Here are some of the other matters about which 
dealers of those days said they needed practical ad- 
vice: How to collect past-due accounts, how to make 
up a financial statement, how to pay salespersons— 
salary or commission, how to train new employees, how 
to stimulate workers’ interest in the business, how to 
get new customers, how to improve window displays, 
the right way to compute selling prices, how to in- 
crease sales volume, how to plan a purchasing pro- 


gram, what records are necessary for the individually 
owned business, how to cope with cut-price competi- 
tion, how to meet chain store competition when unable 
to advertise on a comparable scale, how to reduce 
expenses, how to regain back-sliding customers, how 
to make out an income tax report, how to meet mail- 
order and house-to-house selling competition, how to 
start and keep a perpetual inventory, and how to 
conduct a special sale? 

In the light of today’s standard of business qualifica- 
tions and the more-widely diffused knowledge of busi- 
ness matters, one can not help being impressed by 
the significant fact that at least 50 per cent of the 
matters about which those retailers of some 20 years 
ago stood in need of help and advice were the very 
matters which they should all have investigated and 
understood thoroughly before they even attempted to 
enter into any competitive business activity. 


“Dressing Up” the Price 





OST OFFICE SUPPLY and equipment dealers can 

remember back to the days when mentioning the 
price was considered the crucial point of the sale. 
The amount of advice given on that one subject should 
have licked the depression and created the greatest 
volume of business in history. Perhaps it would have 
done so (though we hope you will pardon our doubts), 
but then the war came along. No one thought much 
about “how to present the price and make the buyer 
like it,” for the trade bought what it could and where 
it could. Price became a mere incident of the sale. 

Now the office supply and equipment dealer enters 
a period when he must again give considerable thought 
to price and the customer’s reaction. His trade has 
started thinking along lines almost unheard of during 
the war and most of the time since. Dealers are asking 
themselves, “How long must I work to earn this?” or 
“What volume of business must I do in order to make 
sufficient profit to pay for this?’”’, or “I wonder whether 
some other dealer might have a little better proposi- 
tion, now that I don’t need to grab the first thing of- 
fered.” 

No price looks attractive today in the sense that 
customers will not stop to question it. Dressing up 
prices is a much-needed art, and the alert dealer 
wants to get organized for smooth selling when sales 
resistance once more centers around “how much does 
it cost?” 


There Is No Magic Formula 


If there is a magic formula for skating safely over 
the thin ice at this point, we are not acquainted with 
it. But definite help may be found in the use of words 
or phrases added to the price. In the office supply and 
equipment field, the best words for this purpose add a 
sense of something extra beyond the bare figures. 
Would you be interested in a few examples? (May as 
well read this now, or you’ll be hunting this issue in 
another three months). 

“The price is $79.50 complete.’ The customer re- 
members hearing about partial deliveries and short 
parts following the war. Maybe the other dealer meant 
his was complete too, but he didn’t say so. The buyer 
cannot bother running back and forth to find out. 


OFFICE APPLIANCES, December, 1947 


By GEORGE M. DODSON 


Staff Writer 


He places the order where definite words tell him what 
he may expect. 

“This price includes delivery.” Possibly this state- 
ment covers no more than driving your truck a few 
blocks to the customer’s office. Yet to the buyer it 
means there will be no last-minute extras added to 
the price. It has been said that the greatest source 
of lost sales lies in those little words, “Plus a few cents 
postage.” Don’t allow your buyers to wonder about 
additional charges; dress up the price with assurances 
that there will be no more to pay in any form. 

“Remember that our price covers only the regular 
cost of the equipment, and the training we will give 
your operator is absolutely free.” Perhaps he expected 
as much, but it’s nice to know for sure. Furthermore, it 
helps lift some of the concentration off the price alone. 
You may be offering only what your competitors do, 
yet if you mention what they forget, the advantage is 
on your side. 


You Can Break Sales Resistance 


Lightning is more likely to hit high objects standing 
out alone. And the business form of lightning known 
as sales resistance will be attracted to the price if the 
office supply and equipment dealer insists on building 
it up into a peak, without words or phrases to tone it 
down. Dress up the price, and the buyer gives it only 
the attention it deserves in his purchase plans. 

The examples given above are neither all-inclusive 
nor perfect. They are a start, particularly for the 
younger salesman or clerk who lacks elementary train- 
ing in licking the obstacle of prices. So go ahead and 
practice with other (and quite possible, better!) ideas 
of your own. You are almost certain to gain by it— 
for any sensible dressing up of prices is preferable to a 
bare set of figures. 
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New Selling Tactics Necessary in 


Post-war Furniture Department 





HE ABILITY TO “shift with the times” is an abso- 

lute necessity in office furniture merchandising 
today, according to Kistler’s, office furniture and office 
supply firm in Denver, Colo. 

The Kistler office furniture department has returned 
to pre-war strength from a personnel standpoint with 
employment of eight salesmen, most of whom returned 
to duty from military service. All salesmen have made 
the most of “doldrums period,’ when low deliveries 
have prevented sales, for “specialty training.” Each 
man has undergone either manufacturer’s school or 
special training with furniture distributors during re- 
cent months. “The idea is to broaden each man’s 
scope,” it was pointed out. “Each man, after attending 
the manufacturer’s school presents a resume of what 
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he has learned at our regular sales meeting, which, we 
feel, will result in a better-balanced and more versatile 
sales staff throughout. Eventually, it is hoped, each 
man will be able to sell every line of office furniture 
with equal facility.” 

A consistent source of surprise to office executives 
entering the furniture floor at Kistler’s is the fact that 
the floor appears completely stocked. Hundreds of 
items are on display, including complete model offices 


POSTURE CHAIR DISPLAY—This dis- 
play was made at Kistler’s, Denver, 
Colo., to advance posture chair sales. 
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and steel furniture. “Actually, this is possible only 
because of our policy to retain a full line of samples 
on the floor,” declare Kistler executives. “We have 
refused to sell our samples of every line, on the theory 
that customers have more confidence in such a policy 
than to find an office furniture display which is only 
half-filled.” Kistler’s, like many other stationery stores, 
attempted to deliver every furniture item as rapidly as 
it was received during 1946, but found that “selling out 
to the bare walls” had far worse effect on business 
than withholding the stock. 


The store at present can make rapid delivery on 
about two-thirds of its office furniture stock, with back 
orders being placed without promise on such difficult- 
to-obtain items as steel desks and other steel office 
furniture, some types of wooden furniture, deluxe 
leather reception-room furniture, and so forth. 


“We are laying our cards on the table, and attempt- 
ing to omit an overly-enthusiastic atmosphere,” it was 
pointed out. “We are still back-ordering office furni- 
ture for the man who wishes, but we explain that we 
have no certainty of when delivery can be made. Our 
experience has been that it is a serious loss of good- 
will to promise 90-day delivery and fail todoso. There- 
fore, all of our orders are placed on a more or less open 
basis.” Because of general marketing conditions, in- 
cluding such examples as automobiles and electric 
appliances, the average customer is forgiving of delay. 


Set Up Eight Model Offices 


Eight model offices at the rear of the furniture de- 
partment have been set up to almost pre-war efficiency, 
with the recent inclusion of “Hollywood glamor” 
varieties of executive offices, which include triangular 
blonde wood desks, corner models, kidney-shaped mas- 
sive desks, matched by similarly glamorous accessories. 


There is going to be a much larger demand for these 
in the future, Kistler’s has found—and almost every 
businessman gives a lot of thought to these eye-appeal- 
ing furniture settings. “We intend to resume com- 
plete office-planning service for our customers as 
rapidly as possible,” it is declared. “However, there is 
a new problem confronting us which must be dealt 
with. In view of the general debility of many old 
Denver office buildings, few office-holders want to in- 
stall completely new office furniture until the quarters 
themselves can be brought up to full modernity. Due 
to high operating costs, most business-building owners 
have refused to remodel for tenants, and, therefore, 
many office holders are waiting until some solution 
has been reached. Remodeling expense is very high, 





A MODERN NEW DESK—tThis different 
executive wood desk, “The Orleanian,”’ 
was designed by E. D. Gisclard, secre- 
tary-treasurer of J. D. LeBlanc, Inc., 618 
Gravier St., New Orleans, La. One out- 
standing feature is the design of the 
Pedestals to provide roomy foot and 
chair space between them. The right 
pedestal consists of a file drawer at 
the bottom. The bottom drawer in the 
left pedestal has a removable rack with 
compartments for liquid refreshments. 
In the back of the 72 x 38-inch desk is 
installed a dictation slide. 
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and few office executives are willing to undertake the 
expense themselves. Naturally, office furniture sales 
suffer.” 

On the other hand, there has been a definite trend 
toward small office buildings of the one-story variety, 
according to Kistler’s. Many physicians have built one- 
story, four-room clinics in Denver, and many profes- 
sional men, and business offices are following suit. 
These lower-cost buildings, being completed rapidly, 
are providing an excellent market for new furniture, 
particularly “complete service” deals, which include all 
files, office machinery, office appliances and furnish- 
ings. 

Work is in process in the office furniture sales office 
at Kistler’s to produce new handsomely-illustrated, 
photographic salesbooks for salesmen. The store has, 
for many years, featured leather-bound books in which 
outstanding examples of Kistler’s planning in setting 
up complete offices were shown by photographs. The 
new books will incorporate glamorous executive offices 
and efficient office routine equipment. 





CALIFORNIA PROFESSIONAL—This long “work” table was 
the center of attraction in the engineer's office set-up at 
W. & J. Sloane’s, Beverly Hills, Calif. The occasion was 
the showing of the California Professional, correlated group- 
ing for offices and reception rooms designed by Robert 
Dorr, Jr. of Los Angeles. Both the club chair, in which 
Alice Debney is seated, and the sectional chairs are covered 
in a brown Koroseal fabric. All furniture is by S. Karpen & 
Bros. Lights of Hollywood, Glendale, Calif., made the en- 
gineer’s lamp. The table flips down and forms a coffee 
table. A story appeared on page 71 of the November issue. 
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Let’s Get the Most Out of Our Displays 





WELL KNOWN business rule is that if you have 

what the public wants at a price the public wants 
to pay your business will be successful. In some cases 
this may be all that is needed, but there is something 
else, very important, which the smaller operator, espe- 
cially the one who has opened a new store or who has 
just started in business, must consider. 

It is a must of course to have the right merchan- 
dise, but unless you present it in the right manner you 
will lose the punch necessary to put over your sales 
promotion. I am not talking to the owner of a “heavy 
traffic store,” although he will find it profitable to 
plan his merchandise presentation, but rather to that 
merchant who has to fight for business and make 
every inside, over-the-counter sale count. 

To develop these sales to the fullest you must present 
your merchandise to the public in an interesting and 
appealing manner. You must make it easy for your 
customer to shop. The least effort he has to put forth 
in selection, the quicker you will make the sale and 
the more sales you will make. This, of course, means 
eternal vigilance and a watchful eye on the part of the 
store owner. It also takes considerable work on the 
part of the store personnel. Plans must be made and 
then, most important of all, be put into effect. The 
main difference between the average chain store and 
the average independent store is that the one discusses 
plans and then acts and the other discusses plans and 
usually does nothing about it. 


Rotate Window and Store Displays 


Interior display is a most important accessory to 
your window display. Good window display and excel- 
lent interior display when combined will bring you 
more customers, and sdles and more profits. 

There is an important factor in over-the-counter 
selling which I would like to emphasize. Do not Sell 
from your displays, sell from stock. The displays are 
there to call your customers attention to what you 
have to sell and if you remove this important adver- 
tising you lessen its sales potentiality. After any spe- 
cial selling season there are many items left on the 
shelves of some stores which would have been turned 
into money if the operators had adopted this rule. The 
rule applies especially to major items and to merchan- 
dise stored in the stockroom or out of the way place. 

General appearance is an important consideration if 
you want your store to be popular. In this modern age 
the public admires the merchant who presents a mod- 
ern appearance and is inclined to buy in his estab- 
lishment. If you would improve the appearance of your 
store in general, get away from overcrowding the 
ledges or the counter displays. Your customer spends 
considerable time in your place of business and not 
a small part of this time may be spent in waiting. It 
is during this waiting period that his eyes begin to 
wander and he sees your personality reflected in the 
appearance of your store. Try not to use your store 
ledges for stock shelves. If it is imperative that you 
do, be sure that the merchandise is in apple pie order 
at all times. It is better, however, to trim your ledges 
with groups of related merchandise interspersed with 
selling signs in neat frames. Don’t try to cover the 
entire ledge with merchandise but rather use three 
or four groups with selling copy on a legible card. 
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By GEORGE D. TAYLOR 


Western Office Furniture Company, 
Long Beach, Calif. 


Use these card frames (about 14 by 22 inches) all 
through the year, changing the copy as the seasons 
demand. 


Neat Displays on Tables Pay Dividends 


Many stores use their table tops as catchalls on 
the theory that if the merchandise is out where the 
customer can see it (no matter how it looks) it will 
sell. This may be true to a certain degree but you 
have not created a very favorable impression in your 
customer’s mind. It is much better to trim your table 
and counter tops neatly. Use glass risers in the center 
and steps if your table is against a wall. Use a sign 
on each display telling something about the merchan- 
dise as well as its price. If it is desirable to show a 
variety of merchandise on one table, use desk trays 
and confine one item to a tray. If the items to be 
shown are large, make a mass display on one table 
with a sign “Gift Suggestions.” 

Be sure to use your store name on your show cards. 
Many stores have special cards printed with their store 
name and an appropriate design. Use words appro- 
priate to the season as often as possible in your dis- 
plays. Repetition is a valuable factor in putting across 
your sales message. Your counter signs should be 
either 7 by 11 inches or 11 by 14 inches. You can 
purchase holders for these from any display center. 

Never be ashamed of your prices. To do so creates 
a feeling of suspicion in your customer’s mind and 
gives him the idea that you have something to hide. 
This is not an incentive to good business because peo- 
ple have a natural tendency to shy away from stores 
about which they are uncertain. 

Your showcase is another important display medium 
which can decidedly add or detract from the general 
appearance of your store. Again, quite ofter the ten- 
dency is to use it for a catch-all and instead of living 
up to its name it becomes simply a glass “box” in 
which things get thrown for no other reason than to 
get them out of the way. If it is necessary to keep a 
lot of different items in your show case or to use it 
as a stock case don’t let the public see it as such. Use 
compo-board panels suitably covered (not with crepe 
paper). These panels should be large enough to set 
in your case slanting from the front of the floor of 
the case back to a line even with a glass shelf about 
a foot from the top. Square these panels off with 
colored scotch tape and in each square pin an item 
and a card with selling copy and the price. You will 
sell more from a display of this kind and your store 
will look very much neater. Divide these panels in 
two and set them side by side. They are easier to 
handle that way. 


Feature Furniture on Platform Displays 


If your store is large enough the spotlighted platform 
cannot be beat for featuring merchandise. Use plat- 
forms about four inches off the floor display on them 
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groups of furniture such as a chair, lamp, end table, 
ash tray, and so forth, arranged in an appealing man- 
ner and spotlighted. Smaller merchandise can be dis- 
played also on these platforms by means of stands. 

If your store is small and your display space limited 
you can build up additional sales of furniture by ar- 
ranging displays in the aisle facing the door. Do this 
the last thing before you leave the store and allow 
them to work for you in the evening when the public 
is window shopping. Run a long line of furniture, one 
time using a small desk and chair and the next show- 


ing fully upholstered, leather covered furniture. 

Don’t be afraid to push staple merchandise. Many 
merchants embrace the idea that “they will sell any- 
way.” That may be true, but who will sell them, you 
or your competitor? 

It is far more profitable in the long run to spend 
your time, energy and advertising money to build up 
the sales of those items which people want to buy than 
it is to try to break down their resistance and make 
them buy items which you have already proved do not 
turnover fast. 


Well-planned, Large-Scale Advertising 


Aimed at Executive 


Sells Fine Furniture 





EITH’S, A TOP FLIGHT concern in the sale of of- 

fice furniture at 13th and Baltimore, Kansas City, 
Mo., has reached this eminence largely through well- 
planned advertising. The pulling power of the adver- 
tising is the result of well-illustrated, carefully-worded 
copy, as adroitly prepared as the editorial matter in 
the newspapers used by the progressive firm. 

Advertising of office furniture by Keith’s is carefully 
slanted so that it arouses interest in the special field 
or area to which it is directed. While the Kansas City 
firm sells practically every type of office furniture, an 
especial appeal at this time is directed toward execu- 
tives. 

The advertising has maximum interest for the head 
of the firm, “the boss who makes the decisions.” The 
advertising attracts large firms in the Keith trade ter- 
ritory covering several states, a territory of which 
Kansas City is the hub. 

Of course, the prestige of the Keith store is a factor 
in winning the patronage of top-flight executives in 
Kansas City and other cities in the trade area. But to 
rest on the laurels of established prestige is not in the 
Keith tradition of doing business. The firm has won 
a unique place in this line, but only by constant pro- 
motion of fine office furniture through regular and 
well-planned advertising, by good selling methods, 
and, finally, by carrying in stock those types and lines 
of office furnishings which appeal emphatically to 
executives who know what is good in this line, and 
to whom price is relatively secondary once the quality 
of such merchandise is established. Fitness for their 
own offices after careful examination is the major 
question mark in the minds of the executives. 

Advertising directed by Keith’s especially toward 
such executives has its first characteristic in size 
comparison. While in advertising ordinary office fur- 
niture or appliances Keith’s sometimes employs ads of 
average space—two columns, six or eight inches deep 
—in their special ads devoted to fine office furniture, 
the store employs copy of a scope worthy of the sub- 
ject. A typical ad along that line may occupy space 
four columns wide and 12 inches deep, representing 48 
inches of display space. 

All such advertising is well-illustrated, with pic- 
tures of the articles described and priced in the copy. 
Another feature is the Keith name, shown in script 
in white letters on a dark background. Usually, the 
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By J. L. SIMPSON 


Special Correspondent 


store name is not at the bottom of an ad but, instead, 
occupies a position somewhere in between the top and 
bottom with just the name “Robert Keith” in that 
form of white script which is the trademark of this 
store. 

Another feature of Keith advertising devoted to 
the promotion of exclusive office furniture or execu- 
tives is the fact that not too much descriptive matter 
is employed in the copy. The busy man can read it at 
almost a glance, yet this message is so cleverly worded 
that it will bear re-reading, perhaps several times. 
While relatively large type is used, it is of the light- 
face variety and only the illustrations and the store 
nameplate are brought out clearly by the use of con- 
siderable printer’s ink. 

The phrasing of the ads is outstanding inasmuch 
as it carries an invitation to “look it over.” Here are 
some typical paragraphs: 

“Every man does a lot of living in his office. He 
works and worries there. 

“Naturally the Mister wants ‘the office’ to be smart 
looking, convenient and comfortable. 

“That’s easy to have with a desk just the size you 
want and a chair just the size you are. 

“Select mahogany or walnut of solid worth and enjoy 
sitting behind a desk that labels you ‘Executive.’” 

Such a brief, yet distinctive appeal, in the opinion 


of Keith officials is more appealing to the average suc- 
cessful executive than ten times the wording, with 
high-pressure aim, and a lot of black-face type. 

In a typical advertisement the two items shown 
are the desk and chair for executive appeal. The 
desk, of butt walnut top and sides, has a rear-dicta- 
tion slide, and the price is $750. 

The chair is of solid walnut, with top grain leather, 
and retails for $180 at Robert Keith’s. Total for the 
two articles for the executive office use is $930. Illus- 
trations of desk and chair appear at the extreme bot- 
tom of the 48-inch display space, while the message 
to executives appears at the top, with some white space 
between. Years of successful advertising have proven 
for the store that the white space is effective in 
making ads, such as this one, stand out in the pages 
of the Star and Times in Kansas City. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of :— 
CONFIDENCE .. . COUR. 
AGE... CO-OPERATION 


INDS are like parachutes... 

they won’t function unless 
open,”’—thus penned an adver- 
tising manager of a prominent 
western stationer, Pioneer, Inc., 
Tacoma, Wash... . You should be 
on their mailing list for their reg- 
ular monthly refreshing series; 
and be sure to send them some of 
your favorite business axioms— 
they’ll appreciate them and use 
them enthusiastically. 





* * * * * * * 


Tune in on these admonitions for 
you from our good monthly busi- 
ness builder, Sell: *EVERY DAY 
is a Promotion Highlight Day in 
December... . Are you planning a 
potent gift appeal for each adver- 
tisement in this promotion-long 
month?—And then not to overlook 
projecting your thinking and 
ACTING ahead get in on this fur- 
ther advice: “Don’t start late with 
48” .. . RIGHT NOW, before you 
get up to your ears in the Christ- 
mas rush, get your promotion 
plans down on paper for January. 
Yes, and February, too... . And 
of course, for the “13th month” 
between Christmas and New Years, 
when cash gifts are just burning 
to be exchanged for goods. ANY 
PLAN you make NOW will surely 
be more profitable than if you 
start late with 1948 


a * * 2 * * *% 


And here are more: First, on 
your own office outfitting windows: 
“Make your Christmas and Janu- 
ary windows spectacular... . Or- 
dinary windows get no attention 
during these exciting seasons. 


*THE SOLE REASON for every 
person and everything in your 
store is to SELL! 


*A buyer is not a merchant un- 
less he makes frequent personal 
contact with his customers. Nor 
is a merchant a MERCHANT un- 
less he does likewise. 


*And another thing: Is there 
any selling power in those show 
cards out there in your show win- 
dows? 

*Yes, once Christmas decora- 
tions go up, every item in your 
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store becomes a GIFT ITEM. 

*IT DOESN’T REQUIRE much 
imagination to enable one to see 
that this month and the next hold 
amazing possibilities for alert 
sellers. Sales depend almost en- 
tirely upon your preparedness and 
the amount of promotion you ap- 
ply. GET BUSY. GET BUSINESS! 

*THE LEGITIMATE STUDY for 
Sellers is PEOPLE. Goods change 
but human nature is ever the 
same. Let your advertising reflect 
this, if you would increase its ef- 
fectiveness. 


* * * a * * * 


.. . AND HERE IS A NATION- 
WIDE ROUND-UP of real SELL 
“HEADS” in all their sparkle: 

*REDUCE YOUR SHOPPING 
LIST TO A SINGLE PHONE CALL 

. . Schleisner. 

*FEW PENNIES A DAY PLAY 
... Lazarus. 

*YOU CAN USE THREE EASY 
WAYS TO PAY... Loveman’s. 

*CREDIT WITHOUT FUSS... 
Sears. 

*YOU DON’T NEED A BULG- 
ING PURSE, IF YOU HAVE A 


CHARGE ACCOUNT .. . Lans- 
burgh’s. 
*MERE DROP IN THE BUDGET 
. . Pogue’s. 


*DONT PASS THIS BUY... 
Lundquist Lilly. 

*A NAME YOU KNOW AND 
LABELS YOU TRUST... Man- 
del’s. 

*BE OFFICE WISE WITH OUR 
OFFICE SUPPLIES . Ander- 
son’s Office Equipment. 

*GENTLEMEN BE SEATED AND 
LADIES, TOO, WITH OFFICE 
CHAIRS OF CHARACTER AND 
COMFORT! ... Smith Brothers, 
Stationers. 

*Wouldn’t You Like To Be Able 
To Say: “WELCOME TO OUR 
OFFICE!” ... Johnson’s. 


* * * * * * * 


And now to the month’s mail 
that has been welcomed to the co- 
ordinator of BUSINESS BUILD- 
ERS, care of the same place, same 
station, that you too are invited 
to regularly send in your contribu- 
tions of straight-line business 
thought and query: 

*From Atlanta— According to 
figures assembled by Business 
Week from Federal Reserve Board 
data, your biggest market numer- 
ically makes $3,000 a year or less 
(70 per cent); your best market is 
the $2,000 to $5,000 brackets, about 
50 per cent of all who have money 


to spend. We believe that is a 
thought for both retailer and 
manufacturer in our office outfit- 
ting concerns to reflect upon and 
act upon in planning. 

*From Laramie, Wyoming — 
Your query in locating your pros- 
pective venture in office outfitting 
should have the competent coun- 
sel of OFFICE APPLIANCES service 
department as you suggest so we 
are relaying your letter to them 
for immediate analysis and at- 
tention. 


* * 1 * * * * 


For our terse-trailers this month 
we have so many candidates from 
readers far and wide that we are 
going to use not one but several, 
giving credit-line wherever you 
have noted them. Here they are 
first time over the OFFICE APPLI- 
ANCES network .. . we know you'll 
like them:— 

. People like boats, toot the 
loudest when they are in 
a fog. 

. Think as you work, for in 
the final analysis your 
worth to your company 
comes not only in solving 
problems, BUT IN AN- 
TICIPATING THEM— 
H: H. Ross. 

.. A pm (push-money) of- 
ten inspires the human 
sales person to “super- 
human” effort.—Sell. 

.If an advertisement 
doesn’t make a good first 
impression, it has made 
its last one——Howard W. 
Newton. 

. We are all manufacturers 
making good, making 
trouble or making excuses. 

. At a time when sales 
come easily of themselves, 
is the time when a little 
extra push shows the 
greatest results. 


. Probably no other two 
words are responsible for 
as many advertising mis- 
takes as “I like.” 

. After it is all said and 
done, there is still A LOT 
TO BE DONE! 

and that’s 30 for us over this good 
old U. S. A. GOOD BUSINESS AIR. 


Office-efficiently yours! 
RALPH B. ORTEL. 


eS &, &, & 
. s s x 


OFFICE APPLIANCES, December, 1947 


ae 
and 
tfit- 
and 


g— 
ros- 
ting 
yun- 
vice 
; we 
hem 

at- 


nth 
rom 

are 
ral, 
you 

are 
PLI- 
u'll 


rs 
1g 
S. 


S, 


le 
1e 


rood 
\IR. 


1947 


NOMDA NEWS 





National Office Machine Dealers Association 


R. H. Koch, Executive Secretary, 803 Third National Bldg., Dayton 2, Ohio 


Members of the National Office Ma- 
chine Dealers Association are urged 
to send in suggestions for the better- 
ment of the industry. Tell about your 
sales experiences. Offer ideas on how 
the association can operate more suc- 
cessfully. A short question-and-answer 
column devoted strictly to inquiries 
relating to the office machine industry 





OFFICE . 
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can be developed. Answers will be as 
prompt as possible and every effort 
will be made to assure accuracy. An- 
swers and other trade information 
which cannot be published in OFFICE 
APPLIANCES will appear in the reg- 
ular NOMDA bulletins. Address your 
correspondence to John Dannenfelser, 
133 E. Spring St., New Albany, Ind. 








NOMDA HOLDS ONE-DAY REGIONAL SALES AND 
MERCHANDISING SCHOOL IN CHICAGO 


Under the direction of Irving Ritchie, Typewriter 
Distributors, Inc., New York, N. Y., president of the 
National Office Machine Dealers Association, a one- 
day sales and merchandising school was conducted in 
the Morrison Hotel, Chicago, on Saturday, November 
15. Morning and afternoon sessions were held, the 
registered participants remaining for the evening to 
share in the festivities of the third annual dinner 
dance and revue of the Chicago Office Machine Dealers 
Association. That event is reported on another page. 

The morning meeting (started a bit late because 
some who arrived Friday evening found it difficult to 
arise Saturday morning) was devoted to several in- 
formative addresses. President Ritchie functioned as 
chairman and started proceedings by answering the 
query, “What Are We Here For?” He told about 
NOMDA’s survey among members for questions they 
would like answered. After eliminating duplicates 
and condensing the remainder, over 200 queries were 
listed. Many of them, Mr. Ritchie pointed out, indicate 
a lack of understanding of the basic principles of re- 
tail store operations. “Education is essential in the 
office machine industry,’ said Mr. Ritchie. “That’s 
what we’re here for.” 

E. J. Toussaint, Central Duplicator & Typewriter 
Company, Camden, N. J., newly appointed chairman 
of the REP (Research, Education, Promotion) com- 
mittee, outlined the NOMDA program for 1948. Mr. 
Toussaint referred to the following activities; gather- 
ing of trade statistics; preparation of a simplified 


bookkeeping system for dealers’ use; co-operative ad- 
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LUNCHEON SCENE, MIDWEST SALES-MERCHANDISING SCHOOL OF NOMDA, NOVEMBER 15, 1947, CHICAGO, ILL. 
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vertising material. He concluded by asking for sug- 
gestions to assist his committee in the development 
of an adequate program as the months go on. 


Standards Committee Report 


A review of the activities of the ethics and stand- 
ards committee for the past five years was presented 
by William Garrison, Marietta Office Supply Company, 
Marietta, Ohio, chairman of the committee. Mr. Gar- 
rison referred to the code of ethics adopted at the 
Atlantic City convention in 1944, the standardized 
on-the-job training program for office machine me- 
chanics, and the Fair Trade Practice rules presented 
at a conference called by the Federal Trade Commis- 
sion at the request of NOMDA. Final promulgation 
of the rules is expected soon. 

The next speaker was Fred G. Hulburd, director of 
advertising and sales promotion, Victor Adding Ma- 
chine Company, whose subject was, “Advertising That 
Brings Results.” Asserting that all advertising gets 
results—some good, some bad—Mr. Hulburd said that 
it was the job of the businessman to see to it that he 
obtained the kind of results he wants. He compared 
an advertisement to a salesman making a call. There 
is no substitute for personal salesmanship, but an 
advertisement frequently gets into places where a 
salesman is barred. In his concluding remarks, Mr. 
Hulburd made a plea to dealers to use the advertising 
material supplied by manufacturers, and to advertise 
even now when deliveries are not equal to demand, 
because future business may depend upon keeping 
name before customers and prospects now. 

R. D. Hawkins, advertising and sales promotion man- 
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. At the registration table Saturday morning. 


Noe 


or, Pantagraph Printing & Stationery Co., Bloomington, 
DA past-president; Bill Garrison, Marietta Office Supply 

Ohio; John Dannenfelser, Petery-Hedden, ew 
Albany. Ind. 


3. Claude Dunn, Office Equipment Sales, Cicero, Ill.; C. I. Whitmer, 
Typewriter Exchange. Columbus, Ohio; John Adams, Adams Type- 
writer Co., Peoria, Ill.; Hazen Ames, Ames Supply Co.; Harry 
Kingery. Kingson Service, Chicago. 

4. Fred G. Hulburd, Victor Adding Machine Co.; Irving Ritchie, Type- 
writer Distributors, Inc., New York, N. Y., NOMDA president; 
Jack Teeter, Teeter the Typewriter Man, Hammond, Ind.; 
Videau, Southern Business Machines, New Orleans, La. 

5. A. J. Lyons, Reliable Typewriter & Adding Machine Corp., Chicago; 
C. I. Whitmer, Typewriter Exchange, Columbus, Ohio; Sol Durand, 


. Gene Ta 
Ill., NO 
Co.. Marietta, 


Jules 


ager, Kawneer Company, spoke informatively on “Suc- 
cess in Modernizing and Display.” Store modernization, 
according to Mr. Hawkins, is a continuing process and 
not a single event. It involves a front that identifies 
the business both at street level and above; effective 
means of displaying merchandise in windows and in 
the store; a combination of front, fixtures, layout, 
decorations, and so forth, that will draw prospects in 
and incline them to become customers. Following 
some other pertinent comments, Mr. Hawkins dis- 
tributed sets of printed material and then showed 
slides revealing a number of store fronts and layouts 
potentially adaptable to office machine businesses. 


A sound-motion picture titled, “Hello Business,” 
presented through the courtesy of the Dictaphone 
Corporation, was the final item on the morning’s pro- 
gram. The film graphically portrayed the uses of 
dictating equipment, with particular reference to tele- 
phone recording. 

At the luncheon, Earl De Groot, De Groot’s Type- 
writer Exchange, Kalamazoo, Mich., vice-president of 
NOMDA, presided. He introduced guests and other 
notables and then presented Thomas Reid, new presi- 
dent of the Woodstock Typewriter Company. Mr. Reid 
spoke briefly, stating that Woodstock is now operating 
on a policy of distribution exclusively through dealers. 
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Reliable Typewriter & Adding Machine Corp., Chicago; A. W. 


Peters, Peters Office Equipment Co., Battle Creek, Mich. 
6. Eugene Miller, Miller Office Supply Co., Piqua, Ohio; ‘‘Rock’’ 
Jones, Office Appliance Mechanical Institute, Springfield, Mo.; 


Jules Videau, Southern Business Machines, New Orleans, La.; 


Louis Sommer, Sommer Typewriter Co., Chicago. 
7. Byron Gaar, Louisville Typewriter Co., Louisville, Ky.: Jack Weiner, 
Belmont Typewriter Sales & Service, Chicago; M. ¥ Hicks, Hicks 
achines, Chattanooga, Tenn.; Paul Cockrill, Indianapolis 


Business 
nd.; Ed Toussaint, Central Duplicator 


ig nm Co., Indianapolis, 

& pewriter Co., Camden, N. J. 

8. E. . Callender, Callender Business Machines, Peoria, Ill.; M. N. 
Newmark, Marstand Typewriter Co., St. Louis .Mo.; Luis de 
— Ames International, Inc.; W. G. Turquand, Underwood 
orp. 


He made the first announcement of the Woodstock 
portable typewriter, which is expected to be ready for 
distribution next fall. 

The feature address of the day was presented at 
the luncheon by Dr. Kenneth B. Haas, retail training 
director, Montgomery Ward & Company. Dr. Haas’ 
subject was, “Selecting and Training Salespeople.” He 
captured the attention of everyone immediately by 
burning a dollar bill. After his address he confessed 
that the bill was not good U.S. currency but a Japan- 
ese invasion bill. The complete text of Dr. Haas’ 
speech is on following pages. 

Interest and participation were high during the 
“Question and Answer Forum” which took up the rest 
of the afternoon. Earl DeGroot functioned as chair- 
man. NOMDA Executive Secretary Richard Koch pre- 
sented a brief outline of the need for discussion of 
industry problems, pointing out how NOMDA can func- 
tion as a clearing agency for “questions and answers.” 

On the panel as resource men were the following: 
Allen B. Connolly, Reliable Office Equipment Company, 
Evansville, Ind., past-treasurer of NOMDA; W. J. Gar- 
rison, Marietta Office Supply Company, Marietta, Ohio, 
chairman of the ethics and standards committee; 
James P. Ward, vice-president, Shipman-Ward Manu- 
facturing Company; W. G. Turquand, portable division 
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sales manager, Underwood Corporation; Walter Len- 
nartson, editor, OFFICE APPLIANCES; Hazen Ames, presi- 
dent, Ames Supply Company; Gene Taylor, Panta- 
graph Printing & Stationery Company, Bloomington, 
Ill., past-president of NOMDA; John Dannenfelser, 
Petery-Hedden Company, New Albany, Ind., publicity 
committee chairman; E. J. Toussaint, Central Dup- 
licator & Typewriter Company, Camden, N. J., REP 
committee chairman; Earl De Groot, De Groot’s Type- 
writer Exchange, Kalamazoo, Mich., NOMDA vice- 
president; Richard Koch, NOMDA executive secretary; 
and “Rock” Jones, director, Office Appliance Mechan- 
ical Institute, Springfield, Mo. 


Industry Problems Discussed 


Sheets carrying a list of 45 questions were dis- 
tributed. As it was obvious that not all could be given 
attention, those present were asked to express prefer- 
ences. The following were discussed: 1. How should 
lines of merchandise be selected? Answered by John 
Dannenfelser. 2. How will co-operative advertising 
be effective? Answered by E. J. Toussaint. 3. How 
can stolen machines be recovered? Answered by Jim 
Ward, who told about the plan being used by the Chi- 
cago OMDA in co-operation with the local police. 4. 
What can be done to compete successfully with de- 
partment stores? Answered by Allen Connolly, who 
suggested offering easy sales terms, capitalizing on 
better service facilities, and so forth. 5. Will govern- 
ment allotment of scarce material reduce typewriter 
manufacture? Answered by Tom Reid, who expressed 
the belief that no shortage would develop in materials 
used in typewriter manufacture. 6. What is the average 
wage per hour for typewriter mechanics, and how 
many service men are needed to handle $1,000 monthly 
gross repair business? Answered by “Rock” Jones, who 
referred to a wide variation due to living costs, the 
range being from $25 to $80 per week. Variety in in- 
dividual skill would make the number of men needed 
to handle $1,000 worth of repair business vary from 
one to three. 

President Ritchie adjourned the meeting at 4:30 so 
that the room could be prepared for the COMDA din- 
ner dance and revue scheduled for 6:30 p.m. He urged 
everyone to visit the displays of manufacturers in 
rooms on the sixth floor of the hotel. The exhibitors 
were as follows: R. C. Allen Business Machines, Inc., 
Ames Supply Company, Business Specialties Engineer- 
ing Company, Federal Cash Register Company, Gray- 
Mills Corporation, Maso Steel Products, Precise De- 
velopment Company, Shipman-Ward Manufacturing 
Company, Gus Solomon & Associates, Tiffany Stand 
Company, Toledo Guild Products, Inc., Underwood 
Corporation, Universal Business Machines Corpora- 
tion, Victor Adding Machine Company, Woodstock 
Typewriter Company. 

0 2 — —- 
FUCCI HEADS UP NOMDA CONVENTION 

President Irving Ritchie of the National Office Ma- 
chine Dealers Association recently announced the 
appointment of Nick Fucci, Business Machines Service 
Company, Inc., New York, N. Y., to head up the 
Twenty-Third Annual Convention which will be held 
in New York City next June. Past president of the 
Association (1934), he has long been an active worker 
for NOMDA. 

Another appointment announced by President 
Ritchie is that of Ed. J. Toussaint, Central Duplicator 
& Typewriter Company, Camden, N. J. to head of the 
Research, Education and Promotion committee, also 
known as the REP group. 

_ — ><. —_—___— 


NEW NOMDA HEADQUARTERS ADDRESS 


The growing National Office Machine Dealers Asso- 
ciation has been obliged to move to larger quarters. 
The new address is Suite 803, Third National Build- 
ing, Dayton 2, Ohio. The building is next door to the 
former location. 
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SELECTING AND TRAINING 
SALESPEOPLE 
By K. B. Haas 
Retail Training Director, 
Vontgomery Ward & Company, 
Chicago, Ill, 


(Address before NOMDA Sales School, Morrison Hotel, 
Chicago, November 15) 


ALF OF THE MURKINESS, and practically all of 

the misunderstanding about a topic, would be 
avoided if speakers would first define their subject 
matter. Our subject matter is “Selecting and Training 
Sales People.” These processes are performed by super- 
visors, Managers, personnel managers or salesman- 
agers. You people are salesmanagers so I assume that 
you have a personal definition for your own jobs. I 
wonder, however, how many salesmanagers know that 
the essence of salesmanagement is personnel man- 
agement. The latter is the term that needs immediate 
defining. 

What is personnel management? Is it liaison? No! 
Does it mean keeping people content? No! Does it 
mean promoting harmony. No! Personnel Management 
means getting things done through the efforts of 
other people. 

The purpose of personnel management is not to pro- 
mote harmony, but to get people to produce in har- 
mony .. . not to promote good will and satisfaction, 
but to get people to produce with good will and satis- 
faction. In short, the most essential responsibility of 
any salesmanager is to process the raw material of the 
untrained, poorly trained, or mediocre individual, into 
the final product of the efficient productive worker. 


“Change’’—The Basis for All Growth 


Here is your new employee. Look at him. Look at 
him as objectively as you would look at merchandise, 
or a process of production that needs improving. Then 
ask yourself—what knowledge, what skills, what habits 
and attitudes does this man possess? What knowledge, 
what skills, what habits and attitudes does this man 
need to do his work? Then ask—how can I increase 
that knowledge he already has, expand those. skills, 
improve those habits and refine those attitudes? 

How can I change this man—develop this man— 
mold him into a better worker? For do this I must! I 
must change him so completely that the improvement 
will be as manifest as the improvement in a new line 
of merchandise. 

That is the salesmanager’s business—that is the 
constant purpose of his job: to change people; to 
develop people; to mold them into better workers. 
Change, constant change, is the basis for all growth. 

But how? But when? But where? The answer to 
these questions is swiftly—everywhere—now . . . when 
ever and wherever this man falls short of the stand- 
ards of satisfactory performance. This may be done 
by providing him with these three things: the oppor- 
tunity to produce ... the skill to produce ... the will 
to produce. 

The salesmanazger will begin his task of developing 
the new employee by, first, offering him the opportu- 
nity to produce. Opportunity means proper analysis 
of the job—selection of the job—and by making sure 
that the individual is the right man for the job. 

He will continue his development of this new worker, 
by providing him, secondly, with the skill to produce 
—the constant, day by day training, with all the in- 
struction tools at his disposal. 

The salesmanager will complete his development of 
the newcomer by inspiring in him the will to produce 

. morale. He must build morale, for experience has 
shown that the quality and quantity of a worker’s 
output is invariably related to his attitude. 

These three points: the opportunity, the skill, and 
the will to produce should be the constant concern of 

(Turn to page 194, please) 
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EDITORIAL 








The State of 
the Industry 


@ INVENTORY in relation to sales in the 
stationery division is beginning to show a 
change that warrants attention. One 
dealer whose inventory was 58 per cent 
of sales in 1946, ended the first nine 
months of 1947 with a ratio of inventory 
as 97 per cent of sales. When inventory 
gets that close to sales, turnover is prac- 
tically nil. The hunger for merchandise 
during the extreme shortage period of the 
war developed over-ordering habits which 
can result in over-inventories and a conse- 
quent tying up of capital needed for other 
purposes. A comparison-checking job by 
management is indicated. 

@ TYPEWRITERS have been called into 
special service as a result of the newspaper 
compositors’ strike in Chicago. Practically 
all news and editorial copy is typewritten 
and then reproduced by the photo-engrav- 
ing process. Some sharpness is lost in the 
reproduction, but on the whole, the results 
are satisfactory. 

@ RESULTS of the recent Geneva trade 
talks are regarded by many economists 
as advantageous to manufacturers and ex- 
porters in the United States. Tariff agree- 
ments with 22 nations were reached and 
the British Empire preference system was 
cracked open. The 23 participating nations 
signed 123 bilateral agreements covering 
45,000 items of ‘world commerce. Of spe- 
cial interest to members of the office 
equipment industry were agreements by 
Great Britain and Canada to lower tariffs 
on office machines. 

@ WOOD OFFICE furniture production 
will be speeded up, according to recent 
reports, as a result of increasing use of 
dielectric heating which hastens wood cur- 
ing and drying up of glued joints. Refer- 
ence to this process was made by Howard 
W. Gunlocke, W. H. Gunlocke Chair 
Company, in the addresses he presented 
at NSA regional meetings last spring. The 
work of gluing, which formerly took sev- 
eral hours, is reduced to just a few min- 
utes by the dielectric process. 

@ THE CONGRESSIONAL committee 
charged with the responsibility of compil- 
ing an economic report of the nation finds 
that retailers in general have not been 
taking undue markups. In fact, it is re- 
ported that the profits of retailers, includ- 
ing office equipment and supply dealers, 
have been squeezed by increasing costs 
which have not been passed on to cus- 
tomers. Another negative factor is that 
inflationary prices have, in effect, reduced 


retailers’ working capital. —WSL 
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Peace and Good Will 


@¢ CHRISTMAS is a time for humility, remember- 
ing that the Prince of Peace was cradled not in splen- 
dor but in a rough-hewn manger filled with hay. The 
first obeisance to a “new-born king” came not from 
titled officialdom but from simple shepherds tending 
their flocks by night. 

Yes, the simple teachings of the Christmas season 
strangely enough are the only things which can ever 
bring sanity to a world which is now spared the 
actual conflict at arms but sometimes is weary of 
diplomatic strife between nations and the bickerings 
between labor and industry. The humble dogma of 
Bethlehem is mightier than a United Nations and 
greater than armies. Without it, there can not be 
“peace on earth, good will to men.” 


A proper sales transaction consists of some- 
thing completely worthy of sale which through 
the intelligent efforts of a salesman equally 
worthy of its representation has been purchased 
by someone who can benefit fully by its posses- 
sion.—Best’s Insurance News. 


—_2.—- + 


Edward Young Horder 


@¢@ TWO MONTHS have passed since Edward 
Young Horder ceased existence as a physical being, 
but the influence of his life and character will be felt 
for a long span of years in the commercial stationery 
industry. It is difficult to forget quickly the teach- 
ings of a man who crossed the ocean when 22 and 
from a little news and periodical stand with an orig- 
inal capital investment of $150 built an outstanding 
business. 

More than that, this industry can take stock of the 
personal life and philosophy of a man whose driving 
ambition carried him from the role of a shilling-a- 
week carpenter’s apprentice to the head of a great 
Chicago commercial institution. 

In an address to the First Congregational Church 
of Oak Park, Mr. Horder once declared, ‘““Having been 
compelled by the needs of a large family to leave 
school and start work before I was 12 years old, my 
later education came principally from reading good 
books and through regular attendance upon church 
worship.” 

Good books, church attendance. Some may scoff, 
but it is a truism that many great men from presi- 
dents of this nation to heads of great business organ- 
izations have by their life and deeds testified to the 
same kind of philosophy. 

Business methods may change but the funda- 
mentals of a man’s thinking must be built on good 
foundations. Edward Young Horder built wisely and 
well and the stores of the Horder organization stand 
in testimony to that fact. 
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A Program of Tax Reform 


@ THE RESEARCH and Policy Committee of the Committee 
for Economic Development after four years of study has recom- 
mended that tax rates be based on both balancing of the budget 
and the providing of a surplus for debt reduction when employ- 
ment and national income is at a high level. 

The CED tax reform program therefore envisions two distinct 
steps: first, tax reductions in 1948 unless inflationary conditions 
make this unwise; second, subsequent reductions in federal taxes 
so that when war influences on the budget are ended, presumably 
in the early 1950’s, a more sweeping program can be placed into 
effect. 

Such a sensible approach to the tax program should be ap- 
plauded because it is based on both the checking of inflation and 
the reformation of public expenditures. Raymond Rubicam, 
chairman of the CED Research and Policy Committee says, ‘“‘More 
than tax reduction is needed. We also need tax and budget re- 
form. Present tax and budget policies are serious impediments 
both to continued economic progress and to increased stability. 
The great opportunity of the next few years is to combine tax and 
fiscal reform with tax reduction.” 

On the basis of the present outlook for government receipts 
and expenditures in the calendar year beginning July 1, 1948, 
taxes could be reduced as much as $6 billion in the opinion of 
the Committee. Such a result would be good news for the little 
fellow as well as the big corporation who must temper personal 
hope for lower taxes with sober realization of the immense public 
debt which must be paid if the nation is to remain solvent. 


HERE AND THERE 





MARTIN TANGORA SPELLS AS 
FAST AS DAD TYPES 
Albert Tangora of 2047 Orring- 
ton av., Evanston, Ill., seven times 
a world champion typist, is a man 

with a reputation for speed. 





A WATCH FOR THE CHAMP—Spell- 
ing Master Norval Henn presents 
Martin Tangora, spelling champion, 
with a wristwatch. Looking on are 
David Calhoun and Barbara Devins. 
runners-up in the contest. 


However, he has nothing on his 
| 1-year-old son, Martin. 

It took Martin, a pupil at Haven 
School, only an hour to successfully 
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spell down 24 other school cham- 
pions and win the suburban section 
school contest at Evanston High 
School in the Chicago Daily News 
spelling bee. 

Tangora picked an appropriate 
setting for his victory. His mother 
Virginia, who cheered him from the 
audience, formerly was an honor 
student at Evanston High School. 


For his hour of perfect spelling, 
young Tangora received a |/7-jewel 
wrist watch from the Chicago Daily 
News. 

Of interest is the fact that the 
spelling master for the meet was 
Norval Henn of the Evanston High 
School faculty. He is a brother of 
John Henn, John Henn Associates. 





SPEED-O-PRINT MAN AWARDED 
A NEW AUTO 


Maury Geller, advertising man- 
ager of Speed-O-Print Corporation, 
Chicago, need not worry about the 
current shortage of new autos. He 
was recently awarded a new Ply- 
mouth model by the American Le- 
gion Post and Lions Club of Anti- 
och, Ill. 
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HORSE SENSE FROM OLLIE THE OWL 


2 WHO STREET 
OAK TREE 
HOLLOW 





Dear Editor: 


A lot of birds used to think we 
were sitting pretty because of 
that nestful of gold down at Fort 
Knox but they're beginning to 
realize that the country is getting 
way out on a limb because no- 
body trusts anybody any more. 
The whole world is scrap-happy. 
It reminds me of something that 
happened here in Birdland not 
long ago. 

A salesman flew into the Eagle 
Hotel one night, registered, and 
turned over a $100 bill to the 
clerk for safe keeping. Early the 
next day a man called to coilect 
a food bill, just 100 bucks. There 
was little in the till at that hour, 
so the bird behind the register 
borrowed the century note given 
him by the traveling man, in- 
tending to replace it from the 
day’s receipts and paid the food 
bill with it. The food man owed 
$100 rent and he gave the land- 
lord the same bill. The landlord 
owed the plumber $100 and set- 
tled the debt with the same bill. 
The plumber owed his doctor 
$100 for services and got a re- 
ceipt in exchange for the en- 
graved piece of paper that peo- 
ple call money. The doctor had 
a suite at the Eagle Hotel costing 
$100 a month, his rent was due, 
so he went in and paid the same 
clerk with the same $100 bill 
paid the food supplier that morn- 
ing. In the meantime, this bit of 
paper had settled $500 in debts. 

That night the salesman asked 
for his hundred and the clerk's 
eyes popped out like ostrich eggs 
when the traveling man casually 
put a match to the bill, then used 
it as a torch to light a cigar. 

“Are you a loon!” shrieked 
the clerk. “Lighting your cigar 
with a $100 bill!” , 

“No, I'm a lark,” laughed the 
traveling man. “This bill's a 
counterfeit.” 

Confidence is the best gold 
standard. 


Very wisely yours, 
“OLLIE THE OWL” 
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Office Equipment Dealers Meet, Launch 


National Office Furniture Association 





ESPONDING TO THE CALL of the Office Equip- 
ment Dealers of New York, the Chicago Office 
Furniture Association and the New Jersey Office Fur- 
niture Association, more than 500 office furniture deal- 
ers and manufacturers from many parts of the 
country, as well as Canada, attended the Second An- 
nual Convention of Office Equipment Dealers held on 
October 27 and 28, at the Waldorf-Astoria Hotel, New 
York, N. Y. 
Efficient planning by the committee made it possible 
to conduct the business of the convention in three 














MOE TURMAN 


sessions, allowing the morning of the first day for 
registration and attending the exhibits. So much 
interest was shown in the exhibits that they speedily 
became a feature attraction. These were located in 
the Astor Gallery, where in 27 tastefully decorated 
booths were to be seen the latest offerings of some 35 
manufacturers. The exhibit gallery was crowded at 
all times and exhibitors declared they were well pleased 
with the results. 


Moe Turman Is Elected President; 
Record Attendance Registered 

at New York City; Exhibits 

by Manufacturers Prove 

Feature Attraction 


The first session entitled, “What Are We Here For?”’, 
and “What Is The Outlook?”, began at 2:00 o’clock 
Monday afternoon. In the evening the banquet was 
held on the Starlight Roof with Rev. Norman Vincent 
Peal, D.D. as guest speaker. The second session, dur- 
ing which a national organization was proposed, was 
held on Tuesday morning. The third and final session, 
was devoted to general business, the formation of 
the National Office Furniture Association and election 
of officers. 


Chairman Jack Schwander Presides 


After an excellent get-together luncheon in the 
Wedgewood Room served at 12:30 o’clock, the group 
gathered in the Jade-Basildon Room to attend the 
opening business session. Chairman Jack Schwander, 
Desks, Inc., New York, N. Y., president of New York 
Office Equipment Dealers Dinner Club, extended a 
hearty welcome to all. He expressed his gratification 
at seeing such a large attendance of dealers, manu- 
facturers and representatives, some of whom had 
traveled many miles to be present. He declared that 
the Second Annual Convention of Office Equipment 
Dealers would go down in history as an important 
milestone in the progress of the industry. The forma- 
tion of a national organization, he said, is evidence 
of interest shown all over the country for the better- 
ment of the industry. 

Drawing attention to the strong interest displayed 





OED CONVENTION BANQUET ON STARLIGHT ROOF OF WALDORF-ASTORIA HOTEL 
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NATIONAL OFFICERS ELECTED AT ORGANIZATION MEETING 


Front: Seymour L. Nathan, Chas. S. Nathan, New York, N. Y., secre- 
tary of correspondence and records; Harry Hofherr, Kendrick Furni- 
ture Co., Chicago, vice-president; Moe Turman, Metwood Office Equip- 
ment Co., New York, N. Y., president; Guy Rentsler, Remington Rand 


in the equipment shown by exhibiting manufacturers, 
he thanked those manufacturers for doing an out- 
standing job. In conclusion, he had a word of appre- 
ciation and thanks for those committees who had 
worked so hard to make the convention a success. 
Joseph Brenner, Brenner Desks, Inc., Newark, N. J., 
president, New Jersey Office Furniture Association, 
extended greetings and a cordial welcome on behalf 
of his association. “As president of the New Jersey 
Office Furniture Dealers Association, I consider it a 
great pleasure and a real privilege to bid you welcome 
to the second convention of the Office Equipment 
Dealers Association. To you who have given up valu- 
able time and traveled from all over this great nation 
of ours, permit me to compliment you for possessing 
the foresight and thoughtfulness to realize that the 
continued success of our industry lies in organizations 
of this character. So once again, gentlemen, a hearty 
welcome, enjoy your stay, and find pleasure in greeting 


RANDOM SHOTS AT NEW 
YORK OFFICE FURNITURE 
MEETING 


l. New Jersey group—tront: Dave 
Warner, Brenner Desk Co., New. 
ark; H. Weil, General Office 
Equipment Co., Patterson; W. I. 
Lampel, Art Steel Co., Inc.; A. 
L. Kaplan, Colonial Office Fur- 
niture Co., Newark. Rear: H. L. 
Farkas, H. L. Farkas Co., New- 
ark; Eugene J. Schwarz; Joseph 
Brenner, Brenner Desk Co., New- 
ark; Jack Werfel, Colonial Office 
Furniture Co., Newark. 

2. Dan Nigro, Allan Murray, Alex 
Burkhardt and Gordon Stuart. 
all Victor Safe & Equipment Co. 

3. W. H. Vernay, Jas. T. Vernay & 
Sons Co., Baltimore, Md.; George 
Ruck, and John F. Emhardt, both 
Columbia Steel Equipment Co. 

4. Seymour L. Nathan. Chas. S. 
Nathan Co., New York, N. Y.; 
Jack Schwander, Desks, Inc., 
New York, N. Y.; Moe Turman, 
Metwood Office Equipment Co., 
New York, N. Y. 

5. I. M. Levy, Art Steel Co., Inc.; 
Mrs. Levy; Mrs. B. H. Nemlich: 
E Gilbert, Metwood Office 
Equipment Co., New York, N. Y. 

6. a Itkin, Itkin Bros., New York, 

Y.; J. R. Middleton, Com- 
ae Furniture Co.; Phil Itkin, 
Itxkin Bros., New York, N. fe 
Seymour L. Nathan, Chas. S. 
Nathan Co., New York, N. Y. 
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Inc., vice-president. Rear: B. H. Nemlich, Regan Office hace ae ge Co., 
New York, Y.. secretary of activity; Hy Natovich, Spak & Nato- 
vich, Chicago, director; Joe Brenner, Brenner Desk Co., Newark. N. J., 
vice-president; Jack Schwander, Desks, Inc., New York, N. Y., director. 


those whom you seldom see but who are here to be 
with you today and tomorrow.” 


Brings Greetings From Chicago 

Next to extend greetings was Hy Natovich, Spak & 
Natovich, Chicago, Ill., president, Chicago Office Fur- 
niture Association, who declared he was very happy 
to see such a large number of dealers from all parts 
of the country. In looking back a year ago to the 
first office equipment convention, he declared he was 
then so inspired that he went home and organized 
the Chicago Association. He told of the growth and 
progress of the Chicago Association, of educational 
programs established, of the good sociable and co- 
operative feeling promoted among competitive dealer 
members. In closing he gave the following advice to 
dealers: (1) Keep your stores in good shape, brighten 
them up and make them cheerful; (2) Learn to know 
your merchandise so as to be equipped to give proper 





39 








information ana service in helping your customer with 
his purchase. In conclusion, he said, “Let’s all unite 
as a national group so that all may know and respect 
the office furniture industry.” 

John J. Reinecke, executive secretary, Wood Office 
Furniture Institute, declared he was happy to have 
the privilege of a part in the program, to tell the In- 
stitute’s story and hear the dealer’s story. He extended 
hearty greetings and best wishes for continued success, 
on behalf of the Institute. 

Paul E. Burbank, secretary and general manager, Na- 
tional Stationers Association, extended greetings from 
the NSA and congratulated the New York Office Equip- 
ment Dealers Club and convention committees on the 
fine job they did in arranging for the convention. 
“Association work is beneficial,” he said, “because it 
teaches us how to co-operate and work together. We 
get to know our competitors and those in the industry 
and find most all are good fellows.” In conclusion, 
he advised there are many things to be learned at 
meetings that could be applied to improve an industry. 


Guy Richards, Finger Office Equipment Company, 
Houston, Tex., expressed his pleasure at being present 
and extended greeting from Texas. 

Lou Gold, Gold Desk & Safe Company, Los Angeles, 
Calif.. who had traveled many miles to be present, 
extended greetings from his part of the country. 

Moe Turman, Metwood Office Equipment Corpora- 
tion, New York, N. Y., convention chairman, declared 
he was thrilled at the large attendance that con- 


fronted him when he walked in to see the exhibits in 
the Astor Gallery; again at lunch in the Wedgewood 
Room, and again at the first business session in the 
Jade-Basildon room; “the largest gathering of Office 
Furniture people of all time.” “We are here,” he said, 
“for what men of good will should strive for—to get 
together for the betterment of the industry, to form 
a national organization. The spirit developed in the 
last few years is a symbol of what is to come. Develop 
it, nurture it, make it grow. The office furniture in- 
dustry from here on will grow to be big business, big 
in character, big in the sense that it will act in a big 
way. Faith and persistence will work wonders in 
creating organizations and making them grow. No 
one man can build an organization alone, many are 
needed, most of whom are quiet, efficient workers who 
do not share the spotlight.” 


He then expressed his thanks and appreciation to 
the following workers: Bernard H. Nemlich, Regan 
Furniture Corp., New York, N. Y.; Guy Rentsler, Rem- 
ington Rand, Inc.; Mildred S. Zich, The Westcort Co.; 
Seymour L. Nathan, Chas. S. Nathan, Inc., New York, 
N. Y.; Jack Schwander, Desks, Inc., New York, N. Y., 
and all members of convention committees for doing 
a splendid job. He also thanked John J. Reinecke, 
Wood Office Furniture Institute, and Paul E. Burbank, 
National Stationers Association, for the excellent help 
they had rendered in the form of information and 
advice. He ended by extending thanks and congratu- 
lations to all attending and added a cordial welcome. 





IN ATTENDANCE AT NATIONAL OFFICE FURNITURE ASSOCIATION CONVENTION 


Trout, Palmer, Trout & 


1. Royal H. Eckert, Allentown, Pa.; Henr 
“8 Desk Co.; B. Matthews, 


Co., Trenton, N. J.; R. B. Booth, Leopol 
Harter Corp. 

. Gus Lefcourt and J. W. Pritchard, both Wells Office Furniture Co. 

. B. H. Nemlich, Regan Office Furniture Co., New York, N. Y.; Mrs. 
M. H. Barthmaier and Charles Hayworth, both Alma Desk Co. 

4. Victor Scheinman, Cole Steel Equipment Co.; Warren Spitzer, 
Spitzer Office Furniture Co., Chicago, Ill.; Norman Ginsburg, Jos. 
Ginsburg. Inc., Chicago, Ill. 

5. Dave Fried and Gleeson ey” both Murphy Chair Co.; C. E. 
Richards, Finger Furniture Co., Houston, Tex. 

6. Rex Dawson and E. F. Daily. both Meilink Steel Safe Co.: W. E. 
Schubert, Aetna Safe Co., New York. N. Y. 

Miss Zich, 


7. Roland J. Freeman. manufacturers’ representative; 


wn 
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The Westcort Co.; Sam Nemlich, Regan Office Furniture Co., N.Y.C. 

8. Sterling Lord, Leopold Desk Co.; Charles Sanborn, Charles G. 
Stott & Co., Inc., Washington, D . 

9. Tom J. Salsman and Ed. Conlon, both Rockwell Barnes Co. 

10. F. M. Dean, Gunn Furniture Co.; R. Fowler, Macey-Fowler. 
Inc., New York, N. Y.; M. F. Sonderman, Indiana Desk Co. 

ll. John J. Reinecke, executive secretary, Wood Office Furniture In- 
stitute and Moe Turman, Metwood Office Equipment Co., New 
York, N. Y., president-elect, National Office Furniture Association. 

12. Joe Brenner, Brenner Desk Co., Newark, N. J.: H. L. Farkas, Far- 
kas Co., Newark, N. J.; David Warner, Brenner Desk Co., Newark. 

. Jus J. C. Raff, Colonial Office Furniture Co., Newark, N. J. Jack 
Werfel, Colonial Office Furniture Co., Newark, N. J. 


OFFICE APPLIANCES, December, 1947 





Ss in 
yood 
the 
ffice 
said, 
get 
‘orm 
the 
elop 





N.Y.C. 
les G. 


‘owler. 


ire In- 
, New 
siation. 
s, Far- 
ewark, 
. Jack 


1947 





1. Dave D. Huntting, Metal Office Furniture Co.; Jas. A. Wallace, 
Jasper Office Furniture Co. 

2. M. R. Cowan, Charles Blad, W. Bruce Ellsworth, Harold W. Ed- 
gren, Henry R. Clark ard Ralph E. Larsen, all Corry-Jamestown 
Mig. Corp. 

3. Ken F. Davis, W. H. Gunlocke Chair Co.; F. S. Bloempot. The 
Sikes Co. 

4. Morris Muster. Blanchard Bros. & Lane; Dale McKnight, Lacka- 
wanna Leather Co.; W. Chesena, National Cabinet Works: Verne 
Evans, Vernon R. Evans Co., Utica, N. Y. 

5. Charles A. Newcomet, C. F. Heller Bindery, Reading, Pa.; E. C. 


“T believe that the production of wood chairs during 
1948 will not be hampered by lack of lumber,’ Grover 
O’Connor, W. H. Gunlocke Chair Company, Wayland, 
N. Y., told his audience in address, “What Is the Out- 
look?” “Production is now in good volume,” he de- 
clared. “Throughout the past year chairs have been 
easier than desks, either wood or metal, and your 
manufacturers are steadily improving both the quan- 
tity and the quality. Other materials, notably leatrer, 
casters and chair irons, are not plentiful and may 
threaten any sizeable increase in production. Leather 
occupies an important place in our business and we 
are not too sure of our ground on that material.... 
However, with due consideration to all materials and 
conditions within our factories, present schedules in- 
dicate a satisfactory volume for all you dealers; at 
least, as much as in 1947.” 

W. T. Powell, Myrtle Desk Company, High Point, 
N. C., then discussed the same subject, applied to wood 
desks. Looking ahead to 1948 he predicted wider use 
of waterproof plywoods, improved finishes beautified 
and highly resistant to water, alcohol and certain 
acids; and cigarette burnproof tops. 

“On the wood desks for 1948,” he asserted, “you will 
have attractive hardware, better looking drawer pulls 
of new and original designs, improved locks, and many 
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DeLong. Office Utilities Agency. Allentown, Pa.; Henry Guth. 
manufacturers’ representative; Andrew D. Kuhn, Wm. G. Hintz, 
Inc., Reading, Pa. 

6. Kerwin R. Dunton, Doten-Dunton Desk Co.; Mrs. M. H. Barth- 
maier, Alma Desk Co. 

7. Rod Winant, George Belzel and Charles C. Gunterberg,. ali Blanch- 
ard Bros. & Lane; P. Billet, Imperial Furniture Co.; W. Grand. 
Grand Stationery Co., Yonkers. ‘ 

8. W. G. French, R. P. Andrews Co., Washington, D. C.; G. H. 
Bosse, Imperial Desk Co. 


other refinements new to the industry. The new desks 
of 1948 will be smaller in size. . . . In 1948 you will 
have a wide range of designs and grades of wood 
office furniture to choose from... .” 


Predicts a Strong Demand 


David D. Huntting, Metal Office Furniture Company, 
Grand Rapids, Mich., concluded discussion of the 1948 
outlook and predicted a strong continued demand for 
office furniture “due to (a) the shifting of labor into 
a higher percentage of urban office workers; (b) the 
present need for a more effective utilization of office 
space everywhere. In conclusion he stated: 

“Sometimes we have been too busy looking down 
alleys or into the back of a competitor’s truck to have 
kept our heads held very high. We have not always 
been looking up. And surely right now, we all, every 
one of us, must keep our feet planted firmly on very 
solid ground, with our heads held high ana our feet 
planted firmly on the ground. If we do that, then 
our future—in the words of a great American, and 
not such a dumb office furniture dealer either,—‘our 
future is terrific.’ ” 

Howard Gatewood, Wood Office Furniture Institute, 
outlined the WOFI plan for dealer helps, particularly 
stressing their new sales manual. “With the return 
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of a buyers’ market in the near future, dealers will 
have to get out and create business,” he declared. “To 
this end the WOFT has issued a complete sales manual 
to help dealers sell wood office furniture.” In stressing 
the importance of the manual, he remarked that 
hundreds of people in many industries had made con- 
tributions of information within its pages. He went 
on to display the manual to his audience and enumer- 
ate many of the subjects it deals with such as space 
saving, decoration, color, display, salesmanship and 
many other subjects a wood office furniture salesman 
should know. 

Chairman Jack Schwander then proceeded to ap- 
point a nominating committee to present candidates 
for officers for a national office furniture association. 
The committee, under the chairmanship of James M. 
Glen, Manhattan Desk Company, New York, N. Y., was 
composed of delegates from the New York, New Jersey 
and Chicago Associations. 


Banquet Is Well Attended 


More than 620 assembled in the Palm Room for 
refreshments and an hour of congeniality and good 
fellowship. Many old friendships were renewed and 
new acquaintances made while awaiting the call to 
dinner. Promptly at 7:00 p.m. on Monday evening, 
the doors of the Starlight Roof were thrown open and 
the roast beef dinner was announced. 

Jack Schwander, president of the Office Equipment 
Dealers Dinner Club of New York, extended a cordia! 
welcome to all who had come from far and near, in- 
cluding visitors from Great Britain and Canada. He 
then introduced the toastmaster of the evening, Guy 
Rentsler, Remington Rand, Inc. 

Next to be introduced was Gilbert H. Bosse, president 
of the Wood Office Furniture Institute, who extended 
greetings and congratulations from the WOFT to the 
OED Club of New York, saying, “We salute you again 
at your second convention.” Telling his audience that 
conventions present an unusual opportunity to present 
new trends in wood office furniture, he pointed out 
that conditions have changed and the industry has 
learned to work together in mutual co-operation. “New 
thoughts and ideas are expressed at these meetings,” 


he said, “many of which are helpful in raising the 
standards of the industry to ever higher levels.” In 
conclusion, he expressed the hope that the Association 
would continue to grow and prosper. 

Joseph Brenner, the next speaker, declared it was 
his pleasure to add “a word of welcome to the host 
of smiling faces.” Looking back some 20 years, he 
found it hard to believe that such a convention such 
as this could be possible for then, every dealer was 
for himself, alone, and information was hearsay and 
indefinite. “With the passing of time came changes 
bringing knowledge and understanding, and here we 
are,” he said, “over 600 strong, the greatest gathering 
of all time in the industry. Let us make the most of 
our opportunity.” 

Hy Natovich, next to address the group, remarked 
that the life of a dealer is a varied one, with plenty 
of competition both in getting a line of products and 
in getting orders for those products. Speaking on be- 
half of the Chicago Office Furniture Association, he 
declared he was happy to be present and part of the 
great movement, the formation of a national associa- 
tion. He concluded with the wish that the new 
national association about to be formed would grow 
and prosper. 


Greetings From Across the Sea 


Herbert W. Holt, general secretary, Stationers Asso- 
ciation of Great Britain and Ireland, extended greet- 
ings and best wishes from overseas for the success 
of the new national office furniture association. He 
went on to tell briefly of his association, which has 
been in existence for 42 years and has a membership 
of 5000, saying that an office equipment section has 
been added which he expects will grow to consider- 
able size. He congratulated the WOFI on their efforts 
to train salesmen, remarking that his association has 
had such a program for some time and which has 
really proved most beneficial. In conclusion, he said, 
“We who have been in association work for so long, 
feel qualified to talk of associations and what they 
can accomplish. Men are brought together who get 
to know each other and one finds his competitor is 
a fine fellow and, thus, mutual trust and friendships 





SLIGHTLY OUT OF FOCUS PICTURES (presented with the cameraman’s apologies.) 
W. Crane, Bill Wilhelm and Frank Tim- 


l. A. J. Kuhn, Joe Galan, H. 
9 all Peerless Steel Equipment Co 

2. . S. Pullen, and A. W. Gill, both A. 
n G. Tough. Security Steel Equipment 7 

3. Nat Plaine and J. F. Emhardt, both Columbia Steel Equipment 
Co.; George Emmons, Filing er Bureau; J. M. Sandler, 
Chas. S. Nathan Co., New York, N. Y.: J. G. Hergen, Filing Equip- 


ment Bureau. 

4. Arthur Bright, Bright Chair Co.; Leo Kamerer, F. G. Strobel and 
W. W. Sproul, all Clarke & Gibby. New York, N. Y. 

5. Max Bright, Mrs. Max Bright. Arthur Bright and Mrs. Arthur Bright. 


all Bright Chair Co. 


Gill Co., Trenton, N. J.; 
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6. Charles Burt, Burt & Dell, Hartford, Conn.; Lou Mann; Garry 
Dell, Burt & Dell, Hartford, Conn.; Hy Goldstein, Rochester Sta- 
tionery Co., Rochester, N. Y. 


7. H. A. Clemetsen, manufacturers’ representative: H. A. Betts, 
Thomas Furniture Co.; Henry Guth, manufacturers’ representative. 

8. Jas. E. Feeley, Springfield Office Su ply Co., Springfield, Mass.; 
Barnett Palley, Palley Office Supply Worcester, Mass. 

9. George Bergmann, Peerless Steel Recieaent Co. 

10. F. Mestel and L. E. Parker, Parker Steel Products Co. 

11. J. W. Golden, Jos. Blum, Tom O'Mara, Alan Cohen and Burt Rand, 
all Metalstand Co. 
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CAMERA SIGHT SEEING AT N.O.F.A. GATHERING 


1, Chicago group—front: Lou Kriloff, Kriloffice Products; L. J. Block, 


Milwaukee Chair Co.: Maury Revzen, S. Revzen; Harry Hotherr, 
Kendrick Furniture Co.; Harry Lipsky, Business Furniture Co. 
Rear: Earl Hanson, Spak & Natovich; Herb Sime, Office Appliances; 
Warren Spitzer, Spitzer Office Furniture Co.; Norman Ginsburg. 
Jos. Ginsburg, Inc.; Lou Farber. 


2. C. Stuart Goll, manufacturers’ representative; L. J. Block, Mil- 
waukee Chair Co.; Sam Itkin, Itkin-Bros., New York, N. Y.; R. B. 
a aaa Desk Co.; E. Steinbrook, Macey-Fowler, Inc., New 

ork, . 


3. W. W. Sproul, Clarke & Gibby Co., New York, N. Y.; J. M. Sand- 
ler, Chas. S. Nathan, New York, N. Y.; Joseph Wallace, manufac- 
turers’ representative: Calvert R. Jones, Jr., Baltimore Stationery 
Co., Baltimore, Md.; David Ziegler, Ziegler Desk Co., New York, 
N. Y.; F. J. Boling, High Point Bending & Chair Co.; W. T. Powell, 
Myrtle Desk Co. 


4. Irving Jacobson, Excellent Cabinet Works, Jas. A. Wallace, Jasper 

ffice Furniture Co.; Harold Pearson, Harold Pearson & Sons, 

Brooklyn, N. Y.; George B. Wray, manufacturers’ representative; 
Arthur Richards, Quigley Furniture Co. 


are established. We, therefore, salute you, knowing 
you are doing a fine constructive job.” 

Moe Turman, chairman of the convention commit- 
tee, expressed his happiness at seeing over 600 people 
present, “all of whom live by virtue of the office equip- 
ment business.” “Fairness and equity are the things 
wanted,” he said, “and if all members work together, 
Stay together and co-operate with each other, that 
can be accomplished.” After thanking his committee 
for doing a fine job, he presented a handsome wrist 
watch to Bernard H. Nemlich, Regan Office Furniture 
Corporation, New York, N. Y., chairman of the ex- 
hibits committee, in recognition of his outstanding 
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5. C. B. Shubert, B. L. Marble Chair Co.; John A. Wagner, Lucas 
Bros., Baltimore, Md.; N. A. Gerth, Imperial Desk Co.; Dick 
Thomas, B. L. Marble Chair Co.; C. E. Richards, Finger Office 
Equipment Co., Houston, Tex.; M. Revzen, Chicago; Lou Farber. 


6. W. G. French, R. P. Andrews Paper Co., Washington, D. C.; 
Laddie Koehn, Frank B. Bacon and L. A. Bush, all The Sikes Co. 


7. B. Mercer and M. Hopfenberg, both Sainberg & Co., Inc.; M. Day- 
ron, M. Dayron & Co., Inc., New York, N. Y.; E. Gilbert. Metwood 
Office Equipment Co., Inc., New York. N. Y. 


8. M. J. Weinstein and Jack Banov, both Banov-Bernsley Co.; M. M. 
Moldow. manufacturers’ representative; Leon Meyer, Premier Of- 
fice Specialty Co. 


9. Earl Masden and Gleeson Murphy. both Murphy Chair Co.; Max 
Davidman, New York, N. Y.; Dave Fried, Murphy Chair Co.; Louis 
Gold, Gold Desk & Safe Co., Los Angeles, Calif. 


10. Howard W. Gunlccke and Ken F. Davis, both W. H. Gunlocke 
Chair Co.; R. S. Fowler, Macey-Fowler Desk Co., New York, 
N. Y.; R. J. Berry, Berry, Dickie Stettler, Inc., New York, N. Y. 


work for the convention. 

Next to address the gathering was the guest speaker 
of the evening, Rev. Norman Vincent Peale, D.D., min- 
ister of Marble Collegiate Church, New York, N. Y. Dr. 
Peale, a highly entertaining speaker, gave a stirring 
address in his usual dynamic manner which was en- 
thusiastically received by his audience. His topic was 
entitled, “The Art of Living,” which he divided into two 
parts: the first he called, “How to Break the Worry 
Habit”; the second he termed “The Art of Imperturb- 
ability.” 

Of the first he warned that the greatest modern 

(Turn to page 185, please) 


43 











Paul E. Burbank, general manager of the National 
Stationers Association, spent a few minutes with us 
October 28. He was in Chicago to address a group in 
the paper industry, had attended the office furniture 
convention in New York the day preceding, and was 
bound next for the airport to fly back to Washington. 
Although in Chicago only part of a day, he took steps 
to advance plans for next year’s NSA convention— 
plans that will be developed further and announced 
as soon as they are completed. He claims to have 
taken time to relax after the convention, but confi- 
dentially he has been working every day at a pace 
faster than most members would care to follow. 


Jose and Julian Gutierrez of Gutierrez Marban y 
Cia., Havana, Cuba, signed the Guest Book on Wednes- 
day, October 29. While in Chicago the Gutierrez 
brothers called at the factories of the Victor Adding 
Machine Company and the A. L. Hansen Manufac- 
turing Company, whose lines are distributed in Cuba 
by the Gutierrez firm. The visit to the United States 
was extended to Fort Madison, Iowa, to call at the 
plant of the W. A. Sheaffer Pen Company, also on the 
Gutierrez representation list. An illustrated account of 
the progress of Gutierrez Marban y Cia. since founding 
in 1929 appears on another page of this issue. 


C. H. “Jack” Berry of St. Paul, Northwest representa- 
tive for Browne-Morse Company, stopped for a brief 
visit in between trains November 10. He was en route 
to company headquarters at Muskegon. Jack’s terri- 
tory includes Minnesota, the Dakotas, much of Wis- 
consin, most of Iowa, and Nebraska. He is well known 
throughout the area and frequently has been called 
upon to serve as toastmaster at trade events as well 
as dinners given by some of his customers. 


Lyman E. Macatee, Valley Typewriter Service, 
Aurora, Ill., who sells L. C. Smith and Corona type- 
writers and Wells posture chairs, dropped in for a 
visit on November 12. Located not more than 40 miles 
from the Loop district, he had driven in to Chicago 
on business and at the time of his call was about 
ready to start the one hour return trip to Aurora. He 
operates in a group of counties, covering practically 
all of the principal cities in northern Illinois outside 
of Chicago and its suburban area. 


Frank U. Gregory of Auto-Typist Sales & Service, 
Detroit, Mich., paid OFFICE APPLIANCES a visit November 
12. He planned to spend half the day with American 
Automatic Typewriter Company and had other matters 
lined up to keep him fully occupied until train time 
which was five o’clock in the afternoon. He has been 
an Auto-Typist man for a long time and is active both 
in machine sales and letter service. 


L. J. (Larry) Schubert, The Office Engineers, Inc., 
South Bend, Ind., on one of his periodic business trips 
to Chicago, found time on Wednesday afternoon, No- 
vember 12, to visit us. As usual, Larry had something 
interesting and informative to say, his comment com- 
ing from a background of 28 years in the industry, 
both in the retail and manufacturing divisions. 


John C. Holten of Riteform Chair Company spent 
about an hour visiting our offices November 14. After 
a busy trip to the East which included the office furni- 


as 


ture convention, he had a week or two in St. Paul, 
and was busy clearing up various matters preparatory 
to a western trip. He expressed satisfaction at the 
reception accorded his chairs by dealers in all sections 
of the country. 


Paul M. LeBeuf phoned our offices while passing 
through Chicago November 17. Formerly from Pampas, 
Tex., Harrisburg, Pa., and Washington, D. C., his pres- 
ent location is Lucerne Valley, Calif. Paul LeBeuf is 
a sales producer of no mean ability. He made a re- 
markable record selling visible equipment. Out of 
the field at present, it is to be hoped that he will re- 
turn to it soon, for he has the qualities that create 
business and make the industry greater for his partici- 
pation in it. 


R. Laufer of Harry Hopmeyer & Sons, Toronto, 
signed the Guest Book November 17. Finding himself 
in Windsor at the end of the week, he came on to 
Chicago to stay over Sunday and found time before 
leaving the city Monday to call on office furniture 
manufacturers. His company is retail distributor for 
several United States producers of office furniture 
lines. 


Louis H. Mory of Universal Business Machines Cor- 
poration, Middletown, Conn., stopped briefly before 
train time November 18. He had come to Chicago to 
attend the one day meeting of the NOMDA described 
elsewhere in this issue. He reported keen interest in 
the machine on the part of the many dealers at the 
convention who took time to see the exhibit of the 
Llorens adding machine which is the Universal com- 
pany’s product. Not a Yale Whiffenpoof, his home is 
near Yale University. He is not the owner of Mory’s 
mentioned in the first line of the song, nor is he the 
Louis referred to in the second line, but now and then 
gets credit for both. 


Rea Myers, Western Office Furniture Company, Long 
Beach, Calif., phoned OrricE APPLIANCES November 19 
after a busy visit at the plants of Johnson Chair Com- 
pany and Clemco Manufacturing Company. He had 
come to Chicago for that purpose and was about to 
return to California. An office furniture man through- 
out his business career, he located in Long Beach in 
the 20’s and for 17 years he has managed the Long 
Beach branch of the Western organization which 
has its main quarters in Los Angeles. Even with the 
heavy priority business in his area a thing of the past, 
he finds sales plentiful. His operations extend over 
several coastal communities. 


G. A. Jaquays and Wayne Douglas of McFadden Cor- 
poration, Lansing, Mich., signed the Guest Book No- 
vember 19. Engaged especially in school supplies, 
their operations extend over a large area in Michigan’s 
southern peninsula. They also sell office furniture 
but principally for school use. The main purpose of 
their Chicago visit was to call upon school and office 
furniture manufacturers. 


Robert Ball of Ann Arbor called OFFICE APPLIANCES 
by phone while in Chicago on a buying trip, saying 
that he had planned to call in person but found his 
program too full. He was accompanied on his visit 
by Thor Marsh of Ypsilanti. Within a month or two 
they expect to announce a new store in Ypsilanti to 
be owned by Mr. Marsh, a new one in Jackson to be 
owned by Mr. Ball and Mr. Marsh. Having lived and 
worked in Jackson for a number of years, Mr. Ball is 
well acquainted there and will have the advantage of 
opening up in familiar territory. 

Roger B. Vaughan, Bogota, Colombia, S. A., importer 
of office equipment and stationery articles, called at 
our New York office on November 26. He was accom- 
panied by his daughter and had just returned from a 
visit to Montreal, Canada, where he enrolled his son 
in Loyola College. Mr. Vaughn has been in business 
in Bogota for the past 15 years and is interested in 
all types of office appliances and stationery articles. 


OFFICE APPLIANCES, December, 1947 


Paul, 
utory 


tions 


NEW CROCKER-UNION PLANT BEING BUILT 


Building permits have been issued, and the H. S. 
Crocker Company, Inc., started October 15 on the 
construction of a new printing and lithograph plant 
to house the facilities of the manufacturing division 
of the company, which is operated under the name of 
Crocker-Union. 

The building site consists of eleven acres located 
in the San Mateo County, on San Mateo Ave.. in the 
town of San Bruno, Calif., just south of the city limits 
of South San Francisco. A spur track connecting with 
the Southern Pacific Railroad has been completed to 
the property. 

The main plant building will be constructed of re- 
inforced concrete in one story, containing 130,000 
square feet to house the lithograph, printing and 
bindery equipment. The single story was chosen in 
preference to a multi-story construction to affort eco- 
nomical handling of materials and production, and 
insure a straight-line production flow from the raw 
paper stock to the finished product. 

The company’s production mer and engineers have 
for a period of two years been studying equipment 
planning with scale models. The resultant layout will 
make this plant the most modern in its field, thereby 
affording speedy, economical production of all types 
of printing and lithography. 

All of the printing, lithograph and bindery equip- 
ment of the company, valued at $1,250,000, will be 
moved from the present location at 737 Harrison St., 
San Francisco. This equpiment will be augmented by 
purchases of $450,000 of new high-speed presses for 
both printing and lithography. These have been on 
order since the war and are now beginning to arrive. 

The equipment will be used to produce labels of 
every description, advertising material, and commer- 
cial printing. 

The company now operates, in addition to the San 
Francisco, Calif., plant, a commercial printing and 
manifolding printing establishment in Los Angeles, 











DRAWING OF NEW H. S. CROCKER PLANT 


Calif., and a label manufacturing plant in Baltimore, 
Md. 

Sales and service offices for the new plant at San 
Bruno will be operated in downtown San Francisco. 
Other offices will continue to be maintained in Seattle, 
Chicago, New York, Los Angeles, Oakland, San Jose, 
Sacramento, Phoenix, San Diego, La Feria, Tex., and 
Honolulu. 

The H. S. Crocker Company, Inc., was established as 
a printing establishment in Sacramento, Calif., in 
1856. In addition to the manufacturing plants and 
offices, it also operates three stationery stores in San 
Francisco, one in Sacramento, and one in Fresno, Calif. 

S. S. Kauffman is president of the company; Louis 
Sloss is vice-president, and W. E. Steege is vice-pres- 
ident and general manager of the manufacturing di- 
vision. 


——_—_4— 9 —____ 


DAVE CHAPMAN APPOINTED BY PARKER 


Dave Chapman, Chicago product and display de- 
signer, was recently appointed design counselor to The 
Parker Pen Company, Janesville, Wis., according to 
Ivan D. Tefft, patent counsel and head of the pen 
company’s research division 

Mr. Chapman will act as consultant to Parker on 
product, gift box, display case and advertising display 
designs. 
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43 MANUFACTURERS EXHIBIT IN 
PITTSBURGH BUSINESS SHOW 


EE Tomorrow’s Office Today was the slogan for 
he the successful Pittsburgh Business Show held No- 
vember 13, 14, and 15 at the William Penn Hotel under 
the joint sponsorship of the Office Appliance Managers 
Association, the National Association of Cost Account- 
ants and the National Office Management Association. 

Forty-three of the leading manufacturers of office 
equipment displayed their latest appliances, systems 
and supplies and exhibitors had available staffs of 
trained demonstrators to explain and interpret the 
working tools exhibited. 

The 1947 show was the first of its kind held by 
the Pennsylvania sponsors since the beginning of 
World War II, the last show being staged in 1939. The 
first Pittsburgh Business Show was held during the 
early twenties in the basement of the Joseph Horne 
Store, growing in prestige with each show until 1939 
when 30,000 people attended the one given in the 
William Penn Hotel. 


McKain Is Chairman 


Charles J. McKain served as general show chairman. 
Presidents of the co-sponsoring organizations are 
Leonard Hill of the Office Appliance Managers Asso- 
ciation, Robert Logie of the Pittsburgh Chapter of 
the National Association of Cost Accountants, and 
D. A. Allison of the National Office Management Asso- 
ciation. 

High on the list of mechanical miracles shown was 
a typewriter-like machine which writes with equal 
ease in any of the several languages and in a choice 
of 300 type faces. Of interest also was the electrical 
coin sorter and counter which sorted and counted 
mixed pennies, nickels and other coins, registered the 
total in dollars and cents and automatically separated 
the coins into drawers or bags at the rate of 750 
per minute. 


Many Executives Attend 


The show committee received the compliments of 
leaders in'many manufacturing firms for the type of 
show held and the interest it attracted among execu- 
tives and business men. 

Exhibitors were: 

Acme Visible Records, Inc., Addressograph-Multi- 
graph Corp., Allen Wales Adding Machine Corp., Amer- 
ican Photocopy Equipment Co., All-Steel Equipment 
Co., Inc., Audograph Co., Brandt Automatic Cashier Co., 
Buckeye Ribbon & Carbon Co., Codo Manufacturing 
Corp., Commercial Controls Corporation, Comptometer 
Division, Felt & Tarrant Manufacturing Co., Ralph C. 
Coxhead Corp., E. W. Curry Co., A. B. Dick Co., Dicta- 
phone Corp., Diebold, Inc., Ditto, Inc., Domore Chair 
Co., Inc., F. & E. Check Protector Agency, Friden Calcu- 
lating Machine Company, Inc., The General Fireproof- 
ing Co., The Hughes-Ogilvie Company, International 
Business Machines Corp., Kee Lox Manufacturing Co., 
Marchant Calculating Machine Co., Monroe Calculat- 
ing Machine Co., Inc., The McBee Co., The National 
Cash Register Co., Niagara Duplicator Co., Ohmer 
Corp., Pitney-Bowes, Inc., Remington-Rand, Inc., The 
Roach Reid Co., for Ediphone, Royal Typewriter Co., 
Inc., The Shaw-Walker Co., Standard Duplicating Ma- 
chines Agency, the Standard Register Co.,. Systems 
Equipment Co., The Todd Company, Inc., Underwood 
Corp., Uarco, Inc., and Voco-Tele Music Corp., for 
Muzak. 





Pictures of 38 exhibits are 
reproduced on pages 46 and 47 
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- Acme Visible Records, 


Inc. 


. Allen-Wales Adding 


Machine Agency 


. Addressograph-Multi- 


graph Corp. 


. American Photocopy 
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. Buckeye Rib. & Carb. Co. 
. Codo Mfg. Corp. 


Commercial Controls Co. 








nich TAPHON 


ars 9s pat OFF 


THE PITTSBURGH BUSINESS SHOW, 


. Coxhead, Ralph C., 


Corp. 


. Curry, E. W., Co. 
. Dick, A. B.. Co. 
. Dictaphone Corp. 


Diebold, Inc. 


. Ditto, Inc. 


16. 
17. 


18. 
19. 


20. 


Felt & Tarrant Mfg. Co. 

Friden Calculating Ma- 
chine Co., Inc. 

Hughes-Ogilvie Co. 

International Business 
Machines Corp. 

Kee Lox Mfg. Co. 
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CARDINAL ADDS TO FURNITURE LINE 
Three new deluxe sectional pieces of overstuffed 
leather-covered office furniture have been added to 
the line sold by Cardinal Sales, Inc., 5631 W. Madison 





CARDINAL SALES NEW STEEL DESK 


St., Chicago 44, Ill. Also available are a club chair and 
davenport. This new furniture, according to the Car- 
dinal firm, is especially designed and built for offices 
where quality and dignified luxury are paramount. A 
new feature is the separation and arrangement of the 
various pieces for convenient placement. 

These pieces have double-coned springs, hand tied 
and knotted with six-play twine and ginned moss fill- 
ing. The webbing construction is Seng’s new Cable-Eze 
foundation. Furniture is available in Blanchard 
Brothers top grain or machine buff leathers and Good- 
all plastic material. Dealer inquiries are invited. 

iO 
MORE CAPACITY WITH NEW BOX FILE 

Colonial Company, 648 Rogers Ave., Brooklyn 26, 
N. Y., is offering a new cardboard box file made of 
heavy fibre board with a round, molded backbone. A 





SENGBUSCH ANNOUNCES NEW PLASTIC SETS 


Sengbusch Self-Closing Inkstand Company, 15117 
Sengbusch Building, Milwaukee, Wis., recently an- 
nounced that its HP-6 “Capillary Action” Handi-pen 
desk set is now available in ink-resisting plastic. 

The new lustrous plastic sets are declared to be ex- 
tremely colorful and represent the last word in styling. 
They are offered in metallic copper, metallic gun- 
metal, or black finishes. 

The “Capillary Action” inking principle is utilized 
in these sets. It eliminates ink deterioration and waste 
—the last drop of ink is as fresh as the first. There 
is no clogging or flooding, say the manufacturers. 

These basic sets are also available in deluxe models 
with genuine single or double walnut bases, and gold 
or silver trim. 

A beautiful, colored brochure is announcing these 






trunk lock is attached to the front. 

The box is covered with black and white marble ] 
paper and comes with a 16-division index plus flyleaf. t 
It is designed to hold more papers than the usual box 
file inasmuch as the regular size is 12 x 11% x 3% ] 
inches and the jumbo size is 51 inches wide. t 

The Colonial Company also makes the Nationwide t 
Office-Aide Payroll Books. L 

—_—_—e—-0 —___ 0 
OFFER NEW WATERLESS HAND CLEANER : 

Crossland Manufacturing Company, Inc., 2294 ‘ 
Albion, Toledo, Ohio, has introduced Chum Waterless SEW awe rane Sale ; 
Hand Cleaner which the manufacturer claims has the 
skin softening and healing qualities of the finest hand sets to the trade. It also appears as an insert in the 
lotions; yet it removes duplicating and printing inks’ trade press. When this brochure was first shown at 
as well as all forms of grease, grime and paint in a the NSA convention in Chicago, the sets illustrated S 
few seconds, without the use of water. created a sensation, state the manufacturers. G. J. 

Crossland is just now offering the product for gen- Sengbusch, president, feels that these sets represent Pp 
eral distribution. It comes in half-pound and pound the ultimate in his company’s contributions to better Si 
sizes. writing throughout its 45-year history. fi 
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WILSON JONES ADDS TO LINE OF PUNCHES 

A new line of modern streamlined punches has been 
added to the extensive line of Wilson Jones Company, 
3300 Franklin Blvd., Chicago 24, Ill. These punches 
embody features declared to afford a new convenience 





NEW WILSON JONES CO. PUNCHES 


and efficiency in punch operation. Among such fea- 
tures are centralizing side gauges; concave ground 
punch pins, removable for resharpening; permanent- 
ly-oiled bearing surfaces; deflectors to keep punches 
from jamming; and locking device that drops the 
handle when the punch is kept in a shallow drawer. 
Circular No. D-1215 provides full information. 
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OFFERS COMBINED BOOKHOLDER, COPYHOLDER 

Henry I. Richards, 2258 N. Vernon St., Arlington, 
Va., is announcing a combined bookholder and copy- 
holder. This is the third type of copyholder announced 


RICHARDS COMBINED BOOK AND COPYHOLDER 


by Mr. Richards. In the October issue he presented 
copyholders for IBM key punch machines and in the 
November issue a new type of copyholder for typists. 

This new copyholder sets on a desk and has the 
same general method of operation as the other Rich- 
ards copyholders. A narrow line indicator slides rapid- 
ly for initial setting and may be moved a line at a 
time by rotation of a knob. 

The bookholder attachment can be fastened speed- 
ily. A line indicator extends across both pages of 
the book and adjusts for any sag in these pages. It 
travels up and down the page on a rod in which is 
incorporated a spiral groove that rests in the center 
of the book. A metal slot is located in the bottom 
of the copyholder for. holding the spiral in position so 
that the line indicator can be moved down by strok- 
ing a knob. The spiral raises for turning pages and 
adjusts automatically for thickness of the book. 


= +—~<_—* — 


SHALLCROSS INTRODUCES NEW BLACK STENCIL 

Shallcross Company, 48th and Grays Ferry Road, 
Philadelphia 43, Pa., has introduced the Black Velvet 
Stencil as a new product offered in two grades. The 
finest quality is processed on pre-war imported tissue 
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and the economy number is made with the best grade 
of domestic tissue, according to the manufacturer. 

It is claimed the stencils are easy to proofread by 
merely holding up to the light, artificial or daylight. 
For extra visibility while typing white carbon cutting 
tissues are supplied, if specified. 

Because of the density of color for better visibility 
and proofing these stencils are not suitable for tracing. 
They are, however, excellent for signatures and ruling, 
according to Shallcross. 


sini acaiei 
EVERSHARP INTRODUCES SUPER-SPHERE PEN 
A pen for “big boid writing,” the Super-Sphere, has 
been introduced by Eversharp, Inc., 135 S. La Salle 
St., Chicago. The point of this pen is declared to be 
2% times larger, writing with shaded lines “that ex- 


EVERSHARP BOSS SUPER-SPHERE POINT PEN 


press your strength and character.” The new pen, 
named the “Boss,” has a 14-K gold filled cap and 
barrel end and is offered in a choice of colors. It is 
equipped with the new, perfected Eversharp 1948 
cartridge with triple ink supply. Pressure placed upon 
the pen by the user determines if it writes broad, me- 
dium or fine. Retail price is $7.95. 














o——e - 
MASO OFFERS BANKETTE PERSONAL FILE 


Maso Steel Products, 500-32 S. Throop St., Chicago 7, 
Ill., has introduced the Bankette, a new desk-size all 
steel personal file with a swivel front. The Bankette 
is declared to be designed to meet the demand from 
veterans, housewives, salesmen, small businessmen and 
others for an all steel personal file at a popular price. 

Made in green baked enamel Hammerloid finish, the 
Bankette measures 13 inches high, 12 inches wide and 
514 inches deep. Features include the secret chamber 
114 inches deep, two different locks, a swivel front for 
easier filing, 20 genuine Oxford file folders and five 
storage envelopes. Streamlined throughout, the prod- 
uct is declared to have radius corners and be both fire 














i eee 
y OPEN VIEW OF BANKETTE FILE 


resistant and water repellant throughout. A strong 
steel handle makes carrying of the new file easy. 
Five heavy manila envelopes are suitable for a number 
of documents. The file sells for $7.95 retail. 








HOLLAND OFFERS NEW FOLDING MACHINE 

Holland Business Service N. V., 20 Bezuidenhout, 
The Hague, Holland, is the manufacturer of the com- 
pact folding machine, the Foldflop, here illustrated. 
About nine years ago, this product was brought on 
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the market in the Netherlands but conditions were 
such that it was never exported. Orders can be 
booked now and shipping within a couple of weeks is 
possible. 

This machine is declared to have many folding 





FOLDFLOP OFFICE FOLDING MACHINE 


possibilities. The capacity is 120 folds per minute 
despite the fact that it is hand operated. 

American companies who are interested in manu- 
facturing this machine under license have been in- 
vited by the Holland Business Service N. V. to enter 
into correspondence. 


—_—__»— _ 


ALLEN OFFERS NEW DESK MODEL MACHINE 

Claimed to be so simple in operation that a trained 
operator is unnecessary, a new desk model bookkeep- 
ing machine has now been released by R. C. Allen 
Business Machines, Inc., Grand Rapids, Mich. “This 





R. C. ALLEN DESK BOOKKEEPING MACHINE 


compact, low-cost machine, which is now available 
for prompt delivery, will post statement, ledger, and 
proof journals simultaneously,” says the manufac- 
turer. : 
Finished in pearl] grey color to harmonize with mod- 
ern interiors this machine is readily adaptable for 
commercial, bank, or payroll work. No special stand 
is necessary, for it can be used on any desk. 
Incorporated into this machine are such improve- 
ments as front feed form insertion, true credit bal- 
ances printed in red, tabulator bars easily changed, 
and visible dials. In addition, automatic dating, auto- 
matic carriage control non-add and subtract, and 
automatic carriage tabulation are also featured. 
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OFFER NEW WICK ON GLASSWIK MOISTENER 


The Pike Glaswik Finger Moistener, manufactured 
by E. W. Pike & Company, Elizabeth, N. J., is now 
equipped with a sturdy new fiberglass wick which 
absorbs just enough water out of the Glaswik con- 
tainer to moisten the user’s fingers for quick accurate 
paper counting and sorting. A clear glass container 
permits continuous water level check. The wick is 
washable. The device retails at $1.50 each. 


—___§9—g 9 —____ 


SERVICE PRODUCTS SHOWS NEW CHAIR MAT 


Service Product Division announces a new chair mat 
finished in silver gray to harmonize with gray office 
furniture which has become so popular. The new 
mat is offered in two sizes: standard—36 x 48 inches 
and executive—48 x 54 inches. The new color enables 
the firm to offer the trade five colors in all so that 
color harmony between chair mat and the office furni- 
ture is easily achieved. Other colors in addition to 





SILVER GRAY CHAIR MAT 


the silver gray, are brown, green, black and maroon. 
Additional information may be secured by addressing 
Service Products Division, 2035 Calumet Ave., Chicago 
16, Il. 
oe ad 
ORNA OFFERS STEEL DESK LINE 

Orna Metal Products Company, 2412 S. 7th St., St. 
Louis 4, Mo., is now manufacturing a line of steel office 
desks. The Skyliner Series 300 is illustrated herewith. 

Features of the desk include height adjustable from 
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ORNA SKYLINER STEEL DESK SERIES 300 


29 to 30% inches and heavy welded steel body for 
maximum strength and rigidity. The size is 60 x 34 
inches and center drawer is 2 x 23 x 25 inches. Top 
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We wish to thank 

our friends in the trade 

Jor all the warm 

and understanding co-operation 
we received in 1947. 

also to assure you 

that we will try harder 

fo merit your confidence 

and patronage 


in. the twelvemonth ahead 


PANAMA-BEA pr te 


Vas CYL 
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drawers are 4 x 123, x 25 inches. Bottom drawers are 
101% x 123% x 25 inches. 

The streamlined desk has rounded corners and edges 
and is finished in Greytone, a baked enamel soft neu- 
tral grey. Heavy steel islands eliminate the conven- 
tional legs, thereby affording the user maximum leg 
room and knee space. Aluminum trim strips and guard 
rails accentuate the Skyliner’s modern appearance and 
overall design, state the manufacturers. 


eee 


JOHN CAVANAUGH OFFERS NEW CASTER 
A new two-inch, ball bearing office chair and furni- 
ture type caster is being manufactured by the John 
Cavanaugh Co., 628 S. Clarence St., Los Angeles 25, 
Calif. This caster is declared to be available for im- 
mediate delivery in reasonable quantities. 
Raceways are made of case hardened steel. Stem 





JOHN CAVANAUGH Co. CASTER 


models are finished in oxidized bronze and plate 
models are cadmium plated. Wheels come equipped 
with non-marking composition rock-hard rubber, or 
with cushion tread. The plate caster is also available 
with steel wheels for hard floors. 

Trade literature and prices are available to inter- 
ested wholesalers and manufacturers. 


NEW LA SALLE COCKTAIL 
SMOKER—LaSalle Products 
Co., 2216 Clybourn Ave., Chi- 
cago 14, Ill., has introduced 
a new cocktail smoker claimed 
to feature a simple device for 
emptying. cleaning and re- 
placing the ash receptacle in 
30 seconds. The new No. 201 
cocktail smoker is available in 
two finishes of chrome or a 
combination of Old English 
and solid brass. The stainless 
14-inch tray has a satin finish. 
The seven-pound base is 
eleven inches in diameter and 
ash receptacle is six inches 
in diameter. Height overall is 
211. inches. Retail price is 
$24.00 and $26.00, depending 
upon the type of finish. 





OFFER GENERAL PURPOSE STEEL DESK 
Cardinal Sales, Inc., 5631 W. Madison St., Chicago 
44, Ill, has announced a new general purpose steel 
desk. This product was designed to meet the require- 
ments of the industry for a desk needed by the gen- 





CARDINAL SALES NEW STEEL DESK 


eral office, accounting department or factory office. 
An outstanding feature is the hard durable Formica 
top claimed to be cigarette proof and will not spot or 
stain. 

Specifications include a top 56 x 30 inches, 31% 
inches high and allowing 2414 inches knee space. 
There are four box drawers 12% inches wide x 5 feet 
high, 2534 inches deep. The two letter drawers with 
compressor are 123% x 1034 inches high and 2534 in- 
ches deep. The center drawer is equipped with lock. 
The desk can be furnished in grey or green baked-on 
enamel. 

—— be 


COLE OFFERS FLEX-SEAT ARM CHAIR 
The Cole Steel Equipment Company, Inc., 285 Madi- 
son Ave., New York, N. Y., recently added the new 
No. 4000 Flex-Seat Arm Chair to its line of Cole chrome 
tubular furniture. The chair, designed for deep-seated 





NEW COLE FLEX-SEAT ARM CHAIR 


comfort and correct posture, is constructed of heavy 
gauge furniture grade steel tubing that is triple plated 
with copper, nickel and chrome for extra service- 
ability. No-sag springs and vinyl coated simulated 
leather that won’t scuff or scratch, resists stain, repels 
water and wipes clean easily, are used in every chair. 
A choice of brown, green, red or blue upholstery is 
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Smith-Corona 


...no finer office typewriter! 











Smith-Corona 


...no finer portable typewriter! 





Smith-Corona 


...no finer desk model 
adding machine! 








Eivary product bearing the Smith-Corona label is backed 
by the combined experience and high reputation of these 


two great typewriter names. 


LC SMITH & CORONA TYPEWRITERS INC 
SYRACUSE 1N Y 
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available. Overall dimensions of tne chair are 31 
inches high, 21 inches wide and 22 inches deep. The 
list price is $32.50. 
er ae 

IBM ADDS ELECTRIC CARD STENCIL TYPEWRITER 

International Business Machines Corporation, 590 
Madison Ave., New York 22, N. Y., recently announced 
a new electric card stencil typewriter as the latest 
addition to its line of electric typewriters. The ma- 
chine has a special carriage for holding and feeding 
card stencils and is also provided with a frame for 
holding a backing strip or roll to protect the platen 
from defacement, as well as a separate record strip 
roll holder which may be utilized to keep a carbon 
record of the stencils cut. A carbon-faced backing 
roll may be used to facilitate the reading of the com- 
pleted stencils. 

The 12-inch machine accommodates stencils up to 
414 inches in width. Stencils two inches or less in 





IBM ELECTRIC CARD STENCIL TYPEWRITER 


depth can be typed on the upper margin; stencils 
more than two inches in depth, such as the four-inch 
card, can be typed only on the lower two-inch postion 
of the stencil. Adjustment to handle stencils of any 
width under 44 inches can be made by the substitu- 
tion of a special-length platen. 
a ae 
OFFER KLEER-VU PERFORATED STEEL TRAY 
The Kleer-Vu Perforated Steel Tray, a product of 
Farin Manufacturing Company, 218 Emerson Pl., 
Brooklyn, N. Y., is now being distributed by Milton 
Stone Associates, 320 Broadway, New York 7, N. Y. 
This item is made from heavy gauge steel, yet weighs 





KLEER-VU STEEL TRAY 


only 11 ounces. The full size is 14 x 9% x 2% inches. 
Equipped with four rubber feet, the tray is manufac- 
tured in olive green finish. Built-up supports are 
available. 
ee 
KOL INTRODUCES AIR-AGE STANDS 

With the advent of their 1948 models, Kol Sales 
Division, 220 S. Tenth St., Minneapolis 2, Minn., re- 
cently announced a complete line of Air-Age office 


54 


machine stands in sizes to fit any office or home pur- 


pose. 
The stands have no braces to obstruct and are com- 
plete with two-inch swivel casters with soft rubber 















en 
KOL AIR-AGE MACHINE STAND NO. 100 


wheels and rust-proofed baked enamel finishes. All 
joints are brazed. These stands are shipped two in a 
carton, aready assembled to facilitate handling. 

List prices of Kol stands begin at $9.95 for the No. 
100 size and go up to $15.35 for the No. 120 size which 
has an 18 x 30-inch top. 

ee a eee 
THOMSON OFFERS LINEAR BALL BEARING 

Thomson Industries, Inc., 1029 Plandome Rd., Man- 
hasset, N. Y., recently announced the development of 
a new type unlimited travel anti-friction ball bearing 
for linear or reciprocating motion. The new Series A 
Ball Bushings have been designed for high speed, low 











THOMSON SERIES A BALL BUSHING 


cost production, according to the manufacturer, who 
declares that one of the most logical applications for 
the bearing is in the carriages of various types of 
office and business equipment. It is asserted that the 
carriage on a dictating machine, typewriter or office 
machine of similar nature can benefit from application 
of ball bushings. 

Series A Ball Bushings are presently available for 
shafts having %4, %, 34 and 1-inch diameter. In-be- 
tween larger sizes will become available as soon as 
production tooling for them can be completed. 

sian aaiaiiea tal iaiactain 

DICTAPHONE APPOINTS WATERTOWN FIRM 

Ruddell Business Machines Co., 104 Stone St., Water- 
town, N. Y., has been appointed sales and service rep- 
resentative for Dictaphone. 
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Christmas Greetings 


to you who play Santa Claus 
all year long! 


No MATTER WHAT TIME of the year someone buys a Royal Portable 
Typewriter from you, it’s just like Christmas to him. 

Because surveys show that a Royal Portable is high on the list 
of things people want to own. . . want to buy. 

And these same surveys show that among portable typewriters, 
Royal rates No. | in preference—especially with students. 

This Christmas, may we again extend our best wishes of the 
season—and our hopes that you and Royal will continue to play 
Santa Claus for many long years. 





























ROYAL PORTABLE 


The World’s No. I Portable 
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’ GLOBE-WERNICKE 


Quick Profitable Sellers... 
Steady Repeaters 


These are the famous dealer-tested Globe-Wernicke 
money makers . . . the dependable, quick-selling re- 
peaters that have been profit stand-bys with dealers 
the country over, year in and year out! 

Stock, talk and display them. They pay off for you 
in steady ‘‘over the counter sales’’. Write for money- 
making facts. The Globe-Wernicke Co., Norwood, 
Cincinnati 12, Ohio. 





An Old-Time Favorite 
That Sells—Sells—and Sells 


The ideal tickler file, follow-up file . . . dozens of other 
uses. Pre-classifies, organizes . . . saves hours of sort- 
ing. A must for executives, and in every office. 

In smart new dress, with fine long-wearing linen 
weave cloth cover, which is water-proofed against 
finger marks. 

It’s anatural ... a fast-selling profit-building num- 
~, ber. Take a tip from dealers who know. Stock the 
e z EVERY-DAY FILE. It sells fast, the repeats are 
i> good, and you make money on a real mark-up margin! 


Globe - Wernicke 


EVERY-DAY FILE * U-MAKE-A INDEX PADS * FANFOLD LABELS 
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THREE FAMOUS 


MONEY MAKERS! 














FREE Counter Display with initial 
purchase of 1 carton of strip type 
tabbing. ... Tells and Sells! 





Easy to Handle, Profit Good, 


Turnover Fast 


For indexing records, books, catalogs, cards, folders, portfolios, etc., 
for instant reference. Easy for your customers to use... easy to 
see, 
every key reference. 

Strip type comes in 3 projection widths, 7 gleaming colors. 
Shield type in 4 lengths, 5 colors. Index type in 2 sizes, green only. 


to grip, modern self-measuring U-MAK-A Index Tabs flag 


Ly Every style serves scores 
———— of needs. National adver- 
C——~“}_‘ tising, dealer helps, news- 
paper mats, circulars, blot- 

Shield ters... everything you need 
Type to sell in profitable volume! 


















In Patented Dispenser Box 


SELL THEM FOR every business and home labeling 
need. FANFOLD is the kind of package customers 
just naturally pick up, examine and want to buy. 
Large cellophane window shows at a glance the color 
of contents, adds extra eye-appeal. 

Patented pull-out tray enables user to feed labels 
into the typewriter, keeps the unused supply clean and 
compact. Dispenser container cannot roll, tip, or spill 
. . . labels cannot stick together or curl. 


Display Carton —Free Selling Aids 


... does a tremendous “‘point-of-purchase”’ selling job. 
National advertising, free mats, mailing enclosures 
and radio scripts give you a promotion package that 
really rings up sales. Get complete facts today. 


Filing Equipment & Supplies 


e Visible Record Systems 
- r Office Furniture 
Bookcases 


EVERY-DAY FILE * U-MAKE-A INDEX PADS * FANFOLD LABELS 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Bluvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 





London, October 13. 

The Business Efficiency Exhibition at Olympia, Lon- 
don, October 1-11, organized by the Office Appliance 
Trades Association of Great Britain and Ireland, was 
opened on October 1 by J. W. Belcher, serving for Sir 
Stafford Cripps, the Minister for Economic Planning. 
The following is an extract from his opening speech, 
after being introduced by the president, J. A. Cum- 
ming, Gestetner, Ltd.: 

“My first task is to express on behalf of Sir Stafford 
his keen personal regret that he has been unable to 
fulfill his promise to open this Exhibition held by the 
O.A.T.A. for the first time in nine years. I know his 
very keen interest in the work of this particular trade. 
He recognises its value, and by coming here this morn- 
ing would have been able to indicate to the nation 
and to the workers that he regarded this industry as 
being one to be encouraged. I know, too, because he 


told me so only an hour ago that the new president 
of the Board of Trade would have liked to have been 
present himself, but we live in a worid of rapid 
changes, and the changes are so rapid that we just 
cannot keep pace with them. So in the absence of 
Sir Stafford the industry has to accept me as a 
worthy, or unworthy, substitute. 

“I would hasten to assure you that it is recognised, 
particularly by myself, that at the present time when 
we are doing our best and making our best efforts, 
it is essential that we should bear in mind that as well 
as direct exports there are certain articles that must 
be available at home if trade and industry are to be 
kept running. You simply could not maintain or in- 
crease your export trade if you diverted everything 
into the export market. 

“There is a further point to which I would like to 
refer. We are suffering at the present time from a 
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BOON TO TYPISTS, Keyboard 


2g Margin Control — exclusive on 

the Remington KMC* ‘Type 
writer —takes the merest flick of a 
finger, gives on the dot margin ac 
curacy without moving the fingers 
from the keyboard. Like the other fea 
tures on the Remington KMC Type 
writer, it is designed to ease and speed 
the typists’ work. T hese features mean 
extra savings for executives and own 
ers, too. Keyboard Margin Control 
and the other Plus Values built into 








One-third More Rib- 
bon Coverage! Exclu- 
sive 3-position Ribbon 
Control allows you to 
use ALL the ribbon— 


adjusts for stencils. 





No smudged fingers! 
Release keys jammed 
| @ misstroke with 


&. | exclusive Key Trip. 


*Keyboard Margin Control and KMC, T.M. 











947 OFFICE APPLIANCES, December, 1947 








| These Plus Values on the Remington KMC give you the lowest net cost 





Lower upkeep! Exclusive 
unit construction speeds 
periodic check-ups; makes 
port replacement easier 


Now! Keyboard Margin Control* 
sets margins at the flick of a finger 
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It's none too early 


this magnificent typewriter—all avail 
able without extra charge — provide 
distinctive, clear-cut, efficient typing 
at the lowest net cost. Let your near 
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i ae ‘ ; to reserve your Remington 
D\ Remington Rand representative 


Di a DeLuxe Model 5 Portable or 
show you how the replacement of 


3 Noiseless Model 7 Typaueliar 
your outdated machines with Rem oiseless Model 7 Typewriter 
ington KMC Typewriters can lower for Christmas Giving! 

See your Remington Rand 


your ty ping costs. 


dealer, today! 


THE FIRST NAME IN TYPEWRITERS 








Easy to clean! Re- 
movable platen lifts 





No ruined out quickly for daily _— Hy 
manicures! ff dusting __— 
Ring-free, 4 Less tiring! Typists Extra writing capacity! Provided 
glare-free, welcome the Silent by o Longer Writing Line. Often 
Ail Plastic Carriage Return—it eliminates the need for a wider 
Keys. floats back at a touch carriage machine. 


Copyright 1947 by Remington Rand Inc. 
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THE MASTER-CRAFT LINE Includes Thong Binders . . . Sectional IM. 
Post Binders .. . Transfer and Storage Binders .. . Ring Binders 
... Catalog Binders... “Sight-Saver’ Ruled Forms and Pads... 
Visible Record Equipment . . . Mechanized Accounting Binders 
and Forms... Tailor Made Forms, Checks, Binders and Indexes. 
Master-Craft Corporation, Kalamazoo, Michigan—Division of 
The Shaw-Walker Company 
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IMM EDIATE DELIVERY immediate shipment from Mus- 


kegon will become commonplace again, when some semblance 
of normalcy returns. Until we can render prewar service we 
wai will continue giving our entire production to the established 
s Shaw-Walker exclusive dealers. The Shaw-Walker 8,000-item 
AA franchise is the trade’s most valuable. It’s worth waiting for. 
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large number of shortages. We are short of very many 
of the raw materials, but over all we are short of man- 
power. If we are to get through these difficult times; 
if we are to build up the production goods in this 
country, and if we are to expand the foreign trade, 
then we simply have to make the most effective use 
of our restricted supplies of labour, and one of the 
ways in which we can make the most effective use 
of our restricted supplies of labour is to ensure that 
the management of our industries is constructed on 
the most efficient basis. Management is daily becom- 
ing more recognised as a most important part of the 
functioning of business and industry. The govern- 
ment itself has recognised the importance of man- 
agement, and has set up a body with a view to im- 
proving management in this country. Management can 
be materially assisted by this industry. In fact, of 
course, without the aid of this industry it cannot 
develop. If we can, with your assistance, make the 
management of our enterprise more efficient and more 
effective than it has been in the past, then we shall be 
well on the way to security. 

“On the subject of direct trade, I am glad to know 
how much progress has been made by this industry 
in recent years, and I am aware that there are many 
of the articles in common use in our offices today and 
shown in our exhibition here today, which only a few 
years ago were imported to a large degree. It is only 
of recent years that our industry has developed to 
the greater extent evidenced here today. Not only is 
the industry supplying our own people with what they 
need, but they are supplying other countries, many of 
whom formerly looked elsewhere for their products— 
Germany in particular. 

“I would not wish to particularise and mention by 
name those firms who are represented here today, but 
one or two are making very great contributions to our 
export trade. One firm in particular is sending as 
much as 75 per cent of its products abroad. Another 
has taken orders in the Scandinavian countries worth 
thousands of pounds. I cannot stress too much the 
vital importance to the nation of this export trade, 
and although I have not mentioned by name those 
firms who give the best performance, I know they will 
continue to do everything in their power, having re- 
gard to the difficulties with which they have to con- 
tend, to expand their export trade as rapidly as pos- 
sible, and render the nation a very great service.” 

A. R. Jackson, Remington Rand, Ltd., chairman of 
the publicity committee, thanked Mr. Belcher on 
behalf of the industry. 


The exhibitors comprised the world’s leading manu- 
facturers of office machines, equipment and systems. 

The exhibition, which closed on October 11, was an 
outstanding success, attracting a record number of 
visitors. Some 70 per cent paid at the turnstiles—in 
itself a new record—indicating a wide public accept- 
ance of the industry. The quality of the visitors in 
general was substantially higher than pre-war and 
the range of their inquiries much more objective. The 
policy of the publicity committee in restricting the 
number of complimentary tickets has been amply 
vindicated—in fact, only 25 per cent of the compli- 
mentary tickets were used. The bulk of the visitors 
paid their way. 


Many Visit Exhibition Halls 


Chief visitors were government department officials 
impelled by the urge to simplify and reduce the costs 
of departmental administration. A large party of 
officials also attended from the National Coal Board. 
Industrial executives attended in large numbers to ex- 
amine the latest methods of production control and 
investigate systems and methods to improve factory 
output. Large contingents arrived from banks and 
insurance offices and the commercial offices anxious 
to examine the best methods to secure a clerical 
speed-up. Workers in municipal offices were also much 
in evidence as were executives from public utility con- 
cerns, railways and transport. 

In addition, many commercial schools sent their 
students on a conducted tour of the exhibits. 

The wealth of mechanisation and labour-saving 
equipment now at the disposal of office organisers is 
fast bringing this important slice of the overall in- 
dustrial and commercial economy into the realms of 
high technique, calling for qualifications and “know- 
how” at least equal to those facing production men 
in the machine shops. 

The mechanical complexity of many office machines 
is staggering—one automatic statistical tabulator, for 
instance, has no less than 30,000 parts. Even a type- 
writer has 3,000 parts, more than a motor car! 

Sir Stafford Cripps has made reference to the part 
to be played by the office machine and equipment in- 
dustry in the drive for national efficiency. Although 
the industry has a large export market itself, it re- 
mains the fact that a high proportion of its products 
must go to the home market to ensure the efficiency 
of the large mass of manufacturers in the highly 
competitive export field.—S.S.E. 








CARACAS DEALER—The Wells Office 
Furniture Co., Chicago, received the 
accompanying photograph from Casa 
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Caracas, 
this modern firm with merchandise. 


Ultramar, an office equipment dealer in 


Venezuela. Wells furnishes 
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RIBBON & CARBON CO., INC. 


750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 
SALES AND SERVICE EVERYWHERE 











THRIVING BUSINESS BUILT AT HAVANA, CUBA 
The three Gutierrez’—T., J. T., and Julian—partners 
in the family firm of Gutierrez Marban Y Cia., Galiano 
206, Havana, Cuba, have developed a thriving sales 
and service business in office supplies and machines 
that is built primarily about the service department 
regarded as perhaps the finest in Cuba and all Latin 
America. Here, thousands of office machines are 
handled yearly. A tremendous stock of parts is car- 
ried, identified in a unique manner as illustrated 
herewith. 

“When we need a part we locate it instantly by 
just looking at the illustration on the front of the 
individual compartment,” declare the partners. 

Training of mechanics has been no-hit-or-miss 
proposition. One mechanic went to the Victor Add- 
ing Machine Company for an entire month of train- 
ing. Another was sent to the W. A. Sheaffer Pen 
Company. Ideas gained in these training trips were 





GUTIERREZ MARBAN Y CIA AT HAVANA 


Top—A corner of the general office. Left to right: 
Gutierrez (brother), Tedoro (father), Angelita 


Jose 
(sister), 
R. Milian (brother-in-law), and Julian (brother). 
Center—View in shop where parts drawers have illustrations 
of the parts stocked on the drawer fronts. 
Bottom—View of portion of shop where machines and parts 

are thoroughly cleaned in chemical solutions. 
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DISPLAYS AT GUTIERREZ MARBAN Y CIA 


Top—tThe display room at Havana, Cuba. Second from top— 

Shelf display of Victor adding machines and Sheaffer pens. 

Third from top—Shelf display of Bates products. Bottom— 
Shelf display of Sheaffer pens, Skrip ink, and so forth. 








used in the development of a modern service depart- § - 
ment. : 

Frequent conferences with personnel are held re- 
garding the products sold by the firm of Gutierrez 
Marban & Cia, namely Sheaffer’s pens and pencils, 
Bates products, Todd checkwriters, Victor adding ma- 
chines and Hansen tackers. At these sessions, attended 
by salesmen from the “provincias,” the improvements 
and details regarding these lines are carefully dis- 
cussed. 

Steadily expanding since its organization in 1929, 
the Havana firm has a total staff of 22. This includes Pees 
ten salesmen, five mechanics, four office workers and 
three store employees. 














— 
BROADCASTS TELL HISTORY OF CANADIAN FIRM 


OFFICE APPLIANCES has been favored with a copy of 
“Historical Sketches,’ a series of broadcasts concern- 
ing The Steel Equipment Company, Ltd., Pembroke, 
Ont., Canada. 

The first broadcast was given over CHOV, the Pem- 
broke radio station, by D. P. Cruikshank, president of 
the company. He invited the residents of Pembroke 
to visit the factory, which many people have desig- 
nated as “The Show Place of the Ottawa Valley.” # 
The second broadcast was given by Donald B. Cruik- 
shank, managing director, and the third by Maynard 
S. Fellows, factory manager. 
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C.Allen Machines 


DELIVERY “ 


10-KEY ELECTRIC CALCULATOR 


® Does not require trained operator © All factors visible while the problem : 

® Adds, subtracts, multiplies, divides is being solved a 

* Fully automatic division ® Occupies less desk space than a letterhead | 
© Fast set-up, easy clearance * Quiet, sealed-in mechanism — no distract _ 


® Simple 10-key electric operation allows ing carriage movement — the easy- 
fast, accurate touch system dials do all the work 


R.C.Allen Business Machines, Inc. 


680 FRONT STREET, N. W., GRAND RAPIDS 4, MICHIGAN 
_ for authorized R. C. Allen Sales and Service, consult the yellow pages of your telephone directory 


The only company which offers the independent dealer a full line of 
ADDING MACHINES © CALCULATORS © BOOKK PING. MACHINES © CASH 
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MANUFACTURERS’ DIVISION MEETS IN CHICAGO 


Several preliminary suggestions for planning the 
12th NSA Exposition were aired at the first meeting 
of manufacturers in the Chicago area, held Monday, 
November 3, at the Palmer House. Thirty-six manu- 
facturers, sales managers and representatives of the 
trade press were in attendance. 

The luncheon was in charge of Ed Manning, Stein 
Bros. Mfg. Company, vice-chairman of the manu- 
facturers’ division, who announced that a similar 
meeting would be called in New York City in mid- 
November by R. A. Jonas, Jr., Oxford Filing Supply 
Company, vice-president of the division. In announc- 
ing tentative plans for a future Chicago meeting, it 
was stated that President Downs, Downs-Randolph 
Company, Tulsa, Okla., Vice-president Jonas, and mid- 
western representatives of eastern manufacturers 
would be asKed to be present. 

Vice-chairman Manning opened the meeting by 
asking all present to announce their names and com- 
pany affiliations. He then called on George Holt, sales 
manager of W. A. Sheaffer Pen Company, to tell how 
his company had won the manufacturers’ plaque at 
this year’s convention. 

Among the important phases of the exhibition that 
came in for considerable discussion were the priority 
system, hours of showing and entrance regulations. 
All agreed that the priority system of space allocation 
had worked out fairly.. The group went on record as 
favoring the continuation of the operation of this 
system. After considerable discussion members present 
voted that next year’s business sessions should be 
limited on Monday, Tuesday and Wednesday so as to 
provide more time for dealers to examine the manu- 
facturers’ wares and visit with their suppliers. Sug- 
gested closing hours were tentatively set at 9 P.M. on 
Sunday, Monday and Tuesday, and 5 P.M. on Wednes- 
day and Thursday. Also favored by the majority was 
the proposal of locating furniture exhibits on the fifth 
floor of the hotel, thus eliminating the necessity of 
utilizing less desirable space outside the Exhibit Hall. 

Another recommendation adopted unanimously was 
to the effect that stricter regulations be put on ad- 
missions to the Exhibit Hall to bar curiosity-seekers. 
According to report more than 3,000 unregistered vis- 
itors entered the display space this year, many of 
whom were compietely unrelated to the industry. 

In outlining the conduct of the 1947 Exhibition and 
consolidating the suggestions made at the meeting, 
General Manager Burbank pointed out that the one 
big weakness of the convention was the unwieldy hotel 
reservation setup. Steps have already been taken to 
streamline this process, he stated. 

The meeting closed at 2:45 p.m. with a rising vote 
of thanks for Mr. Burbank for the efficient manner in 
which he and his staff had handled the entire program 
and exhibit at the 1947 convention. 
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NSA EASTERN PRODUCERS MEET IN NEW YORK 


Eastern manufacturer members of the National Sta- 
tioners Association assembled for one of their informal 
and highly interesting round table discussions on 
Thursday afternoon, November 20, at the Governor 
Clinton Hotel, New York, N. Y. The session was held 
under the able leadership of R. A. Jonas, Jr., Oxford 
Filing Supply Company, vice-president of the manu- 
facturers division of NSA. 

Chairman Jonas, in opening the meeting, extended 
a hearty welcome to all and remarked that these meet- 
ings are fruitful with suggestions and ideas that might 
well be adaptable to one’s own business. He expressed 
the hope that such might be the case for all who 
attend them. He then introduced two guests, Paul E. 
Burbank, NSA general manager, and Sam Libien, 
Libien Press, New York, N. Y., NSA governor, District 
No. 13. 

When called upon, Mr. Libien announced that next 
year’s District No. 13 convention will be held on March 
22 and 23 at the Hotel Pennsylvania, New York, N. Y. 
He told his listeners of some of the difficulties en- 
countered in procuring a suitable location in which 
to hold the convention and said he felt sure they 
would have the same fine spirit of co-operation from 
manufacturers for next year as they had in the past. 
He went on to tell of the winning of a handsome 
trophy as an award for the largest increase in mem- 
bership of any district in the NSA and expressed the 
hope that they would duplicate that feat next year 
and retain the trophy in New York. 

Chairman Jonas then called upon Harold Graves, 
Wilson Jones Co., one of the winners in the NSA con- 
test to select manufacturers having the best policies. 
In a very interesting and informative talk, Mr. Graves, 
using his own company as an example, outlined their 
policies for his audience. Taking his listeners through 
the past few years, he told of the great care they 
exercised in making a fair allocation of merchandise 
through the period when products were scarce. He 
covered such subjects as training of both inside and 
outside salesmen, sales helps to dealers, supplying 
dealers with stock guides and index forms, displays 
for dealers, sending their annual report to dealers 
in brochure form containing illustrations and infor- 
mation of their products, activities of their firm and 
their employees, and an annual financial report show- 
ing profits made. The brochure, he declared, was well 
received because many dealers and their employees 
are stockholders in the company. 

A discussion period then followed at which a number 
of subjects pertinent to next year’s NSA convention 
were discussed by the group. Among the subjects 
covered were: NSA contest giving the dealer vote on 
best manufacturer policies, time schedule for exhibits 
location of exhibition booths, size of space, uniformed 
guards, elimination of general admission tickets, and 
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VICTORY 


Storage Cases 














satin * is in the design or construction you’ll find the right thin 

where it is needed on this case. Tops and bottoms are smooth—nothi ; 
a catch when sliding off stacks. One fastener on the side w ss 
ne Cover is not a separate piece but part of the case. In pads 
case 1s one piece of solid fibre board except for the corrugated aise 


apron. No bothersome gummed 
; tapes to fuss with— 
stitched at the factory. VICTORYS are metal 







V icrory TRransFer Cases 
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Reinforced 


When transfer cases are put into use they are bulging 
with records from the start. If you want to continue 
selling your customers this item year after year it is 
important that you provide them with a case that will 
hold up under this load. For years VICTORYS have been 
noted for standing up under hard usage. The heavy cor- 
rugated apron, illustrated above, is one reason why. It 
gives added reinforcement on the ends and along the 


bottom where it is needed most... where it’s wanted. 
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WIZARD Pull-Out Drawer 


Wi hicntettithicnsananiieensn 


TREE oR er 





Stored reeords are located quickly and cenveniently 


wherever WIZARDS are used .. . 


— 


The sturdy construction of this popular case allows the drawer to 
slide in and out easily. The outside shell is made from extra strong 
corrugated fibre board with heavy 30 point liners. Four flaps in 
the front turn in strengthening the shell and improving its 
appearance. The drawers are metal stitched and are four ply ' Co: 
thick at each end. Steel supports made especially for Wizards 

make them ready for heavy duty and ready to stack. [ 
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IF YOUR STAPLING PROBLEMS 


Give you H EAD ; CHES- 





For All Your Paper Fastening Needs... 
DEMAND “MONARCH” BRAND! 





THIS TRADEMARK 





Now, more than ever, wise stationers realize that it is sound 
policy to sell quality products. And more than that... 
they realize that it is economy to combine their staple 
orders with their requirements for CLIPS—PINS— 
FASTENERS and THUMB TACKS. There's substantial bene- 
fits involved in buying from VAIL. It means a saving in 
freight—time—handling—bookkeeping—and other definite 
cost factors. This modern, efficient and profitable policy 
of buying paper fastening devices insures a well bal- 
anced inventory to serve old customers and attract new 
ones. For all your paper fastening needs — DEMAND 
"MONARCH" BRAND. 


VAIL MANUFACTURING COMPANY 


900 EAST 95th ST., CHICAGO 19, ILL. 
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hotel registration and accommodations. The sugges- 
tions made on these subjects were to be passed on to 
the Association headquarters. 

Paul E. Burbank expressed his pleasure at being 
able to meet with the group and declared that he 
appreciated the willingness of the manufacturers divi- 
sion members to give generously of their time to meet 
and discuss problems of importance. The purpose of 
these meetings, he said, is to get at the critical things 
so as to enable the NSA to do all it possibly can to 
find a remedy. Mr. Burbank, in speaking of the 1948 
convention, announced that the NSA has taken the 
entire fifth floor of the hotel where some 60 rooms will 
be available as additional exhibit space. In conclu- 
sion he thanked those present for their reeommenda- 
tions, saying NSA will take all recommendations and 
work out from them a solution satisfactory to all. 

Chairman Jonas thanked Mr. Burbank for attending 
the meeting and declared a special word of commenda- 
tion was due him for the splendid way in which he 
conducted the 1947 convention. He then called for a 
standing vote of thanks to which the response was 
instantaneous and enthusiastic. Because of the late- 
ness of the hour, the meeting was then adjourned. 
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NEW YORK OFFICE MACHINE DEALERS HOLD 
ANNUAL DINNER DANCE, REVUE : 

The Office Machine Dealers Association of New York, 
Inc., held the Eleventh Annual Dinner Dance and 
Revue on Saturday evening, October 25, at the Hotel 
New Yorker, New York, N. Y. This year the affair was 
dedicated to their president, Reuben Jaskow, Batlin & 
Horowitz, New York City. 

More than 400 members, their wives and guests as- 
sembled to attend this gala affair, just about filling the 
Grand Ballroom to capacity. This year, a number of 
guests from abroad were present, as well as delegates 
from Boston, Mass., Philadelphia, Pa., and other cities. 

Refreshments were served before dinner in the North 
Ballroom, enabling guests to spend a pleasant hour of 
sociability and good fellowship until the doors of the 
Grand Ballroom were thrown open and dinner was 
announced. Following the singing of the National An- 
them, every one was in a fine mood to enjoy a delicious 
roast beef dinner. 

George Purvin,: Superior Typewriter Company, Inc., 
New York, N. Y., chairman of the entertainment com- 
mittee, extended greetings and went on to say that 
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the annual affair of the OMDA of New York City is 
now a tradition of the industry. It is no longer just a 
party for dealers, he said, for it embraces the entire 
office machine industry of the city. “Here tonight are 
the manufacturers, the suppliers, the salesmen, the 
middlemen, the servicemen and others in the industry 
and whose labor provides the gears for the industry.” 

“And so, this annual affair is significant in that it 
manifests that the office machine industry of New 
York is a single unit, each section and each function 
co-operating with every other part towards greater 
production and greater service to the consumer. It is 
significant that on this night, office machine men 
drop whatever they are doing, cancel all appointments 
and join with other members of their industry with a 
spirit of good will, mutual respeet and friendship.” 

In conclusion, Mr. Purvin extended a warm welcome 
and expressed the hope that all would have a grand 
time. He thanked the members of his committee and 
other members of the association who had contributed 
toward making the affair a success. 


President Jaskow Points Out Unity 


President Jaskow extended a hearty welcome to all 
and remarked that past experience has taught the 
group that these social functions have done much to 
unite the office machine dealers in the spirit of good 
fellowship and co-operation. 

“It has brought together dealer, competitor and 
manufacturer in the industry, and consequently, tends 
to break down all bariers. Where co-operation and 
complete understanding exists, harmony prevails, mak- 
ing progress and success inevitable. That has been 
our keynote for 1947,” he declared. He went on to say 
that it is true we are going through a period of 
readjustment but the regulations we adhered to during 
the war have now become part of our code of ethics. 
“We are mainly governed today by an honor system 
which has given us dignity in our industry. The future 
still holds many obstacles but these can be best over- 
come by co-operation to the fullest extent. Let us look 
forward to bigger and better things to come in 1948.” 
He concluded with the remark that the committee had 
spared no effort to make the evening a complete suc- 
cess and expressed the hope that all would join in and 
have a fine time. 

Chairman George Purvin then introduced the fol- 
lowing guests: Fred Greis, Underwood Corporation, 
Mayor of Lynbrook, Long Island, N. Y.; J. F. Richards, 


* 


E 


OFFICE APPLIANCES, December, 1947 


5 





% 


4 


" 
' IN CA 


FIG. 

ROUN 
precisi 
steel w 


FIG. 2 
ofter bei 
This give 
edge wh, 


7, 
Wok 
FIN 





ACE 




















OFFI 






















a 
e 
‘ 
e 
[ 
it 
o 
“ One fine morning Bill Jones walked into Ed Smith’s store carrying a 
: stapling machine and a box of ordinary staples, spluttering, ‘Look, 
. the stapler is jammed tight again.” “Bill,” responded Ed readily, ‘that’s 
” an Ace—one of the finest staplers ever built. YOUR TROUBLE IS THOSE 
- INFERIOR STAPLES. They’ll jam any machine. When the stapler is 
- fixed, for heaven’s sake, use only Ace staples.” 
all 
he 
to YOU MAY PROFIT FROM 
O 

’ 
nd ED SMITH’S EXPERIENCE 
1aS 
nd . : 
k- Yes, today any dealer may have the same experience as Ed Smith. 
oe: Unwittingly customers will sometimes return their stapling ma- 
= chines believing that herein lies the source of their stapling 
ics. troubles. They may not realize that an inferior staple may be the 
em . . . . . 
ure cause of their machines jamming. As a result customer goodwill 
er- FIG. 1 Shows cross section of an ALL- - 
ook ROUND steel wire. Ace uses only premium, and patronage have been sacrificed. 
18.” precision made, accurately drawn-to-size 
a oo . DEALERS! Always impress on the customer the necessity of using 
and Ace Staplers and Staples together. He'll be pleased and you will 
fol- make an additional profit. 
ion, 
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FIG. 2 shows the ALL-ROUND wire 
ofter being treated by the ACE PROCESS. 
This gives maximum strength on the outer 
edge where it is most needed. 
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ACELINER 


"World's finest stapler.” 





ACE SCOUT 


A durable, long-life stapler. Staples, pins, tacks and 


ACE PILOT 
Precision built by skilled 


workmen. Staples and pins. 


Staples, pins, and tacks. hand fastens. 


Guaranteed for 5 years. 








GINEST. 
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ACE FASTENER CORPORATION + 3415 NORTH ASHLAND AVENUE + CHICAGO 13 
IN CANADA e ACE FASTENER (CANADA) LTD., 504 ST. LAWRENCE BLVD., MONTREAL 


1947" OFFICE APPLIANCES, December, 1947 73 


. 





Ets. Richards & Co., Brussels, Belgium; Mr. and Mrs. 
Juan Gomez, Juan Gomez, Havana, Cuba; K. J. Jansen, 
Holland Business Service, N. Y., The Hague, Holland. 

An excellent show consisting of a variety of first 
class acts was presented under the direction of Bud 
Sweeny, one of Broadway’s favorite masters of cere- 
mony, who contributed both talent and wit. Excellent 
music was provided by Harry Lefcourt and his Red 
Jackets, New York’s favorite society orchestra, with 
the result that the dance floor was crowded continu- 
ously for the balance of the evening. 

The entertainment committee, headed by Chairman 
George Purvin, Superior Typewriter Company, Inc., 
New York City, included Jessie I. Taylor, Globe Type- 
writer & Adding Machine Company, Inc.; Samuel 
Siegel, Unique Printing Company; Harry Rudnick, 
Royal Typewriter Company; Harry Riichie, Address- 
ing Machine & Equipment Company; William B. Kurz- 
ner, Pearl Typewriting Corporation, New York City; 
and Phil Kurz, Remington Rand, Inc. 


—- ? 


PHILADELPHIA STATIONERS HOLD BANQUET 

More than 300 members, their wives and guests 
assembled to attend the forty-second annual banquet, 
dance and entertainment of the Philadelphia Sta- 
tioners Association held on Monday evening, Novem- 
ber 17, in the grand ballroom of The Warwick Hotel, 
Philadelphia, Pa. 

Prior to the banquet a reception was given by the 
Penn-Mar-Va Travelers which was, as it usually is, 
a huge success. A half hour of sociability and good 
fellowship prevailed with President Jerome J. Savage, 
The Carter’s Ink Co., Ex-president John F. Emhardat, 
Columbia Steel Equipment Co.; Earl Prentzel, Speed 
Products Co., Inc.; George E. Harscheid, National Blank 
Book Co.; John G. Kolb, C. Howard Hunt Pen Co.; 
Ben Wachtel, The Parker Pen Co.; Stanley Woodruff, 
Weis Mfg. Co.; and Chris Tomford, The Carter’s Ink 
Co., acting as hosts for the occasion. 

An excellent chicken dinner was served. Between 
courses a number of good old songs were sung by the 
group, led by that popular songster, John A. Harte, 
Yeo and Lukens Company, Philadelphia, Pa. 


Many Guests Are Present 


President Larry Herr, L. B. Herr & Sons, Lancaster, 
Pa., announced there would be no speech making and 
extended a cordial welcome to all and thanked mem- 
bers of the committees for doing a fine job in arrang- 
ing for the evening’s festivities. He then introduced 
the following guests: Mr. and Mrs. Joseph A. Snitzer, 
Automatic Printing Co.; Mr. and Mrs. Irving Roth, 
Roth Brothers, Philadelphia, Pa.; “Uncle” Bob Staf- 
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ford, James Hogan & Co., Ltd., Philadelphia, Pa.; 
Miss Rose Cushman, secretary, National Stationers As- 
sociation; Jerome J. Savage, The Carter’s Ink Co., 
president, Penn-Mar-Va Travelers; Bernard Dieck- 
house, Dieckhouse Stationers, Philadelphia, Pa., vice- 
president, Philadelphia Stationers Association; Mr. and 
Mrs. Joseph C. Runnels, Commercial Office Furniture 
Co., Washington, D. C., governor of NSA District No. 
3; Paul E. Burbank, NSA general manager, and Mrs. 
Burbank. He then presented Edward Eisenstein, 
Shanahan & Company, Philadelphia, Pa., member of 
the executive committee, Philadelphia Stationers As- 
sociation, and chairman of the banquet committee. 
Mr. Eisenstein declared the association had passed the 
forty-second milestone, a long succession of years of 
service. Through those years, he remarked, the sta- 
tioners have been fortunate in having presidents who 
have given freely of their time and services in the 
interests of the association. Proclaiming that it was 
their custom to give a slight token of their esteem, 
he then presented Former President Charles Lukens, 
Yeo and Lukens Company, Philadelphia, Pa., with a 
handsome wrist watch on behalf of the association 
in recognition and appreciation of his past services. 
Mr. Eisenstein then thanked his committee and all 
who had helped to make this year’s banquet one long 
to be remembered. 


Entertainment Pleases Guests 


Following the introductions, entertainment was pro- 
vided in the form of an excellent show consisting of 
a variety of well-chosen acts that were both enter- 
taining and amusing. Plenty of good music was pro- 
vided by Joe Farina and his band for those who cared 
to dance, both between dinner courses and for the 
remainder of the evening. 

Much credit is due to the banquet and entertain- 
ment committees whose co-ordinated efforts made this 
affair an outstanding success. Comprising the banquet 
committee were: Chairman Edward Eisenstein, Shana- 
han & Co., Philadelphia, Pa.; Bob Whitesel, Brooks Co., 
Philadelphia, Pa.; Ernest Abe, Jr., Wm. F. Murphy’s 
Sons Co., Philadelphia, Pa.; John A. Harte, Yeo & 
Lukens Co., Philadelphia, Pa.; Thomas Crilley, Yeo & 
Lukens Co., Philadelphia, Pa.; Thomas Stagg, Hoskins, 
Inc., Philadelphia, Pa.; James Conoway, James Hogan 
Co., Ltd., Philadelphia, Pa.; Joseph A. Snitzer, Auto- 
matic Printing Corp.; George Leonard, L. E. Waterman 
Co., and John J. Kerns, Stationers Loose Leaf Co. The 
entertainment committee included Chairman Stanley 
Woodruff. Weis Mfg. Co.: Co-chairman George E. 
Harscheid, National Blank Book Co.; Chris Tomford, 
The Carter’s Ink Co., and Bart McClusky, American 
Pencil Co., Fountain pen division. 
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EXECUTIVE 
CHAIRS 


No. X133RL exemplifies the superlative 
appeal of exclusive Sikes selling features. 
With its handsome companion No. 134, it 
puts real “get-up-and-go’’ into business 
chair sales volume and profits. 

Through national advertising in the Sat- 
urday Evening POST, your customers are 
being told of the advantages of the Sikes 
patented ‘’Fixed-Floating” seat, Kradl-Tilt 
back action and Sikes custom-fitting adjust- 
ments,—all designed to help Mr. Executive 


“make a comfortable living.” 


A complete local merchandising plan 
is available to Sikes dealers... there’s 
nothing like it! A few territories are 


still open. 


' 


_ Sees 
SALES REPRESENTATIVES 


ry 


F. J. BLOEMPOT 
1 Park Ave., New York, N.Y. 


WALTER H. GERWIG 
P. O. Box 976, Parkersburg, W. Va. 
__R. T. MALONE 
Route 1, Box 596, Dallas 8, Texas 
H. W. KOEHN, JR. - 
122 Columbia Drive, Williamsville, N.Y. 


H. WRIGHT JOHNSTON 
1724A Merchandise Mart, Chicago, Wi, 


ry) "| KS ' 
115 spp ec The SIKES « company, Ine. 


Please address all inquiries to Buffalo 20 CHURCHILL ST. BUFFALO 7, N. Y. 
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S Syp-Lualily Carbon Paper 
really sells! 


For over 15 years businessmen have found 


that Carter’s Midnight Carbon Paper costs 


a 


we. 
pn 
ered 
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less to use than low-priced carbon. 


LRING THE PAST 15 YEARS more and 
1D more businessmen have learned that 
Carter’s Midnight Carbon Paper not only 
makes cleaner, neater, more legible copies. 
but that it actually costs less to use than 


low-priced carbon. 


Carter’s Midnight has earned its place as 
the “leader” in the field of high-quality 
carbon paper. Carter’s Midnight develops 
steady, repeat ‘business wherever it is in- 


troduced and given an adequate trial. 


Carter’s Midnight can readily be identi- 


fied by the striking design on the back of 
each sheet, a design that has become synony- 
mous with top-grade carbon, not only all 
over this country but throughout the world. 


Midnight was the first carbon paper to 
carry a striking, attractive back identifica- 
tion, a feature that has been imitated widely 
throughout the industry—a feature that 
guarantees the same high quality on every 
sheet. 


There may be a Midnight franchise avail- 
able in your area. Write in for details. 


The Carter’s Ink Compan 
pany 


Boston, Massachusetts 
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SPECIAL EVENTS AT THE 


Left: E. W. La Tourette, (right) Underwood Corp.. 
receiving a radio as a token of appreciation for 
his work as chairman of the third annual dinner 
dance and revue of the Chicago Office Machine 
Dealers Association. Making the presentation is 
Jack Weiner, Belmont Typewriter Sales & Service. 
Chicago, COMDA past-president. 

Center: Mrs. E. W. La Tourette holding the bouquet 


NEARLY 600 ATTEND COMDA’S THIRD ANNUAL 
DINNER DANCE AND REVUE, NOVEMBER 15 
The silence of anticipation in the Terrace Casino 
of the Morrison Hotel, Chicago, at six o’clock, Saturday 
evening, November 15, gave way to the noise of eager 
excitement at six-thirty, when the nearly 600 members 
and guests arrived to participate in the third annual 
dinner dance and revue of the Chicago Office Machine 
Dealers Association. Topping last year’s attendance 
record by a substantial margin, the event was happily 
declared “the largest single gathering on record in 
the office machine industry.” Although the crowd 
was largely composed of Chicagoans, many came from 
other parts of Illinois and the following states: Iowa, 
Missouri, Kentucky, Indiana, Ohio, New York, Michi- 
gan, Wisconsin, Minnesota, Texas, and California. 
Living up to the promises of E. W. La Tourette, 
Underwood Corporation, chairman of the event, and 
Burns Marvil, Ames Supply Company, co-chairman, 
the program sparkled with splendid acts. Nine fea- 
tures, supplemented by three special appearances, were 
presented to an enthusiastically responsive audience. 
The level of interest was high during the evening. 
With some difficulty the crowd was inveigled to 
leave the cocktail lounge and take places at the tables 
in the Casino. The move was found worth while when 
the delectable turkey dinner was served. Replete with 
good food and, in some cases, liquid refreshment, the 
happy banqueters were ready for the entertainment. 
Chairman La Tourette introduced Sam Herman, 
theatrical agent who arranged the evening’s program, 
the third consecutive year in which he has functioned 
as program builder. Mr. Herman called on the Midnite 


Sons, singers and instrumentalists who had provided 
incidental music during the dinner, and Ben Sharp’s 
orchestra to lead the assembly in singing the Star 








COMDA DINNER DANCE 


of roses presented to her for being ‘‘a good sport’’ 
during the months when her husband spent all 
his spare time on the dinner dance program. 

Right: Jack Weiner presenting railroad tickets and 
vouchers for an all-expense trip to the NOMDA 
midyear convention in Springfield, Mo., in Feb- 
ruary to Chet Creevy, Creevy Service, Chicago. 
president of COMDA. 


Spangled Banner. Jack Herbert took over as master 
of ceremonies and introduced the following acts with 
amusing quips and comments; Three Sensations, 
roller skating gymnasts; Parker Brothers, two frock- 
coated acrobats; Grey Sisters, two very young ladies 
who performed miracles on a xylophone; Frank Payne, 
a remarkable impersonator of well known entertainers; 
Arren & Broderick, pianist and partner who riotously 
buffooned the opera: Jack Herbert, magician and mas- 
ter of humorous patter; Four Step Brothers, tap danc- 
ers extraordinary; and the three unlisted entertainers, 
Jack Brickhouse, sports announcer; Jimmie Costello, 
last year’s master of ceremonies, and Martin Barnett, 
a magician who put a pack of razor blades and a 
length of string in his mouth, and then dropped the 
blades out one by one, all tied together by the string. 

Just before the entertainment features got under 
way, Chairman La Tourette introduced his co-workers; 
Burns Marvil, co-chairman; Bob Goldblatt, Star Type- 
writer Company, who was responsible for the elaborate 
printed program which carried numerous advertising 
announcements; and Jack Weiner, Belmont Typewrit- 
er Sales & Service, who directed the work of selling 
the nearly 600 banquet tickets. 

Special awards were made to Mr. La Tourette, Mrs. 
La Tourette and Chet Creevy, president of the Chicago 
Office Machine Dealers Association. Mr. La Tourette 
received a radio as a token of appreciation for his 
time-consuming service as head of the dinner dance 
and revue committee; Mrs. La Tourette was given a 
dozen long-stemmed roses for being a good sport dur- 
ing the several months when her husband was giving 
all his spare time to the affairs of the dinner dance; 
and Mr. Creevy was presented with railroad tickets 
and vouchers to cover all expenses for a trip to Spring- 
field, Mo., next February to attend the midyear con- 


THIRD ANNUAL COMDA DINNER DANCE & REVUE AT TERRACE CASINO OF MORRISON HOTEL 
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@ Equalizing side gauge on 3-hole 
punch, sliding side gauges and center 
marks on 2-hole punches. 


@ Handle locks in down position, con- 
9e- e venient for keeping in shallow drawer. 


ing @® Concave ground punch pins produce 
] clean, sharp punching. 





@ Punch pins removable for sharpening. 


@ Permanently oiled bearings. 
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MODERN. .STREAML 
Every feature that makes for convenience, accuracy and long life is 
embodied in this new line of @ Punches. 


INED . . POWERFUL 


@ Punch heads of solid steel provide 
strength and assure fixed correct 
spacing. 

@ Deflectors under punch heads keep 


punchings from jamming. 


@ Exceptional power—punches 25 sheets 


16 Substance paper at one stroke. 
@ Hinged chip pan. 


@ All steel, modern gray crackle finish. 
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BOSTON 
137 Federal Street 


GENERAL SALES OFFICES 
CHICAGO 


3300 Franklin Bivd. 


NEW YORK 
122 E. 23rd Street 





SON JONES Co. 


KANSAS CITY, MO. 
816 Locust Street 


were 


SAN FRANCISCO 
500 Howard Street 


Main Plants at CHICAGO and ELIZABETH, N. J. 
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ference of the National Office Machine Dealers Asso- 
ciation. 

Between the revue and the dancing enjoyed by the 
“younger set” in the small hours of the morning, was 
the important process of distributing 43 prizes. Fol- 
lowing are the names of contributors and the items 
donated: Ames Supply Company, one fully equipped 
tool kit and one Key-Master retyping gauge; Business 
Specialties Engineers Company, one Meck FM tuner; 
John Carmody, one Safe Guard check writer; Chicago 
Office Machine Dealers Association, five portable 
radios, one Corona portable typewriter, one Reming- 
ton portable typewriter, one Royal portable typewriter; 
Federal Cash Register Company, one U. S. Model 28 
cash register; Bob Goldblatt, one bridge table and four 
chairs; Harris Picture Frame Company, one painting; 
Heyer Corporation, one Heyers Model “L” duplicator; 
Hunter Laboratories, one five gallon can Tally Ho 
cleaner; “Rock” Jones, Office Appliance Mechanical 
Institute, one set of ten instruction booklets; Light- 
ning Adding Machine Company, two Lightning adding 
machines; Maso Steel Products Company, seven type- 
writer stands; Percise Development Company, two 
Precise adding machines; Shipman-Ward Manufac- 
turing Company, one portable typewriter (as selected); 
Gus Solomon & Associates, two all-metal desks; Toledo 
Guild, six Whirl-A-Way ash trays; Underwood Cor- 
poration, one Underwood Universal portable; Wells 
Office Furniture Company, one cocktail smoker; Won- 
der Lock Company, two all-purpose Wonderlocks; 
Woodstock Typewriter Company, one deluxe Wood- 
stock typewriter. 


—->¢ 


C. LEROY JONES HONORED BY STUDENTS 

The 138 students of the Office Appliance Mechanical 
Institute, Springfield, Mo., honored C. LeRoy (Rocky) 
Jones, founding and managing director, at a surprise 
first anniversary party and dance on October 21. 

Mr. Jones was the recipient of a fine leather port- 
folio embossed in gold with the inscription, “Presented 
by the First Class, O.A.M.I., to C. Leroy (Rocky) Jones, 
Director.” 

The growth of the Institute from its six enrolled on 
opening day October 21, 1946, to its present capacity 
of 200 students, with 138 enrolled, was interestingly 
described by Clarence Raidy and Perry Jackson, class 
officers. Guests of honor included Orville S. Graylor, 
partner with Mr. Jones in the Institute, Mrs. Jones, 
Mrs. Traylor and the faculty of the school which is now 
located in new and larger quarters at 429 W. Walnut 
St. Announcement has just been made by the Insti- 
tute of the activation of a new 12 weeks course in 
adding machine mechanics on January 1 of next year. 

The school is to hold an educational program in 
connection with the NOMDA mid-year convention at 
Springfield, the dates of which are February 22, 23 





and 24, such a program occupying all of Sunday, 
February 22, as well as Monday and Tuesday after- 
noons. The forenoons of the two days will be occupied 
by the regular Association activities. In other words, 
the school will furnish a large part of the three-day 
program but will have nothing to do with the Monday 
and Tuesday morning sessions. On Monday evening, 
the first class will graduate. In addition to having 
that class appear before the convention, the next two 
classes also will be present, according to Mr. Jones. 

Two railroads, the Frisco and the Union Pacific, re- 
port that according to their survey 600 dealers intend 
to go to Springfield for the NOMDA convention. This 
figure does not include the wives who may accompany 
their husbands. 


—- 


NEW YORK OMDA TOLD ABOUT BUDGET 
FINANCING 


President Reuben Jaskow, Batlin & Horwitz, New 
York, N. Y., presided at a meeting of the Office Ma- 
chine Dealers of New York City held on Monday, 
November 10. The president welcomed a newcomer, 
Herbert Purvin, son of William Purvin, Superior Type- 
writer Company, New York, N. Y., and also an old 
friend, John A. LaHiff, J. E. Albright & Company, New 
York City. He also greeted Albert Brauner of the 
B.D.B. Typewriter Supply Works, New York City, one 
of the new members, and John L. Richard, a repre- 
sentative from Belgium. 

W. J. Bennett and F. Armstrong of the Industrial 
Bank of Commerce, 56 E. 42nd St., New York City, 
were next introduced. Mr. Bennett explained the work- 
ings of budget financing, also how the facilities of 
the company can be used by the dealer to finance 
time payment of typewriters and office equipment at 
a very attractive price. This enables the dealer, he 
declared, to compete with the department store, credit 
jewelry and furniture houses. Dealers interested were 
invited to contact the bank for more information. 

Sam Singer, Allied Office Equipment Company, New 
York, reported that the grievance and advisory com- 
mittee had had a joint meeting with the board of 
directors on Monday, November 3, at which time the 
Federal Trade Commission regulations were discussed. 

Mrs. Jessie I. Taylor, Globe Typewriting & Adding 
Machine Company, Inc., New York City, reported for 
the membership committee that 146 paid-up members 
are listed to-date including these new ones—Patchogue 
Typewriter Company, Chester Typewriter Company, 
Carillon Typewriter Company, and Universal Business 
Machines of Connecticut. 

George Purvin, Superior Typewriter Company, New 
York City, reported that the annual dinner dance and 
revue was a huge success and showed a profit of ap- 
proximately $1,600. 

A meeting of the nominating committee was held 
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: Steel Transfer Files, to take care 
of transfer-time needs. Manufacture 
“ of this popular line of rugged steel 
d files has been resumed. Pre-war 
: quality and GF special features are 
e maintained. 
With GF Steel Transfer Files you 

; provide permanent, sure protection 
to valuable records. Dust, dampness, 
e insects and rodents are shut out 
: effectively. Each case is channel 
it reinforced—so constructed that the 
- combined weight of the entire, 
w loaded stack is carried directly to the 
t floor through the reinforcing mem- 
1e bers. There is no load on the sides of 
d. : sips 
12 cases or drawers to cause distortion 
or or interfere with free opening and 
rs ° —" 
at closing of files. 
wh For further information and prices, 

. phone or write the GF office which 
~ serves you. 
p- 
Id Letter-size case No. 2TL-2 illustrated. Dimensions of 
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each case: Outside 13%s’’ wide x 12'4)”” high x 25” 
deep. Inside of drawer measures 124%’’ x 10%”" x 
24'3%,’’. Also available in Cap size. 








FOUR ROLLERS FOR EASY ACTION 


THE GENERAL 
FIREPROOFING CO. 


425 East Dennick Avenue 
YOUNGSTOWN 1, OHIO 


To make for easy opening and closing of drawers, 
steel rollers are provided — mounted in pairs— 
four rollers to each drawer. 


One pair of rollers is mounted on the top rear of 
the drawer. Another pair is mounted in the case 
bottom, front. Thus each drawer has a 4-point 
roller bearing. 





GOODFORM ALUMINUM CHAIRS . METAL DESK : METAL FiLI > CABINETS . STEEL SHELVING 
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on Monday afternoon, November 3, at the office of 
Nick Fucci, Business Machines Service Company, Inc., 
New York City, and the following were selected: 
John A. LaHiff, J. E. Albright & Company, president; 
George Purvin, Superior Typewriter Company, secre- 
tary-treasurer; Sam Singer, Allied Office Equipment 
Company, vice-president representing Manhattan and 
the Bronx; F. Nemzer, Nemzer Typewriter Exchange, 
representing Brooklyn; Anna O. Bogdanffy, Long 
Island Adding Machine & Typewriter Company, repre- 
senting Long Island; George Graham, Typewriter & 
Office Machine Company, Newark, representing New 
Jersey; Mrs. M. Farrell, National Typewriter Company, 
Hartford, Conn., representing Connecticut. Nomina- 
tions from the floor will be made at the next meeting. 


—<—>e—_— 


WHOLESALE STATIONERS CONFER AT ROCHESTER 

Forty members of the Wholesale Stationers Associa- 
tion of the United States and Canada, representing 
managers, dealers and salesmen of Western New York 
State, recently conferred on problems of selling and 
distribution at the Hotel Seneca in Rochester, N. Y. 

Presiding was Max A. Goldstein, president of the 
Rochester Stationery Company. Harold C. Whitte- 
more, secretary of the association, spoke on distribu- 
tion problems. 

Louis Brown, vice-president of Eberhard Faber Pen- 
cil Company, was one of the principal speakers, Law- 
son Long of Texas, president of the stationers’ organ- 
ization, conducted the sales and trade clinic sessions 

GET. 


—e 


OKLAHOMA OMDA HAS DECEMBER MEETING 

The Oklahoma Office Machine Dealers Association 
planned the annual convention for December 7 and 8 
at Oklahoma City, choosing Sunday and Monday for 
the two-day session. 

Sam Payne, secretary-treasurer, announced that 
most of the national officers were expected to be in 
attendance as well as officers and members from states 
bordering on Oklahoma. 


CHARLESTON MEETING—The West 

Virginia Office Equipment Dealers Assn. 

in quarterly meeting held at Charleston, 
W. Va., on October 18. 


WEST VIRGINIA DEALERS ELECT OFFICERS 

The West Virginia Office Equipment Dealers Asso- 
ciation held regular quarterly meeting and election 
of new officers in Charleston, W. Va. on October 18. 

Dealers from almost every section of the state gath- 
ered in Charleston at the Ruffner Hotel. The program 
included the adoption of a constitution and by-laws; 
election of new officers and directors; talks by Ken 
Davis of W. H. Gunlocke Chair Company and Max 
Dolin of Eberhard Faber Pencil Company. A delicious 
dinner and entertainment were enjoyed. 

Members of the Fifth District Travelers, including 
Ron Douglas, W. H. Gunlocke Chair Company; George 
S. Long, All-Steel Equipment, Inc., and Cramer Posture 
Chair Company; Gus Nelson, Jr., Joseph Dixon Cru- 
cible Company; Frederick J. Bird, Industrial Tape 
Corporation; and others added no small part to mak- 
ing this meeting a lively and interesting event. 

The newly-elected officers are Harry May, May Of- 
fice Service, Beckley, W. Va.; Paul Foster, Standard 
Printing & Publishing Company, Huntington, W. Va.; 
and R. W. Stutler, James & Law Company, Clarks- 
burg, W. Va. 

The next quarterly meeting is to be held January 
17, 1948, in Huntington, W. Va., with speakers from 
the steel office equipment and paper industry. 


———__——_—= > 9-—__ 


NEW CHAPTERS FORMING FOR ASSOCIATION 


As a step in the expansion of the Systems and Pro- 
cedures Association of America, two organizational 
meetings were called during the month of November 
for the purpose of establishing an additional New 
York City chapter and a Newark, N. J. chapter. This 
action was taken pursuant to the association’s pro- 
gram to actively engage in the formation of additional 
chapters throughout the United States to meet the 
demand of the many individuals who are now re- 
questing membership in the association. 

The meetings were opened with an address by H. 
Kenneth Marks of J. K. Lasser & Company, national 
president, who explained the background of the asso- 
ciation and its aims and purposes. Mr. Marks pointed 





SILVER ANNIVERSARY —This happy 
group attended the silver anniversary 
banquet of the Stationers Guild of 
America, an event of the National Sta- 
tioners Association convention held at 
Stevens Hotel, Chicago, on September 
30. Story appeared on page 42 of the 
November issue. 
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out that the association was unique in that its activi- 
ties were exclusively devoted to the special problems 
of systems and procedures men as compared with 
other organizations which encompass systems prob- 
lems as only one of their many fields of endeavor. He 
further explained that the association’s program re- 
volved around the practical aspects of systems and 
procedures work which would “get things done” rather 
than purely technical and theoretical aspects. 

Sidney Knight of McKinsey & Company, 60 E. 42nd 
St., New York, N. Y., is the temporary chairman of the 
New York group and Robert S. Puder, of Puder and 
Puder, 60 Park Place, Newark, N. J., is the temporary 
chairman of the Newark, N. J., group. Inquiries may 
be addressed to the National Association, 1440 Broad- 
way, New York, N. Y., or to these individuals directly. 
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STATIONERS 12:30 CLUB MEETS IN NEW YORK 


The regular monthly meeting of the Stationers 12:30 
Club of New York held on Monday evening, October 
20, at the Advertising Club, New York, N. Y., drew an 
attendance of more than 50. 

President Jerome J. Savage, The Carter’s Ink Com- 
pany, introduced Mortimer H. Chute, Jr., Bainbridge, 
Kimpton & Haupt, New York, N. Y., ex-governor of 
NSA District No. 13, who took the opportunity to 
thank members of the club for their fine co-operation 
in helping to make the Thirteenth Regional Conven- 
tion successful. He also thanked them for the fine job 
they did in getting new members to join the National 
Stationers Association and announced that District 
No. 13 was the winner of a handsome silver cup 
awarded by the NSA to the district that showed the 
greatest increase in membership. The cup, suitably 
engraved, is to be retained for one year by the winning 
district and then awarded to the next winners. He 
urged members to start now to get new members, and 
to continue to give the same fine support to their new 
governor, Sam Libien, Libien Press, New York, N. Y., 
thus retaining the cup in New York. 


New Governor Is Introduced 


President Savage introduced Governor Sam Libien 
who declared he felt confident that with a continuance 
of the same splendid spirit of co-operation and en- 
thusiasm shown in the past, the cup would remain in 
New York. He then informed his listeners that next 
year’s regional convention will be held on March 21 
and 22 in the roof garden of the Hotel Pennsylvania, 
New York, N. Y. 

Sigmond H. Engleberg, Eagle Pencil Company, mem- 
bership committee, declared he would like to see all 
leading stationers in Metropolitan New York join the 
National Stationers Association and pledged his com- 
mittee to do a bigger and better job of securing new 
members. 

President Savage announced that the membership 
of the Stationers 12:30 Club had increased considerably 
in the past year and now totals 221. He then pro- 
posed that the dues be increased to $5.00 per year 
and after some discussion, he called for a vote. All 
members present were unanimously in favor of the 
increase. 

Editor Gerard D. White, Acco Products, Inc., con- 
gratulated Ex-Governor Mortimer Chute on his ex- 
cellent administration during his term of office and 
the winning of the NSA trophy for greatest increase 
in membership. He expressed his opinion that Gov- 
ernor-Elect Libien, with the full co-operation of all 
members, would retain the trophy in New York. He 
then asked members to Keep up the good work of con- 
tributing items of news to the club’s monthly bulletin 
and to send them in as early as possible. 

Announcement was made that plans are underway 
for the Annual Stationers 12:30 Club Christmas Party 
to be held in December, the date and place to be 
announced at a later meeting. 
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16 TEAMS VIE IN MILWAUKEE KEGLING LOOP 


The Office Equipment Dealers’ Bowling League is 
functioning again at Milwaukee, Wis., with 16 teams 
participating each Monday evening in a handicap loop. 

Bowling is done at the Capitol Pladium, located on 
the far Northwest side in Milwaukee where there are 
no posts to mar vision on the 16-alley layout. 

A special feature was the competition on November 
17 when the Keglers decided who would be eating tur- 
key, goose, duck or chicken for Thanksgiving. 

Officers of the league are: president, Erwin W. 
Doepke, S. J. Olsen Company; vice-president, B. F. 
Schoenfeld, International Business Machines, Inc.; 
treasurer, Mel Breutzmann, Siekert & Baum Station- 
ery Company; and secretary, G. J. Kalebic, Underwood 
Corporation service manager. 

Teams participating and their captains are A. J. 
Farnham Co., Inc., L. F. Placek; American Typewriter 
& Office Machine Co., Walter Lemke; Underwood Cor- 





MILWAUKEE BOWLING OFFICERS—Officers of the Office 

Equipment Dealers Bowling League at Milwaukee, Wis. Top 

—Erwin W. Doepke (left), president, and Mel Breutzmann, 

treasurer. Bottom—G. J. Kalebic (left), secretary, and B. F. 
Schoenfeld, vice-president. 


poration, G. J. Kalebic; Ditto, Inc., F. Schaffer; Under- 
wood Corporation, G. Hodyniak; H. Niedecken Co., G. 
Willey; Northwestern Furniture Company, Don Cain; 
H. H. West Co., Ray Hamilton; S. J. Olsen Co., William 
A. Senner; International Business Machines Corp., 
Walter Knievel; Milwaukee Envelope Mfg. Co., Hiram 
Cook; Meyer-Hughes Co., Ed Voss; Siekert & Bam 
Stationery Co., Mel Breutzmann; International Busi- 
ness Machines Corp., B. F. Schoenfeld; Monroe Cal- 
culating Machine Company, Inc., Ray Fischer; Inter- 
national Business Machines Corp., L. Luczyk. 

As of October 27, Underwood Corporation team cap- 
tained by G. Hodyniak was leading the league with 20 
games won and only 4 lost. W. Lemke’s 176 average 
set the pace for individuals over a 24-game span. This 
mark was equalled by L. Fird, who had, however, 
bowled but six games. 


mean 


CHICAGO EXPORT GROUP ORGANIZES 


At a meeting at the Sherman Hotel, Chicago, on No- 
vember 6, a group of expert manager and export man- 
agement firms engaged in exporting of office supplies 
and equipment held a luncheon meeting for the pur- 
pose of organizing an association. The association will 
either be a division of the American Office Supply 
Association of New York or patterned after that asso- 
ciation with an exchange of information between the 
two groups. 

It was decided to appoint temporary officers to work 

(Turn to page 127, please) 
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ELECT NEW DIRECTORS OF WATERMAN 
Francis C. Reed, a member of the law firm of 
Hughes, Hubbard & Ewing, 1 Wall St., and Charles S. 
Kernaghan, sales manager of the company for the 
past seven years, have been elected directors of the 

















FRANCIS C. REED 


CHARLES S. KERNAGHAN 


L. E. Waterman Company, manufacturers of fountain 
pens, pencils and inks, according to an announcement 
by Frank D. Waterman, Jr., president. 

Mr. Reed, who has been general counsel for Water- 
man’s for the past ten years, served during the war 
as a colonel in Intelligence on the War Department’s 
general staff. He was awarded the Legion of Merit 
for outstanding service. 

Mr. Kernaghan, who has been sales manager since 
1941, joined the L. E. Waterman Company January l, 
1940, as assistant to the president. He has been asso- 
ciated with the RCA Manufacturing Corporation as 
assistant district manager in the Mid-West, and prior 
to that, had been with General Electric in Schenec- 
tady. 

— >? 


BURROUGHS BUYS NEW PLANT IN DETROIT 


John S. Coleman, president of the Burroughs Adding 
Machine Company, recently announced that the com- 
pany has bought a new plant on the northwest corner 
of Joy Road and Schaefer Highway in Detroit, Mich. 

The structure was purchased from the Vinco Cor- 
poration of Detroit, as a part of Burroughs’ three mil- 
lion dollar expansion program recently authorized by 
its board of directors. It will be used to accommodate 
a portion of the company’s enlarged manufacturing 
facilities. 

With the acquisition of the new facilities, which will 
be known as Burroughs’ Schaefer Highway Plant, the 
company will have three factories in Michigan. Other 
plants are located at 6071 Second Ave., Detroit, and 
at Plymouth, Mich. In addition, Burroughs’ subsidi- 
aries operate assembly plants in Windsor, Canada, and 
Nottingham, England. 
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LOUIS TAVERNIER RESIGNS FROM FULTON 


Louis H. Tavernier, member of the executive board 
and a former president of the Fulton Specialty Com- 
pany, Elizabeth, N. J.. makers of stamp pads, inks and 
specialties, has announced his resignation from that 
firm. 

A veteran in his field, Mr. Tavernier has been with 
Fulton for the past 30 years, virtually working his 
way from the bottom to the very top of the company. 

Mr. Tavernier plans to enjoy a vacation and has 
made no announcement of his next connection. 

ee 
E. J. SHELPMAN OPERATES HIS OWN FIRM 


Edward J. Shelpman, governor of NSA District No. 
8, recently opened an office supply and equipment 
business at 308 E. McDaniel St., Springfield, Mo., and 
is using the firm name of Shelpman’s. 

For 27 years, Mr. Shelpman was associated with the 
Elkins-Swyers Office Supply and Equipment Company 














EDWARD J. SHELPMAN | 


in Springfield, beginning there as a salesman in 1920. 
He was vice-president of the firm when he registered 
in July of this year to open his own business. 
Among Shelpman’s exclusive lines are Post Index 
visible records, Southworth bond papers, Art Metal 
desks, Hoosier wood desks and Gunlocke chairs. 
Salesmen working for the concern are Kenneth 
Rhoden, R. P. Hardin and Paul Shelton.—EVH. 





EXCUSE U §, PLEAS& 


An article in the November issue, page 294, incor- 
rectly referred to the Pelouze Manufacturing Com- 
pany as “Pelouse.” This error is regretted. 


A sub heading on page 13 inferred that Fred Downs, 
the new NSA skipper, is from Oklahoma City. He 
has not changed his residence and is happily located 
at Tulsa, Okla., as was correctly stated in other refer- 
ences to the Association president. 
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MASDEN DIRECTS MURPHY CHAIR SALES PHOTO MATERIALS GOING TO NEW LOCATION ' 

Earl Masden, recently appointed general sales man- The Photo Material Company of Chicago is gradu- | 
ager of the Murphy Chair Company, Inc., Owensboro, lly moving its factory and offices from the south side 
Ky., at 27 years of age directs the efforts of 38 sales- Of the city to a three-story building at 334 N. Bell 
men producing several million dollars worth of busi- Ave. on the west side. The move is being made depart- 
ness a year, a large part of which consists of office ent by department to avoid breaks in production 
, and institutional chairs. schedules. It is anticipated that the business will 
be completely installed in the new location by the first 
of next year. The three floors provide more than 
25,000 square feet of manufacturing and office space, 
increasing the production capacity about 75 per cent. 
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JOHN D. FENLASON NAMED SALES MANAGER 

John D. Fenlason, an authority on business records 
and systems, has been appointed sales manager for 
Metropolitan New York and New Jersey by Benjamin 
Tobler, president of Federal Business Products, Inc., 
New York, N. Y. 

Special commendation was awarded Mr. Fenlason 
by the Army Air Forces and the U. S. Quartermaster 
Corps for his development of work simplification and 
flow process analysis of control records and paper 














work procedures. Z 

He recently resigned as an associate of Amos Par- [ 
rish & Company, management counsellors for inde- 

It is a long step from the job of selling Philip Morris es 
cigarettes—his first—to directing the merchandising 
of one of the largest chair plants in the country, but 
he works enthusiastically and successfully, selling 
household and office chairs, and regularly supervising 
distribution and sales in both domestic and foreign 
markets. He takes pleasure in personal initiative re- 
sulting in large contract installations. 

—- 


COPY-RIGHT REPAIR MANUAL JUST PUBLISHED 


Copy-Right Manufacturing Corporation, 53 Park 
Place, New York 7, N. Y., has just issued a new illus- 
trated repair manual for the Copy-Right copyholder, 


EARL MASDEN 














a publication which is replete with information and j 

instructions making it possible for the user to make 

most repairs. Complete details are given for the mak- . 
t 





ing of necessary adjustments. 
ave eee JOHN D. FENLASON 
MAVERICK-CLARKE TO NEW LOCATION pendently-owned department stores. Previously, he 
The Maverick-Clarke Lithographing Company has_ served as special government representative for the 
moved into its new Corpus Christi, Tex., store at 216 Standard Register Company of Dayton, Ohio, and as 
Mesquite St., occupying quarters in the remodelled co-ordinator for International Business Machines ac- 
and modernized Ford Building.—JHR. tivities in the New York and San Francisco Fairs. 
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MILWAUKEE EXHIBIT—This display 
was made by Siekert & Baum, station- 
ery company of 617 N. Water St., Mil- | 
waukee, Wis., at the Products of In- 

dustry exhibition held at the Milwau- | 
kee auditorium’on October 14, 15 and | 
16. More than 20,000 visitors toured the — 
exhibits during the three-day session. | 
Siekert & Baum, the only stationery | 
firm represented, had on display the 
Marr printing press, Invincible steel 
files, Welch air circulators, Central 
wood desks, Gunlocke chairs and other 
items. Many orders were taken for 
steel filing cabinets and prospective 
buyers were interviewed for other items. 
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Chair Control 
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pre-war quality. forward pitches or backward lurches. 
the IMPROVED APPEARANCE Its simplified design 
i as makes the entire chair look neater and cleaner. . 
— does away with ‘‘mousetrap”’ springs. 
~ More and more chair manufacturers are cashing in on the unique 
way the Bassick ‘‘FLO-TILT” applies the accepted principle of using 
rubber under tremendous pressure encased in steel to give chairs 
quieter, smoother tilting action. 
You, too, can sell more and better chairs by adding the Bassick | 
‘“FLO-TILT” Chair Control to your sales force. THE BASSICK 
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2, Conn. Division of 
New, improved steel hub Stewart-Warner Corpora- ae 
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CASH 


Stedmatlen olters Sledlmadler', 
world-famous “Futura” gray lustre 
eash, bond and office boxes, which 
come equipped with oldman 
phenolic plastic trays. 


Greater coin compartment capacity is 
provided — ease and speed in hand- 


ling currency is achieved. 


Wt ldmader plastic trays are finished 
in glossy black phenolic plastic and 


have substantial strength. 


A must for the busy office, factory, ete. 
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Futura OFFICE BOXES 
with Wloldomadter TRAYS 
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No. F10 
OFFICE BOX 


wert Steel Sales Corp. 300 


No. Ww H D Woe List Price 

F 30 10% 4% 1, 31%, Ibs. $3.65 

F 14 10 3 45, 2 Ibs. 2.85 

F 10 10%, 2", 4 24%, Ibs. 2.90 
WITHOUT TRAY 

F92, | 10% | 4% | 7% | 2M%lbs. | 2.35 


EAST 145TH 


STREET 


NEW YORK 51,N. Y. 


Higher on West Coast 
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CARD CABINETS 


Siedmaiter card cabinets come in 
w w ss . 
Futura silver lustre or Standard olive 


green series, are 16” deep and come 














in single and double drawers. These 
units are furnished with Stedmatler 
hook-up feature and can be built to 


any height. 


6? 


When ordering indicate the letter 
for “Futura” (silver gray lustre) or if 
Standard olive green is desired, indi- 


cate just the item number. 
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SINGLE DRAWERS pommann ee 
No. | Card | Width | H | D |Capacity | Ship'g Wt. | List Price 
335 | 3x5 | 6% | 5% | 16"| 1,500 5%, Ibs. $3.60 
346 | 4x6 | 7% | 6% | 16"| 1,500 6% Ibs. 4.20 
358 | 5x8 | 9% | 7% | 16"| 1,500 8 Ibs. 5.40 
"369 | 6x9 10% | 8% | 16] 1,500 12, Ibs. 8.40 

" DOUBLE DRAWERS 0.0, 
No. | Card | Width | H | D | Capacity | Ship'g Wt. | List Price 
3352 | 3x5 | 12% | 5¥% | 16} 3,000 9% Ibs. $6.30 
"3462 | 4x6 14'/, | bi | 16} 3,000 11 Ibs. 7.20 
3582 | 5x8 | 18% | 7% | 16"| 3,000 | 15% Ibs. 9.60 
3692 | 6x9 | 20% | 8% | 16"| 3,000 | 21/2 Ibs. 12.00 














Add $1.80 each drawer for individual lock 


rent Szreel Sales Corp. 300 EAST 145TH STREET { NEW YORK 
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OMAHA PRINTING COMPANY APPOINTS PFAFF 
The Omaha Printing Company, Omaha, Nebr., re- 
cently announced the appointment of Fred E. Pfaff 
manager and buyer for the statonery department, 
as replacing John W. Rasmussen, who is retiring after 
50 years of service. 

Mr. Pfaff’s experience in the stationery field ranges 
from stock clerk and retail sales work to traveling 
representative and finally co-ownership of his own 

















FRED E. PFAFF 


business, the Southwestern Stationery & Bank Supply, 
Joplin, Mo. 

His sales activities were with the George D. Barnard 
Company of St. Louis, Mo., covering a period of 13 
years; thence into banking for four years. He enlisted 
in the U. S. Navy, from which he was discharged in 
1945 with the rank of Chief Petty Officer. At that time 
he went into his own printing and stationery business. 

John W. Rasmussen, who is retiring, is well known 
to the trade for his faithful attendance at national 
and regional stationers conventions and his long serv- 
ice as stationery buyer and department manager of 
the Omaha Priting Company. 

ee - 
ROBINSON JOINS RELIANCE 

Richard I. Robinson, formerly advertising manager 
of Phillips-Jones Corporation, New York, N. Y., has 
joined the Reliance Pencil Corporation, Mount Vernon, 
N. Y., as advertising and sales promotion manager. 





EBERHARD FABER APPOINTS NEW TREASURER—At a re- 
cent directors’ meeting of the Eberhard Faber Pencil Co.. 
Brooklyn, N. Y., William Smyth was elected treasurer. Mr. 
Smyth is shown signing his first check directly following 


his appointment. To whom, or for how much is not dis- 

closed, but judging from the expression of President J. C. 

Musser (seated), “it's money well spent.” Looking on (left 

to right) are F. G. Huber, vice-president; J. Love, secretary; 

C. P. Finck, vice-president; and L. M. Brown, vice-president 
in charge of sales. 
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Calendar of 
Industry Activities 











February 2-4. Chicago Office Management Associa- ~ 
tion Ninth Annual Office Equipment Display in con- 
junction with the Fifth Annual Seminar of the Office 
Management Association, Hotel Stevens, Chicago, 
George I. Simpson, Peoples Gas Light & Coke Com- 
pany, Chicago, chairman. 

February 11-14. Wholesale Stationers Association, 
Drake Hotel, Chicago, Ill. H. C. Whittemore, Secretary- 
Treasurer, 250 Fifth Ave., New York, N. Y. 

February 22-24. National Office Machine Dealers 
Association Mid-Year Meeting, Springfield, Mo. Richard 
H. Koch, Executive Secretary, Suite 803, Third Na- 
tional Building, Dayton 2, Ohio. 

March 11-13. District No. 3, NSA, Mayflower Hotel, 
Washington, D. C. Joseph C. Runnels, Regional Gover- 
nor, Commercial Office Furn. Co., Washington, D. C. 

March 15-16. District No. 1, NSA, S. F. McGar, Re- 
gional Governor, J. F. Molloy, Meriden, Conn. 

March 18-19. District No. 2, NSA, Sheraton Hotel, 
Rochester, N. Y. Kenneth C. Heinrich, Regional Gov- 7} 
ernor, Heinrich-Siebold Staty. Co., Rochester, N. Y. 

March 22-23. District No. 13, NSA, Pennsylvania 
Hotel, New York, N. Y. J. S. Libien, Regional Gover- 
nor, Libien Press, Inc., New York, N. Y. 

April 12-13. District No. 5, NSA, Detroit, Mich. Sid 
Glueck, Regional Governor, General Office Supply Com-~ 
pany, Cleveland, Ohio. q 

April 16-17. District No. 8, NSA, Allis Hotel, Wichita, 
Kans. Ed Shelpman, Regional Governor, Shelpman’s, > 
Springfield, Mo. ; 

April 19-20. District No. 6, NSA, Maynard Westring, 
Regional Governor, Mid-City Stationers, Inc., Rock-— 
ford, Ill. 

April 22-23. District No. 7, NSA, Savery Hotel, Des 
Moines, Iowa. Arthur G. Kenworthy, Regional Gover- 
nor, Storey-Kenworthy Company, Des Moines, Iowa. 

April 29-May 1. District No. 4, NSA, Hotel Soreno,: 
St. Petersburg, Fla. Zac Smith, Regional Governor,’ 
Zac Smith Stationery Company, Birmingham, Ala. | 

May 6-7. District No. 9, NSA, White-Plaza Hotel, 
Corpus Christi, Tex. Joe Roddy, Regional Governor, 
Mavton & Roddy Office Supply, Ft. Worth, Tex. 

May 9-11. District No. 10, NSA, Broadmoor Hotel, 
Colorado Springs, Colo. Charles Kendrick, Regional 
Governor, Kendrick-Bellamy Stationery Company,’ 
Denver, Colo. 4 

May 13-14. District No. 14, NSA, Los Angeles, Calif 
R. A. Thomas, Regional Governor, Grimes-Stassforth} 
Stationery Company, Los Angeles, Calif. 

May 17-18. District No. 12, NSA, San Francisco, Calif 
Thomas O. Taylor, Regional Governor, Schwabacher-§ 
Frey Company, San Francisco, Calif. j 

May 20-22. District No. 11, NSA, Multnomah Hotel; 
Portland, Ore. Harper Jamison, Regional Governor 
Harper Jamison, Stationer, McMinnville, Ore. } 

June 27-29. National Office Machine Dealers Asso- 
ciation Twenty-Third Annual Convention and Trade 
Exhibit, New York, N. Y. Richard H. Koch, Executive 
Secretary, Suite 803, Third National Building, Dayton 
2, Ohio. 

September 26-30. National Stationers Association 
Forty-second Annual Convention and Twelfth Mera 
chandise Exhibit, Hotel Stevens, Chicago. Paul E. Bure 
bank, General Manager, National NSA Headquarters 
740 Investment Building, Washington, D. C. 

October 18-23. Fortieth National Business Showg 
Grand Central Palace, New York, N. Y. Frank O. Tup 
per, president, National Business Show Company, Inct# 
30 Vesey St., New York 7, N. Y. ; 
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ver-@ STAPLES That rabbitty wink stops you, doesn’t 
it? Wait till you see it in motion, eye- 
ing your customers from your counters 
and store windows, persuading them 


to stop, look, and buy! 





Then you will know for sure what 
a genuine sales help this Swingline 


flash-a-motion window display is! 


1 Co (- tare) aa W-) 4 colole MME. bY e MB oJ T-T10 le 
colored red, white, blue and yellow 
. winking away ... it’s bound to 
pep up your windows and counters 
.. . boost your volume and profit! 
i Put the Swingline rabbit to work for 
rnor, : you! Write to us or to your jobber and 
otel, : ~~ ~~ = : .*""\ order Aelttatea a telesbbel-Mott-jo) th micclet- hm 
rnor, | 


otel, ; 
onal | 
any, = 


alif.% 
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Nhy = cil spies: : cH! ar r 
HANG APHING MacHINE WITH "Tc HERE'S THE DEAL: 
“WEL sECOND ¥ 


FOR SPLIT 


Yalif. ; 

sher-@ 
: 20 boxes of No. 4 Swingline 20 boxes of No. 3 Swingline staples 

lotel,s staples 3 No. 3 Swingline staplers 

rnor,® 2 No. 4 Swingline staplers 1 No. 3P Swingline stapler 

Asal 1 No. 4P Swingline stapler 2 Pocket Tot staplers 


rade 3 Tot desk staplers 15M Tot staples—5M pack 


10M Tot staples—1M pack No substitutions on deal 
cd a 
YOU SAVE approximately $8.27 on the cost of this same merchandise 
purchased through regular channels. AND—you get this new, eye-catch- 


ing, ‘‘sells-itself,"’ Swingline display FREE! In other words, you save 
STAPLES STAPLERS 


money and add a full-time, hard-working salesman at the same time! 


SPEED PRODUCTS COMPAWNY, INC. - LONG IStamo CITY 1, N. 
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ANNOUNCE REMINGTON KAND APPOINTMENTS 

J. M. Hackney, general sales manager of the portable 
typewriter division of Remington Rand, Inc., recently 
announced the following appointments: 

Mortimer D. Hathaway has been appointed portable 
typewriter branch manager at Seattle, Wash., an as- 
signment that also covers branch offices at Portland, 
Ore., and Spokane, Wash. He first became associated 
with Remington Rand in 1938 as a wholesale portable 
sales representative in the Los Angeles branch and 











MORTIMER D. HATHAWAY 


he served in that capacity in various southern Cali- 
fornia cities. In addition to his extensive experience 
in the portable typewriter division, Mr. Hathaway has 
held managerial assignments with the American Writ- 
ing Machine Stores division of Remington Rand and 
also with the Remtico supplies division in Los Angeles. 

Newly appointed branch manager of the portable 
typewriter division in Atlanta, Ga., is John T. Foster 
whose territory also covers branch offices at Greens- 
boro, N. C., and Nashville, Tenn. He is a graduate of 
Boston University and has had 13 years’ experience in 
the office machine and department store fields. He 
has been associated with several leading Boston de- 
partment stores including G. F. Hoover, R. H. White 
and Jordon-Marsh. 

In making the announcement of these new appoint- 
ments, Mr. Hackney said: “Both Mr. Hathaway and 
Mr. Foster bring to their new assignments the exten- 
sive merchandising and management background that 
makes it possible for them to furnish the dealers in 














JOHN T. FOSTER 










their territories with effective assistance as they plan 
their Remington Rand portable typewriter merchan- 
dising programs for the coming year.” 

eo 
KISCO ANNOUNCES 1948 PROMOTIONAL PLANS 


Plans for an expanded 1948 advertising and mer- 
chandising program for the Kisco Circulair, floor model 
air circulator better known as the “Successor to the 
Fan,” have just been announced by Kisco Company, 
Inc., of St. Louis, Mo. 

The campaign, built around an entirely new selling 
theme which will highlight every phase of the program, 
will be launched shortly with a schedule of full and 
half-page insertions in trade papers throughout 1948. 

Emphasis will be on close co-operation with Kisco 
distributors and dealers, who will be backed up with 
a wide variety of advertising and merchandising helps. 
Colorful booklets attached to each Circulair will pro- 
vide sales and operating information for salespeople 
and customers. A special sales manual will also assist 
the retailers. Folders, mailing pieces, newspaper mats 
and several unusual action displays—all featuring the 
same dramatic selling theme—will round out the re- 
tail promotion program. In addition, tie-in material 
will be provided for Kisco distributors. 

The H. George Bloch Advertising Company of St. 
Louis, newly-appointed agency for Kisco Company, 
Inc., is preparing and directing the campaign. 


BADGER SPECIALTY OPENS A NEW STORE 

Badger Specialty Company, a business equipment 
firm of Manitowoc, Wis., recently opened a new office 
supply store at 815 Jay St., carrying a complete line 
of office machines and office supplies. The proprietors 
believe that the new store is outstanding in the Fox 
River Valley. 

The manager is A. C. Stangel, who also acts as presi- 
dent, taking over his duties on last October 1. Prior 
to this time, he was in the employ of the J. J. Stangel 
Hardware Company for the past 26 years, serving in 
various positions as salesman, sales manager, and 
manager of the wholesale hardware division. 

Three full time men are traveling for the firm at 
the present time and Manager Stangel makes some 
of the calls in Manitowoc. The firm is desirous of 


making connections with manufacturers of nationally- 
known lines and, in particular, office steel furniture. 





NEW OFFICE SUPPLY STORE—Interior 
of the new office supply store of Badger 
Specialty Co., Manitowoc, Wis. A com- 
plete line of office machines and sup- 
plies is carried by the firm. 
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@ Fasyrest provides scientific support 
The adjustable back is scientifically 

' designed and shaped to fit the hollow 
at the small of your back. 


@ The seat is designed for restful comfort 
Rounded in front and square across the back to 
relieve pressure against the sensitive bones and 
nerve centers at the base of the spine. 

@ Coil springs insure maximum softness 
The seat is upholstered over 24 individually 
coiled springs to provide a durable yet comfort- 
ably yielding cushion. 

Any girl can adjust Easyrest in a jiffy 
Easyrest is the only posture chair allowing the 
occupant to adjust the back while seated. 


Z 
THE POSTURE CHAIR 


manufactured solely by 
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leousateile of comfort-wise 
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SUPERIORITY “ 


fasyrest is one of a com- 
plete fine of Steelcase 
chairs now available to 
office furniture 
dealers. You are invited to er" 
write for prices and catalogs. fe: 





@ Height is adjusted without tools 
Just turn the chair on its side and turn the bell. 
@ Fasyrest is indestructible 
Of fine tubular steel, the Easyrest frame is one 
solid, unbreakable, electrically welded unit. 
@ Smooth finish is easy on sheer hose 
Finished in beautiful grey enamel, extremely 
durable, and completely free of rough surfaces. 
@ Swivel mechanism is absolutely noiseless _ 
Specially designed swivel irons operate with 
the greatest ease, require no further lubrication. 
@ Coverings are smarter, more durable 
Fine upholstering materials are trimly tailored 
over the coiled springs and hair padding. 
@ Casters roll with ease 
Girls like the step-saving, free-rolling casters. 
@ Fasyrest has TESTED superiority 
Easyrest’s design and construction has been 
exhaustively tested assuring extra comfort, extra 
security, extra service and extra value. 


METAL OFFICE FURNITURE COMPANY, Grand Rapids 2, Michigan 


Western Distributors: Hunting-Roberts Company, 2223 East 37th Street, Los Angeles 11, California 








ST. PAUL FIRM ENLARGES DEPARTMENT 


The St. Paul Book & Stationery Co. opened the 
enlarged stationery and office supplies and equipment 
department on October 21. Established in 1851, the 
St. Paul Book & Stationery Company is one of the 
oldest school supply and stationery houses in the 
Northwest, and this enlarged department was neces- 
sary to take care of the growing volume of business. 

The floor area is 5400 square feet and directly ad- 
joins the former store, which still houses the book 
and arts and crafts departments. Full length glass 
display windows and modern all glass doors command 
a view of the entire store so that merchandise on the 
floor can be seen day and night. 


The walls of soft green and the light terrazzo floors 
create an effect of space. The latest developments in 
fluorescent lighting have been used with great effec- 
tiveness in displaying merchandise. Particularly effec- 
tive are the large 4 x 8-feet photographic murals of 
the state capitol, Saint Paul’s skyline and five of the 
colleges of the city—Macalester, St. Thomas, Hamline, 
St. Catherine’s and the St. Paul campus of the Uni- 
versity of Minnesota. These murals prove an interest- 
ing background and have been the subject of much 
comment and admiration. 

The floor layout emphasizes the two departments, 
the commercial and social stationery. The commercial 
features a spacious display window at floor level in 
addition to a regular display on the selling floor. 
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Supply items have been arranged compactly with 
spacious store shelving immediately behind the sell- 
ing area which makes for a minimum of effort on the 
part of the sales force. In the social stationery sec- 
tion, games and game accessories and playing cards 
constitute a very substantial volume and are attrac- 
tively arranged with new fixtures. 

In immediate charge of the merchandising of this 
department is W. S. Read, who has had many years 
of experience in stationery stores in the Northwest. 
Kenneth Rehnberg has been in charge of the floor 
since his return from the Army. Ray Johnson, Howard 
Mason, Manfred Miller and Ellsworth Neuman com- 
prise the city sales force. In addition, the St. Paul 
Book & Stationery Company has nine men who call on 
schools, colleges, libraries and business establishments 
outside of the St. Paul area. 

oR 
FRANKLIN RIBBON ADVANCES J. S. ISRAEL 

The Franklin Ribbon & Carbon Company, Inc., 
Brooklyn, N. Y., at a recent meeting of the board of 
directors advanced Joseph S. Israel to the vice-presi- 
dency of the corporation. 

Mr. Israel has been associated with many of the 
functions of the firm and most recently has been doing 
a great deal of the sales work. His duties in his new 
post will be of a general nature in addition to direct 
supervision of the rapidly-expanding Franklin sales 
foree. 


FIRM—Two views of the enlarged sta- 
tionery and office supplies and equip- 
ment department of the St. Paul Book 
& Stationery Co., St. Paul, Minn. Grand 
opening was held on October 21. 
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IN BIG DEMAND NOW! ' COLUMBIA 


his | eo 

: ptecouutaut Special 

~ CARBON PAPER 

nts NOW PROCESSED FOR NON-CURL 
Even In Large Sheet Sizes 

el Mates Perfect 
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—- for highly-important 


rect 


ales AUDITS + REPORTS 
FINANCIAL STATEMENTS 


DIGNITY 
CLARITY 
UNIFORMITY 


So important are these three factors in the 
writing of financial records that CPA’s, treasurers, 
comptrollers, auditors and accounting departments 


frequently insisted that duplicate “originals” be typed. 


Insisted, that is, until COLUMBIA ACCOUNTANT 
SPECIAL demonstrated its outstanding ability to 
perform the work, and thus save time and money by 


eliminating the necessity of typing extra “originals”, 











Pe J 
Look for this hallmark IH AD 
on the back p: 4, . 
f eX¥ccountant § 
of every sheet ' po eee t\ 
of ACCOUNTANT SPECIAL x OP'S! | 
ne 7 ees 
PAUL | Cee&/ 
d sta- | ! ; 
equip: | ACCOUNTANT SPECIAL is an outstanding achieve- 
aoa ' e ment in the manufacture of lightweight (4 Ib.), sharp- 
—% RIBBON & CARBON | writing, hard finish carbon paper. Even large sizes 
I MANUFACTURING CO., INC. will not curl, smudge nor ‘tree’. 
\ Main Office & Factory: Glen Cove, L. I, N. Y. BY." x 11” 812" x 13” 812" x 14” 
b 4 New York Sales & Export: 58-64 West 40th St., 2 " 
I Be Midwest a: Kansas City, Mo., Dwight Bldg. and in larger sheet sizes for 
: y Chicago e Detroit « Milwaukee « Minneapolis H . 
Nashville » Philadelphia « Pitsburg » Portland, special accounting purposes. 
regon e Cincinnati ( Harris-Moers Co.) ¢ Atlanta. . . . 
Also: London, England Sydney, Australia. , Write for Details, Prices and Sample NOW! 


1947 OFFICE APPLIANCES, December, 1947 97 














CLARY IN ACTION—Window display 
by Clary Multiplier Corporation at 
Minneapolis, Minn., making good use 
of a continuously operating machine. 


EFFECTIVE DISPLAY IS USED BY CLARY 

Clary Multiplier Corporation recently had an effec- 
tive display in one of the large windows of the North- 
western National Bank, Minneapolis, Minn. 

Included was proof of the portability of the Clary 
adding machine, placed on the scales showing the 
weight of 19’ pounds. An enlarged picture of the 
devastating explosion of the O’Connor Plating Works 
in Los Angeles, Calif.. was another display feature. 
This was accompanied by a copy of newspaper article 
telling that a Clary adding machine was in the center 
of the blast but, when uncovered at the bottom of the 
pile of rubble, was found to be still serviceable. The 
owners sent the machine to the factory for service 
and all that was required was lubrication and the 
blowing out of dirt, dust and water. 

In the center of the window was placed a standard 
Clary adding machine operating at its regular speed 
of 188 prints per minute. This machine ran for eight 
hours per day for eleven consecutive days and was in 
excellent shape at the end of the dispay. This repre- 
sented almost a million operations and, of course, the 


— ne 


ne ae 





locking of the repeat key and running the machine 
constantly exerted a strain many times that of normal 
operation. Replacing of the adding machine tape each 
hour and 40 minutes piled up a sizeable amount of 
paper in the window to add to the effectiveness. 

A number of direct sales were attributed to the win- 
dow and especially the operation of the adding ma- 


chine. 
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SAN ANTONIO FIRM REMODELS 

The Maverick-Clarke Lithographing Company, 215 
East Travis St., San Antonio, Tex., has started re- 
modeling of the first floor of its six-story building. 
Among the new departments to be added is an office 
machine display and sales room.—JHR. 

Se ee 

NAME MANAGER OF PITNEY-BOWES BRANCH 

Robert W. Marr, of Atlanta, Ga., has been named 
manager of the Houston branch office for the Pitney- 
Bowes Company, succeeding C. S. Hunt, who recently 
resigned. His territory will include most of south and 
southwest Texas.—JHR. 
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ROYAL CONFERENCE ROOM—Custom- 
built furniture and wall paneling of 
pickled walnut are the highlights of the 
newly-decorated conference room de- 
signed by Beeston Stott-Patterson for 
the Royal Typewriter Co., 2 Park Ave. 
New York, N. Y. Used for meetings of 
the board of directors and for sales 
conferences, the room is 18 x 32 feet 
in size. A new acoustic ceiling with 
recessed down lights was installed and 
all radiators are enclosed. The floors 
are covered with a deep green carpet 
and the chairs are upholstered in dark 
green leather. The venetian blinds are 
a soft gray-green. 
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| ; No. 890 LETTER BOX FILE 


An Amfile adaptation of an old-timer. Stands upright or lays 
flat. Has dozens of uses on desk or work table. Equipped with 
alphabetical index. Pull tab at back. Strong suit-case catch 
keeps out dirt. Finished with marble paper, orange back. 
Packed 12 to carton. 


Per doz. Gross lots 


. 890—Letter Size, A-Z, 16 division $17.00 $15.50 per doz. 
. 89i—Letter Size, 1-31, 31 division $19.50 $18.75 per doz. 
. 892—Cap Size, A-Z, 16 division $19.75 $19.00 per doz. 
. 893—Letter Size, A-Z, 24 division $25.50 $24.50 per doz. 


No. 420 
PERSONAL FILE 


A roomy file for everyday ee No. 710-A TRANSFER FILE 
use in office, store or home. , : . e 

A place for receipts, bonds. Heavy construction with cloth hinge. Genu- 
income tax data, ete. Comes ine leather pull. Covered in marble paper. 
with letter size alphabetical [Letter size. Outside size 1014” high 714” 
and monthly folders, a 3-year Wide, 131 ,” deep. Packed 12 to carton. 
budget and expense record, 

place for phone numbers, Retails at $1.55. $15.35 per doz. $175.20 per gross. 


hice. browne erect, ives, No. 12705 TRANSFER FILE 
Size 10% x 12%, x6". Packed Similar to above but medium construction 
5 eee te een with webbing pull. Outside size 1014” high, 
Nationally advertised at $2.25 54,” wide, 1214” deep. Packed 12 to carton. 
Retails at $1.35. $13.50 per doz. $145.80 per qross. 


All prices higher west of Rockies and in Canada 


AMBERG FILE & INDEX CO. 
Kankakee, III. 
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MODERNIZED—Showing the attractive 

porcelain enamel front and new dis- 

play windows of the modernized Clovis 
Printing Co. plant at Clovis, N. M. 


IMPROVE CLOVIS PRINTING PLANT BUILDING 


The Clovis Printing Company, pioneer printers and 
stationers in Clovis, N. M., has completed a program 
of modernization and beautification which was begun 
over a year ago. An attractive porcelain enamel front 
has been built in the latest style and bright new dis- 
play windows have been installed. Modern high in- 
tensity fluorescent lighting and a large neon sign 
complete the picture on the outside. 

On the inside of the store, steel shelving in a soft 
gray finish has been installed, and the walls and 
ceiling finished to harmonize. 

In business at the same location for more than 
twenty years, Clovis Printing Company boasts a large, 
up-to-date print shop with automatic equipment. The 
stationery end of the business features such well 
known lines as Wilson-Jones, Shaw-Walker, Imperial 
Desk, Parker, Sheaffer, Montag and White & Wyckoff, 
Volland Cards, and Speed-O-Print. A complete camera 
department is maintained, representing Ansco prod- 
ucts. In addition, an efficient office machines depart- 
ment is in operation, with sales and service on Under- 
wood-Sundstrand products. 

Ed L. Manson, L. W. Oswald, and Eula Mattingly are 
associated in the firm, with L. W. Oswald actively in 
charge of the business. Several competent salesmen 
are maintained, and the company serves a constantly 
expanding area in eastern New Mexico and West Texas. 
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APPLETON FIRM BUYS LABEL COMPANY 


The United Printing and Label Company, a corpora- 
tion in the state of Michigan and located at Kalama- 
zoo, Was recently purchased by Businessman’s Service, 
Route 4, Appleton, Wis. The headquarters for this 
business will be at 415 Burdick St., in Appleton and 
will operate under the name of Cardinal Printing & 
Office Supply Company. 

ee ae 


AMBERG REMODELS DISPLAY ROOMS 


Amberg File & Index Company, Kankakee, IIl., has 
completed remodeling the expanded sales and display 
rooms at the Merchandise Mart, in Chicago. 

Interesting displays in the Amberg Mart offices fea- 
ture the entire Amfile line. Visitors can see and judge 
for themselves the quality and appearance of the na- 
tionally-advertised Amfile products. A new steel, gray 
hammerloid finish, personal box file; all sizes, weights 
and colors of file folders, guides, brief covers; leather, 
Terekan and Duraleather albums and scrap books are 
a few of the items featured. 

The offices are comfortable and roomy—a pleasant 
stopping-off place for anyone visiting busy Chicago. 
Bertrand Amberg, president of the company, has ex- 
tended a cordial invitation to their dealers and buyers 
in all fields, suggesting they make the Amberg Mer- 
chandise Mart offices their headquarters when in 
Chicago. 


NEW DISPLAY ROOMS—Views of the 

remodeled and expanded sales and 

display rooms of the Amberg File & 

Index Co., at the Merchandise Mart 
in Chicago. 
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Solution: Rock-a-File! 


Yes, Rock-a-File is the answer to 
wasted filing space because its rev- 
olutionary side-opening compart- 
ments project only slightly when 
open! Actually Rock-a-File pro- 
vides the same filing capacity as 
ordinary files in less than two-thirds 
the floor space! And all Rock-a-File 
compartments can be open at the 
same time—can remain open if 


desired —permitting two or more 





Send for free descriptive folder 


Pa Nationally Advertised Product 
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persons to file simultaneously. 
Rock-a-File means not only 
space saved, it also means easier, 
faster and more efficient filing. 
Compartments “rock”? open and 
shut eftortlessly at finger touch— 
no heavy pulling and shoving— 
no noisy banging drawers. Get 
complete information about mod- 
ern filing with Rock-a-File today 
—ask for free descriptive folder. 


LLYy 


oo «« Ret Dl 


Problem: What to do about the many square feet of valuable floor space 
stolen every day by the open drawers of conventional filing cabinets? 


ex. U.S. Pat. Off. Pats. App. For “= *66teeum. 


ROCKWELL-BARNES COMPANY 


Specialists to the Stationer since 1903 


35 East Wacker Drive 













Here’s How Rock-a-File 
Solves Filing Problems: 


COMPLETE ACCESSIBILITY — Entire 
contents accessible to two or more 
persons at once. All compartments 
can remain open. 


TIME SAVING—Open compart- 
ments do not block access to others 
in cabinet. No waiting to get at 
contents. 


LESS TIRING—Perfectly balanced 
compartments open and close effort- 
lessly at finger touch. Fewer open- 
ings and closings. 


TOPPLE PROOF—Open compart- 
ments project only slightly— gravity 
center always within framework. 


ECONOMICAL — Supplies last 
longer. Folders 
slide in and out 
sideways. No 
more mutilated 
tabs, indexes, 
guides 


Bi opie pee 
% i ' 
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Chicago 1, Ill. 
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WILLSON’S OPENS NEW REGINA STORE 


Merrill D. Hasty, Correspondent 


The Willson Stationery Company, Ltd., head offices 
of which are located in Winnipeg, recently held grand 
opening of the beautiful new store in Regina, Sas- 
katchewan. The new location has a prominent place 
in the center of the office supply and school supply 
trading section of the retail business area of the city. 

Exterior of the imposing store is of stainless steel 
base and columns with several tall individual windows, 
each slanting back to an off-center glass door. The 
interior display starts at the front windows which 
carry counters of different sizes, each having a sales 
card of appeal and merchandise well spaced. 

The gift shelves are located on both sides, project- 
ing out 16 inches and made of glass. The show cases 
on the left are for fountain pens and sets, small 
leather goods and special gifts. Shelves are all re- 


cessed into the wall and carry merchandise by related 
departments besides miscellaneous school supplies. 


Has Fluorescent Lighting 


The lighting is all indirect fluorescent with tubes ait 
six-foot intervals, aided by large windows providing 
plenty of natural daylight. Over the gift shelves are 
two strips of neon—one blue and one pink. These are 
lighted at night to give the evening passersby a 
chance to window shop. 

The ceiling in the soft color scheme is ivory and 
the walls are blue-gray. All shelving and counter fix- 
tures are in light finish. The space of the main store 
is 25 x 122 feet, and the floor is covered with multi- 
color maroon and black tile. 

The rear of the store is used for sales offices and 
quick deliveries and the balcony for the general offices 
and salesmen’s desks. The manager, William Gray, has 
a view of the entire store and is provided with a two- 
way communications system. 

The Willson Business Machines, Ltd., a Willson sub- 
sidiary, has offices and sales room on the second floor 
for the display of direct agency lines of Royal type- 
writers, Ditto duplicating machines, Allen adding ma- 
chines and Acme systems. The department is managed 
by Atol Foster. 

The entire staff of the store, dressed in white, wel- 
comed the guests numbering about 3,500. Present from 
out of the city were Willson Stationery Company, Ltd.., 
officials from Winnipeg—S. Vogan, general manager. 
and Mrs. Vogan; J. C. Irvine, general sales manager; 
and J. C. Bowman, secretary-treasurer, and J. M. Hind, 
manager of the Winnipeg Envelope Company, Winni- 
peg, and Mrs. Hind. 

Roses were given to the women and tea was served 
in the furniture department. Mrs. Thompson of the 
Regina Typewriter Company, Mrs. Vogan, Mrs. Gray 
and Mrs. Hind believe that they poured over 400 cups 
of tea. 

A reception was given for the men in the Blue 
Room of the Saskatchewan Hotel and each guest was 
introduced personally by William Gray. 


EO 


MEYER SELLS INTEREST IN LAS VEGAS FIRM 

J. H. Meyer, effective November 1, sold his interest 
in the Las Vegas Stationers, Las Vegas, N. M., to H. L. 
Feld, his former partner. All obligations of the busi- 
ness have been assumed by Mr. Feld as part of the 
sales contract. 


o—e 


W. E. ECKERT APPOINTED BY NOMA 
Wilbur E. Eckert, office manager of Commercial 
Controls Corporation, has been appointed area repre- 
sentative of research and standards for the National] 
Office Management Association. He will assist in the 
standardization of office machines and forms.—RCS. 
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BANKERS BOX CO. NEW QUARTERS 


The Bankers Box Co., is inviting all visiting dealers and 
friends to visit them at their new quarters, pictured here | 
and located at 720 S. Dearborn St., Chicago 5, Ill. The com- | 
pany is entering the thirtieth year of business with modern 
facilities for service to the industry. Top—view of the 
general offices. Center—reception room of the new home. 
Bottom—executive offices of H. L. Fellowes (left) president, 
Bankers Box Co. At right is W. J. Nickel, secretary and 
treasurer of the company. Story was caried in April issue of | 

Office Appliances, page 84. 


iP o—— 


NATIONAL DUPLICATING APPOINTS AGENT 


The Crystal Copy Corporation, 15 W. 24th St., New 
York City, was recently appointed the exclusive repre- 
sentative for Greater New York City and New Jersey 
by the National Duplicating Company, Denver, Colo., 
for Supreme stencils and other duplicating supplies. 
Any inquiries for the area represented should be ad- 
dressed to the Crystal Copy Corporation. 
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PORTABLE DESK FILE 


Upper compartment for visible data. 
Takes hanging or regular folders. 
Top slides closed, has lock and key. 
Lower filing drawer for other rec- 
ords. Ball bearing rollers. Desk 
height. In green or gray crinkle 
finish. 


No. 854, letter size 
No. 858, legal size . 
Lock on lower drawer, add.. *2.50 


COLE “air-flo” 
— FINEST FILES EVER BUILT! 


The only cabinet having a suspension cradle within a 
suspension cradle — giving drawers silent, smooth, 
feather-touch operation and lifetime strength. Each 
drawer equipped with fool-proof catch. ‘‘Air-Flo’’ 
drawers operate to full suspension . . . the last folder 
is right at your fingertips. For hanging or regular 
folders. two drower: 14%” wide, 30%” high, 28%” deep 

Four drower: 144%,” wide, 51%” high, 28%" deep 


Green or Walnut or lock 
Gray Mahogany (odditional) 


No. 1002 (two-drower): -- $45.00 $54.00 $9.00 
No. 1004 {four-drower); $64.75 79.75 11.00 


Cuts or 
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STURDY CONSTRUCTION — so that Prontos will stand 
all abuse, they are built of 275-lb. test corrugated board 
and reinforced with steel not only on the shell but at the 





four corners of the drawers as well. 


SAVE FLOOR SPACE — they are constructed so that you 


can interlock them into solid units and stack them as high 






as the ceiling thereby saving valuable floor space. 


LOCATE YOUR RECORDS EASILY—no more need of 
fussing and fuming. When Pronto files are used you can 
get at all records just as easily as if they were in your regu- 









lar active files. 


BEAUTIFUL APPEARANCE — Pronto files are beautiful 
in appearance, finished in an attractive olive green. The 
steel drawer front matches your regular active office files. 


Inside Dimensions Price 
No. Suggested Uses  - — ee 
- Width Height Length Single Carton 
12101 *+Letter Size 12%, 10% 24 $3.85 $3.75 
510L tLegal Size 15%, 10% 24 4.85 4.75 
109L Invoices 107%, 83/, 24 3.40 3.30 
108L *2 Rows 8x5 Forms 107/g 83/4 24 3.65 3.55 
1941L Drafts or Checks 9", AV, 24 2.60 2.50 
1941M Checks Ve 4% Q 2.55 2.45 
1841L Deposit Slips 83, 4, 24 2.60 2.50 
1731L Tabulating Cards 7% 33/4 24 2.55 2.45 
1961L Record Cards 9%, 6 24 3.10 3.00 
1971L Freight Bills 9's 7 24 3.10 3.00 
18511 5x8 Forms 83/5 53/4 24 85 2.75 
1245L *4x6 Cards (2 Rows) 127%, 5 24 3.40 3.30 
103L *3x5 Cards (2 Rows)  107/s 33/, 24 3.35 3.25 
1212M tLedger Sheets 12%, 12% 18 5 5.70 
*These numbers hove divider partitions which are removable 


Packed 6 to a carton—all others packed 12 to a carton. 
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PRONTO FILE C 


285 Madison Avenue 























SANITARY BASES 
for all size files 


$3.10 






New York 17, N. Y. 


Prices 20% higher in Denver and West of the Rockies. 
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H. H. WEST COMPANY OBSERVES CENTENNIAL 

One of the few commercial stationers to have 
reached the century mark, H. H. West Company of 
Milwaukee, Wis., observed its centennial October 30 
with open house for its customers and suppliers. The 
evening preceding, the company tendered a banquet to 
its employees which was reported with liberal space in 
local papers. 

Practically all available space in the large West 
store was filled with beautiful bouquets contributed 
by suppliers and other friends. The third floor, 
the 


used ordinarily for oak furniture displays in 































































Top—The Quarter-Century Club of H. H. West Co., Milwau- 
kee, Wis. Recently feted at the firm’s anniversary dinner, the 
members (left to right) and years of service are: Robert 
Eggert, 25; William Jarchow, 25; Walter Rossow, 28; Dorothy 
Gill, 36; George Palm, 29; William Kuchenbecker, 30: Charles 
J. Lofye, 26; and Leonard Schneck, 29. 
Center—H. H. West Co. employees at the anniversary dinner. 
Bottom—The store as it appeared on the day after the anni- 
versary open house celebration activities. 
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days when it was possible to keep enough furniture in 
stock for that purpose, was set aside for the enter- 
tainment of visitors, where everyone who called was 
served with a generous portion of a huge birthday 
cake. All visitors were asked to sign a guest register 
and each was given a rose with that pleasant task 
performed. 

The company was started in 1847 by Samuel West 
who had just come to Milwaukee from the East. His 
brother, Harry H. West, moved from Conyecticut to 
Milwaukee in 1849, joined the business Preece, asst later 
and became principal owner in 1863. The name, for- 
merly S. C. West & Company, was changed at that 
time to its present style. In 1903 James J. Perkins 
bought the name and the business. He still is’ active 
in his capacity as chairman of the board of directors 
with a service record of 44 years. Although the com- 
pany sold stationery from the beginning, in the earlier 
days it had some additional lines including sporting 
goods which were dropped as office supplies took on 
greater importance. The company has a complete line 
of commercial stationery, files and office furniture. 
It is exclusive agent for Shaw-Walker Company, 
Standard Furniture Company, McMillan Book Com- 
pany and DoMore Chair Company. Officials besides 
Mr. Perkins, with their service records, are as follows: 
Dorothy W. Gill, vice-president and treasurer, 36 years; 
George Palm, vice-president, 29 years; Walter E. Ros- 
sow, president, 28 years; Charles J. Lofye, secretary, 
26 years. William Jarchow, purchasing agent, has 
rounded out 25 years. 

West’s long has been noted for enterprise in mer- 
chandising. Plans are under consideration now to im- 
prove store facilities when materials become available. 

Scobae nisi a 


D. & G. DEALER POLICIES BUILD BUSINESS 


The D. & G. Manufacturing Company, 480 Broad- 
way, St. Paul 1, Minn., a firm which has been active 
in business for 1114 years and formerly specialized in 
custom-made furniture, now claims to be the second 
largest producer of hassocks in the world. But what 
is more important to this industry, the St. Paul firm 
is expanding its lines and following certain definite 
dealer policies in merchandising. 

Today, D. & G. is producing a complete line of chairs, 
tables, settees and sectionals in triple plated, mirror 
finished chrome and is specializing in furniture having 
deep coil springs and covering of Naugahyde, manu- 
factured by U. S. Rubber Company. Also available, 
upon request, are coverings in top grain genuine leath- 
er. The chrome and Naugahyde combination is espe- 
cially used for the production of luxurious lounges and 
conference chairs. Forty-one items are now made ex- 
clusively for the office equipment field. 

Policies of the D. & G. Company, as explained by 
Robert S. Silvers, in charge of the midwest territory 
of 16 states, include: 

1. An attempt is made to assign but one dealership 
to a city, selecting representative firms such as Graver- 
Dearborn Corporation in Chicago and Farnham’s in 
Minneapolis. 

2. The company will not sell direct to the consumer 
under any circumstances. 

3. “D. & G. reputation is built on keeping of prom- 
ises made.” 

The company has secured many large orders for 
specially-made furniture needed by Governmental in- , 
stallations such as for the American hospital in the 
Far Pacific. 

Post-war catalogues are now available. 

o—-ere = - 


LOUISIANA FIRM BROADENS SERVICE 


Announcement was made recently that a complete 
stock of office supplies and equipment is now being 
handled by Shivers and Worsham Bookkeeping Service, 
Hotel Winnfield Building, Winnfield, La. The firm 
will also maintain a repair service, as well as rent 
machines.—EEG. 

































acts & ideas to help you 


Already alert dealers coast to coast are 
finding the answers to their everyday 
problems in the Office Furniture Mer- 
chandiser. It’s becoming a habit to say 
“See what the Merchandiser has to say 
about this, first!” 


Many dealers are planning | to 3 year 
sales training programs with the O.F.M. 
as their helpful text. Seasoned salesmen 
like the Merchandiser because it’s a 
handy guide and reference book; young 
salesmen find it the quickest way to im- 
prove their sales “know-how” with the 
experience of America’s most successful 
salesmen. 


108 





‘OFFICE FURNITURE MERCHANDISER”? 
ACCLAIMED BY INDUSTRY'S 
AS DYNAMIC AID TO SALES 





build a more profitable business 


Periodic additions to the loose-leaf 
Merchandiser are planned by the Insti- 
tute. These additions will keep your 
book alive and growing as new develop- 
ments occur in sales and manufacturing 
technique. 


If you haven’t yet received your copy, 
write Trade Relations Division, W. O. 
F. I., American Security Bldg., Wash- 
ington 5, D. C. (Price $13.50 per copy. 
Please use your business letterhead. The 
O.F.M. is offered at this less-than-publica- 
tion-cost price to authorized dealers in 
office equipment, or their personnel, 
only. ) 
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LEADING DEALERS 


PARTIAL LIST OF CONTENTS 





TOMORROW'S OFFICES 


The New Importance of the Office— 
What the Office Furniture Salesman 
Should Know—Building a Better Sales 
Organization 


Finding Men Who Can Sell Office 


RECRUITING AND TRAINING SALESMEN 
A ND MERCHA NDISING Furniture—How Dealers Pay Salesmen 


ei tw : dele : 





H... are just a few of the hundreds of leading dealers 


who have already put the Office Furniture Merchandiser to work: 


Ivan Allen—Marshall Co., Atlanta, Ga. Office Equipment Co., Chicago, Illinois 

R. P. Andrews Paper Co., Washington, D.C. Pacific Desk Co., Los Angeles, California 

Clark & Gibby, Inc., New York City Parkin Printing & Stationery Co., Little 

Curtiss 1000, St. Paul, Minn. Rock, Arkansas 

Downs-Randolph Co., Tulsa, Oklahoma Pembroke Co., Salt Lake City, Utah 

General Office Equipment Co., Pittsburgh, A. Pomerantz & Co., Philadelphia, Pa. 
Pa. : Schwabacher-Frey Co., Los Angeles, Calif. 

J. K. Gill Co., Portland, Oregon Smith & Butterfield, Evansville, Indiana 

F. F. Hansell & Bro., Ltd., New Orleans, Charles G. Stott & Co.. Washington, D. C. 
La. The Wagner-Henzy-Fisher Co., Cleveland, 

Heinrich-Seibold Stationery Co., Rochester, Ohio 


= 2 Frank Wolf Co., Inc., Philadelphia, Pa. 
Horder’s, Inc., Chicago, Ill. 
Kistler Stationery Co., Denver, Colorado 
Latsch Bros., Inc., Lincoln, Neb. 
The R. P. Lewis Co., Flint, Michigan 
Lucas Bros., Inc., Baltimore, Md. 
Marshall Field & Co., Chicago, Ill. 
Marshall-Jackson Co., Chicago, Ill. 
Mead & Wheeler Co., Chicago, Ill. 
Chas. S. Nathan, Inc., New York, N. Y. ) 
Nelson-Thomas & Co., San Diego, Cal. oi) 
Northwestern Furniture Co., Milwaukee, 
Wisconsin 
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—Salesmen’s Compensation Plans— 
Training Salesmen to Make Surveys— 
Teaching Salesmen to Watch Profits— 
Employee Salaries and Furniture Costs 
—tTraining Salesmen to Sell Accessories 


SALES MEETING PROGRAMS 


Sales Meeting Checklist—A Small Sales 
Meeting—48 Sales Meeting Programs 


SALES TACTICS 


The New Way to Sell Office Furniture 
—How to Lay Out a Sales Territory— 
Market Surveys for Territory. Assign- 
ments—How to Work Outlying Terri- 
tories—How to Sell Big Companies— 
Find New Prospects—Monthly Call An- 
alyses—Moving Checklist—The Pros- 
pect Who Says, “I Want a Good Second- 
Hand Desk’”—Letter Follow-Up Plans 


OFFICE LAYOUT AND MANAGEMENT 


How to Measure Space fer a Layout— 
Putting the Layout on Paper—Isometric 
Drawings—Use of Templates—Scale 
Models for Layouts—Planning Straight- 
line Production 


MODERN OFFICE FURNITURE 


What Modern Wood Office Furniture 
Does for Business—New Office Furni- 
ture Finishes—Period Furniture and 
Modern Offices—Six Furniture Periods 
—Four Famous Designers—Office Fur- 
niture Glossary—Wood Furniture Check- 
list 


OFFICE DECORATING AND PLANNING 


Interior Decoration—Planning Func- 
tional Offices—Room Arrangement and 
Planning—The Role of Color—Common 
Decorating Problems—Color Schemes— 
Modern Office Lighting 


UNIT MODERNIZATION PLAN 


The Need for Unit Modernization— 
Modernization Checklist—Finding De- 
partments to Modernize—30 Office 
Faults—Letter of Submission—Setting 
Up Budgets—Follow-Ups 


OFFICE SEATING 


The Importance of Correct Seating— 
Seating in General Offices—Meeting and 
Conference Rooms—Recepticn Rooms- 
Recreation Rooms—Library and Refer- 
ence Rooms—How to Sell Better Chairs 


INSTALLATIONS AND SERVICING 


Installations That Bring Repeat Orders 
—Points to Watch in Installations— 
Care of Office Furniture—Repair and 
Rebuilding to Create New Sales 


PROMOTION AND ADVERTISING 


How Much Should a Dealer Spend for 
Office Furniture Advertising 7—What 
Advertising Will De—Newspaper Ad- 
vertising—Direct-Mail Advertising—Ir- 
regular Media—lInterior Displays—Win- 
dow Displays—Plans to Build Store 
Traffic 


COSTS, PROFITS, AND PRICES 


Keeping Down Operating Costs—Profit 
Control in Wood Office Furniture—An- 
alysis of Costs and Expenses—What 
Your Merchandise Costs—How to Figure 
Costs—Profits — Profit-and-Loss State- 
ments 
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SALT LAKE CITY FIRM EXPANDS RAPIDLY 


Franz Schreyer, owner-manager of the expanding 
General Typewriter Company, commenced business in 
Salt Lake City, Utah, about five years ago, having 
come from the Bridgeport plant of the General Elec- 
tric Company where he was employed as supervisor 
in charge of all office machines. He secured a small 





GENERAL TYPEWRITER CO., SALT LAKE CITY 
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space on Main St. and began seeking clients as a type- 
writer repair and service man. 

Eighteen months later he had secured enough busi- 
ness to warant a move to larger quarters, and he se- 
cured a shop at 40 Richards St., where he added sev- 
eral pieces of shop equipment. Here, he had increased 
floor space and a window display of office supplies, 
ribbons and carbon paper. 

One year later he was again forced to seek larger 
quarters, and this time opened a sales room and repair 
shop at 27 W. First South St. Additional shop equip- 
ment was added, a modest stock of office supplies and 
stationery was displayed, used typewriters and office 
machines were featured, and he employed two service 
and repair men to care for the greatly enlarged clien- 
tele which had been accumulated due to his excellent 
service and fair treatment of customers. 

In December of 1946, he opened the store at 30 E. 
First South St., in the newly remodeled Zion’s Se- 
curity Building. General Typewriter Company is the 
exclusive representative in the area of Victor adding 
machines, Speedrite Checkriters, and other nationally 
distributed lines. Here, also, is carried a complete line 
of office machines, desks, files, supplies and stationery. 
Factory rebuilt typewriters, adding machines, check- 
writers and other office machines are featured; every 
model of new and used portable typewriters are car- 
ried in stock. 

The same policy of service and extra attention in 
the repair and overhaul of all makes and models of 
office machines still requires the full time service of 
the repair department. At this location the store con- 
sists of the main display room on the street floor, the 
mezzanine devoted to a display of executive desks and 
equipment and also used by Mr. Schreyer as a private 
office, the repair shop shown in the accompanying 
photograph, and in the basement a complete workshop 
and washing room for the overhaul and rebuilding 
of all types of office machines. 

The small store at 27 West First South is still main- 
tained, and is operated by W. C. Mihlberger, who was 
trained by Mr. Schreyer as a repair and service man, 
and where rebuilt office machines and equipment are 
featured. 

Thus from a very humble beginning by Mr. Schreyer 
as a repair man, the business has grown until now it 
includes four salesmen, two stenographers and book- 
keepers, five full time service and repair men, and a 
shipping clerk, as well as the attention of the owner- 
manager himself. 

a ee 
GRAHAM ESTABLISHES NEW DEPARTMENTS 


Getting ready for the Christmas season, the John W. 
Graham Company, pioneer stationers of Spokane, 
Wash., recently opened three new departments with 
the latest in display and lighting equipment and 
modern counters. 

First of these departments is that handling foun- 
tain pens in a setting of well-designed showcases 
and lighting effects. The department is replete with 
the outstanding new items from the pen industry. 

The leather goods department has been moved to 
new and larger quarters. All types of leather giftwares 
are featured. 

Third of the trio of new setups is the stationery 
department that has been set squarely in the center 
aisle and main traveled route of store traffic. The 
“daylight illumination” flatters the products of the 
leading papermakers of the nation.—CML. 

8 et 
DOUGLAS HALE TAKES OVER H. & G. FIRM 


Douglas M. Hale recently took over the management 
of the H. & G. Typewriter Company at 214 E. Euclid 
St., McPherson, Kans., from David Crump, who had 
been operating the business for some time. 

Mr. Crump is leaving for Andrews, Tex., where he 
will operate a cafe but later plans to go back into 
the typewriter business. 
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that this popular aid to 


hitth, “ Benjiid : 
office efficiency is once again available in sturdy 


stretcher level steel, for immediate delivery .. . 


Durable, richly finished in colors to match any desk and to 
built any taste — time-saving Kleradesk helps you build a 
large, profitable following among hard-boiled office mana- 
yers and busy executives. 


ves time — properly indexed Kleradesk compartments 
utomatically distribute and route correspondence and all 
ther business papers. 


ves space — the capacity of model 6V, illustrated above, 
equal to that of six baskets or trays. Yet, it occupies less 
esk space than one basket. 


ncourages neatness — the convenience of Kleradesk and 
€ protection it provides against misplaced or wind-blown 
dluable papers make possible the clean, efficient-looking 
esks sought by every capable office manager and de- 
handing executive. 


imulates memory — papers are never hidden—there is 
© ‘out-of-sight, out-of-mind” among Kleradesk users. The 
porker is constantly reminded of the job to be done. All 
patters are expedited. 

t 


wilds your good reputation — every time you recom- 
end Kleradesk you do a favor for your customer. The 
se and speed with which this office aid does its many 
bs make a lasting impression an impression that means 
eady volume, greater profits, and a faithful following 
ong quantity buyers of office equipment. Don't wait — 
hace your order for Kleradesks now. 


ngbusch Self-Closing Inkstand Co., Milwaukee 3, Wis. 


6V — Walnut finish. 


6V — Gunmetal finish. 


6V — Oak finish. 


\ 


6V — Mahogany finish. 


y 
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Low model SH 
Kleradesk in oak 
for flat sorting 
of checks, cur- 
rency, etc. 


...a variety of Kleradesk 


models and combinations to 
suit every office need... 


Does many jobs—available in several different 
models, Kleradesk has many wide-spread uses such 
as: sorting checks, sorting for filing, routing, tempor- 
ary holding of matters pending, ready reference for 
books and catalogs, etc. 


Extremely flexible — made of interchangeable 
steel sections, Kleradesk can be adapted to all kinds 
of service. Compartments can be added. They are ad- 
justable, and additional space may be obtained by 
inserting floor boards of 3, 6, or 10-inch widths, as 
shown in the diagrams. 


Popular prices make Kleradesk a ‘must’ for every 
efficient office. 


ASSEMBLED MODELS 
Oak 


Green Mahogany 
Gun Metal Walnut 


3V : $ 6.00 $ 7.60 
4vV . 7.50 9.50 
5V ; 9.00 11.40 
oe pee 10.50 13.30 

19.50 24.70 
D . 10.50 13.30 
i weit 22.00 27.95 
5H 14.00 18.15 


Colored “Daily Reminder” Signal Folders 
Per Set of 6 . $0.75 


SENGBUSCH SELF-CLOSING INKSTAND CO. 


15127 SENGBUSCH BUILDING, MILWAUKEE 3, WISCONSIN 


——————=TURN THE PAGE (eo) 


Model D Klera- 
desk in gunmet- 
al. Also availa- 
ble in green, 
oak, walnut, and 
mahogany. 


Low model F 
Kleradeskin wal. 
nut for vertical 
sorting ofchecks. 


currency. and 
memos. 


UNASSEMBLED 


SECTIONS 

Oak 

Green Mahog- 

Gun any 

Metal Walnut 

High End $1.50 $1.90 
High Center.. 1.50 1.90 
Low End 1.50 1.90 
Low Center. 1.50 1.90 
3°’ FloorBoard 1.00 1.35 
6’’FloorBoard 1.25 1.60 
10°’FloorBoard1.50 1.90 
10’ Double Box 1.50 1.90 
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MANY ROYAL ANNIVERSARIES OBSERVED 


The Royal Typewriter Company reports many long 
gervice anniversaries. 

Heading the list is the thirty-fifth anniversary of 
John H. Forshay, New York branch manager. To cele- 
prate this event, top Royal executives and members 
of the New York sales department, a group 77 strong, 
gave a dinner for Manager Forshay at the Hotel Com- 
modore. Master of Ceremcnies O. Ward Marks lined 
up ten speakers for the banquet, including President 
M. V. Miller. At the dinner, Manager Forshay was 
presented with an enzraved dual pen set from his 




















HARRY WAY 


salesmen and other associates and with a traveling 
bag by Roytype Sales Manager James F. Vreeland on 
behalf of the»New York Roytype department. 

Manager Forshay, who began with the company as 
a bookkeeper in September 1912, and who since 1931 
served as New York manager, gave a stirring speech 
of his appreciation. 

At the factory, General Superintendent Henry J. 
Hart observed his thirtieth anniversary. Mr. Hart 
joined Royal as a tool designer in the drafting room. 
A keen inventive mind soon started him on a series of 
promotions which culminated in his being appointed 
to succeed the late B. J. Dowd as general superintend- 
ent two years ago. Today, Mr. Hart is recognized as 
one of the leading engineers in the typewriter industry. 
In honor of his anniversary, Vice-President C. B. Cook 
presented him with a gold watch on behalf of the home 
Office. 


JOHN H. FORSHAY 


Secretary Reaches Thirtieth Year 


Harry Way, secretary of the company, observed 
his thirtieth anniversary. He started with Royal as a 
collection correspondent in the old field department 
back in 1917. In 1918, he was named assistant credit 
manager. A good indication that Mr. Way was begin- 
ning to find his place in the company came in March, 
1921, when he was promoted to assistant secretary. He 
remained for five years until March, 1926, when he 
was appointed secretary, the position he has fulfilled 
for the last 21 years. 

Another factory anniversary was that of Assembling 
Supervisor John Kloski who celebrated his thirtieth 
year. In addition to the usual gifts from the factory 
Management, Mr. Kloski received a gold watch on 
behalf of the company. As a boy, he completed his 
drafting apprenticeship and later was promoted to 
parts draftsman. In 1926, he was given full responsi- 
bility for producing drawings of all parts of the first 
Royal portable. By 1928, he was assistant chief drafts- 
man. One year later he was promoted to chief inspec- 
tor of the assembling department. His well-rounded 
knowledge of typewriter building enabled him to gain 
further recognition when in 1945, he was named to his 
present position. 

Still another important 30-year man is Z. B. Burket, 
Pittsburgh credit manager. Mr. Burket started with 
Royal as Pittsburgh cashier in 1917. He was named 
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credit manager in November, 1946. On his anniversary, 
he was honored by the Pittsburgh organization. 

John M. Roberts, dean of Royal salesmen in Chicago 
and father of District Manager L. G. Roberts, Omaha, 
completed 25 years of continuous service on Septem- 
ber 14. All told Mr. Roberts has several more years of 
association with Royal, but he was out of the com- 
pany for a period. In a ceremony attended by all 
members of the Chicago organization, D. B. Starrett, 
office typewriter sales manager, awarded the tradi- 
tional gold watch to Mr. Roberts. 

Des Moines District Manager M. C. Devitt made the 
presentation of a gold watch to another of Royal’s 
outstanding branch managers, Lee G. Lunardi, Dav- 
enport. Manager Lunardi joined the Royal organiza- 
tion as a repairman at Davenport in September, 1922. 
Within a year, he was promoted to foreman. In March, 
1930, he was named to manage the Davenport office. 


—>-—_—___——— 
AVERY ADHESIVES TO HAVE NEW PLANT 

The construction of a new factory and office build- 
ing in Monrovia, Calif., by the Avery Adhesive Label 
Corporation of Los Angeles, Calif., has been announced 
by R. S. Avery, president of the company. 

The architectural plans for a one-story reinforced 
concrete structure of 18,000 square feet on a three and 
one-half acre site have been approved and construc- 
tion has already commenced, he stated, with comple- 
tion of the building expected about the first of the 
year. 

At present the manufacturing operations of the 
company are carried on in two plant locations—one 
in Los Angeles and the other in Pasadena, Calif., 
which will be combined under one roof in the new 
plant. In addition, the company maintains sales 
offices in Chicago and Detroit as well as representa- 
tives in all other principal cities of the United States 
and Canada and in some foreign countries. 

Avery Adhesives has manufactured Kum-Kleen 
Labels since 1935. 


——-—___. 


LETTER-WRITING QUEEN — Kathryn 
Vernon, 21, Waco, Tex., accepts a life- 
time supply of stationery from Jack 
Bailey, Mutual Broadcasting Co. “Queen 
for a Day” show master of ceremonies 
and four Dallas, Tex., models. The large 
selection of stationery was Miss Ver- 
non’s reward for being chosen “Letter- 
Writing Queen” of this year’s National 
Letter Writing Week. 
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BEHIND THE | 


SCIENTIFIC FINISH 
FOR EYE COMFORT. 


REARRANGE THE 
DRAWERS JUST AS YOU 
WANT THEM. 


WORKS FO 


Ever pick up a tool that “felt jus 
balanced as though it was custom-made for you 
the “‘feel” you'll get when you 
DEEP! PLENTY OF ROOM FOR before your new STARLINE: — 
(5 5 eatecalawas efficient working tool . . . because it 
in a few moments to your PERSONAL con 


working requirements. No other desk com 
features of convenience and utility. A 
of furniture, too . . . trim, 
speaking of quality crafts 
Berit. DRAWERS WAY | with Gunn’s scientific finish created to 


PULL DRAWERS WAY 
OF SPACE 


standards of the I.E.S. 
And the Starline is economical. 
You can afford to share its beauty and 
efficiency with everyone on your staff! 


ADJUST DRAWER 
"PARTITIONS IN A JIFFY 
TO FIT YOUR NEEDS! 


HEIGHT QUICKLY 
ADJUSTABLE 
FOR WORKING 
COMFORT. 


There's a special Starline desk or table for every office 
worker. We'll gladly send the complete new Starline cata- 
log .... drop us a line TODAY on your business letterhead! 


GUNN FURNITURE CO., Dept. O, Grand Rapids, Mich. 








HANDICAPS SURMOUNTED BY BUSINESS WOMAN 

Mrs. Reva Sheridan, proprietor of the Spencer Sta- 
tionery and Print Shop, 30 Seneca St., Hornell, N. Y., 
is a woman who has had to meet and overcome about 
every difficulty any successful businessman is ever 
called upon to meet. 

Three years ago a tragedy left her with her daugh- 
ter to care for as she faced the world with little ex- 
perience in business. 

Her only knowledge of the stationery business had 
been obtained from the customers’ side of the coun- 
ter. Her business experience had been gained as book- 
‘keeper for one of the smaller stores of the city. 


When the Spencer Stationery and Print Shop was 


WOMAN MAKES FIRM PAY—Mrs. Reva Sheriden, enter- 
prising proprietor who has made a paying business out of 
the Spencer Stationery & Print Shop, Hornell, N. Y., is at the 
right behind the counter. At the left is Miss Betty Swain. 


opened the stock was smaller than some stocks car- 
ried by five and ten-cent stores. The print part of 
the shop was a hope and the location, on a secondary 
street, was a store which the owners refused to give 
her a lease for. It was, however, near the business 
and office center of the city. 


Forced to Find New Location 


Within six months of opening day the owners leased 
the store to another tenant and Spencer’s was com- 
pelled to seek a new location in a city where business 
locations are scarce. 

There was only one vacant store and that was on 
the outskirts of the business center. It had only a 
15 foot front and was entered by three steps. The 
store had been vacant for months in spite of a large 
demand for store space. In June of 1946 Mrs. Sheridan 
reopened her shop with her winning smile still on 
her lips. 

No one ever enters the Spencer Shop seeking an 
item in the stationery line without procuring it either 
from stock or by leaving an order which receives top 
attention from the proprietor of the shop. In most 
Cases these orders were filled to the satisfaction of the 
customer. This has resulted in office supply buyers 
coming to believe that their needs can and will be 
attended to at Spencer’s. 

In September, 1946, a press and type were secured 
and the print part of the shop name became a reality. 
An expert printer is employed full time and the 
Offices of Hornell have come to depend on Spencer’s 
for their stationery to a large extent. 


More Help Now Employed 


When the shop was opened one assistant was em- 
Ployed. Today, there are two full-time assistants and 
two part-time assistants. The personnel has the spirit 
of service, possessed with the idea that they are in 
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CARY CHAISTHTIn 


ONE OF THE REAL JOYS 
OF YULETIDE 
IS THE OPPORTUNITY TO 
PUT ASIDE THE ROUTINE 
AND CUSTOMS OF EVERY 
DAY BUSINESS AND IN 
REAL SINCERITY WISH 
OUR FRIENDS 
A VERY MERRY CHRISTMAS 
AND A HAPPY NEW YEAR 


MIDWEST NATURLITE COMPANY 
CHICAGO | 
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the stationery business because it is the business 
through which they can best serve. 

At the end of her second year in business, Mrs, 
Sheridan had grossed more than $25,000. 

Asked to explain her success, Mrs. Sheridan said: 
“In the first place every one who comes in here is a 
friend of mine and we take pleasure in doing for 
that person the best we can.” Regarding her experi- 
ence in the stationery business, she declares, “I did 
not have any experience in the business but early in 
my work I secured what I call ‘My business Bible, 
the OrricE APPLIANCES magazine. I have studied it at 
every opportunity.’”—FDR. 





en Ge 


CHICAGO CASH REGISTER COMPANY EXPANDS 


The Chicago Cash Register Parts Company, 2810 
Addison St., Chicago, has added a new plast.c molding | 
department to its regular line of stampings, screw 
machine products, cash register rolls and ribbons and 
woodworking facilities for the manufacture of cash 
register drawers and bases. The new molding depart- 
ment is concentrating on the production of plastic 
coin trays, coin slabs and key tops. 

The firm—the only one in the country dealing ex- 
clusively in the manufacture and wholesaling of cash 
re_ister parts and suppiies—actually carries in stock 
well over 3,000 individual new parts, as well as a huge 








CHICAGO CASH REGISTER NEW DEPARTMENT 


supplementary line of obsolete parts, and conducts the 
complete fabrication of all sizes of its cash register 











ribbons. Thi 

The plant occupies 9,000 square feet of floor space in | SAI 
its principal building and two outside shops. An ex- | Tha 
ceptional order-filling system enables them to fill and | ped 
ship orders within 24 hours after their receipt. Not- littl 
withstanding the current shortage of materials, nota- | of si 


bly steel, they report that 93 per cent of the requests 
for parts and supplies are being taken care of on an | 
immediate shipment basis. Nearly 2,000 active dealer | 
accounts are being served from coast to coast in the | 
United States and in 30 foreign countries, ranging 
from Europe, South America, Asia and Africa to Aus- | 
tralia. A new 20-page illustrated supplement to their 
big catalog has just been issued, and is being sent to 
dealers free on request. 

Established in 1937, general management of the firm 
in 1943 was taken over by Guy W. Edmunds, with 
George E. Beals in charge of the order department. 
Since that time an increase of 400 per cent in sales 
has been shown. Mr. Edmunds previously had 25 years 
experience in the sale, production and engineering 
ends of the office equipment field, and has introduc 
many new items to the line, as well as originating @ 
number of others which shortly are to be put before 
the dealer trade. 
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Handsome, Handy 


HERCULES 


SALES-DISPLAY 
STAND 





SPECIFICATIONS: Sturdy one-inch, sixteen gauge steel 
tubing, all-welded construction. Feet equipped with floor- 
protecting gliders. Upright standards for changing adver- 
tising signs. Rich, grey wrinkle finish. Weighs approxi- 
mately 30 pounds. 


PAYS FOR ITSELF IN A HURRY! 


This is no mere advertising claim. In store after store where this new HERCULES 
SALES-DISPLAY STAND was tested, dealers reported a sharp increase in sales. 
That’s because it directs attention to the units previously located on the floor 
or hidden in some inconvenient place. This stand also reclaims valuable counter 
space for your lighter merchandise . . . sets up a Home Safe Department in very 
little floor space. Order your stand TODAY! Only $10 for this valuable piece 
of store equipment. 


Check your Stock of HERCULES Products NOW! 


In order to take full advantage of the HERCULES Sales- 
Display Stand, you should have stock to fill it... as well 
as reserve stock to handle the faster turnover this stand 
stimulates. So check your stock NOW .. . and send in 
your order for additional units PLUS the SALES-DIS- 
PLAY STAND at just $10. IMMEDIATE SHIPMENT! 


MAIL YOUR ORDER TODAY! 





MEILINK STEEL SAFE CO. 


TOLEDO 6, OHIO 


MEILINA BUILT 
— bi 
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Keep all your 

records safe 

and accessible 
use 


TRADEMARK 
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STEEL FRONTS ARE 
AVAILABLE AGAIN 
IN ALL SIZES 


Now all those records filed in wartime 
emergency housing can be kept in safe, 
clean, orderly fashion in steel front 
TRANSFILE fibre board Files. Now is the 
time to get all those valuable records in 
usable, accessible condition once again. 


The steel front TRANSFILE Files are avail- 


able in all sizes. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET, NEW YORK 13, N. Y. 


The REGULAR TRANSFILE fibre 
board Files are available in 
all sizes as usual. 
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HUSTON, NEUDECKER START OWN BUSINESS 


William G. Huston and Mark Neudecker recently 
started in business for themselves at Palo Alto, Calif,, 
operating the University Office Supply Company at 119 
University Ave. The firm carries a complete line of 
stationery, office supplies, and office furniture besides 
operating a service department and selling office ma- 
chines of all types. The office machine business in- 


cludes sale of new, used and rental machines. 
Mr. Huston’s experience qualifies him for the three 


UNIVERSITY OFFICE SUPPLY CO. OPENS DOORS IN PALO 
ALTO, CALIF.—Located on one of Palo Alto’s principal 
streets, the new business is owned by William G. Huston 
and Mark A. Neudecker, both well experienced in the -office 
supply field. The new enterprise, situated near~ Stanford 
University. will handle all types of office machines, both 
new and used, office supplies, furniture, and custom print 


' ing. Above, the display window and entrance. Below, the 


attractive, well-stocked interior as seen from the entrance. 


major branches of stationery, furniture and machines. 
From 1920 to 1940 he was Pacific Coast manager of 
Mittag & Volger, Inc., and in 1941 left for the Hawaiian 
Islands to become vice-president and general manager 
of Alexander Brothers, Ltd. In 1942 he formed Huston 
& Alexander, Ltd., a corporation for office machines 
and supplies business. In 1945 he resigned as vice- 
president and general manager of Alexander Brothers, 
Ltd., to devote all of his time as president of Huston 
& Alexander, Ltd. Selling out that latter-firm in 1946, 
he returned to the mainland, assuming the position 
of general sales manager for Red Feather Products, 
Ltd., of Redwood City, Calif. Upon opening his own 
firm, he resigned this position. 

Mark A. Neudecker, partner with Mr. Huston, grad 
uated from the University of Minnesota in 1939 and 
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Pat. Pending 


THE HANGING FOLDER WITH METAL ADJUSTABLE TAB 


Right now, when your customers are thinking 
about files, they are particularly responsive 
to all ideas which will make filing and filing 
easier. That is why alert dealers are making 
a concerted and concentrated effort on 
Guide-O-folders right now. They are demon- 
strating how easy it is to file and find with 
Guide-O-folders and they are making sales. ° 


Get your sales force to demonstrate Guide- 
O-folders to all their customers. That will pay 


real dividends. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET ° 


Pacific Coast Distributors: 
Gussco Sales Inc., 337 Winston St., Los Angeles 13, Calif. 





NEW YORK 13, N. Y. 


a lifetime. 


Guide Of 


A personal file, desk high, where 


Guide-O-frames set right into 
any standard file drawer — 
adjustable for a snug fit. No 
cutting of frames is necessary. 
Made of steel, they will last 


Aldor T | M E. 





WITH SLID-O-MATIC 
DISAPPEARING TOP 











— information may be kept instantly 

ro available. The Slid-O-Matic top 

ord | completely disappears at a slight 

int a push of the finger. It slides back 

oct | | into place with equal ease. Gray 
| sash 4 Th finish. Sturdy all steel construc- 

ome . 

nes | : eee | tion. Mounted on rollers, the 

g ° 

ian | Guide-O-file can be moved about 

ager STEEL DESK DRAWER UNIT én required. 

re Made to fit the lower deep drawer of 

epee all standard desks. Using this unit, the The Guide-O-file is equipped with 

nail desk worker always has important and 25 Guide-O-fold let 

oe vital data at the finger tips—always in uide-U-Tolders compiete 

1946, an upright position. Instantly available with adjustable metal tabs and an 

‘Hon and instantly replaced. The unit con- : 

- sists of a metal tray and 25 Guide-O- assortment of inserts for tab 

pee folders complete with adjustable metal headings. Guide-O-file is also 

tabs and an assortment of inserts for ¢ F 

rade | "8b headings. available without the stand. 

] and Reo 
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until 1941, before the war, was assistant advertising 
manager of the International Milling Company, Min- 
neapolis, Minn. He served for five years in the air 
forces, holding the rank of major. His last previous 
work was with the Red Feather Products, Ltd., as ad- 
vertising manager. 

eo 


JOE E. BARE APPOINTED BY TODD 

Returning to San Francisco, Calif., after five years, 
Joe E. Bare has been named San Francisco zone sales 
manager for The Todd Company, Rochester, N. Y. He 
assumed charge of the zone, with offices at 703 Market 
St., on November 10. 

A veteran of 12 years’ service with the Todd organ- 
ization, Mr. Bare has been in the company’s Rochester 
headquarters for the past two years as executive as- 
sistant, in charge of special sales and projects. Todd’s 
standardized advertising check program for the Amer- 
ican Trucking Associations, Inc., for example, was his 
development. 

Mr. Bare managed Todd’s San Francisco zone and 
the Western region previously from 1939 to 1942. Join- 
ing Todd in 1935, he was on the Memphis sales force 
six months and then served as New Orleans zone man- 
ager for four years before moving to San Francisco. 
He managed the company’s Chicago zone and region 
from 1942 to 1945, immediately prior to moving to 


the home office. 
eee 


NOMA PUBLISHES CONFERENCE PROCEEDINGS 
A carefully-edited, bound copy of the 1947 conference 


proceedings of the National Office Management Asso- 
ciation has been issued by the organization, detailing 





the complete program’ of the NOMA event which | 


opened May 26 at the Netherlands Plaza Hotel at Cin- 
cinnati, Ohio. The 144-page booklet is available to 
non-members at $5.00 per copy from the Association’s 
headquarters at 2118 Lincoln-Liberty Building, Phila- 
delphia 7, Pa. 

Printed in large, readable type, this booklet contains 
a wealth of information for those interested in office 
management. It contains a complete copy of each 
address given at the conference together with repro- 
ductions of charts and explanatory material. 


SS ee 


oe 





ROYAL ADVERTISING WINS—The direct mail advertising 
campaign for 1947 by Royal Typewriter Co., Inc., was 
awarded first place in the office equipment industry at the 
recent Direct Mail Advertising Association convention. See 
in the Royal booth at the D.M.A.A. event are (left to right) 
Advertising Manager Ellis G. Bishop, Cleveland District Man- 
ager M. C. Hull, Cleveland Salesman E. F. Butler, Special 
Roytype Representative A. W. Ruppert and Cleveland 
Salesman Andre Neher. 
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... this is the reason it pays to be a Woodstock dealer 


By selling through dealers, Woodstock protects 

your profits. 

This 100% dealer setup is backed by a complete 

selling plan of National Advertising . . . ads in The 
SATURDAY EVENING POST... a series planned for 
other National Magazines . . . numerous 

dealer helps ... FREE NEWSPAPER MATS, BOOKLETS, 
DISPLAYS and WINDOW STREAMERS. 


Millions of your best customers are being told how the NEW 


DELUXE WOODSTOCK is precision-built to add ease, 
speed and efficiency to office work. They are asking to see 
this dependable, typewriter. 
Add to your sales, your prestige, and your profits. 
You'll find it pays to be a Woodstock Dealer! 


>= aH ODSTOC 


* NATIONAL ADVERTISING 
Ads running in the Satur- 
day Evening Post and a 
series planned for Life. 


® NEWSPAPER MATS 
Available in convenient 
form and size for release 
to local newspapers. 


© ENVELOPE STUFFERS 
Planned for your imprint- 
ing and mailing direct. to 
customers and prospects, 
telling all about the new 
deluxe Woodstock. 


* BOOKLETS 
With full information and 
instructions on all the top 
features of the new de- 
luxe Woodstock. 


® COUNTER DISPLAYS 
A series of attractive 
counter size disploys 
printed in two-colors, 


WINDOW BANNERS 
Attention getting, color- 
ful, announcing sales and 
service by you as a Wood- 
stock Dealer. 


WOODSTOCK TYPEWRITER COMPANY 


WOODSTOCK, ILLINOIS 
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CLEVELAND FIRM REMODELS, CHANGES NAME 

Ace Rubber Stamp & Office Supply Company, han- 
dling marking devices and office supplies at 135 The 
Old Arcade, Cleveland, Ohio, has changed its name to 
this title from Ace Rubber Stamp Company. Although 
office supplies have been sold for the past two and one- 
half years, the change of name to Ace Rubber Stamp 
& Office Supply Company did not become effective 
until this year. 

Nathan Tanzman has always been sole owner of the 


ACE crrice' steer & 

















TRAFFIC-STOPPING WINDOW.—One of the attractive, well- 
planned windows set up recently at the business home of 
Ace Rubber Stamp & Office Supply Co., 135 The Old Arcade, 
Cleveland 14, Ohio. The firm was organized in October, 1935. 


company which started in business in a small location 

in October of 1935. After three years a move was made 

to larger quarters, at 131 The Old Arcade Building, 

one flight lower. The present move was made to secure 

quarters twice as large as those previously occupied. 
. *—-¢ —— 

APPOINTMENTS ANNOUNCED BY BURROUGHS 

Sheldon F. Hall, formerly assistant secretary and 
assistant treasurer of the Burroughs Adding Machine 
Company, has been appointed to the post of secretary, 
and Edward F. Neubecker, formerly on the secretary’s 
staff, has been named assistant secretary and assistant 
treasurer, according to an announcement made re- 
cently by John S. Coleman, president of the company. 

Hall succeeds George W. Evans, who retired from 
the company after serving as secretary for 25 years. 
Evans joined the Burroughs organization in 1909 and 
was auditor and comptroller from 1916 to 1922, when 
he became secretary. 

Born in Mathews, Va., in 1914, Hall received his early 
education in Norfolk and graduated from the Virginia 
Polytechnic Institute in 1936. He joined the Burroughs 
Sales organization in Norfolk, Va., the same year, and 
during the next ten years served on the sales staff in 
the home office in Detroit and as special representa- 
tive in charge of government affairs in Washington,, 
D. C. He was made assistant secretary and assistant 
treasurer of the company in 1946. 

Neubecker was born in Buffalo, N. Y., in 1911, and 
received his education in that city, graduating from 
Canisius College in 1932. From 1932 until 1940 he 
handled various auditing and accounting assignments 
for Buffalo concerns, and for four of those years was 


122 





on special duty in Washington, D. C., with the Depart- 
ment of Internal Revenue. After joining the Bur- 
roughs organization as a salesman in the Washington 
Branch in 1940, Neubecker assisted in the handling of 
Buroughs’ wartime activities from 1943 to January of 
this year, when he was assigned to the office of the 
secretary in Detroit. 
><. _ 


UNDERWOOD NAMES FIVE BRANCH MANAGERS 


Five branch managers were recently appointed by 
Underwood Corporation, according to an announce- 
ment by W. F. Arnold, vice-president and general sales 
manager. 

H. L. Lovelace, who joined Underwood in 1922 as a 
typewriter representative, has been made manager of 
the Asheville, N. C., territory. 

E. W. Driehorst, with Underwood since 1923 as a 
typewriter representative, has been made manager of 
the Wheeling, W. Va., section. 

M. B. Knapp, who joined Underwood in 1929 as a 
service representative in Evansville, Ind., has been 
made manager of the Terre Haute, Ind., area. 

W. F. Waide joined Underwood in 1946 as an ac- 
counting and adding machine salesman. He has been 
made manager of the Roanoke, Va., territory. 

J. B. Thompson has been appointed manager of the 
Greensboro, N. C., district. Mr. Thompson first joined 
Underwood in 1938 as a wholesale portable typewriter 
representative in Atlanta, Ga. Moving to Charlotte, 
N. C., in 1941 as an adding machine salesman, he con- 
tinued there until his present assignment. 

—<_=>_e- —— 
DALLAS FIRM OBSERVES ANNIVERSARY 

The Stewart Office Supply Company, 1523 Commerce 
St., Dallas, Tex., recently observed its thirty-fifth anni- 
versary. The company, which was established by W. 
Neill Stewart, Sr., in 1912, now operates a modern 
two-story building at 1523 Commerce St. and a Mimeo- 
graph sales and service department at 2026 Commerce 
St. J. Howard Cude is vice-president and W. Neill 
Stewart, Jr. is secretary.—JHR. 


. ae 2 — 


BRADLEY FIRM OPENS AT CARTHAGE, TEX. 

The new firm of George Bradley & Company, which 
opened for business at Carthage, Tex., November 17, 
will specialize in office equipment, engraving, printing 
and lithographing, and will also handle a complete line 
of office supplies. George R. Bradley and Tom L. Vin- 
cent are the owners.—EEG. 


*—_« 
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STEEL FOR A. B. DICK PLANT—The first steel for the A. B. 
Dick Co’s new, modern one-story plant in Niles, northwest 
of the Chicago city limits, leaves the Austin Co. fabricating 
shop at Cleveland, Ohio, en route to the site. More than 
2,000 tons of structural steel will be required by the Austin 
Co., engineers and builders, for the construction. 
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a Starting now, offices everywhere are pre- 
° : paring to transfer 1947 records. In this 
a @ big transfer season ahead, Oxford Files 
f | are your surest money-maker, because only 
. = Oxford offers files in three models and 
n twelve sizes. 
n 
STEEL FRONT 
d 
4 
x ’ 
| 4 HERE’S WHAT THREE MODELS AND 
|< , 
+ TWELVE SIZES MEAN TO YOUR CUSTOMERS: 
7 
a4 
e i 
: _ Do your customers need transfer files for correspondence, 
, STEEL CLAD ; for invoices, for dozens of different forms and records? 
a Twelve sizes of Oxford Files include the right size file for 
4 most any office form. 
] 
Do they need transfer files to be set up in the front office, 
where appearance counts? Oxford Steel Front files stand 
proudly in the company of the most expensive current files. 
a 
2 Do they need transfer files, good looking and sturdy, yet 
4 moderately priced? Oxford Steel Clad files, steel reinforced, 
e but without steel fronts, are the perfect answer. 
Do they need storage files, at rock-bottom prices, but with 
all the convenient reference of a pull-drawer file? Oxford 
STANDARD Standard Files provide the lowest-cost method of storing 
‘ records so they can be instantly looked up. 
| 7 
| 10% OF ALL REFERENCE is to OXFORD FILES 
THREE MODELS TWELVE SIZES 
records no longer in current files. Yeutve. certain to hove shitiierene: 
' tomer wants, in size, style or price. 
That makes the transfer file mighty im- 
portant office equipment. Your customers 
need the best, and when you offer Oxford’s 
variety of sizes, (to take care of all kinds 
of records), and Oxford's variety of mod- 
els, (to take care of the need for front 
office appearance, plain service, or lowest 
cost), you are bringing your customers a _ 
‘ selection they can get nowhere else. FILING SUPPLY CO., INC. 
J 340 Morgan Ave., Brooklyn 6, New York 
1 
: 125 S. 8th Street, St. Lovis 2, Missouri 
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STAPLE-MASTER 


STAPLING MACHINES! 


ARE HERE AGAIN 
PLEASE 
Write Us 


MARKWELL MFG. CO., INC. 
yielew iti>}-te) By ami a's de) :1 4 13, N. Y. 
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CAPITOL GRADUATES TYPEWRITER REPAIRMEN 

The first typewriter repairman course graduates 
received their diplomas October 15 from the Capitol 
School of Typewriter Mechanics, 1508-10 Benning Rd., 
N.E., Washington 2, D. C. Of the five, two are now 
employed by the Royal Typewriter Company, Balti- 
more, Md. The other men will start work elsewhere 
after a short vacation. 

Thirty more men are scheduled to finish their studies 
by the end of the year and nearly 100 by July, 1948. 
Since most of these men come from outside the Dis- 





CAPITOL GRADUATES—Four who graduated recently from 
the typewriter repairman course of Capitol School of Type- 
writer Mechanics, Washington, D. C., appear with their 
diplomas in the presence of William L. Gould (left), adminis- 
trator; Orin L. McCoskey (center), director of training; and 
George E. Gould (right), school director. The graduates 
(left to right) are Archie E. Lewis, Joseph ‘Bonavno, Peter F. 
Golias, and Jack E. Hendrix. 


trict of Columbia, they will be interested in job place- 
ment all over the United States. 

The starting and graduation dates of new courses, 
each to make about 100 men available, are: 

Adding machine repairmen—Start October 27, grad- 
uate June 4, 1948; start November 10, graduate June 
11, 1948. 

Calculator repairmen—Start November 17, graduate 
June 25, 1948; start December 1, graduate July 10, 1948. 

Cash register repairmen—Start December 8, gradu- 
ate July 16, 1948. 

In teaching these students adding machine, calcu- 
lator and cash register servicing, the companies whose 
products are used have for the most part supplied the 
school with their own company manuals to be used 
in the instructions. 

The school is interested in obtaining requests from 
dealers and manufacturers for trained mechanics in 
order to inform the official as to what communities 
or regional areas the students should be drawn from. 

At the recent National Business Show in New York 
City, the Capitol School of Typewriter Mechanics was 
represented at the exhibit of the Veterans Adminis- 
tration. William Armstrong, a disabled veteran and 
one of the students, demonstrated to visiting dealers 
and manufacturers his ability to repair typewriters. 

As the result of Administrator George Gould’s dis- 
cussions with dealers and company representatives at 
this show, many of the firms agreed to hire graduates 
of the typewriter repairman course. 


SS EE 


FLO-BALL PEN MOVES N. Y. OFFICES 

The Flo-Ball Pen Corporation recently announced 
the removal of its New York, N. Y., headquarters to 
larger offices and showrooms on the ninth floor at 347 
Fifth Ave. Members of the trade nave been cordially 
invited to visit these centrally-located quarters. The 
new offices and showrooms provide additionai space 
to accommodate the buyers who are featuring Flo-Ball 


pens. 
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Because of YOU 


... we enjoy in greater measure the good will and good 


cheer of this glad holiday season. Thus, as we say 





to our friends and customers everywhere, 
we add our sincere thanks for your interest 

and cooperation during our first year in 
business, and pledge continued efforts to 

serve you faithfully and well in years to come. 


The management and personnel of the 


DIXIE CHROME PRODUCTS COMPANY 


2509 OAKLAND AVENUE DALLAS, TEXAS 


\* * * * * 
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THIS NEW TAILOR-MADE CATALOG 
WAS MADE TO ORDER FOR YOU! 


‘y eve ... you asked for it—so we made it to fit your 
specifications and to fulfill all your requirements. 
No hand-me-down catalog this .. . it was especially de- 
signed and attractively printed in color to include all 
your suggestions. It’s expertly arranged to give you 
quick, easy access to all the information you need 


=_ MAIL COUPON TODAY! 


Please rush my copy of your spectacular new M&\ 


x! 


atalog 
Name 

Position 

Firm 


Your Home Address 


eeeeeeeoceeeeeeeeeeeoees 
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City se. 
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on each and every Mittag and Volger quality product. 


COLORFUL FINGER TIP REFERENCE INDEX 


Notice the colorful six section index to facilitate rapid 
reference work. A flick of your finger brings you the 
information you want quickly — easily and efficiently. 
18 REGIONAL STATIONERY ASSOCIATIONS PASSED 
RESOLUTIONS FAVORING A CATALOG LIKE THIS 


It’s ready for vou now. Be sure to send for your copy o! 
this modern M&V catalog today! It will be sent to you 
with our compliments as our contribution to better 


catalog work. Don’t delay . . . mail the coupon now! 


Mittac & VOLGER, INC. 


Fine Carbon Papers & Inked Ribbons 
Park Ridge, New Jersey, U. S. A. 
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MEETINGS—CONVENTIONS—DINNERS 
(Continued from page 84) 
out a plan for a permanent organization. The follow- 
ing temporary officers were appointed: 

V. G. Severin, Davidson Manufacturing Company 
chairman. 

Ear] Denton, Earl Denton & Company—vice-chair- 
man. 

Brown Hardison, “Efectos de Escritorio,”’ secretary- 
treasurer. 

The secretary was instructed to prepare a member- 
ship application form to be sent to manufacturers in 
this area who might be interested in exporting office 
supplies and equipment. 

Another meeting is planned within 30 days to hold 
election of officers and draw up the charter and by- 
laws. 

The following attended .this meeting: Charles A. 
Hofstetter, Ace Fastener Corporation; Alfred L. Jacobs, 
The Heyer Corporation; R. J. Ortiz, Speed-O-Print 
Corporation; Earl Denton, Earl Denton & Company; 
Ludwig Batzner, Arrco Playing Card Company; Ken- 
neth Ostman and R. W. Weikel, O. O. Mallegg Com- 
pany; V. G. Severin, Davidson Manufacturing Com- 
pany; E. I. Foley, A. B. Dick Company; Corydon S. 
Taylor, Wells Office Furniture Company; and Brown 
Hardison, “Efectos de Escritorio.” 

The purpose of the association is to provide an 
office supply manufacturer engaged in export activities 
with the means of personal contact with others in the 
same industry and to build up a broadened export 
knowledge from the combined experience of many. 


PHILADELPHIA STATIONERS MEET AT READING; 
REGIONAL GOVERNOR RUNNELS ATTENDS 


The regular monthly meeting of the Philadelphia 
Stationers Association was held on Thursday evening, 
October 16, at the Mountain Springs Club, Mt. Penn, 
Reading, Pa. Delegations of members from Reading, 
Allentown, York, Lancaster, Norristown and Philadel- 
phia, Pa., were present, making an attendance of 60 
members. 

At the close of a delicious steak dinner, president 
Larry Herr, L. B. Herr & Son, Lancaster, Pa., thanked 
Charles Newcomet, C. F. Heller Bindery, Reading, Pa., 


and his committee for doing a splendid job in making | 


arrangements for the meeting. Mr. Newcomet, in 
acknowledgment, extended a hearty welcome and ex- 
pressed the hope that frequent meetings would be 
held in Reading, Pa. 

After the minutes were read by Secretary Joseph A. 
Snitzer, Automatic Printing Corporation, Philadelphia, 
Pa., Treasurer Irving Roth, Roth Brothers, Philadel- 
phia, Pa., reported the treasury in good shape with a 
substantial amount on hand. 

William F. Vogel, Sengbusch Self-Closing Inkstand 
Company, strongly urged that educational programs 
be resumed at future meetings. His suggestion was that 
a different manufacturers’ representative be invited 
to address each meeting. President Herr thanked Mr. 
Vogel and also urged that an educational program be 
mapped out for future meetings. 

Vice-President Bernard Diekhouse, Diekhouse Sta- 
tioners, Philadelphia, Pa., chairman of the member- 
ship committee, announced the addition of one new 
member, Homer Weber, The Cooke & Cobb Company. 


Nominating Committee Named 


President Herr then appointed a nominating com- 
mittee to select candidates for office for the coming 
year—Chairman Charles Lukens, Yeo and Lukens Co., 
Philadelphia, Pa.; Ed. Johnston, Wilson Jones Com- 
pany; and George Wuster, Wm. F. Murphy Sons Com- 
pany, Philadelphia,: Pa. 

Prior to introducing Joseph C. Runnels, Commercial 
Office Furniture Company, Washington, D. C., NSA, 
governor of District No. 3, Mr. Herr declared that the 
Philadelphia Stationers Association has a deep interest 
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Model B with book holder attachment 


OPERATION OF 
BOOK HOLDER ATTACHMENT 


Spiral raises for turning pages and adjusts automatically 
for thickness of copy. 


Line indicator adjusts for sag in pages. 


Slide holding line indicator may be moved up or down by 
direct pressure. 


Slot holds spiral in position so that line indicator can be 
moved down by stroking knob. 


LINE INDICATOR 


Is only '4" wide. 


Slides rapidly for initial setting. 
Moves a line a time by rotation 
of knob. 


Has ball bearing contact with 
spiral track. 


Model B without Book Holder 
Attachment. 








Model B folded ready to put in desk with Book Holder 
detached. 


Write today for descriptive circular showing complete 
line of copyholders and bookholder. 


HENRY I. RICHARDS 


2258 N. Vernon St. Arlington, Va. 





127 








TYPEWRITER 


PLATENS 


PARTS—TOOLS 
and Accessories 


For better impressions use 


the AMES _ Whark platen. 


° 
For parts of quality 
with less delay. 


6 


For a better job 
use our quality tools. 


5 


FOR ALL MAKES 
OF TYPEWRITERS 
Contact your nearest of fice 


machine dealer. 


AMES SUPPLY CO. 


564 West Randolph Street 
Chicago 6, IIlinois 


37 Murray St., New York 7, N. Y. 
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Dallas 1, Texas 


191 Cain St. 
Atlanta 3, Ga. 
583 Market St. 
San Francisco 5, Calif. 


417 Wall St. 
Los Angeles 13, Calif. 
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in the National Stationers Association and advanced 
the opinion that both associations could be helpful to 
each other. In acknowledgment, Mr. Runnels ex- 
pressed his pleasure at being able to attend the meet- 
ing and his appreciation at being elected governor. 
He asked for constructive criticisms and helpful sug- 
gestions during his term of office. “It is only by all 
working together and giving full co-operation that im- 
provements can be accomplished,” he declared. In 
conclusion, he announced that the convention of 
District No. 3 next year will be held on March 11, 12 
and 13 at the Mayflower Hotel, Washington, D. C. 


Hear Thomas Stagg of Hoskins 


Thomas Stagg, Hoskins, Inc., Philadelphia, Pa., spoke 
of association work and of the Philadelphia Station- 
ers Association in particular. Going back some 40 
years, he recalled changes and improvements that 
have taken place throughout the industry, saying, 
“some of which had their origin in Philadelphia.” 
He reminded his listeners that the Philadelphia Sta- 
tioners Association is one of the oldest organizations 
in the industry and from its conception, some 42 years 
ago, its aim has always been for the betterment of that 


industry. 

During that time many new ideas were proposed by 
the Philadelphia Association, some of which worked 
out and others didn’t, he declared, but the group is al- 
ways looking for ways and means to better conditions 
and will keep right on trying. “The stationery busi- 
ness is a grand business,” he said, and the longer you 
are in it, the better you like it and the more you want 
to do for it.”In conclusion, he recommended that 
young members of the group contribute something to 
the industry of which they are a part and get some 
real enjoyment in so doing. 

SEI dienes cee 
CANADIAN STATIONERS HEAR HOLT 

An attendance of 105 was present for the Stationers’ 
Guild of Canada, Inc., meeting in Toronto on Wed- 
nesday, October 8, which gave the members the privi- 
lege of hearing Herbert W. Holt, secretary of the Sta- 
tioners Association of Great Britain and Ireland. L. W. 
(Bill) Jones of Hamilton, Guild district chairman for 
Ontario, presided. Stationers were present from Wod- 
stock, Hamilton, St. Catharines, Belleville, Brockville, 
Montreal and Toronto. 

Mr. Holt outlined the background of his association, 
referring to the Guilds of long ago. He also explained 
the present policy of operation and told of the various .- 
activities. The British association, he pointed out, as- 
sisted the authorities during the war in all matters 
pertaining to the stationery industry and is still in 
close contact with the central pricing committee, a 
government body. 

The speaker referred to the co-operation that has 
been evident through the years between the British 
association and the Canadian Guild. He mentioned 
the contribution made by stationers in Canada to the 
Bomber Fund raised by British stationers for the pur- 
chase of a Spitfire plane during the war. Very appre- 
ciative reference was also made to the present cam- 
paign for the sending of foodstuffs to fellow stationers | 
in Great Britain. 

Mr. Holt also outlined the discussions that have 
taken place with reference to a possible International ~ 
Stationers Association. He declared that if it is profit- 
able to have national associations it would also be well 
to have an international group to further mutual un- 
derstanding and good will and assist in peace of the 
world. 

James P. Cook, with his usual touch of wit, thanked © 
Mr. Holt for the address. 

Mr. Holt presented to the Guild a resolution and 
brochure from the Worshipful Company of Stationers | 
and Newspaper Makers, an institution that dates back 
to the year 1403. An inscribed gavel and block of oak | 
from one of the beams of the roof of Stationers Hall, | 
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Introduce your customers to VICTOR BOOK VISIBLE — either cloth covered 
or all metal — and you will be doing them a service. Victor book units are port- 
able, light, strong and easy to use. They are ideal for many of the countless small 
records found in every office. Hundreds of uses will suggest themselves by a look 
through your Victor Book Visible demonstrator, set up with a condensed library 
of stock forms. It always pays dividends to suggest new ideas that save your 


customers time and money. 


The VISECO “Action” 
DESK TRAY 


A really new office time-saver that will 
stimulate your desk tray sales. Dem- 
onstate the VISECO “Action’’ DESK 
TRAY at every opportunity —it 
means satisfied customers and extra 
pronts for you. 
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London, which was damaged by enemy action, was also 
presented from the stationers overseas. J. S. Luckett 
received these presents on behalf of the Guild. 

In token of appreciation of his visit to Canada, the 
Guild presented to Mr. Holt a pair of “Links of Friend- 
ship” cuff links and other personal items. 

—_—_—_—— 

WORKMAN ADDRESSES CHICAGO STATIONERS 

Samuel L. Workman, president of Workman Service, 
Inc., had an attentive and highly appreciative audi- 
ence at the regular monthly meeting of the Stationers 
Club of Chicago on Monday evening, November 17. As 
special guest and speaker of the evening, Mr. Work- 
man held the members in thrall as he outlined his 
business philosophy under the title, “The Baker’s 
Dozen.” He interpreted the phrase as meaning to 
give a little more than is expected. 

In business, Mr. Workman asserted, we are dealing 
fundamentally with human beings, whatever the field 
—manufacturing, distribution or service. The re- 
sponsibility of an employer is to get to know his em- 
ployees and their problems. The next step is to give 
a little extra in tolerance, patience and consideration. 
Give a sense of dignity and pride to employees; prac- 
tice the good will idea among them. By taking on 
responsibility for employees, the businessman cuts 
down on employee failures. 

The same principles that are effective in employee 
relation hold true in reference to customer relations, 
Mr. Workman indicated. “It is well to remember,” he 
said, “that customers are more important to the busi- 
nessman than he is to customers. 

As a closing comment, Mr. Workman urged those 
present to do something for their communities, point- 
ing out that people get out of a project what they put 
into it. 

Prior to Mr. Workman’s excellent address, Harold 
Rossuck, Better Office Supply Company, president of 
the local group, called for the credit committee’s re- 
port, which precipitated quite a bit of discussion, and 
then announced that the club’s Christmas party would 
be held on December 15, at which time a membership 
drive would be initiated. 

- *—>¢ 
COMDA MEMBERS HEAR ABOUT INSURANCE AND 

STOLEN MACHINES AT NOVEMBER MEETING 

About 60 were present at the regular monthly meet- 
ing of the Chicago Office Machine Dealers Association, 
held in the Maryland hotel on Tuesday evening, No- 
vember 11. The principal speaker was Halsey Steins, 
an insurance broker who discussed the subject of 
insurance in its various forms for individuals and 
businesses. He provided some interesting and helpful 
facts on policies for personal liability, property dam- 
age, accident, robbery and burglary. Following his 
formal presentation a number of members asked perti- 
nent questions and received illuminating replies. 

Preceding Mr. Steins’ address was an interesting 
discussion by Officer Francis O’Sullivan of the pawn 
shop detail of the Chicago Police Department. Officer 
O’Sullivan explained the method by which his detail 
is co-operating with COMDA in the recovery of stolen 
office machines. 

E. W. LaTourette, Underwood Corporation, presented 
an enthusiastic report as chairman of the association’s 
annual dinner dance and revue, scheduled for Satur- 
day, November 15. Mr. LaTourette gave credit to 
Robert Goldblatt, Star Typewriter Company, chairman 
of the program committee, and Jack Weiner, Belmont 
Typewriter Sales & Service, chairman of the ticket 
Sales committee, for the indicated success of the affair. 


Just prior to the election of officers, Earl Thompson,- 


Thompson-Zegiel Company, was appointed chairman 
of the membership committee, succeeding Burns Mar- 
vil, Ames Supply Company. 

The final activity of the evening was the election 
of the following staff of officers to serve during 1948: 
Wes Beutler, The Typewriter Specialists, Chicago, 
president; Van Haverton, Van’s Business Machines 
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Company, Peoria, Ill., vice-president; Bruce Brown, 
Central Typewriter Company, Chicago, secretary; and 
Stanley Stewart, Stewart’s Typewriter Repair, Chicago, 
treasurer. 


NEW MEMBERS FOR GREAT LAKES TRAVELERS 
At the October 31 business meeting of the Great 
Lakes Travelers Club the following representatives 
were elected to membership: Harry Rafferty, Jr., In- 
dustrial Tape Corporation; E. A. Mannhardt and 
Stephen A. Ebsary, American Lead Pencil Company, 
and Chester S. Leroy, Standard Pencil Sharpener 
Company. Maynard Westring, Mid-City Stationers, 
Inc., Rockford, governor of the NSA District No. 6, 
was a visitor. The club voted to cancel the meeting 


| scheduled for December 26, which action automatically 


set December 19 as the date of the December business 


| meeting and also the date of the annual election of 


officers. 

In the absence of President Tom Gillice, Rockwell- 
Barnes Company, First Vice-president, Ray Eichen- 
laub, Service Steel Products Company, presided at the 


regular monthly business meeting of the Great Lakes 


Travelers Club on Friday, November 21. Normally, the 
business session is held on the last Friday of the 


| month, but probable lack of attendance resulted in 


cancellation of the meeting scheduled for the Friday 
after Thanksgiving Day. 
Minutes of the preceding business meeting were 


| read and approved, and reports of officers and com- 
| mittee chairmen accepted. Jim Lynch, Browne-Morse 


Company, chairman of the club’s birthday party com- 
mittee, announced that arrangements had been made 


| to hold the twelfth anniversary party in the Congress 


Hotel on February 21, the Saturday nearest to Feb- 


| ruary 22, the natal day shared by the club with George 
_ Washington. 


John Gilbert, Orrice APPLIANCES, being short of 


| cigars, passed candy in celebration of achieving the 


status of grandfather of twin girls. He reported that 
another daughter-in-law recently added a boy to the 
Gilbert family roster. 

The following travelers were accepted into member- 

ship: George De Beer and Ed. O’Leary. 
Sasa ee ane eee 

TORONTO STATIONERS OPEN 1947-48 SEASON 

The Stationers’ Guild Club, Toronto, Canada, Di- 
vision, held its grand opening dinner meeting for the 
1947-48 season on October 22 in the Oak Room of 
the Union Station. 

Ninety-eight members attended to get the new year 
of the club off in grand style, this being the largest 
turnout in history of the organization. Murray Sum- 
ner entertained with sleight-of-hand magic and Ted 
Fugler gave an interesting talk. This was followed by 
a film, “It’s the Little Things That Count,” dealing 
with the finer points of selling. 

simacrieielidlllalliaiag Ricci 
NATIONAL CONVENTION REPORTED AT CHICAGO 
OFFICE FURNITURE DEALERS’ MEETING 

The regular monthly meeting of the Office Furniture 
Association of Chicago, held in the Bismarck Hotel 
on Monday evening, November 3, was devoted largely 
to glowing reports of the recent convention of the 
National Office Furniture Association in New York 
City. Fourteen local dealers were in attendance at the 
national assembly and most of them were on hand at 
the Chicago meeting to give their versions of the New 
York meeting. 

Under the chairmanship of Hy Natovich, Spak & 
Natovich, chairman of the local group, Harry Hoffher, 
Kendrick Furniture Company, was presented as vice- 
president of the new national association. Mr. Hoffher 
and the following all made interesting comments about 
the New York meeting: Norman Ginsburg, Joseph 
Ginsburg, Inc.; Maury Revzen, S. Revzen; Jack Geiser, 
Geiser Office Furniture Company; Harry Lipsky, Busi- 
ness Furniture Company; Hy Natovich; Lou Block, 
Milwaukee Chair Company; John Smythe, Geyer’s 
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When Christmas season comes along 
With happiness and glee, 

Salesmen chant the usual song 
To customers. You see 

The spirit of good will comes out, 
They’re full of Christmas cheer. 

They talk of things they should talk about 
Throughout the entire year. 


At old Q. Park, we like to show 
Respect and our devotion 

To customers like you, you know, 
Without a great commotion. 

Instead of just one time each year 
To send a sincere greeting, 

The thought of you is always here, 
It’s constantly repeating. 


It’s nice to know a fellow’s friends 
Are customers, that’s swell. 
But real happiness depends 
On something else as well. 
You'll find that everyone concurs 
And quickly comprehends 
It’s better to have customers 
Who are your sincere friends. 


When Christmas season comes along 
With happiness and glee, 

We shout with others loud and strong 
All greetings there can be. 

But don’t forget — it’s EVERY DAY 
We wish the best for you, 

With happiness in every way... 
That makes us happy, too. 


MERRY CHRISTMAS 
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Topics; Earl Hanson, Spak & Natovich; Lou Kriloff, 

a Kriloffice Products; Al Johnson, Globe Furniture & 
Stationery Company, and Lou Farber. ~ : 

| Following the special reports, Activities Chairman Quality Since 

Charles Goodman, S. Stein & Co., presented an out- 1894 

4 line of programs scheduled for coming months. The 

problems of trucking were discussed at some length 

and a committee appointed to make further investiga- 

tion. After the regular business meeting was ad- 

journed, a moving picture of the principal games of 

the Chicago Bears football team during the 1946 sea- 

son were shown. 





STATIONERS GUILD CLUB HEARS REILLY 


The Stationers’ Guild Club, Toronto, Canada, had a 
large attendance for the meeting of November 12. 
Guest speaker was L. M. Reilly, director of the Reilly 
Institute of Effective Public Speaking. Bill Wright, 
one of the members, entertained with several selec- 
tions on the accordion and Bud King led the singing. 

— >. __— 


BURROUGHS APPOINTS CARL E. SCHNEIDER 


Appointment of Carl E. Schneider to a new post as 
director of industrial relations of the Burroughs Add- 
ing Machine Company was announced recently by 
John S. Coleman, president. 

Mr. Schneider, who joined the Burroughs organiza- 
tion in 1929, will head a new industrial relations divi- 
sion established to supervise and co-ordinate the fol- 
lowing personnel functions of the company: employ- 







Pelouze 
NATIONAL 


The Ever Popular All-Purpose Scale 





Capacity, 4 pounds by ounces. Handsome 
and sturdy for office, store and home 
use. Shows clearly and exactly the post- 
age required for all classes of mail, 
including parcel post by zones. 























CARL E. SCHNEIDER 


ment and placement, wage and salary, safety, health, 
training and personnel services. 

“Administration of sound and equitable personnel 
) practices has always been Burroughs’ policy,” Mr. 
Coleman said, “and the new industrial relations divi- 
sion has been created to insure the continuation of 
yh that policy as the company expands its operations.” 

Before joining the Burroughs organization in_ 1929, 
Mr. Schneider was associated with the Brooklyn Edison 
Company in New York. He worked in Burroughs’ New 
) York branch and the home office from 1929 to 1937, 
/ 


Hairline Accuracy 
for Air Mail 
Use 





Serving during the last three years as supervisor of 
sales promotion in the insurance field. 

aa ee As the name implies, for more than half a century, this model 

JOSHUA MEIER APPOINTS THREE MEN has been the acknowledged “standard” by which all fine postal 


Joshua Meier Company, Inc., New York City, makers scales are judged, Now, completely modern in design, extremely 
of V.P.D. transparent plastic products, has appointed _ sensitive and of precision accuracy, yet sturdily built to with- 
three new sales representatives. stand many years of severe service. Made in two sizes. Capa- 

Earl L. Howe will travel Washington, Oregon, Mon- cities 2 pounds by % ounce and 4 pounds by 2 ounce. 
tana, Idaho and Wyoming. 

Joe M. Davis Company will represent V.P.D. in Cali- 
fornia, Arizona, Nevada, New Mexico and Colorado. 

Frank E. P. Arnott is the representative for all of 
Canada. EVERY PELOUZE POSTAL SCALE 1S INDIVIDUALLY 

With these new appointments Meier’s V.P.D. has AND BALANCED, INSURING ENDURING AC 
representation for its complete line of transparent 
Plastic envelopes, folders, presentation books, book and Pp F LO U Z f M A N U FA . T U : | N es c 0. 
Magazine covers throughout the major portion of 1208 Ch A 
North America. icago venue 





e Evanston, IHinois, U 
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BECOME A MOSLER DEALER 
x AN EXCLUSIVE FRANCHISE 





% PROTECTED TERRITORY 


THE MOSLER SAFE 
CO. offers 


dealers a franchise cov- 


qualified 


ering a complete line of 
Safes, Chests, Insulated 
Record Containers and 
Vault Doors, tested and 
approved by Under- 
Laboratories, 


writers’ 


Inc. 





4, 2 and i-hour Safes. Single and double 
door sizes 


The Mosler reputation 










and prestige of nearly 
a century of Safes and 
Safety assures dealers of 
quality products which 
find a ready market. 


LINK TO LEADERSHIP 


Armored Stee! Chest in Steel- 
Cladded Concrete Block 


* Complete _ sell- 
ing assistance 
* Continuous fac- 


tory cooperation 


Sales franchises 
considered for ter- 


ritories still open. 


Write for details. 


4-drawer Iinsulated Record Container, with 


THE MOSLER SAFE CO. 


Largest Builders of Safes and Vaults in the World 


320 FIFTH AVE., NEW YORK CITY - FACTORIES: HAMILTON, OHIO 


Member National Stationers Association 
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PASSen AWAY 


WILLIAM E. STOCKETT, JR. 


William E. Stockett, Jr., 56, president of the Stockett- 
Fiske Company, Inc., stationers of Washington, D. C., 
and treasurer of the National Stationers Association, 
died early in November at Doctors Hospital in the 
capitol city after a month’s illness. The illness, diag- 
nosed as a blood clot in the heart, developed suddenly 
during the night of October 9, soon after Mr. Stockett’s 
return from the NSA convention in Chicago. 

Mr. Stockett started as a clerk in the stationery 
company his father founded in 1886. Originally the 

















THE LATE W. E. STOCKETT, JR. 


company was at 413 Ninth St., N.W., but was later 
moved to its present site at 919 E St., N.W., in Wash- 
ington. 

The decedent worked his way up to secretary, then 
treasurer and vice-president. When his father died 
in 1941 he became president of the firm. 

He was born in Washington and studied commercia! 
law at George Washington University night school. 
He was prominent in Washington Masonic, Legion and 
civic organizations. 

Surviving are the widow, Mrs. Ruth Dodd Stockett: 
his mother, Mrs. Annie Hodgson Stockett; a daughter, 
Miss Elizabeth Ann Stockett; a son, Thomas Edward 
Stockett; a sister, Miss Lois Stockett; and two broth- 
ers, Norman Joseph Stockett, secretary and assistant 
treasurer of the Stockett-Fiske Company, and Monroe 
H. Stockett, vice-president and treasurer of the firm. 


t bt i 


JOHN HERBERT WILLIAMS 


John Herbert Williams of Springdale, Conn., a four- 
term president of the Stamford board of education 
and assistant manager of branch office operations of 
Pitney-Bowes, Inc., died suddenly of a heart attack 
early yesterday morning at his summer home in Rowe, 
Mass., following a short illness. He was 53. 

A native of Utica, N. Y., and a resident of Stamford 
for 30 years, he was a son of the late John Williams, 
Yale & Towne personnel director. 

He joined Pitney-Bowes in 1928 as office manager 
of the postage meter company’s New York City branch 
sales and service office, coming to that post from the 
New York State Department of Labor as a special in- 
vestigator. 

Promoted to an administrative position at the com- 
pany’s general offices in Stamford in 1936, he served 
the firm in several key sales executive posts until 
illness forced him to take a temporary leave of absence 
last month. At the time he was the second ranking 
executive in the administration of the firm’s 56 sales 
offices in the United States. 

In addition to his public education interests, MI. 
Williams was a member of many civic and charitable 
organizations in Springdale and Stamford. He was 4 
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POSTURE 





“Puleforam CHAIRS 


Present their 


Star Performer 


No. 125 
“SPRING BACK’”’ 


ECRETARIA 


This chair sells itself to quality minded buyers 
when they see the five star features, with the im- 
portant posture aids built into its scientific design, 
the result of 22 years experience building better 
posture chairs. 


x kK ke kK & * 


UPHOLSTERY: Colorful fabrics in Duran (plastic) Dura- 
leather or Naugahyde in Brown — Tan — Green — 
Maroon — Grey. 


CUSHION: Comes standard in molded highly resilient 










tubberized hairflex with cotton felt. Also Koylan foam 
rubber cushions, if desired, extra charge. Welt sewed 
edges. 


SEAT: 16% in. x 13% in x 3 in. Height adjusts 17! 
to 22 in. Aluminum seat spider swivels on ball-be 
tipped steel center pin with finger tip ease. 
BASE: 1 in. tubular legs strongly welded constructi 
center housing. 
BACK REST: Size 13 in. x 7 in. padded, adjusts 
2% in horizontally to desired spinal support ; 
sition. 

FRAMES: Baked enamel in Brown — Green 
Grey. 


x kK &e & * 


When Mr. Office Manager sees the ease with 
which secretaries “make their own adjust- 
ments” on Riteform chairs together with the on 
built in comfort that produces more work, . . = * === (LIST 
he'll want one of Riteform’s EXECUTIVE 

Na. 155UA Arm Chair, distinctively styled, for the most dis- 
criminating offices, yet modestly priced. 





A “BEAT IN- 
FLATION” PRICE 








No. 115 Utility Secretarial, soft cushion style, or for factory 
bench work (hard seat style) offers a lot of chair at low cost. 
Swivel seat, back rest adjusts to posture position. Write for 
folder. 


~ CHAIR “CO. INC. 


43 S.OXFORD - ST. PAUL 5 MINN. 
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for quality 


DAVENPORT 
No. 109 


for comfort 










CLUB CHAIR 
No. 109-1-2 
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SECTIONAL GROUP No. 1/16R—I16C—II6L 


rdinal 
OFFICE FURNITURE 





for profit your customers who want the 
finest will appreciate the quality of material 
and design in Cardinal Leather Furniture. 
More than just office furniture —a setting for 
successful business. 









Write for information about this profitable line. 
5631 West Madison Street 


—- . 4% of 
Cardinal as, fic. CHICAGO 44, ILLINOIS 
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member of the Grange at Rowe, Mass., and a member 
here of the Union Lodge No. 5, A.F. and A.M. 

Mr. Williams is survived by his widow, Nancy Eliza- 
beth White Williams; his mother, Mrs. Elizabeth Owen 
Williams; two daughters, Mrs. George Wortman of 
Beacon, N. Y., and Miss Jane Owen Williams; two sons, 
Pfc. John Herbert Williams, Jr., of the 97th Constabu- 
lary Signal Squadron, now stationed at Heidelberg, 
Germany, and James Harrison Williams; and a grand- 
child, a young daughter of Mrs .Wortman. Also sur- 
viving are three brothers, Harold T. Williams and 
Frederick N. Williams of Stamford and Theodore R. 
Williams of Palos Verdes Estates, Calif.; and three 
sisters, Mrs. Anne Williams Wheaton of Washington, 
D. C., Mrs. Clifford L. Butler of Wilmette, Ill., and 
Mrs. Frank L. Carruthers of Newburgh, N. Y. 


ft bt + 


JAMES D. LOWMAN 

Long a traditional name in stationery circles of 
Seattle, James D. Lowman, pioneer Seattle stationer 
and civic leader, and founder of Lowman & Hanford 
Company, succumbed to a brief illness late in Novem- 
ber. In October he had just celebrated his ninety-first 
birthday. 

Born in Leitersburg, Md., he went to Seattle in 1877. 
When he left his Maryland home before he was 21 
years old, he had a certificate in his pocket to teach 
school. He went to work as assistant wharf master 
on Yesler’s Wharf, instead of as a teacher, however, 
and with his first savings from this job bought a half- 
interest in a book and stationery store. 

From this beginning in the stationery field with 
W. H. Pumphrey, whom he subsequently bought out, 
he formed the Lowman & Hanford Stationery & Print- 
ing Company. Although he retired from the presi- 
dency of Lowman & Hanford a number of years ago, 
and had no active part in the direction of the large 
stationery organization, he still retained an interest 
in the company at the time of his death. 

He was trustee for the estate of his uncle, Henry 
L. Yesler, and as such erected three fine office build- 
ings. Though now outmoded, these three structures, 
the Pioneer, Mutual Life and Lowman Buildings— 
the latter being where he maintained his offices— 
were considered the very finest at the time. He had a 
number of varied business interests about the turn 
of the century. 

He organized the Yesler Coal, Wood & Lumber Com- 
pany, built and operated a sawmill on Lake Wash- 
ington, and platted and laid out the town of Yesler. 
He was a trustee and secretary of the Denny Hotel 
Company, a trustee and largest stockholder in the 
Steam Heat & Power Company. 

Besides being a large stockholder he was president 
of the Seattle Theatre Company, which built the 
Seattle Theatre after the disastrous fire in 1889. Then 
with a partner he obtained a franchise for the Stone 
& Webster Company, which succeeded in consolidating 
all the street-car lines of the city into a single organ- 
ization. For three successive years he was president 
of the Seattle Chamber of Commerce, and was given 
an honorary life membership in that organization in 
recent years. 

Mr. Lowman’s wife having died a number of years 
ago, and he lived alone with housekeepers in the big 
house on Boren Ave., there were no survivors in the 
immediate family.—CML. 

+; - - 
JAMES F. McMANUS 

James F. McManus, 73, founder in 1913 of the Mc- 
Manus-Troup Company, stationery, office supply and 
printing firm of Toledo, Ohio, died October 27, after 
an illness of four years. Mr. McManus retired from 
active business about five years ago. Surviving are 
sons, Frederick J. McManus, Washington, D. C.; James 
F. McManus, Jr., Denver, Colo.; and Sergt. John B. 
McManus, El Paso, Tex.; daughter, Mrs. Catherine 
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he modern office executive helps his company profit 
four ways with Leopold functional office furniture. 


@® Greater 


Since 1876, Leopold has been build- 


time-saving efficiency. 


ing a wide range of superbly- 


designed office furniture. 


@ Improved management and 


worker morale. An office newly 
furnished with Leopold furniture 


makes work seem more important, 


® Better sales impression on visit- 
ing customers. People like to deal 
with companies which appear to 
he solidly successful. 


® Economy with Leopold dura- 
bility. Leopold uses only the finest 
materials and craftsmanship and 
has built a tradition of lasting 
quality. 


The great demand for Leopold office furniture today has taxed production facilities 


beyond capacity. However, we are exerting every effort to fill your orders as rapidly 


as possible. 








rut Legolas vvnrnn 


BURLINGTON, 


IOWA 
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A SURE-T0-SATISFY RECIPE FOR PROFITS 





Here is a thoroughly tested recipe any office appliance 
or stationery dealer can whip up to please the most 
profit-hungry appetite. 


INGREDIENTS 


f ne Loraée Bat by ( ° Dracn,s 


Small Pinch Of Sales Effort 
Pax Hecto Ink Cleansing Crean 
One Order Book With Pencil 


Sift prospects well to make sure all have either a duplicator, 
typewriter or stamp pad. Examine for indication 
of dissatisfaction caused by hand stains from 
duplicator ink, typewriter ribbon, carbon paper 
or stamp pad. Stir well so dissatisfaction will rise 
to surface for removal. 


Baste each stain, smudge or smear with small 
amount of Pax Hecto Ink Cleansing Cream. Mas- 
sage cream gently into soiled spot, then wipe off 


RO GE RN Re eee 

s 

G. H. PACKWOOD MFG. CO . 
1553 Tower Grove Ave. 








stain with facial tissue or paper towel. Complete dis- 
appearance of stain softens up prospect and causes 
froth of enthusiasm. Add dash of sales effort and let 
enthusiasm reach boiling point. 


Lay order book on flat surface. When enthusiasm begins 
to jell, transfer to order book with pencil. Supplying Pax 
Hecto Ink Cleansing Cream to prospects and customers at 
regular intervals keeps enthusiasm fresh indefinitely and 
makes a delightful order book garnish. 


Try this highly pleasing recipe yourself. Pax Cleans- 
ing Cream is full of lanolin and leaves soft, 
tender skins smooth, moist and lovely. It won't 
smear or dull nail polish, doesn’t require sogp 
for removal because it makes its own lather, 
won't spot clothing, leave an odor, liquefy or 
turn rancid. 


For a liberal sample of Pax, mail the 
coupon now. 





St. Lovis 10, Mo. 

ATTACH TO COMPANY LETTERHEAD 
Please send, without cost or obligation, a sample 
jor of Pax Hecto Ink Cleansing Cream together 
with complete information and prices. 


Nome...... 


oe Se Oe ee em ore 


Tale 


47-L 
2 Se OD HSS A OS eR GR a FR NY ot a ON BR Ge eS a 


140 


TRADEMARK REG. U. S. PAT. OFF. 


1553 TOWER GROVE AVE. . 


Coutains Lanolin 


When you purchase any Pox Product you also purchase the experience and ability of 
Pax Technicians acquired through 21 years of exhaustive research and development. 


G. H. PACKWOOD MFG. Co. 


ST. LOUIS 10, MO. 
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Husted, Toledo; sister, Mrs. Frank J. Bartley, Toledo, 
and eleven grandchildren.—AK. 


Tr F 


JOHN J. DICKIE 

John J. Dickie, 58, president of Berry, Dickie & 
Stettler, Inc., office furniture firm at 38 Warren St., 
New York, N. Y., died November 20 at New York Hos- 
pital. He lived at 37 Ridgeview Ave., West Orange, N. J. 

Mr. Dickie was born in Montclair, N. J. on March 8, 
1889 and moved to Brooklyn, N. Y., about 1905. He 
started work with Abercrombie & Fitch but left to go 
with Clark & Gibby, Inc., in 1910 as a salesman. He 
was with that firm until 1918 when he went to Kobe, 
Japan, as a representative of the China-Japan Trad- 
ing Company. He came back five years later and 
returned to Clark & Gibby, Inc. 

In December, 1931, he organized and became presi- 
dent of the corporation which is the present Berry, 
Dickie & Stettler, Inc. Associated with him have been 
Charles Stettler, vice-president, and Richard J. Berry. 
secretary-treasurer. Mr. Berry had been a close friend 
of Mr. Dickie’s since they met as youngsters at Boys 
High School in Brooklyn. His partners knew the de- 
cedent as a man of honesty, kindness and ready wit. 

Surviving are the widow, Adelaide Pope Dickie; a 
daughter, Mrs. Jane Dickie Ware; and a brother. 
Lynden S. Dickie. 

+ - + 


RAYMOND C. ANDERSON 

Raymond C. Anderson, vice president of the Corry- 
Jamestown Manufacturing Corporation, Corry, Pa., 
died in the Chevalier Jackson Clinic at Philadelphia, 
Pa., October 30. Pneumonia plus a weakened condition 
caused his death. 

This leading industrial executive of Corry moved to 
the city in 1920 and at that time was associated with 
his father, the late Charles Anderson, who was in- 
strumental in founding the Corry-Jamestown firm. 

He was born in Jamestown, N. Y., in 1902 and resided 
there until moving to Corry in 1920. He was active in 
lodge and civic affairs of his city. 

Surviving are the widow, Mrs. Vera Anderson; a 
daughter, Mrs. Malcolm Haines, Detroit, Mich.; his 
mother, Mrs. Charles A. Anderson; and a granddaugh- 
ter, Mary Frances Haines. 

Burial was in the Lakeview Cemetery, Jamestown, 


N. Y. 
> + = 


FRANK HERBERT FOGG 

Frank Herbert Fogg, 52, owner and operator of the 
Joplin Typewriter Company, 318 Joplin St., Joplin, 
Mo., died on November 6 at Freeman Hospital in 
Joplin. A resident of the city for 25 years, Mr. Fogg 
had been ill for about three weeks, suffering from a 
heart ailment. 

He was born August 28, 1895, at Fort Scott, Kans. 
He was a member of Lodge 335, A. F. & A. M. the 
Scottish Rite, the Elks Lodge, and the Eagles Lodge. 
He resided at 2030 Kentucky Ave. 

Survivors are his widow, Mrs. Ruth Fogg; two sons, 
William Fogg, Joplin, and Frank Herbert Fogg Jr., 
Albuquerque, N. M.; his father, W. A. Fogg, Joplin; 
a brother, F. W. Fogg, Newport, Mass.; a sister, Miss 
Anna Fogg, Kansas City, Mo.; and two grandchildren. 


—EVH. 
+t + 


FREDERICK L. WHALEN 

Frederick L. Whalen, long time salesman of The 
Carter’s Ink Company, died on Thursday, November 
6, at Chatham, ‘Cape Cod), Massachusetts, where he 
had been attempting to recuperate from illness which 
befell him in the summer. He was 60 years old. 

Mr. Whalen began with the company in 1906, work- 
ing at first as a salesman in the New England area. In 
1926 he was transferred to the Pacific Coast, later be- 
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15 Standard Sizes 


from 43/,” x 6” to 17” x 14” 
SPECIAL SIZES TO ORDER 
FASTENERS 23/,” to 81,” Centers 





HERE IS A SIMPLE, inexpensive Storage Binder 
which makes reference to stored records easy 
and quick. Records in bulk are hard to handle 
. . - hard to file for ready reference. Wabaco 
Binders subdivide them into easily handled 
groups which may be neatly backed with tape, 
and indexed as shown, for storage on shelves 
or in drawers. May be stacked either flat or on 
edge. Bound by months, they may be easily 
carried from storage to reference use. Binding 
prevents possibility of loss, and all papers are 
always in exact order, saving time. Write today 
for sample Wabaco Binder and prices. 
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It Pays to Sell 


PVDTANS 
Geapeayehic 


CASH REGISTE 











Most efficient, practical method of 
Cash Control. 


as transaction occurs. 


Complete record made 


Safe—records 
always under lock and key. 
Ideal for small business, service estab- 


lishments, all types of counter work. 


Write us for full details. 


“CASH 


DRAWER 
) | 








SHELBYVILLE, IND. 
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coming manager of district No. 6, which extends as 
far east as Denver. 

His friendly smile and hearty handshake will be 
sadly missed by the host of friends he made during 
his 41 years with the company. 

+ + + 


ROSCOE P. TODD 

Roscoe P. Todd, president of Thorp & Martin Com- 
pany, commercial stationers, Boston, Mass., died Tues- 
day, October 28. Death terminated a connection of 
41 years with the wholesale and retail establishment 
during which he did the buying and met hundreds of 
traveling men who came to respect his ability, in- 
tegrity and Yankee shrewdness. 

The decedent was born in Georgetown, Me., 69 years 
ago. He came to Boston and entered the printing 
business of a cousin of his. After sometime in the 
printing office he went to work for Thorp & Martin 
Company 41 years ago to take charge of the manu- 
facturing department. Later, he became president 


of the firm. 
+ -- 


FRANK J. EDWARDS 

Frank J. Edwards, 60, veteran typewriter dealer and 
repairman of Lynn, Mass., died November 14. For the 
past 45 years he conducted a typewriter establishment. 

Mr. Edwards received his early training with the 
Royal Typewriter Company in Boston, Mass. and in 
1902 went to Lynn, where he opened his own place. 

Surviving are the widow, Mrs. Maybelle Edwards; a 
daughter, Louisa Edwards; a sister, Mrs. Celia Leigh- 
ton, all of Swampscott, Mass.; and a brother, Nelson 
Edwards of New York City. 

+ + - 
ALONZO B. EYGABROAD 

Alonzo B. Eygabroad, manager of the stockroom of 
Heinrich-Seibold Stationery Company, Rochester, N. 
Y., and a former salesman for Scrantom’s Book & Sta- 
tionery Company, Inc., Rochester, died recently after 
a long illness. Mr. Eygabroad also at one time was an 
outside salesman for the Williamson Stationery Com- 
pany. He was made manager of the Heinrich-Seibold 
stockroom in 1942. The widow, two daughters and a 
son survive-—GET 

+ - | 


ROY STEPHENS 

Roy Stephens, vice president and treasurer of Com- 
mercial Forms Corporation, New York City, and a 
director of A. P. Little, Inc., Rochester manufacturer 
of carbon paper and ribbons, died of a heart attack 
in a New York hospital October 13. He was a former 
vice-president of International Business Machines 
Corporation, retiring from that company a year ago. 


+ | 
MRS. BENJAMIN POWELL 

Mrs. Benjamin Powell, mother of Benjamin J. Powell, 
died on Monday, November 10, at Union, N. J., after 
a long illness. Her son represents A. W. Faber-Castell 
Pencil Company, Inc., in the Mid-West. 

Mr. Powell spent several weeks with his mother dur- 
ing her illness and attended the funeral, which was 
held on November 13. 

+ + + 
CHARLES LEONARD SMITH 

Charles Leorard Smith, 78, pioneer Oakland, Calif., 
businessman and president of Smith Brothers, Oak- 
land stationers, died October 21 at his home. 

For many years, Mr. Smith had been associated in 
business with his twin brother, the late John Smith. 
There are no — immediate relatives. 

ae ne 
JOE Q. DOUGHERTY TO NEW POSITION 

Joe Q. Dougherty, former industrial relaticns direc- 
tor for Scripto, Inc., Atlanta, Ga., has resigned to be- 
come director of public and industrial relations for 
the Enka Corporation, Asheville, N. C. 
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17 Years of Proved 
ELECTRIC 


Because they are all-electric, the typewriters 
manufactured by International Business Machines 
Corporation lighten the effort of the typist and 
produce work of the finest quality. 

[BM’s research, design and engineering skill are 
evident in the ease of operation, and in the dis- 
tinctive appearance and high legibility of the typing. 


PERFORMANCE jn.niciein cal errr en rine 


If it's IBM ... it is electric 





ELECTRIC TYPEWRITER 


For further information address 


INTERNATIONAL BUSINESS MACHINES CORPORATION, WORLD HEADQUARTERS BUILDING, 590 MADISON AVENUE, NEW YORK 22, N. Y. 
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Hooded gunmen, whose identity was completely 








ee CANADIAN NEWS NOTES 
[ [junse we Use S. J. Luddington, Correspondent \ 
obliterated by the long black stockings pulled over 


- ee 
€ their heads, recently slugged Ernest Mann, 35, of Mal- 
RWW ton, night watchman; blew the safes at the plant of 
the Sheaffer Pen Company, Ltd., at Malton, a suburb 


of Toronto; and escaped with gold and iridium valued 
IN OUR OFFICE 











| at more than $50,000. The gang appeared to be familiar 
with the plant and the route taken by the watchman. 
Two members did the actual slugging and carried out 
the opening of the safes. The thugs worked almost 
an hour setting the explosive charge. 

Value of the loot on illegal gold markets would be 
probably several times the regular price. Royal Cana- 
| dian Mounted Police reported that such markets exist 
| in Montreal and thought likely that the lot would 
| be quickly taken there and sold. The gold taken was 
in strip form, ready for manufacture into pen nibs. 
Only a small amount of iridium was taken. A much 
greater amount in the two safes blown was overlooked. 
Owing to gold melting at low temperature no special! 
equipment is necessary to melt the loot down so that 
it cannot be recognized. Montreal detectives closely 
checked all possible sources of disposal of the loot. 











Se %* 


Unanimous approval for construction some place in 
the province of New Brunswick of a huge newsprint 
mill at a cost of $65,000,000 or more, was given recently 
at a meeting held in New York city by a group of 
eastern and central United States financiers. If the 
project was approved, construction would start as soon 
as possible and the plant should be in operation with- 
in the next two years, E. C. Atkinson, barrister of 
Fredericton, N. B. stated after attending the meeting. 
The New Brunswick provincial government has prom- 
| ised full support in establishment of the mill. 





* * * 
44 a : 
——— — r p , ? ~ . , 
“fl Heavy damage, mainly from water, was caused re- 
Yl! UM“? cently to the premises of the L. and G. Paper Com- 


pany, King St. E., Hamilton, Ont. Firemen from sev- 
eral stations battled the fire almost three hours to 
bring it under control. Had the fire not been dis- 
covered earlier the large quantities of paper goods 
stored in the premises would have been a complete 





Y as Tabs, Air Mail Labels in con- 
Yj, venient packages, Address Labels, 
and Gummed Reinforcements are 
just a few of the many Dennison 


products for which we have a daily loss. 

need. I don’t see how any modern ieee 3 

office can afford to be without these Wendell Holmes, Ltd., booksellers, stationers and 
Dennison handy helpers.” office outfitters, recently celebrated their twenty-fifth 


year of business in the city of St. Thomas, Ont., with 
the opening of a greatly-enlarged store. The firm now 


Business men and women are only one of the many 
has one of the largest stocks of office supplies and 


f 1 h e reguls t srs for , ; 
a 7 Stat oe He Ss vata 0 sakes d equipment west of Toronto. W. Wendell Holmes, presi- 
~aseeeen ee ee ee ee dent and general manager of Wendell Holmes, Ltd., 
office, there are hundreds of instances where Denni- | which has its main store and head office in London. 


Ont., was born in St. Thomas. He spent his early 
ers with Dennison quality, and always remember years in the latter city, his father being the Rev. John 
to stock and display the full line of Dennison | Holmes, pastor of Grace Un-Methodist Church (now 
. . i Grace United). Following extensive experience in the 

ange een again tamale eet See stationery trade in Toronto with various firms, Mr. unifor 
tion, and real profits for yourself. Don’t forget | Holmes moved to London where he started his first 
the profitable office market. 4 little store in 1917 with the present London store | I 
f n 


y | opened in 1918. 


son products can be of help. Acquaint your custom- 











* * * : old- \ 


Wa | 
The Angus School of Commerce, now in the Tele- natur 
phone Building, Winnipeg, Man., will move on or about the ¢ 
| December 1 to the Midtown Building, Edmonton St. of 


and Graham Ave., that city. In addition to the latest 
fittings, lunch room and rest rooms, hospital rooms. 
much new equipment and business machines will be 
provided at the new location. 

MacKenzie & Company have moved their stationery, 
book and office equipment business from Wellington 
Heights, Simcoe, Ont., to a downtown location at 126 


Essential Stationery Supplies for HOME, SCHOOL, and OFFICE 
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DRAWING Pail - 4 


the finest the world has ever Hi 


known ..representing 186 years : 
i 


of priceless experience 


i. &. & 


Since 1761 the little town of Stein, in Bavaria, has 
been the world center of pencil craftsmanship. 





And now the incomparable Bavarian Craftsmen are again 
compounding and milling CASTELL graphite accordit 
to the original secret micrometric process of the 
world-renowned House of A. W. Faber. 


o 
18 


CASTELL, the standard by which all other pencils are judged... 
unbelievably smooth, grit-free, easily-sharpened, 
uniformly graded CASTELL .. . is now being imported with the sanction 
and approval of the U. S. Military Government in Bavaria. 


In our own country American production genius teams up with inimitable 
old-world skill. Here this unexcelled CASTELL graphite is encased in choice, 
nature-seasoned aromatic Southern cedar—each pencil stamped in gold with 
the certification of original CASTELL quality, the favorite 

of American Professional Men for generations... 


W FABER CASTE! 


C ARK 4 
peNCIL COMPANY inc. NEW 








MATURE PROFESSIONAL MEN » »» you who depended on the undeviating 


excellence of CASTELL year after year . . . we know how you 
must thrill to the dramatic news—““CASTELL is back!” 


YOUNGER PROFESSIONAL MEN... you who heard echoes of 


CASTELL’S fame in the wistful conversation of your seniors 
. now you will be privileged to use the Drawing Pencil of 
the Masters. 


Now you will know the singular satisfaction of using a pencil 





that translates gray matter into black, that gives free-flowing 
expression to robust ideas with a rich, graphic opacity no other 


pencil in the world can match. 


DEALERS. .»» We of the House of A. W. Faber - Castell 


thank you for your patience. This is a proud announce: 
ment for us as it must be a great day for you. Thousands 
of your customers engaged in the arts, the professions and 


in business—artists, architects, engineers, designers, drafts- 





men and executives—are waiting for 


In 18 matchless degrees of black . ao" 





15¢ ee ._ less in 















WRITE, WIRE OR TELEPHONE AW FABER" CAST 


pencil CON 




























THINGS 
YOU SHOULD 
KNOW ABOUT 
Chpyxnile 
LIQUID 
DUPLICATORS 


hile ELECTRIC 


(ILLUSTRATED) 


Copy rite 


: | LIQUID 
. | DUPLICATOR 


niors 


" TWINS 


encil 
ELECTRIC EL-47 


wing | $329.50 ¥ 


other 


HAND-Model L-47 


$198.50* 


astell 


unce- 


- TO COVER ALL The “OLD STANDBY” 
s an REQUIREMENTS! that has made sales-history for dealers. 


rafts- HAND-Model L-45 


$169.50* 





wor nile ) Copy-rites are popular with dealers be- 


(Cop a <i cause they are so easy to demonstrate 
“Dynes " 


and sell...most simple to operate and 

. because Copy-rites are Foolproof, 
Economical and have ELIMINATED 
SERVICE PROBLEMS. 


*List Prices—F.O.B. Chicago plus Federal 
and State Taxes. 


Write for full details 


7 W0 [ 3 c DUPLICATOR & SUPPLY CO. tieseea"ntiners 


Copy-rite.. A Name Recognized By Leading Dealers The World Over 
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The boring principle of TWIRLIT PAPER tim 
DRILLS performs a powerful hole cutting clu 
operation with a minimum of manual effort. Sev 
You can drill holes accurately and cleanly hy 
through from one to three hundred pages by of 1 


a finger touch turn of the handles. pre: 
ben 


new 
nan 
and 


Mor 
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PAPER 


e quick e light 


e accurate e durable 


with 
708 

Sold 
min 
tack 


TWIRLIT PAPER DRILLS are handsome office appliances. Stream- 
made in two models, TWIRLIT JR. lined in design, finished in durable ham 
(shown) a single drill and TWIRLIT crackle enamel with heavily nickeled Sat 


SR. a multiple drill. Both models are fittings for long wear. into 











NOW IS THE TIME TO STOCK UP ON TWIRLITS FOR YEAR-END FILING AND BINDING! Mr, ] 











MITCHELL DORPORATION 


CATALOG TODAY HAGERSTOWN ® MARYL 


WRITE FOR 
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Robinson St. The firm’s stock of office furniture and 
supplies, etc. has been greatly enlarged. 
* * ~ 

Appleford Paper Products, Ltd., 78 Sirton St., Hamil- 
ton, Ont., has purchased property in that city on the 
west side of Parkdale Ave. N., north side of the C.N. R. 
tracks, as site for a proposed $350,000 office and ware- 
house building for its own use. 

* x * 

A modern two-story office building is being erected 
at the pulp and paper plant of the John Power & 
Paper Company, Ltd., Dolbeau, Que. Included in the 
pbuilding will be the most modern type of offices, as 
well as a restaurant and barber shop. 


The Canada Paper Company, Windsor Mills, Que., a 
subsidiary of Howard Smith Paper Mills, Ltd., 407 Mc- 
Gill St., Montreal, has awarded the general contract 
for the erection of a wood preparation building. The 
cost of the building has not yet been estimated. 

* ak * 

A general organization meeting was held a short 
time ago in the city of Vancouver, B. C., to form a 
club composed of members of stationery firm staffs. 
Seventy-five prospective members listed with keen in- 
terest to a fine address by the guest speaker, Karl 
Warwick, president of the British Columbia division 
of the Stationers’ Guild of Canada, who urged those 
present to join such an organization for the mutual 
benefit of the trade. 

Officers were elected to handle the business of the 
new club until May, 1948, when a new slate will be 
named. Keith Irvine was named executive chairman 
and John Hou and John Beveridge, secretaries. 

ok oo a 

Howard Smith Paper Mills, Ltd., 407 McGill St., 
Montreal, recently announced the following staff 
changes: W. H. Aird, sales manager, transferred his 
headquarters from Toronto to the head office in 
Montreal; J. R. Nixon is appointed manager of sales 
for Ontario district with headquarters in Toronto; 
C. F. Ross is new manager of sales, western Canada, 
with headquarters in Winnipeg, and G. E. B. Renison 
is named to the Ontario district sales staff. 

* * * 

Barclay S. Hulse of the Dixon Pencil Company, New- 
market and Toronto, Ont., widely known through the 
stationery trade in Canada proved recently that he is 
a fisherman extraordinary. While in Nova Scotia 
with Mrs. Hulse he caught a giant tuna fish weighing 
708 pounds. The fish, which was caught at famed 
Soldiers’ Rip near Wedgeport, N. S., required fully 40 
minutes to land. Five strong men with a block and 
tackle were needed to haul it aboard the boat. 

———=— > —_—_- 
WELLS ANNOUNCES NAME PRIZE CONTEST 

A sum of $100 in cash will be paid to the winner of a 
name contest, recently announced Joseph W. Pritchard 
of Wells Office Furniture Company, Chicago, Ill. This 
contest announcement is of special significance to the 
trade because it ties in with the company’s entrance 
into the manufacture of wood office desks at Marietta, 
Ga. The purpose of the Wells contest, according to 
Mr. Pritchard, is to secure a dramatic name and slogan 
to adequately describe the new desk color which the 
company has developed. 

The Wells Office Furniture Company will make a 
complete line of desks and tables. However, emphasis 
will be placed on this new light finish, which is in 
keeping with the modern color trend. Many titles 
have been applied to this light color desk finish, 
Namely, Wheat, Harvest, Amber, Bleached, and so 
forth. Wells claims to have created a beautiful color 
and wants someone in the industry to name it. It is 
distinguished for its soft beauty, eye ease, and eye 
appeal. 

Judges will be announced shortly. The contest will 
terminate January 31, 1947, and everyone is eligible to 
Participate. 
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Lies Flat... 
Stands the 


Pounding! 


GRAND 
PRIZE 


Brand 
Plastic Back—Non-Curling 


CARBON PAPER 
—s 


* Worlds | 
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* Sharp... super-durable . . . more eco- 
nomical to use! 


* Build big, loyal “repeat” business with 
this long-lasting, satisfying carbon 
paper! 


PACIFIC CARBON & 
RIBBON MFG. C0. 


San Francisco, U. S. A. 
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AtEG- GRIP 


the preferred index tabbing 
...@ favorite with customers 





for years 

Your customers prefer AICO-Grip, for they 
have used this quality index tabbing... know 
how it is more durable in action... more con- 


venient to use and apply. They will buy AICO- 
Grip, the popular, attractively packaged index 
tabbing. 

Through blotters, mail enclosures and cata- 
dealers sell 











log sections, we have helped 

AICO-Grip. Now, we have another potent 

sales help. 

FREE AICO-Gri 
-Grip 

Counter Merchandiser 

To 
Stimulate 


— 
= 





Now your customers can pick out just the AICO-Grip 
Tabbing they want with this attractive new AICO-Grip 
Counter Merchandiser that has received such wide 
dealer approval. 


This new AICO unit is: 


Self-serving ...Self Selling 

A real profit maker 

Neat, compact (1414” long, 614” 
Saves both customers’ and salesmen’s time 


wide) 


Illustrates uses and colors of the tabbing by 
a colorful lucite display. 


This profit producing display is FREE with the pur- 
chase of the contents of the Merchandiser—1l2 car- 
tons AICO-Grip Tabbing, 12 packages Shield Tabs. 


See our salesman, or write for details! 





AICO GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS 






PRODUCTS 





PROTECTIVE HOLDERS 





CELLULOSE c woLoets | 





GS Hi 
LA NGne’r 
$03 S. JEFFERSON ST., CHICAGO 7, ILLINOIS 
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SOUTHERN TRAVELERS NOTES 





Jack Autry, Correspondent 





Jim Waugh of Halsey & Griffith, West Palm Beach, 
Fla., has received the honor of being elected president 
of merchants division of Chamber of Commerce of 
West Palm Beach. Is also reported that Jim is a proud 


grandpa. 


+ * * 


Hal Sanford is back on job after short illness. 
* * of 

The Carolina Pen Shop recently opened for business 
at 116 E. Sixth St., Charlotte, N. C., under management 
of C. R. Jefferson, president of corporation. Associated 
with Mr. Jefferson are J. E. Simpson, Teddy Job and 
Miss Mary Lampros. The Carolina Pen Shop will also 
carry a complete line of greeting cards, cameras, film 
and gift items. 


* * * 


Mrs. E. G. Harpold, better known to her friends as 
“Lennie” recently fell in her home and is suffering 
with a broken hip. All travelers are wishing you a quick 
recovery, Lennie. 


uk * * 


Mrs. George H. Moore, wife of George H. Moore of 
Pound & Moore Company, Charlotte, N. C., is a patient 
in Dukes Hospital, Durham, N. C. We are glad to 
report her condition much improved and that she 
hopes to return home in near future. 

* co ok 

Julian L. Cox Company of Memphis, Tenn., recently 

moved to a new location at 213 Madison Ave., a new 


| and attractive store. 


| owner of the two stores. 
* 


*« * * 


Modern Supply Company of Pulaski, Tenn., has 
opened a store at Jackson, Tenn. Hayes Gordon is 


* * 


The Jack Lydiards, formerly of Chicago, are now 


| making their home in Jacksonville, Fla. Jack repre- 
| sents Sanford Ink Company in this territory. 
* * * 


Mrs. Ellis Ryan has been ill in a Chicago hospital, 


| but is now recuperating at her home and hopes to be 


back on territory in very short time. 
* * + 


Steve Owen of K. & E. Company, Hoboken, N. J, 
was recently guest of honor at a dinner given by of- 
ficers of K. & E. in New York City at which some fifty 
key men of K. & E. attended. This occasion was to 
celebrate Steve’s twenty-fifth anniversary with the 
firm, 22 years of which have been spent in the South. 

* * ” 

Charlie Lee is now representing Wells Office Furni- 
ture Company and The Heyer Corporation in southeast 
territory. 

0 >-0—_—_— 


W. SNELLING SEVERS CONNECTION WITH FOX 


On October 14, Walter Snelling left the employ of 
George E. Fox Company. Mr. Snelling has no definite 
plans for his business future except to stay in the 
industry with which he has had such a long and suc- 
cessful connection. For 32 years he was on the staff of 
Horder’s, Inc., most of the time in charge of purchas- 
ing and merchandise development. His next connec- 
tion was with the Wilson Jones Company as vice-presi- 
dent in charge of merchandising. A total of 36 years 
in the industry has given him an unexcelled back- 
ground of knowledge and experience. For the present. 
Mr. Snelling can be reached at his home, 827 Vine 
Ave., Park Ridge, Ill. 

ee 
NAME INDIANAPOLIS MANAGER FOR DIEBOLD 


Donald H. Lazarus has been named sales manager 
of the Indianapolis branch of Diebold, Inc., succeeding 
Chadwick G. Hall, named sales manager of the firm's 


WETICE MITTID GE OUITGDLILIMOMLIZitEe DP ML IIS@EELILIG Flo-Film division, with headquarters in Canton.—AK. 
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A Variety of Models, each tailored 
to the job, make Do/More posture chairs easy 
to sell for company-wide installations. Each chair 
adjustable to the individual . . . for correct 
posture and day-long comfort. W rite for 


illustrated catalog. 


DO/MORE is a name that signifies more than 
leadership in posture chairs. To thousands, large 
and smal! companies alike, it symbolizes a stand- 
ard of service that assures continuous satisfaction 
on the part of individual users. This nationwide 
recognition adds up to acceptance by both em. 
ployees and their employers . . . the result of 25 


years pioneering in the field of posture seating. 


POMORE CHAIR COMPANY, INC. exnaet s, inosawa 
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IT’S ALWAYS 
TRANSFER 
TIME... 


| show 
| and sell 


Liberty 
STORAGE 
BOXES 












Now’s the time to display and promote 
modernized Liberty Storage Boxes . 

the national standard for 30 years. 
Liberty’s 23 stock sizes fit all standard 
commercial and bank forms. Records 


are protected from dirt, moisture and f 
spillage by Liberty’s “flash” closing e 
method. It also permits easy and instant 
REG.U S PAT. OFF 


access to the file. 
Eee) o-U Ci ae -1ep @ 3) 


These low-cost Liberty Boxes are made 
of the finest quality jute corrugated 
board. They come knocked down, each 





box with printed, perforated labeling 


strips. Boxes can be stored in minimum To help you sell ees 


space. easily set up in a few seconds as ; ; : ; f 
: Liberty's sales promotion material goes to work right 


needed. ; . ; 
in your store, in your mail. on your counter, in your 
Write for the complete story of catalog, in your newspaper. These sales helps are 
Liberty’s special stock assortment and available now . . . free. Ask us about them. 
buy ing plans eee developed to keep your @® newspaper mats @ display cards 
inventory investment down, speed turn- @ catalog cuts @ miniature samples 
over and increase your rate of gross profit. @ imprinted circulars @ catalog pages 


} 


Liberty All Metal Copy- 
/ holders... for increased 


/ 
— copying efficiency. 
= a ! 


Three more ways to lower costs, save time, increase safety and efficiency. 


Liberty Permanent 
Storage Binders. . . 
for loose-leaf records. 


Liberty String Binders 
for packaging 
small forms. 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





George Dragness, Jr., has recently established The 
Kent Typewriter Company, at 224 East Smith St., 
Kent, Wash., south of Seattle. This new organization 
will not only specialize in the repair of all makes of 
typewriters for the Kent business houses and residents, 
but in sales and service, especially of Royal typewriters, 
office equipment, typewriter rentals and all manner of 
typewriter supplies. 


= *® 


With a wide background of experience in the cost 
control field, having installed budgetary control sys- 
tems in many places and holding controller posts in 
leading American manufacturing firms, Chester L. 
Seeley has come to the Pacific Northwest and has 
recently been elected as the new vice-president and 
controller of John W. Graham & Company. At one 
time Mr. Seeley taught budgetary control at Harvard. 

* * * 


Formerly in business in Santa Monica, Calif., Mr. 
and Mrs. John Richards have opened the Richards 
stationery store at 607 East “G” St., Grants Pass, Ore. 


* * * 


Congested office space and office equipment oppor- 
tunities are to get a break in Eugene, Ore., by the con- 
struction of a fine new office building. Spencer R. 
Collins & Company, will undertake the new downtown 
office building that will house a theater on the ground 
floor. 

* * 

Welcomed into the ranks of the Seattle Chamber of 
Commerce recently was H. H. Boggs, manager of the 
Multigraph Sales Agency of 1813 Seventh Ave., Seattle. 


* - * 


Encouraging the work of local artists to whom many 


supplies are sold, Lowman & Hanford Company of | 


Seattle recently bestowed its special recognition upon 
a Seattle artist of promise. The Lowman & Hanford 
Company has selected for its special purchase prize 


in any medium whatsoever the oil, “Venture of Pro- | 


tection,’’ which was created by Miss Margaret Tomkin 
of that city. The prize of the stationery house, one of 
the most coveted, was accorded at the official fall 
opening this October of the thirty-third Northwest 


Artists Exhibition, staged in the beautiful Seattle Art | 


Museum. 

Building traffic into the store and making new 
friends, the Seattle Art & Photo Supply Company, 
won new interest and many callers at its headquarters 
at 1324 Second Ave., Seattle, by giving the answers to 
a radio quiz. These answers were available at the 


store to help customers win some of the prizes in the | 


‘Know Your Seattle” contest, broadcast by the “Seattle 
Booster Club.” 


+ ‘¢ -~* 


With the heaviest influx of students ever, the Uni- 
versity of Washington caused a heavy buying surge 
on the stationery supply houses and bookstores near 
the campus. Opening this October, the big coeduca- 
tional university had a student attendance and regis- 
tration of about 16,000, far exceeding all previous rec- 
ords for large student bodies. 

oe * * 

The K & W store is a new stationery outlet recently 

located at 4017 University Way, Seattle, Wash. 
* a * 

A battery of pay-slot typewriters for students of 
the University of Washington was recently installed in 
the lobby of the library building. Five of them, with 
a fee for ten cents every half-hour, will be used by 


the students for their theme work and required | 


Studies to be turned in. In installing the typewriters, 
excellent proceeds are looked forward to, but any 
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WRITE products have the right reputa- 
tion. They ring the cash register bell 
every time because they give satisfaction 

. more copies and cleaner copies from 
every sheet of long-lasting WRITE Car- 
bon Paper . . . clearer, sharper, neater 
letters with long-lasting WRITE Type- 
writer Ribbons. 


For sure sales and bigger profits, stock 
and display WRITE products. You can't 
go wrong with WRITE! 


Immediate Deliveries 








Write for samples and discounts 


W R | T F e 420 Lexington Ave., 


INCORPORATED New York 17, N. Y 

















You wouldn’t drive a 
spike with a Tack Hammer- 


Why entrust a costly office machine 
to an inferior stand? 





TIFFANY STANDS 


are Built for the Job 
of Giving Your Customers the Best. . 
Protection for Their Machines 


Patented 


atente: 
Adjustabie Top 
SxS to 141% x 161% 







Low & 


Drop Leaf For 
Billing 


Caster 
Retracting > 
Linkage 


t ‘ 

a Adjustable 

~~ < Foot for Uneven 
Floor Surface 






Bassick 

Quiet 
Ball Swivel 
Casters 






Heavy Cast 
Metal Non 
Creep Foot 


@ Construction Roll Formed: Angle and Channel Steel. 
@ Drop Leafs of 18 Ga. Prime Sheet Steel. 

@ Baked Enamel Finish, Standard 26" Height. 

@ Model "S-Biller" Shown Here. 

@ Models "S" and "SS" Also Now Available. 

@ Colors Dark Office Green and Silver Gray. 


Inquiries Invited 


TIFFANY STAND COMPANY 


POPLAR BLUFF, MISSOURI 
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funds in excess of the maintenance costs are to revert 
to the student body funds for their benefit. 
* * * 

Lyle Goss, manager of the Bookstore of the Uni- 
versity of Washington, located on University Way near 
the campus, Seattle, has expended over $150,000 in the 
last 17 months in a huge remodeling program of this 
augmented outlet for stationery, typewriters, school 
supplies and books—one of the most frequented sta- 
tionery stores of the large student body. However, the 
$150,000 expended is only the end of the first phase 
of plans that are to be completed within three years 
and which will require expenditure of additional funds. 
The augmented space on the first floor, new displays 
and new equipment, additional personnel and the like 
reflect the expanded enrollment. 

oO 0 
SELL ALL OFFICE EQUIPMENT EXHIBIT SPACE 


Exhibit space for the Ninth Annual Chicago Office 
Equipment Display to be held February 2, 3, and 4 at 
the Stevens Hotel, has been completely sold out, it 


| was recently announced by George I. Simpson, Peoples 


Gas Light and Coke Company, who is chairman of the 
Office Management Association of Chicago committee 
sponsoring this demonstration. 

Seventy manufacturers of office services and office 
equipment are under contract for the 38,000 square 
feet of display space in the Stevens Exhibition Hall, 
according to Mr. Simpson. 

“Last year our space was not exhausted until three 
weeks prior to the show,” said Mr. Simpson. “This 


| year we have sold out four months in advance of the 


opening day.” 

Office Management Association sponsors believe that 
manufacturers apparently feel that they are in a bet- 
ter position of delivery this year. It is expected also 
that new devices will be shown for the first time. 

Mr. Simpson reports a waiting list of manufacturers 
still anxious to get space if there are any cancellations. 

The Office Equipment Display will be held in con- 
junction with the Fifth Annual Seminar of the Office 
Management Association. Frank E. Kelly, General 
Candy Corporation, is chairman. 


————— 9-9 


GOLDSMITH’S ACQUIRE WAREHOUSE, LAND 


Goldsmith Brothers, established more than 60 years 
ago and located at 77 Nassau St., Manhattan, New 
York, have purchased the building at 23-10 43rd Ave., 
Long Island City, Queens, N. Y., which they will com- 
pletely occupy for warehousing in conjunction with 
their store on Nassau St. Goldsmith Brothers firm is 


| also known as “The Big Stationery Store” or “The 


Downtown Department Store.” 

The building contains six spacious floors, totaling 
10,000 square feet of space, and has large freight ele- 
vators. The shipping and receiving facilities are very 
good. 

In addition, for future expansion, Goldsmith Broth- 
ers acquired a large plot of adjoining vacant land. 
The building and land comprise the square block, run- 
ning from 43rd Ave. to 44th Road, and from 23rd to 
24th Sts. This purchase will make possible the use of 
added sales space in the Nassau St. store. 

The warehouse is centrally located for speedy de- 
liveries to all sections of the New York metropolitan 
area. 

a 
FORT MYERS FIRM TAKES NEW LOCATION 


Johnson Office Supply Company, owned by C. E. 
Johnson and Hugh Wilby, has opened in a new loca- 
tion at 1204 First St., Fort Myers, Fla. The store has 
been located in the Miles Building on McGregor boule- 
vard. This will be maintained as a storeroom. 

Mr. Johnson came to Fort Myers several months ago 
from Tallahassee, Tenn., to open the store. Recently 
Mr. Wilby, formerly with J. C. Penney Co., bought an 
interest in the business.—JL. 
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eoePRESTIGE OF MAKER 


Probably the most valuable of all assets—to an indi- 
vidual or to a firm—is a good reputation, prestige. 
It is, we believe, the product of sweat, and years, 
and skill, and integrity. And, these are the valued 


intangibles that stand back of every A-S-E product. 


ALL-STEEL EQUIPMENT INC, 


600 Cleveland Avenue, Aurora, Ill. 
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A-S-E STEEL PRODUCTS 
STEEL OFFICE FURNITURE 


ELECTRICAL OUTLET 
AND SWITCH BOXES 


FROZ-N-FOOD LOCKERS 


INDUSTRIAL EQUIPMENT FOR 
FASTER MATERIALS HANDLING 


CLOTHING LOCKERS 


WARDROBE, STORAGE, AND 
COMBINATION CABINETS 


ASE: 
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America’s Outstanding Manufacturer of Fluorescent Lights. 
Wire or Write for Catalog. 


| VAN DYKE INDUSTRIES 


21st and Rockwell Sts. 


Chicago, Illinois 














TEXAS TRAVELERS CLUB NOTES 





Virginia Leonard, Correspondent 





A well-attended quarterly meeting of the Texas 
Travelers Club was held on October 27 at the Texas 
Hotel in Ft. Worth. A vote of thanks was extended 
to Joe Roddy of Mayton-Roddy, Ft. Worth, governor 
of the NSA District No. 9, for meeting with the group 
and holding a discussion on the next regional meet- 
ing to be held in Corpus Christi on May 6 and 7. 

The club appointed the following associate secre- 
taries for securing new members—Jack Fleming, 
Vance K. Miller Company, Dallas; John McKim, Lamb 
Printing Company, Beaumont; Jim Lemons, Carpenter 
Paper Co., Ft. Worth; Harvey Rivera, Dameron-Pier- 
son, New Orleans, La.; Amos Grimsinger, Maverick- 
Clarke, San Antonio; Hans Renfroe, Carpenter .Paper 
Company, Houston; and S. K. Jones, Standard Sta- 
tioners, Jackson, Miss. The next quarterly meeting 
of the Travelers will be held March 9 at the Adolphus 
Hotel in Dallas. 

ok * ok 

On October 24 the Dorsey Company of Dallas held 
“Open House” with more than 1,000 invitations issued 
to business men for the first Dallas preview of the 
Coronet desk made by Gunn Manufacturing Company. 
Henry Dorsey, Jr., president of the Dorsey Company, 
had also made display space available to ten Dallas 
business machine firms to show and demonstrate their 
equipment. One entire section on the second floor was 
given over to a buffet where delicious refreshments 
were served all evening and a popular Dallas organ- 
ist, Norma Ballard, furnished music all during the 
“Open House.” Manufacturers’ representatives present 
were Pat Whitesides, Gunn Furniture Company; Tom 
McClure, General Fireproofing; O. D. Mann, W. F. 
Gigliotti and Ward Silliman, manufacturers’ repre- 
sentatives; Philo Leonard, The Globe-Wernicke Co.: 
and Harold Hazzard of Royal Metal Manufacturing 
Company. The Coronet desk was on public display 
the following week. 

Burks Robbins, formerly with the Star Printery in 
Muskogee, has accepted a position as assistant to 
Obie Seal, manager of stationery and furniture at 
Scott-Rice in Tulsa. Obie is back at his desk again 
after a six weeks’ rest on doctors orders. 


ee “er & 


Rolloson’s at Lake Charles, La., has lost the lease 
on a corner of the main street and will move January 
1 to the next-door location. 


* * 2 


Lloyd Griffith is back with Russell Stationery Com- 
pany, Amarillo, Tex., in the capacity of sales manager. 
Lloyd was with Russell’s before the war but on return- 
ing from the service bought an interest in Pampa 
Office Supply Company, Pampa, Tex. Since June this 
year, he has been buyer for Pampa Print Shop, Pampa. 


* * * 


Better check your insurance policies. A’Mell Office 
Supply Company, Dallas, suffered a $2,000 loss the 
week-end of Oct. 12 when someone forced the front 
door and completely cleaned out the pen case of pens 
and pencils. It was then Mr. A’Mell discovered his 
policies did not cover such a loss. 

* * * 


W. Brewster Towne of the Chicago office of National 
Blank Book Company, recently made a swing over 
this territory with the Texas representative, Loraine 
Saxon. 

* * * 

Formal opening of the new completely air-condi- 
tioned Maverick-Clarke store in Corpus Christi was 
held October 20. All reports are that this is really a 
new and different store—ultra modernistic in every 
detail and plenty attractive. The new store is just 
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No. 626 
Sturgis 


JUNIOR 
EXECUTIVE 


Swivel 
Arm Chair 


List $47.50 
Upholstered in Versilan 








No. 626—Sturgis "Follow- 
Flex” Back Rest follows 
“every movement’'of body. 
Firm yet flexible. 








*% An advance in design and construction for 
“every movement” ease. 


* MODERN! 


* This “in-between” general and factory office 
market means Big Business for you. Write 
today for details. 


THE STURGIS POSTURE CHAIR CO. 


Sturgis, Michigan 
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two blocks south of the old location on Mosquite St. 
Tommy Tucker is store manager. 
* * * 

Lloyd Birdwell will be the new Carpenter Paper Com- 
pany representative in East Texas, covering the terri- 
tory formerly traveled by Red Evans, who is now with 
Stationers Distributors in Ft. Worth. 

* * * 

Walter Thatcher, former owner of Thatcher Print- 
ing Company, Plainview, Tex., has purchased an in- 
terest in the Wood Printing Company, 1012 Ave. J in 
Lubbock, Tex. He will be in partnership with Bob 
Rodgers, who had purchased the firm on returning 
from the service. They plan to put in a complete line 
of office supplies after the first of the year. 

* * * 

Bob Stroud, formerly with Russell Stationery Com- 
pany, Amarillo, has accepted the position as buyer 
at Cargill Company, Houston, recently vacated by 
John McKim, who went over to Lamb Printing & Sta- 
tionery at Beaumont. 

x * 

Glen Baugh, for the past six months with the Dallas 
branch of Carter Ink Company, is now traveling the 
West Texas territory. 

* OK * 

Sabine Office Supply Company at Beaumont, Tex., 
is moving to a new three-story building at Park and 
Laurel Sts., according to J. E. Johnson, the owner. 

* * * 

Jungkind Photo Supply of Little Rock, Ark., has 
purchased the building at 207 Main St. and will move 
about January 1. 

* * * 

Announcement has been made of the sale of the 
controlling interest in the Hill Printing & Stationery 
Company, Waco, Tex., by L. B. Gardner to Raymond 
Goddard, former vice-president of Crawford-Austin 
Manufacturing Company, Waco. At a directors’ meet- 
ing of Hill’s, Mr. Goddard was elected president of 
the concern and will assume active management. 
Other officers are Scott Hill, vice-president, and 
Herman Olenbush, vice-president and _ secretary- 
treasurer. For more than 50 years, the Hill Printing 
& Stationery Company has been operated in Waco 
and is one of the oldest and largest concerns of its 
type in that section. 

* * * 

Haswell Giraud is now in charge of Haswell’s Book- 
store in Bryan, Tex. R. W. Boswell has left Haswell’s 
to become associated with Cook Paints. 

* * * 


Paragon Printing Company of Little Rock, Ark., is 
putting in a large office supply department under the 
direction of Leo J. Byrne. They have just occupied 
a new building. 

* * * 

Those are pretty tall fish stories told by O. D. Mann 
and L. H. McDaniels, both manufacturers’ representa- 
tives, of the fishing at Port O’Conner, Tex., last year 
and O. D. declares he caught so many there this year 
he couldn’t even haul them home. 

7 * * 

Mrs. Ellis Ryan, manufacturers’ representative, is 
back on territory again after having been confined 
in a Chicago hospital with a bad cold following the 
NSA convention. 

* * ~ 

James R. Hamilton, formerly with Wilson Office 
Supply Company, Wichita Falls, Tex., has bought out 
the Dennis-Naylor Typewriter Service at 1823 Main 
St., Vernon, Tex. The new business is to be known 
as Hamilton Office Supply. 

* * * 

It was a case of having to build in order to have a 
place to live after their house was sold, so now the 
John Fords, Apex Company, Dallas, are ready to move 
into an attractive new home. 
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HAS THE MARKUP 
THAT MEANS PROFITS! 


ALL THE FEATURES 
THAT WIN SALES! 


$ 95 


Suggested 
Retail 


¢ Special Secret Chamber 
¢ Swivelled Front 
¢ 20 Oxford File Folders 
¢ 5 Storage Envelopes 
¢ Two Different Locks 
¢ Beautiful Baked Enamel 
¢ Green Hammerloid Finish 
¢ Streamlined Design 
e Heavy Gauge Metal 
¢ Fire Resistant 
¢ Water Repellant 
¢ Top Quality Thruout 
For Lifetime Service 


Your Prospects 
Number Thousands 


Most everyone is a live pros- 
pect for the “Bankette”! 
Small businessmen — Sales- 
men—Veterans— Housewives 
—Roomers—Boarders 
Home Owners — Doctors - 
Lawyers— Nurses—In fact, 
everyone with private, per- 
sonal papers. You have a 
tremendously vast, profitable 
market! 


Note the Strong Handle for Easy, Convenient Carrying! 


An added feature is the strong, sturdy, steel handle rivetted 
to the steel top. Weighing only eight pounds net, a child 
can carry it with the contents safely locked and secure. 

SPECIFICATIONS: Size: 13” x 12” x 5%” deep. Secret Chamber, 
14%” deep. 5 Envelopes, heavy manila, 11” x 4%”, identified for 
Automobile, Accident & Burglary Ins., Miscell. Documents, Bonds 
& Stocks, Fire Insurance, Last Will & Testament. 20 Folders, 
letter size, 10 marked A-Z, ten blank. Labelled tabs, assorted. 
Finish, green Hammerloid, baked enamel. Locks, two. Keys, two. 
Packed one to a carton. Shipp. wet. 9 Ibs. F.O.B. Chicago 7, II. 


MASO STEEL PRODUCTS 


MASO MAKES THE BETTER ONE 
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MEETS THE BIG UNFILLED DEMAND 


FOR A TOP QUALITY PERSONAL FILE. 





Maso’s “Bankette” offers everything your customers want in a 
personal file; looks, efficiency, materials, workmanship, com- 
plete in one package. Don’t confuse the “Bankette” with the 
ordinary, thin metal, flimsy made, half equipped personal file. 
The “Bankette” is built for rugged lifetime service with every- 
thing provided for safe, handy, convenient safekeeping. 

Heavy gauge steel used throughout. Construction is the finest. 
Corners are rounded. Swivel front opens full 3 inches. Felt 
pads on bottom protect surfaces. Letter size folders, genuine 
Oxford. Five storage envelopes of heavy manila. Secret cham- 
ber, a full 144” deep. Locks are brightly plated. Beautiful 
baked enamel finish will not chip, crack nor peel. This beauty 
really meets the definite need for a lifelasting, truly efficient 
personal file. 


Put the “Bankette” where your customers can see its 
handy, convenient advantages. You'll sell them on sight! 


ORDER YOUR NEEDS TODAY! 
Dept. 


500-32 S. THROOP ST. 
CHICAGO 7, ILLINOIS 
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FEDERBUSH RING BINDERS! 


These are ring binders with all the operating efficiency and durability that distinguish champions — 
on the track or in the office\Painstakingly designed and constructed, they always do their job of mak- 
ing your job easier! Immediely available. Packed 2 to a box. 





MEMO BOOK 4 FABRIC HINGE RING BINDER ; FABRIC HINGE RING BINDER 
STYLE RE. Binding: Flexible Black Imitation I STYLE RJ. Binding: Black Imitation Leather, | STYLE RH. Binding: Full Canvas; medium 
Leather with pocket, blind tooled; metal parts I blind tooled; stiff covers; metal parts highly | weight binder board, stiff covers; metal parts 
nickel plated with triggers. highly nickel plated with triggers. 


highly nickel ploted with triggers. 


PRICE BOOK METAL HINGE RING BINDER METAL HINGE RING BINDER 


with Label Holder ; with Label Holder 

I 

I 

| 

I 

: 

; I 

! 
STYLE RE. Binding: Flexible Black Levant : 
i 





STYLE RHM. Binding: Full Canvas; stiff cov- 
ers, medium weight binder board; metal parts 
highly nickel plated with triggers. ® 


STYLE RJM. Binding: Full Black Levant Grain 
Grain Imitation Leather with pocket, blind 


Imitation Leather, blind tooled; stiff covers; 
tooled; bound in steel ring protector strips; metal parts highly nickel plated with triaqgers. 
metal parts highly nickel plated with triggers. 





9% GEVENTH AVENUE - NEW YORK 11, WN. Y. 


When It Comes to Binders — Come to Binder Headquarters ... or Write for Our Complete Catalog. 
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has been passing out the cigars following the arrival 
of that son, Harold, Jr. 
* * * 

F. E. Barr, formerly salesman for Field Stationery 
Company, Tulsa, has taken over the buying for that 
organization, replacing R. C. Joslin, who has gone to 
Kansas City to be associated with his father-in-law 
in the construction business. 

* * 

Miss Marjorie Brashear has taken over the duties 
as buyer for gifts and social stationery at Wilson 
Office Supply Company, Wichita Falls, Tex., replacing 
Mrs. Stella Morris, who has resigned. 

* * * 

M. H. West, founder and president of M. H. West 
Company, architectural and engineering supply firm 
in Dallas, died at his home November 1. 

oe * oe 

Bryan Kearby, formerly of The Office Supply House, 
Borger, Tex., is now buyer for Pampa Office Supply 
Company, Pampa, Tex. 

* a * 

Nick Shelfer, Carter’s Ink ambassador, writes that 
he ran into Jack Matthews, American Lead Pencil 
Company, in Amarillo early in November with Bob 
Krone in tow. Bob will be making that section of the 
state in the future for American Lead Pencil Com- 
pany. 

* * * 

B. & B. Office Supply Company has moved to 353 
Main St., in Baton Rouge, La. W. H. Blake and W. T. 
Bowles are the partners. 

Port Printing & Supply Company at Lake Charles, 
La. has been purchased by Hunter T. Huddle from 
0. T. Beachley, who is operating a weekly newspaper. 
Lee Coker has returned to work for Mr. Huddle. 

* * ok 

Bodemuller, the Printer, Opelousas, La. has added 
a new addition to the building for storing paper stock 
and a photo developing room for their process. Mr. 
and Mrs. M. H. Nicheol operate the business. 

* * * 

The Stationers Club of Baton Rouge has been formed 
with L. Fielding Phillips, president, and Sterling Reive, 
secretary-treasurer. 

* * * 

A. V. Breard of Monroe Office Equipment Company, 
Monroe, La. has announced the marriage of his daugh- 
ter, Pauline, to Louis Milner of Monroe. The wedding 
was an event of October 22. 


* * * 


George Bradley & Company has opened at Carthage, 
Tex., in the Whitaker Building on N. St. Marys Street. 
The owners are George R. Bradley and Tom L. Vincent. 
Mr. Bradley was formerly with Bradley-Brown, Mar- 
shall, Tex. 

* * oe 

John Hayward, Koh-I-Noor Pencil Company, recent- 
ly took to the “middle aisle.” He and the Mrs. will 
live in Dallas. 


. ee 


Office Supply Company of Shreveport, La., has been | 


purchased by Shreveport Photo Copy with headquar- | 


ters in the Ricou-Brewster Building. 
oo * Oo” 

Ward Silliman, manufacturers’ representative, says 
he had a surprise addition to the family while he was 
at the NSA convention. A handsome little filly was 
born September 29 to his Tennessee walker. We didn’t 
hear of any cigars being passed around. 

* * aa 

F. B. Thaggard, salesman for Dallas branch of Clark 
& Courts, is well on his way to recovery following a 
major operation. 

* * * 

Ned Sondock, owner of Delta Office Supply Com- 

pany, Harlingen, Tex., recently entertained George 
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For Saving Bussacss kyes- 
9p and for 

BETTER 

FILING 








it MAGNIFIES 


Making a filing department func- 





Patent No. 
2248355 and D 128118 


tion smoothly and efficiently, is a 
challenge to every dealer. Your 
customers depend upon YOU for 
expert guidance. You're always 


safe when recommend 


DURABILITY. DURABILITY Filing 
Supplies not only offer the advan- 


PACKAGE FINDIT 
FILING SYSTEM 


a 


DURATEX VERTICAL 
FILE FOLDERS 


you 


tages of other supply lines, but 
possess one outstanding feature 
found in no other line—Barkley 
Plastic Tab with Magnified Visi- 
bility. Routine filing tasks are 








easier the Barkley way. For saving 
business eyes and for better filing 
“Buys,” sell Barkley Products. 









VERTICAL 
FILE GUIDES 


Established 1921 


[. L. BARBLEY & CU. 


Manufacturers of Filing Supplies 


1220 W. Van Buren St. Chicago 7, Ill. 
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“Donfloct.” 


FOAM OR SPONGE RUBBER 
CHAIR CUSHIONS 


for 


IMMEDIATE DELIVERY 





De Luxe EXECUTIVE STYLE 


A thick pile VELOUR covered executive cushion filled with 
long-life resilient foam-rubber . . . 2" or I'/2" Boxed edges. 
. . . Durable and Luxurious. 


CONVERTIBLE STYLE 


One side covered with rich 
pile corduroy for cool seasons, 
the other side with woven fibre 
for hot weather. 

Filled with new live rubber 
having thousands of air cells 





Colors: Brown, Green. Sizes: 
7" x 18"—I5" x 17"—14I," 
x 15/2". 


THE Sofseat STOOL CUSHION 


Transforms Hard Stools Into 
Soft Seats 


Elastic grip holds 
on stool firmly. Cush- 
ion is instantly 
slipped on to give 
soft comfort to 
those who use stools 
constantly. Made 
of resilient. one- 
piece sponge rub- 
ber and covered 
with sturdy mate- 
rial. Available in 
13-14-15 inch diame- 
ters. 





WRITE FOR NEW ILLUSTRATED FOLDER 
GIVING COMPLETE INFORMATION 


THE PERFECT RUBBER SEAT 
CUSHION CO. 


1412 UNITY STREET, PHILADELPHIA 24, PA. 
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Whiteside, southern sales manager for Parker Pen 
Company, at his grapefruit ranch near Harlingen. 
a os ” 

Arthus W. A’Mell, A’Mell Office Supply, Dallas, is 
able to be back at the store again. He was taken ill 
on his return from NSA in Chicago. 

a ca * 

Homer Royer has announced that his son, Charles 
Royer, is now a third owner of The Standard Office 
Equipment Company, Ft. Worth. 

oa * + 


Herman Baldridge is the new outside salesman for 
Mayton & Roddy Office Supply Company, Ft. Worth. 
Before tntering the Navy, Mr. Baldridge was associated 
with Stafford-Lowden Company in Ft. Worth for five 
years. 


* * * 


Bob Bizzell, formerly with Al Cook Desk & Office 
Supply Company, Oklahoma City, has bought an in- 
terest in the Oklahoma Office & Bank Supply Inc., 
Shawnee, Okla., of which Otis Hobbs is president. 

* * * 


Lloyd Robinson, Jr. is the new southern states’ rep- 
resentative of the Bates Manufacturing Company. 
Kenneth Moak formerly traveled this territory. 

a * * 

World News Publishing Company, owned by Rigby 
Owens, has moved into a new building in Opelousas, La. 
* * OK 
Ratcliffe Book Stores, with concerns in Weather- 
fold, Okla. and Lawton, Okla., has opened another 
store at 308 D Ave. in downtown Lawton. The other 
Lawton store is near the high school. All the stores 

specialize in school books and school supplies. 


——____—-» <0 _ 


NEWS NOTES OF NSA DISTRICT NO. 5 





Bill Wintrich, Correspondent 





Mr. and Mrs. Howard A. Denomme of Detroit, Mich., 
are lullabying a baby boy. The child, their second, 


| was born Friday, November 7. Mr. Denomme is pur- 


chasing agent for the Miles Fox Company. 


a 


Russ Thompson, formerly of Decker’s, Inc., Ander- 


that breathe with every move. | son, Ind., is now in charge of the office furniture de- 


partment of Marshall-Smith Company, Cleveland. 
* * * 


Mr. and Mrs. Joe Kral of the Buckeye Office Supply 
Company, Cleveland, Ohio, suffered injuries when their 
car collided with a truck outside of Pittsburgh, Pa. 
Mrs. Kral was taken to Mercy Hospital, where she is 
being treated for a broken back and collar-bone. 


* * a 


W. M. Nelson has left A. E. Boyce Company, Muncie, 


| Ind., to join his brother who operates Nelson’s Bar 


on S. Walnut St., in Muncie. 
* + * 


Mr. Rosa, formerly of Bartel, Rohe and Rosa, Rich- 


| mond, Ind., has left that organization and started a 


store of his own in Richmond. 
* * 

The sudden death of Floyd E. Deuel of Detroit, 
Mich., on October 18, was a great shock to his many 
friends among the travelers. Floyd was an outside 
salesman for many years with Gregory, Mayer and 
Thom Company of Detroit, Mich. 

* * a 

Herb Murdock of Miles Fox Company, Detroit, is 
leaving for an extended vacation in California where 
he will visit his parents who reside there. 

————_¢— 9 ——____ 
R. L. PRATHER OPENS STORE AT DALLAS 

R. L. (Dick) Prather has announced the purchase of 
the Simplex Systems office supply division and opening 
of the Oak Cliff Office Supply Store at Dallas, Tex. He 
is a former resident of Midland, Tex.—HORN. 
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SMEAD’S 


TELL‘-VISION 


Reg. U.S. Pot. Off. 


READS LIKE A 800K 
LEFT TO RIGHT~- 


ACCURATE FILES ARE THE HEART 
OF ANY BUSINESS 


Save “fime! 


by using Smead's Tell-I-Vision filing system, you 


can reduce filing time. The alphabetical-color 





signal system for finding— and the numerical- 





color signal system for replacing — make filing 


easy, fast, and accurate. 
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Sine MANUFACTURING CO. INC., HASTINGS, MINNESOTA 


Export Representatives: UNITY EXPORT CORPORATION, 295 Madison Ave., New York 17, New York 
























Smead’s TELL-I-VISION Filing Index 


REG. U.S. PAT. OFF. 


SMEAD’S TELL-I-VISION FILING INDEX is equally 
adaptable to small, medium or large installa- 
tions. The basic principle is sound. It reads like 
a book—from left to right. 


You first locate the notation or subdivision of the 
alphabet, on the guide, nearest the name you 
wish to find. You then tip the guide forward, 
making a@ working space, in which to find the 
desired individual folder. If the individual folder 
with the name desired cannot be found you follow 
through to the green miscellaneous folder, which 
is at the end of the individual folders and pre- 
ceding the next guide. The miscellaneous folders 
hold the papers of the occasional correspondent. 
If the desired correspondence is not there you 
know this is a new correspondent and the material 
should be filed in the miscellaneous folder up to 
such time as it contains 6 or 8 papers, at which 
time it will warrant an individual name folder. 
Approximately 80% of your reference will be 
made to the individual folders. Should any one 
individual folder contain more than 40 papers 
you should prepare another individual folder, 
dividing that correspondence into monthly or 
quarterly periods. 


The same number found on the guide, behind 
which they will be filed, should be placed on all 
individual name folders. The purpose of this 
number is to save time in refiling by matching 
numbers. It simplifies reference because all odd 
numbers are on blue tabs and all even numbers 
are on orange tabs. 


You Look Alphabetically and Put Back Numerically 
The double purpose of the miscellaneous folder 


is to become the guide in the transfer cabinet 
when correspondence is moved at transfer time. 


SMEAD MANUFACTURING COMPANY, INC. 


HASTINGS, MINNESOTA 


Export Representatives: 


UNITY EXPORT CORPORATION, 295 Madison Ave., New York 17, New York 


The last step in centralizing the filing system is by 
using the OUT GUIDE. This OUT GUIDE replaces 
a folder which has been removed from the filing 
cabinet. A 3” x 5” REQUISITION card is signed 
and inserted in the OUT GUIDE pocket. This tells 
who has the correspondence. Should the same 
folder be desired by some other party, while it 
is still out of the file, a small WANTED card is 
placed in the pocket of the OUT GUIDE. This will 
designate to whom this folder should next go. 
When the folder is finally returned to the file the 
REQUISITION card and the OUT GUIDE are re- 
moved. The REQUISITION cards are then filed 
in the card cabinet, indicating that the corre- 
spondence has been returned to the file. 


No Lost Files...No Lost Time...No Arguments.. 
No Confusion 


We recommend that our heavy, 2) point Smead- 
fibre folders, with green celluloid angled tabs in 
the center position, be used for the miscellaneous 
folders. These are the de luxe folders which 
better withstand hard, constant use. At the 
end of the year, when the files are transferred, 
they are moved ahead of the individual folders 
and serve as the index to the transferred ma- 
terial. The guides remain in the file and a new 
set of miscellaneous folders are placed in the file 
for the coming year. New individual folders are 
then prepared for those names which you know 
will continue to be active. When material ex- 
pands to such 4 te that a larger break-down 
of an index is required, you merely add the 
necessary number of guides and miscellaneous 
folders, remove the old inserts and insert the 
new and larger set of sub-divisions in both the 
guides and miscellaneous folders. IT GROWS 
AS NEEDED. 
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NEW ENGLAND TRAVELERS CLUB NOTES 

The annual Christmas party of the New England 
Travelers Club was planned for December 2, reserva- 
tions to be made with John Nackley, second vice- 
president. 

* * 7 

The sudden death of Roscoe P. Todd, president of 
Thorp & Martin Company, on October 28 proved a 
shock to his many friends in both the NET Club and 
the Boston Stationers Association. 


An honorary plaque was presented to Jim Arming- 
ton, chosen an honorary member of the NSA at the 
recent Chicago convention. This presentation was 
held at a meeting of the Boston Stationers Association 
on October 20 at the Vendome Hotel. The after- 
dinner speaker was George E. Thompson, district at- 
torney for Middlesex County, Massachusetts, who 
spoke on “Present Day Law Enforcement Problems.” 


a a * 


Providence Paper Company, Providence, R. I., re- 

cently held grand opening of its new store. 
* * * 

Mr. and Mrs. Herb Sweatt, G. C. Prince Company, 
Lowell, Mass., recently observed their thirtieth wed- 
ding anniversary with a dinner party. 

These items are taken from the October issue of 
the New England Travelers Club News edited by Wil- 

liam O. Needham, 66 Franklin St., Boston, Mass. 


—— 
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APPOINTED BY CLARY—F. M. Stevenson was recently ap- 
pointed by Clary Multiplier Corp., Los Angeles, Calif., as 
branch manager in Minneapolis, Minn. He was formerly 
selling in Los Angeles. Pictures of other newly-appointed 
Clary men appeared on page 148 of the November issue. 
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AN ATTRACTIVE CORNER AT TAIT’S.—One of the store’s 
most profitable and inviting sections is shown during. the 
tm’‘s twenty-fifth anniversary celebration at Oil City, Pa. 
Story appeared on page 80, October OFFICE APPLIANCES. 
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!Heavy Gauge | 
i$ FE £ u 
beautiful rr 
Hammered SILVER-CRAY Finish 





Nos. 923 and 1923 are now 


available with flat key locks, 
or 


CORBIN-Sesamee 
COMBINATION LOCKS 


Cash and utility boxes with Corbin Sesamee Combina- 
tion locks are now available for those who seek the extra 
measure of privacy the combination lock affords. The 
lock can be set to any three digit combination desired. 


Nos. 923 and 1923 are now made with flat lock or with 
combination lock. Otherwise, no change. The same 
fine features, the same high standards of construction 
which made these national favorites, remain. 





The combination lock box opens new profit avenues to you... . 
gives you additional sales opportunities. A window display of 
these will emphasize the practical Christmas gift appeal of this 
box . .. and attract buyers for personal use. 


SOLD BY LEADING JOBBERS .. . or write us direct 
PACKED. 12 of a style to carton. 





LIST PRICES (Slightly Higher West of the Rockies) 

WITHOUT TRAY WITH 6 COMP. TRAY 
No. 923 Fiat Lock No. 1923 Fiat Lock $3.70 
No. 923 CL Corbin Lock No. 1923 CL Corbin Lock 4.50 


$2.30 
3.10 











(Size 11% x 6 x 4%) 






No. 1923 
With Tray 


ENTRAL CAN COMPANY 


2415 West 19th Street - CHICAGO 


Export Representatives 
FRAZAR & CO., 50 Church Street, New York 7, N. Y. 
Cable Address: “FRAZAR” New York 





165 

















Yes, you'll find your customers mighty happy with 
this handier, easier-to-use staple remover. You can 
really get a grip on it—and it mever tears the papers, 
even in the thickest files. 






Staple Remover 
No. 150-5“ 





Staple Remover No. 150-5” is just one item in the 
famous BERNARD line of stationery tools. The trade 
knows “BERNARD means faithful quality’ 
complete catalog. 


Faithful 


ERNARD 


TRADE MARK se aa 


fl f 
WM. SCHOLLHORN COMPANY 


3512 Chapel Street, New Haven 9, Connecticut 


em Since 1870 
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STATIONERS 12:30 CLUB NOTES 


Frank Schaefer of Unz & Company became a father 
for the fourth time recently when his first son, Frank, 
Jr., weighed in at 9 pounds, 11 ounces. 

* * * 

Irving Reighter, formerly of the Wansker Paper 
Company, is now representing the Agency Paper Com- 
pany, 74 Varick St., New York City. 

* * * 


In addition to his numerous other chores, Al Gel- 
fand has taken on the buying of office furniture and 
equipment for the Royal Office Supply Corporation. 

* *x * 


Daniel Lerner, former manufacturers’ representative, 
has opened his own business at 42 Chester Ave., Irving- 
ton 11, N. J., under the name of the Daniel Lerner 
Wholesale Office Equipment Company. 

* * * 


Andrew A. Huth and his associate, Walter J. Scott, 
have moved from 509 Fifth Ave., to 505 Fifth Ave., 
New York 17, N. Y., where they are still representing 


Cooks, Inc., and have added the Hectographia Cor- 
poration and Harsten Products, both of New York 
City, lines. 


* * * 


These items are taken from the Stationery Whitems 
for November, edited by Gerard D. White, Acco Prod- 
ucts Company. 

siecimeiitiaiallila dailies 
OFFER NEW AICO-GRIP COUNTER MERCHANDISER 

G. J. Aigner Company, 503 S. Jefferson St., Chicago 
7, Ill., makers of Aico products, has introduced a new 
sales help in the form of the free Aico-Grip Counter 
Merchandiser. This device makes it possible for cus- 
tomers to select just which tabbing they prefer. The 





AICO-GRIP COUNTER MERCHANDISER 


new unit is self-serving, compact in a size of 14% 

inches long and 6% inch wide, and illustrates uses and 

colors of the tabbing by a colorful lucite display. 
Each Merchandiser hold 12 cartons of Aico-Grip 


tabbing and 12 packages of shield tabs. 
OO 
BALTIMORE FIRM ENLARGES FACILITIES 


Julius M. Stark & Company, 202-204 Water St., Balti- 
more 2, Md., is in the process of completing a two- 
story building devoted exclusively to office furniture 
and equipment and office machines. 

In this new unit, which is in addition to the present 
four-story stationery and office supplies building, the 
Stark company plans to devote most of the 7,600 
square feet of floor space to displaying the latest 
models in wood and steel office furniture, safes, files, 
miscellaneous equipment, typewriters, adding ma- 
chines, dictating and other business machines. 

The firm offers a large selection of typewriters for 
sale or rent and maintains a well-equipped service 
shop. 
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26 | DROWAE-MORSE 
mm JE) SUPPLIES NOW AVAILABLE 
xel- 
and 
ion. 
a KRAFT FILE FOLDERS 
ty Made from natural, unbleached sulphite stock, these folders 
7 have unusual strength and wearing qualities. They present 
a clean, pleasing appearance and have an exceptionally 
or, good glazed Kraft finish. Browne-Morse Kraft Folders are 
ting available in many sizes, styles and cuts for every filing 
‘oe application. They are furnished with either a single or a 
double top, with or without undercut. Tab styles include a 
one-half, one-third, one-fifth, two-fifths, and square cut. Any 
a of these styles may be secured in heavy weight or extra 


heavy weight Kraft. 
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sp CARD GUIDES 






new 
nter 
cus- Browne-Morse alphabetical Card Guide Sets are available 
The in three sizes... 3" x5", 4"°x6" and 5x8”. They are 
made of quality Bristol in buff, salmon and blue colors, and 
of high grade Press-Board in grey only. They are supplied 
in durable; attractive, clearly-labeled boxes. Card guides 
are furnished either with or without ‘Keyloiding.” The spe- 
cial ‘’Keyloid’ process impregnates the tab and entire top 
edge of each guide with a tough, life-extending plastic that 
adds strength and durability to the Card Guide. The glassy 
“Keyloid” surface may be wiped clean with a damp cloth. 
VERTICAL FILE GUIDES 
Browne-Morse File Guides are made of Wolverine grade or 
Quality grade Press-Board, in letter and legal sizes. They 
are pearl grey in color, neat in appearance and strong and 
14% durable. Sets are furnished in A to Z, or larger divisions, or 
and unprinted in one hundred and one thousand lots. Browne- 
Morse File Guides are furnished printed or plain and with 
oF or without ‘’Keyloiding.” Special process “Keyloid” so thor- 
oughly seals the tab edge that it prevents cracking or split- 
salti- ting. It keeps a neat and clean-cut appearance in your file 
two- at all times. 
iture 
esent 
, the 
7,600 
atest 
files, MANUFACTURERS OF STEEL OFFICE 
“— EQUIPMENT AND FILING SUPPLIES 
3 FOR OVER 38 YEARS 
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It's the Great New 
INSULATED RECORD FILE 
WITH RECEDING DOOR by 
HERRING-HALL- MARVIN 
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@ Approved by and bears the 
label of Underwriters’ Labora- 
tories, Inc., for one-hour fire 
exposure and the Underwriters’ 


Laboratories T-20 Burglary la- | 


bel including drop-impact test. 
These labels were granted from 
the results of a test made of 
the units without interiors. 


@ The T-20 Burglary label en- 
titles user to 20% discount on 
burglary insurance of contents. 


@ Two models available; one 
for letter-size file, the other 
for legal cap size. 


@ May be obtained with or 
without interior. 


®@ Has receding 


door. 


easy swing 


@ Monolithic insulation. 
® Electro fused frame. 
@Tenon and groove door. 


@ Interlocking, reinforced body 
construction. 


@ Lock and boltwork behind 
insulation. 


@ Approved by Underwriters’ 


ond the S.M.N.A. 


@Attractively finished in 
smooth gray. 
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TAPS ONE OF THE RICHEST OFFICE 
EQUIPMENT MARKETS IN THE NATION 


The new H-H-M Insulated Record File with Receding Door meets 
the universal need among architects, drafting rooms, treasurers’ 
offices, government offices, courthouses, hospitals, hotels, and all 
large businesses for a large-capacity, artistically designed and 
finished, fire-resistive safe equipped with filing drawers for the 
safekeeping of blue prints, legal documents, bills receivable, 
inventory records, and other valuable papers. It is also an impera- 
tive necessity in public utility offices, chain store headquarters, 
and other major corporate offices. This is important business. 
Are you getting your share of it? 


A few exclusive dealerships still open. Write us today. 


HERRING -HALL-MARVIN SAFE CO0., General Offices, HAMILTON, OHIO 
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NEWS NOTES FROM THE MARITIME PROVINCES 





William J. McNulty, Correspondent. 





T. Eaton Company, Halifax, N. S., sponsored a spe- 
cial sale of new portable typewriters including Rem- 
ington, Royal, Underwood and Smith-Corona ma- 
chines. The sales were made on budget plan as well 
as cash. The prices ranged from $77.50 to $89.50. 

* * * 


B. Garson & Son, Yarmouth, N. S., have started 
selling new and used typewriters, adding machines, 
cash registers, check writers and protectors, filing 
cabinets and office furniture. 

Halifax, N. S.; Patriot P. & P., Dartmouth, N. S:: 
* a ca 

The Patriot Printing & Publishing Company, Dart- 
mouth, N. S., publishing a weekly paper and operating 
a job service in printing, have added sales of office 
supplies, inc-uding stationery, typewriter ribbons, car- 
bon paper, ink, pencils, pens, sharpeners, clips, copy 
paper, note and ledger books, file folders and rubber 
bands. Promoting sales of Dominion saving bonds is 
an extra-curicular line. 

* * * 

Offices of new theatres completely outfitted lately 
have been: Paramount, Campbellton, N. B.; Para- 
mount, Amherst, N. S., and Acadia, Wolfville, N. S. 
Now nearing completion are: Paramount, St. John, 
N. B., and Vogue, Halifax, N. S. To be finished soon 
also is the Paramount at Halifax. The Armview, Hali- 
fax, was recently opened. The office equipment in- 
stalled and to be placed in these theatres includes one 
to several typewriters, an adding machine and filing 
cabinets. On Newfoundland, there has been a big 
increase in theatre office outfitting, with a new chain 
of 12 small theatres in small towns, one new house at 
Fortune, and one to be started in construction at 
St. John’s. 

* * * 

There has been a noticeable trend toward printing 
and publishing firms adding office supplies. In this 
hookup now are Nova Print, Ross Print, F. M. O’Neill, 
maurax, N. 8.3; Patriot P. & P., Dartmouth, N. S.; 
McMurray’s, Fredericton, N. B.; Hanson’s, Woodstock, 
N. B.; Flewelling Press, Barnes-Hopkins, J. & A. Mc- 
Millan, Paterson, St. John, N. B.; Tribune Print, Camp- 
bellton, N. B.; R. H. Davis & Company, Yarmouth, N. 
S.; J. J. Wallis, Digby, N. S., and F. N. Brodie, Glace 
Bay, N. S. Space has been assigned in the printing 
offices for displaying the office items. 

ae aes 
RIND NAMED ROSE RIB. AND CARB. EXECUTIVE 

Adolph Rose, president of Rose Ribbon and Carbon 
Manufacturing Company, Elizabeth, N. J., recently 
announced the appointment of A. J. Rind as vice- 
president and general manager of his concern, which 
specializes in the spirit and hectograph field. Mr. Rind, 
who has been connected with the carbon paper and 
ribbon business for 30 years, has a host of friends in 
the trade. 

© 


FICHTNER REJOINS TYPEWRITER EXCHANGE 

Walter E. Fichtner, who spent about a year in Chi- 
cago as R. C. Allen manager, has returned to California 
and realigned himself with Ernie Thornton and the 
California Typewriter Exchange in Los Angeles. Mr. 
Fichtner is now functioning as a special sales repre- 
sentative of the Lightning Adding Machine Company 
as well as the California Typewriter Exchange. 

—_—_—_———e 


HAROLD SCOTT JOINS FATHER’S FIRM 

Harold E. Scott is now associated with his father, 
R. T. Scott, in the operation of the Scott Typewriter 
Sales Company, Shreveport, La. Prior to his entering 
the typewriter field, he was employed as an account- 
ant at the Post Exchange, Barksdale Field, La., for 
five years before the war, and served five years in the 
Army as a lieutenant in the field artillery. 
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Collier-Keyworth presents 
outstanding engineering in 
revolving chair controls with 
patented “‘Equi-Balanced” 
action that assures smooth, easy 
motion. Modern in design and 
appearance, these all-steel 
chair controls are construct- 

ed to give enduring com- 


fort and satisfaction. 
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COLLIER-KEYWORTH CO. 
Cee GARDNERE MASSA 
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LITTLE Quality Carbons 
and Ribbons build dealer 
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LITTLE Dealer protection 
eliminates competitive ef- 


2H; of, IN 
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fort. 


LITTLE Factory Coopera- 
tion really helps the dealer 
to obtain a_ satisfactory 
share of the best customer 


requirements. 


LITTLE profit- 
able, clean cut distribu- 
tion, placing the dealer 


in quality, 


means 


at the top 


dependability and_ pro- 


tection. 


Write for details and samples. 


‘QUALITY EXCLUSIVELY SINCE 1888” 
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NEWS NOTES FROM NSA DISTRICT NO. 8 


E. J. Mitchell, Correspondent 

Will someone please report to Dan MacDougall of 
Stationers Loose Leaf Company, and your corre- 
spondent, the whereabouts of J. L. Wren of The House 
of Wren, Oklahoma City, Okla., and “Windy” White, 
Southwestern Stationery & Bank Supply, Ponca City, 
Okla., on October 26-29, when they failed to show up 
at Mitchell, S. D., for a planned pheasant hunt. The 
two first named were in Mitchell at the appointed hour 
—but no White-Wren. The birds were no better off 
however as Dan, after practice shooting with Fred 
Green of News Printing Company, Aberdeen, S. D., and 
“Bud” Ward, owner of the Ward Hotel at Aberdeen, 
took good care of all which came his way. The Mac- 
Dougall clan enjoyed some good pheasant dinners. The 
moral is: Get a down payment from those Okla- 
homans before you make any deals with them. 

* * * 

IlIness struck our good friend L. Walter Ruedy of 
S. G. Adams Company, St. Louis, Mo., immediately fol- 
lowing his visit to the NSA convention. Walter was 
ordered to bed in a local hospital for three weeks’ rest 
due to a heart ailment. He followed that with a couple 
of weeks at home, but is reported making a: fine come- 
back and returned to his desk November 10. Take it 


easy, Walter. 


coe. 


Jack Manning, president of Joplin Printing Com- 
pany, Joplin, Mo., attended a printers’ convention at 
West Baden, Ind., just prior to the NSA convention. 
Feeling that he could not be away from his business 
too long at a time, he had to absent himself from 
NSA. You missed a good convention, Jack. 

* * * 

Mrs. Marie Clark, who is well remembered as the 
former buyer for the Crowley-Reuter Stationery Com- 
pany, Kansas City, Mo., and later with Carter’s Ink 
Company, as secretary to Austin Waterbury, has re- 
turned to her former position with Crowley-Reuter 


Company. 


* * Bo 


Ray Baldwin, Gallup Map & Stationery Company, 
Kansas City, Mo., has been a busy man working days 
and nights taking and figuring inventory. The travel- 
ers hope you did not find much, Ray. 

* oa * 

President Bill Bohart of the Midwest Travelers Club 
joined with Governor Shelpman of District No. 8, NSA, 
in calling a meeting of officers and members of both 
organizations for November 22 at the Allis Hotel, 
Wichita, Kans., to discuss and formulate plans for the 
1948 regional meeting. Earl Scott of Bauman Office 
Equipment Company, Wichita, convention chairman, 
expects a goodly gathering and arranged to hold 
twenty rooms at the Allis for the visiting delegation. | 

* me * 

Our old “peddler” friend, Herb Johnson, who is now 
a big Wilson-Jones executive, was a guest at a recent 
party in Omaha honoring John Rasmussen, who re- 
tired as stationery manager of Omaha Printing Com- | 
pany, on October 30. Herb seems very happy in his 
new setup and we all extend our best wishes that he 
may remain so for these many years to come. 

* x * 

A recent mention of the changes at Schooley Print- 
ing & Stationery Company, Kansas City, Mo., failed 
to note that Roger Garver not only was placed in 
charge of sales, but was elected vice-president in 
charge of sales. Our apologies, Roger, as well as our 


hearty congratulations. 
* x * 


Anyone wishing a little easy money call on Paul 
McCollem, the office furniture magnate of Kansas 
City. An unknown wholesale furniture salesman, ap- 
parently failing to get an order from Paul, did pre- 
vail on him to cash a small check. The salesman} 
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IN SITTING LUXURY 


With this chair, the Gunlocke President, comes a soft, loose cush- 
ion, mounted on a spring platform. Feels like sitting on air, yet 
with plenty of support. The broad, tall back—as restful as your 
customer's favorite lounge. Made in genuine walnut and mahog 
any finish on walnut, covered with genuine top grain leather. 


H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 





























can be delivered to you NOW 



















This is the NEW, improved STYLE 
machine, featuring new feed arm easily 
adjustable for post cards and narrow 
paper. Automatic impression roll 
release; semi-closed cylinder; built-in 
inking roller; fast print adjustments 
—raise or lower and centering. 
Dial control paper guides; accurate 
registration; all steel welded frame 
— single unit construction... 


so MUCH for so LITTLE! 





When closed, is dust-proof 

and occupies little 
more than a 
square foot of 

floor space 


MARR DUPLICATOR CO., Inc. 


Delivery also being made on = Aa PASS a 1) Bese New York City, 7 
MARR Electric “Model £” 
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hasn’t been seen since—but the check has been cashed. 
* a * 

They tell me that Uncle Bill Pickering, the ballpoint 
man from Davis, Okla., has taken to the platform in 
in effort to reform his former Oklahoma and Texas 
“heister” buddies. How about presenting your subject 
at the coming Kansas regional, Bill? We are sure you 
would have all the Kansas delegation on your side 

. maybe even Bohart. 

* + * 

The Louis Blair Stationery Company, St. Louis, re- 
cently moved from their 1106 Pine St., address to a 
newly acquired building at 3546 Lawton Ave., where 
office and warehouse space is maintained, and parking 
facilities are ample. 

* * * 

The Stationers Association of Greater St. Louis, of 
which Alex J. Bartens of Shallcross Printing & Sta- 
tionery Company, is president, held a fall meeting in 
Belleville, Ill., on invitation from Binks Weingaertner 
of Egyptian Stationery Company, Belleville, and were 
entertained in the Grill Room of the Western Brewery 
Company. 

* BS o* 

President Frank McClure of the Inland Printing 
Company, Springfield, Mo., was encountered by a cou- 
ple of travelers while on his bi-monthly business visit 
to St. Louis. The meeting took place, of course, just 
AFTER Frank had finished his lunch .. . and paid 
for it. 

a * +” 

Have you travelers going to Omaha noticed the lack 
of enthusiasm about football bets around the back 
room this year? Never mind, Rudy says there will 
come a day. 

* od ca 

We ran across an old Midwest member early in No- 
vember, way out on the wide open highways of Minne- 
sota. Dan MacDougall at the wheel, we passed a 
familiar-looking driver going our direction, so slowed 
down for a closer look. It was Mel Sowell of Ester- 
brook Pen Company, making his way to northwest 
Minnesota in search of orders. After a short confer- 
ence beside the concrete, not a house or a being in 
sight, the trio headed for the next town and cokes— 
and gossip. Nobody learned anything new. 

* + * 


It was good to see John Brain, Sr., Brains Stationery 
Company, and Omaha School Supply Company, 
Omaha, Nebr., back in his old stride. John was or- 
dered to take a thorough rest several months ago, 
due to a heart condition, but he is looking fine again 
and is, if anything, more active than previously. With 
the capable help in his business of his charming wife 
and most able son, John, Jr., he should have few 
worries. 

* ok + 

Bob Lewis, district manager, Dennison Manufactur- 
ing Company, St. Louis office, gave us the glad news 
that Mrs. Lewis is recovering nicely from her long ill- 
ness and that he made his first real trip early in No- 
vember since his wife’s hospitalization. We hope for 
her continued improvement. 

* * ¥ 

Another heart victim of recent months is Lou Pillich 
of Lessard Stationery Company, St. Louis, who has 
been away from his business quite some while and, 
from recent reports, will not be back too soon. We 
hope for more cheerful news soon, Lou. 

«. oe ~ 

They tell me that fellow, Lyle Turner, Kansas City, 
is the busiest traveler in that area, but is doing his 
Share to keep the dealers well supplied with Sheaffer 
pens. Quite a popular boy is Lyle. 

* *” + 


Sunday morning, October 19, brought a daughter to 
Mr. and Mrs. Barrett K. Mitchell and a granddaughter 
to your correspondent and Mrs. Mitchell. After due 
consideration the little lady chose the name of Penny 
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NATIONAL EXECUTIVE DESK 
No. 6612S 66” x 36” 


To every executive office this National 
Desk lends an air of distinction, of dig- 
nity and of assurance—the subtle ex- 
pressions of refinement and good taste. 
It is a thoroughbred through and 
through. 


This desk is an outstanding example of 
the craftsmanship which has made 
"National Desks"’ a name symbolic 


with everything fine in office furniture. 


NATIONAL DESK COMPANY 


HERKIMER, NEW YORK 
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Pre-tesledl or 
Pe thor mance 


They Give Many More 
Years of SERVICE ee 





Reduce Floor Wear 
to a minimum. 


Increase efficiency 
of employees. 


Eliminate wracking 
of equipment. 


my GET THIS FREE BOOK 


|) DaRWELL 





CASTER 


Pa sce ...192 pages of helpful 
information. Here is a 


book that should be in 
your files... 





DARNELL CORP. LTD. 
LONG BEACH 4, CALIFORNIA 


60 WALKER ST., NEW YORK 13, N_Y 
36 N. CLINTON CHICAGO 6, ILL 
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Lee and announced that she will be ready for a secre- 
tarial position as soon as she has rested a bit. 
* ” ” 

Jack Singer, former purchasing agent for Douglas 
Aircraft Company, Oklahoma City, was recently ap- 
pointed to a like position for Branham’s, Inc., Okla- 
homa City stationers. Don Branham, president of this 
firm, and his wife, Florence, recently spent two weeks 
touring the east visiting Branham’s various factory 
connections. Lorry Davis, formerly purchasing agent, 
has been named general manager of the firm. 

* * * 

Joseph D. Landes of Schooley’s, Kansas City, Mo., 
and Mrs. Landes celebrated their fortieth wedding 
anniversary on Thanksgiving Day. Our hearty con- 
gratulations and very best wishes to this grand couple. 

+ * * 

Commander Printing & Stationery Company, Tulsa, 
Okla., of which George Revelle is manager, recently 
installed two new high-speed presses in an effort to 
better handle their large increase in business. 

* * * 


Travelers making Hutchinson, Kans., in the future 


| will likely have to park their cars in Wichita and walk 


over. Since the installation of parking meters on the 


' main drag, the natives leave no space for visitors. In 


speaking of Hutchinson, one L. B. “Mumbles” Wilcox 
of Roberts Printing & Stationery Company—the in- 


| dustry’s famous orator—lost a $200 order when he took 


time off from business to build a $200.00 fence around 
his yard to protect a $5.00 dog. Good business. 
& * 


a 


Mrs. Edna Huelhorst Williams, formerly with Office 


| Supply Company, Springfield, Mo., has been appointed 


buyer of stationery and office supplies for Elkins- 


| Swyers Company, Springfield. Congratulations, Edna. 
| Leslie Lee is president of the firm and Joe Dake is 





vice-president. 
* os a 

E. J. Carroll was recently appointed representative 
of Minnesota Mining & Manufacturing Company in 
this region, succeeding John McQuade, who was trans- 
ferred elsewhere. 

* * + 

Miss Gertrude Slatten who was Sam Plant’s assistant 
at Western Bank & Office Supply Company, Oklahoma 
City, has been made stationery buyer following Sam’s 
departure for Little Rock. 

* * > 

Gathered in Wichita in mid-October for the purpose 
of restocking the dealers shelves were Bill (AA) Pick- 
ering of the E. Faber clan, Walter Kane of National 
Blank Book fame, Bill Cromwell, Eaton Paper ambas- 
sador, John Pydlek, representing leading manufactur- 
ers, and Izzy Voda of Wallace pencils and incoming 
president of Midwest Travelers. 

cs oa * 

Orchids and hearty congratulations to Mr. and Mrs. 
Alex J. Bartens of St. Louis, who celebrated their 
fortieth wedding anniversary with a surprise party to 
Mrs. Bartens at the Melbourne Hotel, St. Louis, on 
November 26, at which a few close personal friends 
gathered for dinner and the evening. Mr. Bartens is 
vice-president and manager of Shallcross Printing & 
Stationery Company, and president of the Stationers 
association of Greater St. Louis. Mrs. Bartens is presi- 
dent and general manager of the Bartens household. 

It might be mentioned here that Mr. & Mrs. Alex 
Bartens planned a belated vacation at Hot Springs, 
Ark., early in November, but instead took on their 


| sun tan under a lamp at home because rain and cold 
| weather greeted them the morning of their planned 


departure. After waiting a couple of days for the 
weather to clear up, they decided they could eat, sleep, 
rest and use the lamp much more economically at 
home. Al did enjoy a good rest without telephone in- 
terruption because their friends thought they were 
away. Al’s experiences with the weather on his several 
past vacations has not been good, hence his hesl- 
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SELL Quality... 
and you Sell SATISFACTION 


NO. 800 SECTIONAL BOOKCASE 
Furnished in Oak 
Walnut Finish—Mahogany Finish 
48"" High—34" Wide 
Available in 9"—I1I1'""—13" Sections 


All doors may be easily removed without tools. 
Each unit individually cartoned. 








NO. 358 DESK 





QUARTERED OAK OR WALNUT 


GENERAL SPECIFICATIONS—Tops I!/,", 
Shaped Rim—High Grade Lacquer—Fin- 
ish Rubbed Tops— Cast Metal Drawer 
pulls—Steel Automatic Locking Device con- 
trolled by center drawer —All drawers 
dovetailed—finished drawer interiors well 
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sanded. 
OTHER SIZES 
Pedestal Typewriter . 358PT 58x 32 
let Top .... . ine 38032 
Flat Top 352 52 x 32 
Secra Type feito ccaeeed SLaee 3 3 
Flat Top . 342 42 x 32 No. 358—58" x 32 
Secra Type 342ST 42x32 





NO. 369 TABLE 


GENUINE WALNUT TOP 
Standard Walnut Finish 


OR QUARTERED OAK TOP 


Combed Grain—Light Modern Oak Finish 
Finished to match 300 and 400 Series Desks 


AVAILABLE IN THE FOLLOWING 
SIZES 


No. 379 Table—72 x 32—2 Drawers 
No. 369 Table—58 x 32—2 Drawers 
No. 359 Table—52 x 32—1 Drawer 
No. 339 Table—36 x 26—I Drawer 





No. 369—58" x 32"—2 drawers 





PROMPT SHIPMENT ON ABOVE ITEMS 


MICHIGAN DESK COMPANY 


MANUFACTURERS 
GRAND RAPIDS 1, MICHIGAN 
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CALLED ‘OUTSTANDING’ AT THE 
OFFICE EQUIPMENT SHOW 
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NO. 155 
IN REAL LEATHER 





EXECUTIVE Keclining (hate 


© Both newspaper and radio reports of the fully designed chair for the executive office tips 
recent national Office Equipment Show publi- back to become an amazing relaxer. A few min- 
cized the Executive Chair that reclines, as impor- utes’ relaxation, several times a day, aids the 
executive to accomplish more with less strain— 


tant news. 
promotes health. prolongs life. Ask your doctor. 


Executives need to relax more. This beauti- 


Here’s an entirely new field of profit for Dealers. You'll be surprised at 
the interest. WRITE for further information and suggestions for making a 


large NEW profit, on Barcalo EXECUTIVE Reelining Chairs. 


Executive Chair Division BARCALO MANUFACTURING CO. 


166 CHANDLER ST., BUFFALO 7, NEW YORK 


REPRESENTATIVES FOR THE OFFICE FURNITURE TRADE 


Metropolitan District—New England and Northern New Jersey: Fred J. Bloempot—! Park Ave., New York, N. Y. e New York State, 


Pennsylvania and Southern New Jersey: H. W. Koehn, Jr.—!22 Columbia Road, Williamsville, N. Y. @ Maryland, District of Columbia, Vir- 
ginia, West Virginia, North and South Carolina, South Eastern Ohio, Kentucky: Walter H. Gerwig—P. O. Box 976—Parkersburg, W. Virginia. 
South: Dick Malone—Rt. 1, Box 596, Dallas 8, Tex. @ Middle West (incl. Denver): H. Wright Johnston—1725A Mdse. Mart, Chicago, Ill. 
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tancy in starting this vacation in the rain and cold. 
* * * 

The Midwest Travelers Club loses the friendly com- 
panionship of their first vice-president, Peter C. Mas- 
terson, Acco Products Company, who leaves this terri- 
tory about January 1 to cover the west coast territory 
for his company. Pete has earned a fond place in the 
hearts of many travelers and dealers of these several 
midwest and southern regions and his genial disposi- 
tion will really be missed. Our loss will be the gain 
of the west coast, where we are sure Pete will find a 
cordial welcome and will make new friends quickly. 
Every good wish to you, Pete, and to your charming 
bride. 

* * *” 

Chet Smith, manufacturers’ representative, spent 
several weeks of November in St. Margaret’s Hospital, 
Kansas City, Kans., nursing a heart condition. He is 


not expected to return to traveling for several more | 


weeks. Fellow travelers are sending their best wishes. 
2 me —— 
LILLIAN DENTON IS APPOINTED BY ANA 
Lillian Denton has been appointed chairman of the 
educational activities committee of the Association of 
National Advertisers, according to an announcement 
by Thomas H. Young, advertising director of the United 

















LILLIAN DENTON 


States Rubber Company and chairman of the ANA. 
Miss Denton, who is editor of the Underwood News 
house magazine of Underwood Corporation, New York, 
N. Y., will head all women’s activities and sub-com- 
mittees of the Association of National Advertisers. 


ee 
AUSTIN, TEX., FIRM HOLDS OPEN HOUSE 
The Steck Company of Austin, Tex., held open house 


in its new seven-story home on W. Ninth St. on Sep- | 


tember 23 and 24. Visitors were shown only the first 
and mezzanine floors in the new building, but other 
floors will be put in use and opened to the public as 
soon as work on them has been completed. 

Entrance to the building is gained through a spa- 
cious foyer, which leads to the main floor, divided 
between office supply and stationery departments. 

On one side of the stationery department, two 
rooms, panelled in bleached mahogany and having 
Louverex glass doors, are devoted to the display of 
wedding stationery. 


rest of the floor. 

A balcony, surrounding three sides of the main sales 
floor, is devoted to the display of office furniture and 
business machines of all sorts. 


E. M. Jackson is president of the company, which 
is one of the oldest and largest office equipment firms 
in Austin, and assisting him are Allen New as store 
manager, Henry H. Moore as manager of the stationery 
department, Miss Vivian Dimaline as manager of the 
wedding and social stationery departments, and Wil- 
liam Smith as manager of the office furniture depart- 
ment.—JHR. 


OFFICE APPLIANCES, December, 1947 


Here a prospective bride can | 
make her selections from a wide stock and in privacy. | 
Offices and shipping space at the rear make up the | 
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Anderson- 
Hickey Co. 


y FILING 
CA'BINET 


Free-floating, cradle sus- 
pended drawers. Reinforced 
framework, positive side lock- 
ing compressor. Steel chan- 
nels, horizontal and vertical, 
spot welded into rigid frame, 
which carries drawers. Heavy 
torque plates hold frame true. 


SOLE DISTRIBUTORS FOR 
ANDERSON-HICKEY CO. 
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error) 
LLY 5631 West Madison Street 


GOOD REASONS WHY 


Gardinal 
: ‘SH PRODUCTS 
‘SELL FASTER 
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WARDROBE 
& STORAGE 
CABINET 


Handsomely designed 
storage and wardrobe 
cabinet that can be put 
to a thousand uses. 3- 
point lock, glider bottom, 
semi-flush hinges. Body 
No. 24 gauge reinforced 
steel. In attractive and 
popular colors to blend 
with any decorative 
scheme: Olive Green or 
Grey. Satin chrome hard- 


ware. 


Write for details and 
prices today. 
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Chicago 44, IIlinois 
“Andy units of steel’ 

















IMMEDIATE 
DELIVERY 


for 
DOMESTIC & EXPORT 


TRADE a 
REBUILT 
DICTAPHONES 


EDIPHONES 


QUALITY REBUILTS 
SINCE 1923 





CHOOSE YOUR MODEL 


The one you want, from a stock of approximately 
1000 machines; all models available. Modern ef- 
ficiency and voice clarity are assured when you 
purchase our guaranteed rebuilts. 


CLEARTONE 
CYLINDERS 


Our economical, lined, smooth textured product of 
long years of experiment and research, is the ideal 
cylinder for dictating perfection. Complete satis- 
faction guaranteed with every order. 


Write Us Today 
Regarding Your Needs 


AMERICAN 


DICTATING MACHINE CO., Inc. 
235 FIFTH AVE., NEW YORK 16, N. Y. 
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Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


New stationery stores as well as typewriter shops 
are starting in rather unusual numbers throughout 
the Los Angeles area these days. GI’s with previous 
experience (before going into the war), particularly 
those who were held in a similar type of service dur- 
ing the war, are quite largely responsible for the in- 
crease in this kind of business establishment. How- 
ever, the continued unprecedented growth of the whole 
area in population means that there are numerous 
openings for new stores. Most ventures seem logical 
ones. 

Business on the whole continues good in all lines 
and there still seems to be plenty of money in the 
pockets of the general public. 

* * * 

King Stationers, Inc., 145 W. Washington Blvd., Los 
Angeles, considered a favored location because of the 
general growth of the immediate district, has been 
started in a newly-modernized and newly-decorated 
building by Robert Klein and E. D. Braverman. For 
five months these men have been operating directly 
from a warehouse and have been handling only com- 
mercial accounts. However, with the opening of the 
new store on Washington Blvd., they have added social 
stationery and greeting cards to their commercial lines 

Before the war Mr. Klein was in business for him- 
self. During the war he was a major in the Air Corps. 
Mr. Braverman was in the infantry as a staff sergeant, 
serving in England, France, Germany, and Austria. 
Prior to this service he was for some time with the 
Douglas Aircraft Corporation in East Africa. 

The store is very attractive and is arranged for good 
display as well as for efficiency. On one side of the 
room open type shelving in antique finish has been 
installed. On the other side there is a 34-foot display 
of Hall-mark greeting cards. 

The general opening date was November 10. 


# * * 


E. J. Maher and William Taylor have opened a sta- 
tionery store under the name of The Wilmington Sta- 
tioners at 1568 N. Avalon Blvd., Wilmington. This is 
a very attractive and well located store. 

* * * 

Stinson Stationers is the name of a new stationery 
store opened very recently by B. F. Stinson, Sr., and 
B. F. Stinson, Jr., at 1214 Baker St., Bakersfield. The 
store is completely modern and very attractive. 


. « % 


Kensco, Inc., 8236 E. Second St., Downey, printing 
plant owned by Kenneth M. Siemen, has been enlarged 
by the addition of a fine stationery department. 


* * * 


The Modern Typewriter Company was opened re- 
cently at 7725 Melrose Ave. by D. C. Long. About 15 
months ago Mr. Long dissolved partnership with Kurt 
Fischer, the two having been proprietors of the Gen- 
eral Typewriter Shop. 

The new shop opened by Mr. Long is very complete, 
the idea being to specialize on rebuilding and refinish- 
ing of typewriters. Jay Norton, an ex GI, heads the 
welding department, and in addition to the firm’s own 
regular business is doing welding for the trade. 

Mr. Long was with Remington-Rand, Inc., for 15 
years before going into business on Melrose Ave., ten 
years in Kansas City and St. Joseph, Mo., and five 
years in Hollywood. 

* * * 


The Marr Duplicator Corporation has moved from 
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E-32C 


The HIGH QUALITY of Harter chairs stands out in today’s market. Harter quality gives 
your customers more value for their money. Dollar for dollar, feature for feature, Harter’s your best 
bet for profitable sales and satisfied customers. 
The E-32C posture chair features three easy-to-make adjustments for individual comfort. 
Its molded foam rubber cushion will never sag or lose shape, but stays soft and resilient always. 
Harter’s rigid back, comfortably curved-to-fit, provides the firm support needed for 
long hours of seated work. All-steel construction insures years of trouble-free service and satisfaction. 


Sturdy base of round steel tubing, arc-welded, with 2-inch ball bearing casters, soft rubber tread. 
) g g 


Upholstery choice of mohair fabrics, Koroseal, and leather. Each of these upholsteries available 
in green, maroon, brown. Baked enamel finish, smooth and glossy, in metallic gray, green, brown. 
You can get prompt shipment today on the E-32C~—and on all posture chairs in Harter’s 


E-line. A few exclusive franchises for Harter posture chairs are now open. Write for information. 








S TUR Be ee ce 
POSTURE CHAIRS + STEEL CHAIRS 


Gp FARTER 
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—JASPER OFFILE FURNITURE LU 


REPRESENTATIVES 
James H. Davison, Route 1, Box 120, Los Gatos, Cal. 
Marion Y. Follin, 220 Fairbanks Road, Riverside, Ill. 





George B. Wray, 130 W. 42nd St., Room 819, New York 
Howard Maley, 115 Tarbell Ave., Bedford, Ohio a 
L. H. McDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 

Ralph A. Bender, 813 Bona Allen Bidg., Atlanta, Ga. 
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324 W. Olympic Blvd., 
Angeles. The new business home offers much larger 
service space as well as much greater storage capacity. 
Both the interior and the exterior of the building have 
been completely redecorated. B. Skull is sales manager. 
Other branches of this company are located in New 
York, Chicago, and San Francisco. 
* x“ * 

The Acme Typewriter Laundry is the name of a new 
business opened by W. I. Hodge at 716 N. Virgil Ave., 
Los Angeles. The shop specializes in cleaning and 
refinishing typewriters, and the proprietor states that 
more room is needed already. Before opening this 
establishment Mr. Hodge was an employee of Los 
Angeles County, serving as an office machine repair 
man. He has installed new and modern equipment 
in his new place of business. 


et ae. 


H. L. Chambers has purchased the Van Nuys Type- 
writer Company at 14514 Sylvan, Van Nuys, from 
C. F. Kemp who plans to return to his former home 
in Lincoln, Nebr. 

Mr. Chambers spent six years with the Douglas Air- 
craft Corporation, where he was in charge of office 
equipment. Prior to that he was with Remington- 
Rand, Inc., at Amarillo, Tex., where he served for 
three years as head inspector in the shops. Before 
going to Amarillo he was in Tulsa, Okla., for seven 
years. Mr. Chambers has added an office equipment 
department to his business in Van Nuys and is also 
doing general duplicating work for the public. 


ao a 


R. A. Thomas, general manager of the Grimes-Stass- 
iorth Stationery Company, and also president of the 
Stationers Association of Southern California, was 
elected governor of the newly-created District 14 of 
the National Stationers Association at the Chicago 
convention. The new district takes in Southern Cali- 
fornia (all territory south of a line running through 
San Luis Obispo) and the State of Arizona. The terri- 
tory in the new district was previously a part of Dis- 
trict 12. 


Among his other activities Mr. Thomas has for some 


time been prominently identified with the Sales Execu- | 


tives Club of Los Angeles, and during the current year 
is co-ordinator of the “Selling as a Career” program. 
This work is done in connection with classes in recog- 
nized colleges above the junior college level. The 
purpose of the courses given is to give a broad school 
education in selling. The Sales Executives Club co- 
operates with the colleges largely by furnishing prac- 
tical speakers, or in conducting panels the purpose 


of which is to discuss various phases of sales work | 
and to answer questions brought up by the students in | 
The speakers are | 


reference to practical sales work. 
drawn from the membership of the club and the work 
as a whole is sponsored by The National Federation 
of Sales Executives. 

About 100 students have been turned out in the Los 
Angeles territory with this type of training. Each 
student is given a certificate and is pledged assistance 
by the club in finding a position. 
ceives about 30 hours of instruction. 


* * Sy 


to 322 W. Olympic Blvd., Los | 


N 
a 


Each student re- | 


The Stationers Association of Southern California | 


will probably have a program in January, possibly in 
the latter part of the month, 
Thomas, president. 
begun and several outstanding speakers are being 
asked to take part. 

* a * 

G. G. Ralls, district manager for the Royal Type- 
writer Company, Inc., Los Angeles, reports that O. J. 
Morgan, a longtime representative of the Royal Type- 
writer Company, recently a district manager at Port- 
land, has opened a new store in Huntington Park, 
Calif., (Los Angeles suburb) for the sales and servicing 
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PAUL H. ADAIR 
Owner-Engineer 
and Superintendent 


ROBERT R. BENTSON 
Owner—General Manager 
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OSCAR L. BJORSETH 
Midwestern Representative 


MORGAN D. PARISH 
Assistant Sales Manager 
Mid-Easte. n Representat °-« 
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F. C. CHARLES F. X. BURKE 
Western Representative Eastern Representative 


ALVIN NAPACK 
Eastern & Export 
Representative 


May the Coming Year 
Bring Greater Prosperity 
and Good Luck. 
Te od 
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WESTERN MANUFACTURING COMPANY 
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EXPORT OFFICE: 


mernois. 
EASTERN AND 50 CHURCH ST., NEW YORK 7 
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NOW, MORE THAN EVER, 


QUALITY-MINDED BUYERS 
LOOK FOR OFFICE CHAIRS 


With these q ue vente 


COMFORT FEATURES 
@ BALANCED TILTING—designed with a lew fulcrum to 


prevent the danger of upsetting. ... 
e@ INSTANT RESPONSE—+to all movement of the body... . 
@ FATIGUE-FREE ACTION SENG 


design. ... 


assured by scientific 


e NO SQUEAKING silent, smooth operation. .. . 


Chair Action 


The SENG Style V 7 
Control 


—offers each of these vital 
performance features that 
provide increased working 
efficiency, plus the quality of 
craftsmanship and materials 
that add up to lasting service 
and customer satisfaction. 


1450 N. DAYTON STREET 
CHICAGO 22, ILLINOIS 


of Royal standard and portable typewriters. The ad- 
dress of the new store is 6412 Rugby Ave. 

L. C. Hult, assistant western division sales manager 
with officers in Denver, spent a week in October in 
the Los Angeles area visiting with the personnel of 
the Los Angeles office and with sales representatives 
in the metropolitan area. 

The Santa Monica Typewriter Company, exclusive 
representatives for Royal in that section, has moved 
its offices from 201 Santa Monica Blvd. to 1445 Second 
St., Santa Monica. The Johnny Nelson Office Equip- 
ment Company in San Luis Obispo, also exclusive 
representative for Royal, has moved from 1124 Nipomo 
St. to 690 Higuera St. 

* * * 

Lloyd O. Linabury, sales representative for the Royal 
Typewriter Company in the Los Angeles district office, 
was married recently to Miss Virginia Owens. 

* * * 


Two new employees of the Underwood Corporation 
in the Los Angeles area are Lowell H. Ebersole, trans- 
ferred from the Des Moines, Iowa, office, and Jack 
Cheatham of Los Angeles. Mr. Ebersole is now in 
charge of the Santa Barbara office. He drove out with 
his family, encountering a snowstorm enroute. Mr. 
Cheatham will act as an accounting machine salesman 
and is spending six weeks in training in the company’s 
sales training school in Hartford, Conn. 

ee a 
FIRM USES REAL PHOTO COVER MATCH BOOKS 

Match books have been used very effectively for 
advertising purposes by many office appliance and 
supply firms but it remained for the Zac Smith Sta- 
tionery Company, Birmingham, Ala., to make use of 
a novelty in the match book line to advertise its new 
office furniture department and plant. 

The match book used by this firm was the usual 
jumbo size match book but for a cover an actual 
photograph of the new plant was used instead of a 
half tone reproduction of the plant as might be ex- 
pected. The match books were made by the Universal 
Match Corporation of St. Louis, Mo., and had as a 
cover an actual photograph made on double weight 
paper which gave the cover the necessary stoutness. 
The striking element was on a separate strip of card- 
board that was fastened by the same staples that held 
the matches in the cover. It was a most attractive 
piece of advertising, much more effective than a half 
tone reproduction.—RRV. 

ae 

FEDERAL FILE ENVELOPE CHANGES LOCATION 

Federal File Envelope Company recently informed 
customers of a change from their former location at 
7 Federal Ct. to 200 High St., Boston, Mass. After 15 
years at the former site it became imperative to 
secure more spacious quarters. 

In addition to this move and inauguration of new 


KENNETH S. SPENCER 


sales policies, the company announces that it has 
acquired the services of Kenneth S. Spencer, who will 
be sales administrator and co-ordinator of service to 
the customers. 

Mr. Spencer has been for many years associated 
with the Minnesota Mining & Manufacturing Company 
in the New England area. 
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World's largest exclusive 
manufacturer of adding machines 
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VICTOR is Silent 


Today, you can order what experts call the world’s finest 
adding machine—The Victor Electric Portable—fast, quiet, 


easy to use, durable—proved by business, large. and small. 


Add, subtract, multiply or divide—that’s what Victor, the 
all-purpose machine, does for business. Wherever fast figur- 


ing is required, Victor gets the vote, for Victor is versatile. 


Call, write, wire collect your Victor Man for Victor 60 Second 


Proving Test TODAY! See Victor First, See the Finest! 


Seth. te 







Also available 
in 10-key keyboard 
models—hand and electric 


Add These Victor Features! 


Natural reading angle, 
eye-ease color reduce op- 
erator fatigue, eye strain. 


Feather-touch keyboards 
with ‘‘live’’ cushioned 
keys, give speed, accuracy, 
ease of operation. 
One-hand, fingertip opera- 
tion leaves the other hand 
free to turn pages, checks, 
make notes, etc. 

Due to the flood of orders for Victor Electric Portables, we are not always able 
to make immediate delivery. So place your Victor order now. 

SIX, Seon you will want a 

“Victor in your home 





Fully guaranteed and the 
best in adding machine 
service facilities make Vic- 
tor your best buy! 





VICTOR ADDING MACHINE CO., Chicago 18, Illinois 











The exclusive BACK REST feature incorporated into our new line of office chairs val 
° . . 000 

means more seating comfort for office workers and more chair profits for our 

dealers. Our newly styled line of chairs plus this great comfort feature makes 

an unbeatable sales team. Let your customers try it . . . they'll buy it. etok 


& s 
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% A° little 
come 
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JASPER, INDIANA COmpany \ppy | x 
S. H. MacDonald, (West) 


tions, 
REPRESENTATIVES: James S. Fowls, (Southern) 
511 Orpheum Bldg. 









Assoc 
327 Sunset Drive, North ' 2 

Geo. A. Litchfield, Sales Mer. St. Petersburg, Florida Seattle, Wash. oe In his 
OFFICE FURMITURE conve 
The 
Charl 


Fred Deutsch (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) 
3525 Southwestern Blvd. 6708 Glenwood Ave., Chicago 26 383 Madison Ave. 
Dallas 5, Texas (Phone ROgers Park 3644) New York, N. Y. 
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SECOND CONVENTION, OFFICE FURNITURE 
DEALERS 
(Continued from page 43) 


plague is worry. It effects one physically, emotionally 
and spiritually, he said, and many businessmen are 
afflicted and wonder how to be free from this disin- 
tegrating habit. His solution to the problem was to 
practice the art of forgetting, using the following 
figures: 40 per cent of fears have to do with things in 
the past, 50 per cent in the future and 10 per cent in 
the present. “Forget things in the past, they are over 
and done with, they are finished business. Forget things 
in the future, they have not happened yet and may 
never happen. Do something about present problems; 
once they are attended to, they become things of the 
past. Thus, the worry habit will be reduced and health 
improved as a consequence. Practice the art of for- 
getting—all can learn to forget if they practice—for 
nobody ever did anything well without practice. Cul- 
tivate the art of imperturbability. 

“Don’t let anything throw you off your timing,” he 
said. “Easy does it; take it in your stride.” 


Morning Session, October 28 

Robert S. Fowler, president of Macey-Fowler, Inc., 
New York, N. Y., served as chairman of the morning 
session on October 28. 

A. H. Raskin, labor correspondent of the New York 
Times, spoke on “Labor Relations Without Labor Pains,” 
saying, “The way you run your business and the way 
you get along with your workers helps decide whether 
the democratic spirit grows stronger or weaker in this 
country. 

“None of you is in the General Motors or United 
States Steel class. But to your employees, whether they 
be five or 50 in number, you personify the free enter- 
prise system. Some of you have unions in your shops, 
most of you do not. In either case, there is a strong 
personal bond between you and your workers of a kind 
that, of necessity, cannot exist in a large department 
store or a railroad, or on an assembly line.” 

The speaker concluded, “To the extent that man- 
agement and labor will realize that they are working 
to the same end and that one cannot succeed without 
the other, I look forward to a steady improvement in 
the course of industrial relations in this country.” 

“The Fundamentals of Display’ was the topic used 
by James Yuill, art director of W. L. Stensgaard & Asso- 
ciates, Chicago. “The informed manufacturer,” he 
said, “should not decide he just needs a display. He 
should develop a program with long and short term 
targets. Seasonal promotions are all right for short- 
term targets, but his long-term target must be func- 
tional selling units that insure proper selling inventory, 
proper and permanent identification, educating his re- 
tailer on how to properly sell his product, new types 
of inventory and possible improved stock control.” 

The speaker advised, “Build more traffic by keeping 
your store interesting. Use a good bright, cheerful color 
scheme. Above all, don’t be old-fashioned. Get out 
and take a look at how some of the big stores do things. 
Good showmanship and display is not easy, but well 
done it will pay you big dividends. Don’t forget that 
point-of-sale is the putt—the last stroke—the money 
stroke.” 


National Office Furniture Association Formed 

In calling the final business session to order, Jack 
Schwander remarked that a national association was 
little dreamed of a number of years ago. “We have 
come a long way in the last few years,” he said, “with 
the membership of the O.E.D. Club of New York in- 
creased to 130 members and two other local organiza- 
tions, the New Jersey and the Chicago Office Furniture 
Associations, in full swing and making real progress.” 
In his opinion, there will be more local associations by 
convention time next year. 

The chairman then presented Seymour L. Nathan, 


Charles S. Nathan, Inc., New York, N. Y., past president | 
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Eowr-Ne 
CUTS COSTLY ERRORS, OVERTIME 


Transcribing jobs can still be marked “Rush” and not 
be earmarked for trouble. With an Error-No your 
customers can cut office born mistakes almost to 


zero—errors that can cost them business. 
Efficiency in copying reports, statements, tabulations 
of all kinds goes up as much as 40% when Error-No 
is used. An Error-No line-by-line copyholder holds 
copy always at eye level. Prevents fatigue due to poor 
posture, side reading, eye strain—helps typists get 
out more work faster, neater, with fewer errors. Let 
Error-No eliminate for your customers those extra 
costs that are usually the price of jobs marked “Rush.” 






Speedrite Checkwriter 
Markets Untapped 
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of the O.E.D. Club of New York, who declared that the 
purpose of that part of the session was to start a 
national office furniture association and set it up in a 
formal way. As a first step, he called for a motion to 
that effect which was promptly made and seconded. 
There being no discussion, it was put to a vote and 
passed unanimously. Mr. Nathan then called for the 
report of the nominating committee. Chairman James 
M. Glen offered the following slate: president, Moe 
Turman, Metwood Office Equipment Corp., New York, 
N. Y.; vice-president, Guy Rentsler, Remington Rand, 
Inc.; vice-president, Harry Hofherr, Kendrick Furni- 
ture Co., Chicago, Ill.; vice-president, Joseph Brenner, 
Brenner Desks, Newark, N. J.; secretary of activity, 
Bernard H. Nemlich, Regan Furniture Corp., New York, 
N. Y.; secretary of correspondence and records, Sey- 
fS"  mour L. Nathan, Charles S. Nathan, Inc., New York, 

| N. Y.; treasurer, Edward H. Blau, Max Blau & Son, 
Newark, N. J. There being no other nominations, all ce 
| were unanimously elected. 





President-Elect Moe Turman Heard 


President-elect Truman, in acknowledgment of the 
honor bestowed upon him, declared his appreciation. 
“A few years ago it was but a dream and here today,” 
| he said, “we have a full fledged National Office Furni- 
ture Association.” Looking ahead, he saw a year of 
hard work before the new officers but, he declared, 
| “They are all workers, capable and efficient planners, 
| men who will see a job through.” Declaring that growth 
| will come and membership will increase if all work to 
| that end, he earnestly urged all to take an active in- 
| terest in their new association. He then called for 
| volunteers, men who would pioneer in their part of the 
country to get one or more members to join the NOFA 

| or start a local association. 
| Those who responded were C. E. Richards, Finger 
Office Equipment Co., Houston, Tex., who will organize 
Houston and Dallas, Texas; Henry Skillings, Macey- 
| Morris Co., Boston, Mass., will call the first meeting 
CHANGE IN CARBON PAPER IN FIFTY YEARS! | in Boston, Mass.; John A. Wagner, Lucas Bros., Leon 
| 





fe] HERE, AT LAST, IS “PLYON”, TH= FIRST BASIC 


| O. Stewart, Calley, Henderson & Stewart, Inc., and 
Walter Berne will co-operate in establishing a 


LIGHT WEB AND THE ALL RAG CARBONIZING Baltimore, Md., association. H. V. Boswell will call the 


A RESERVOIR OF INK IS STORED BETWEEN A 


first meeting in Washington, D. C.; Julius Roth, Bar- 
TISSUE, PERMANENTLY LAMINATED TO. | ney’s, Hartford, Conn., will organize his locality. Mr. 
| Hemzy, The Wagner-Hemzy-Fisher Co., will call 

GETHER TO GIVE YOU A CARBON OF DURA- | first meeting in Cleveland, Ohio; James E. Feeley, 
Springfield Office Supply Co., will call first meeting in 
BILITY AND CLEANLINESS BEYOND BELIEF. | springfield, Mass.: Josef Jaffe, J. L. Shoemaker & Go. 
PATENTED AND MANUFACTURED BY A COM. with the co-operation of H. B. Dubin, Dubin Co., Inc., 
will call the first meeting in Philadelphia, Pa.; Louis 
PANY FOR QUALITY AND SERVICE SINCE 1896. Gold, Gold Desk & Safe Co., Los Angeles, Calif., and 
M. A. Ellman, M. A. Ellman & Co., Detroit, Mich., will 
call meetings in their localities; S. Rosendorf, Jr., 





¢ IT’S NEW! Southern Stamp and Stationery Co., Richmond, Va., 
. and Eugene J. Schwartz, American Commercial Equip- 

* IT’S BETTER: ment Co., will co-operate in forming an association in 

+ IT’S ECONOMICAL! Virginia. 

¢ IT WRITES RIGHT! A Resolution Is Passed 


The next order of business, having to do with general 
membership dues, was put in the form of a resolution. 
It was read by Harry S. DeLuca, the Office Equipment 
Co., Montreal, Canada, and after some discussion was 
unanimously passed, as follows: 

“Resolved that there be incorporated into the Con- 
stitution under the heading of ‘General Membership’ 
the following: 

‘Any firm or individual dealer, manufacturer or 


Vi, manufacturer’s representative of office furniture in 
se U any city not having affiliation with a local organ- 
ization shall be eligible to membership in the Na- 
tional Office Furniture Association upon payment 
R | B B re) N & CA R Ye) N C re) of annual dues of $10.00 per year.’ ” 
° President Turman then announced that all members 
of the National Office Furniture Association would be 


7209 ST. CLAIR AVE. - CLEVELAND 3, OHIO given a handsomely engraved certificate of member- 


* IT WRITES SHARP AND LONG! 


@ YOUR SAMPLES ARE READY—NO OBLIGATION. 
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... for the BOSS 


The sleek, functional beauty of Steel-Age desks is 
the predominating factor in practically every 
Steel-Age sale. Executive desk shown is 

60” size, Corroleum topped and has regulation 
size letter file drawer at lower right. 

Pontoon bases lend added toe room all 

the way around, and recessed back 

is convenient knee space for secretary 

while taking notes. 52” and 66” 


sizes will be ready soon. ~ 


... for the SECRETARY 


Here’s the secretary's counterpart of the Executive 
Desk shown above. 60” size and topped with 

gray Corroleum, this desk is available with 
typewriter pedestal on either left or right side. 


..- for the STAFF 


60”, Corroleum topped, one-drawer Utility Table 
at left is ideal for use with Executive Desk 
or as a work table. 


Double pedestal, fixed center platform 
desk below is 60” size with two 






Corroleum covered pedestals as 






convenient work surfaces. 













Drop us a line and let us tell 
you more about this new and 
better looking Steel-Age 
office furniture. 
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FAIRS 


BY 
HIGH POIN 


HIGH POINT CHAIRS have long en- 


well 


























joyed—and continue to enjoy 
merited recognition among buyers of 
office chairs. These buyers who are 
responsible for the sitting comfort of 
their organizations have learned that 
HIGH POINT CHAIRS have the stam- 
ina to provide years of constant hard 
service. 

This enviable reputation stems from 


the experience we have attained in 





more than forty years of successful 


chair making. The styling, good ap- 


pearance, comfort and durability are 
1LCrSs 
all built right into HIGH POINT 0 
CHAIRS a 
‘ CR iA erm 
Sell HIGH POINT CHAIRS regu- Gibb; 


larly. They are always dependable. ; 
J J . Office 


HIGH POINT 3 
BENDING & CHAIR CO. work 
SILER CITY, N. C. eeet 
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ship, also decalcomanias to put on store windows. “A 
pioneer badge of honor,” he said, “a token of member- 


ship in the NOFA.” 


Edwin Green, public relations consultant, spoke 
briefly on the subject of publicity and public relations 
as it could be applied to the new National Association. 
Pointing out the change taking place from individual 
basis to group basis, he saw a need for publicity with 
a purpose. His suggestion was that a publicity man 
be employed to properly set forth the aims and ideals 
of the association and present their point of view to 


the public. 
Shepard Barclay Addresses Group 


“The Shock Troops of Prosperity” was the title of a 


talk by Shepard Barclay, business counselor and spe- 


cialist in the economics of distribution. In Mr. Bar- 


llay’s opinion, the outlook is bright for the immediate 
future of the offide equipment industry. With new 
buildings going up, new offices to be furnished and 
many offices replacing old and worn equipment, he 
advised dealers to make surveys of their territory to 
be well informed of the market possibilities of their 


products. He went on to urge strongly that serious | 


attention be given to the selling end of the business, 
also sales training, saying they will both pay big 
dividends. He offered for the dealers guidance “ten 
steps of retail selling.” 

To the committees go the credit for making possible, 
through their efficient planning, long hours and hard 
work, a most interesting and highly successful con- 


vention. To the manufacturers who exhibited their | 


products goes the appreciation of dealers everywhere. 
The convention committee was: chairman, Moe Tur- 
man, Metwood Office Equipment Corp., New York, N. Y.. 


assisted by Vice-Chairmen R. S. Fowler, Macey-Fowler | 


Co., New York, N. Y.; and Jack Schwander, Desks, Inc., 
New York, N. Y.; secretaries, Ben Itkin, Itkin Brothers, 
and Bernard H..Nemlich, Regan Furniture Corp.; treas- 


urer, Seymour L. Nathan, Charles S. Nathan, Inc.: | 
executive secretary, Mildred S. Zich, The Westcort | 


Company; Richard Berry, Berry, Dickie & Stettler, 
Inc.; R. B. Booth, Leopold Co.; Harvey Bright, Bright 
Chair Co.; H. A. Clemetsen, Office Furniture Warehouse 
Co.; Roland J. Freeman, manufacturers’ representa- 
tive; Ed Golden, Kalmus & Golden; Sam Katz, Art 
Steel Co.; Harry Lakow, Samuel Lakow & Sons: Charles 
Lane, Charles J. Lane Co.; Ben Levin, D. & L. Office 
Furniture Co.; Irving M. Levy, Art Steel Sales Co.; 
Guy Rentsler, Remington Rand, Inc.: William Silber- 
stein, Glassman & Son; William W. Sproul, Clarke & 
Gibby; Joseph Wallace, and George B. Wray, manu- 
facturers’ representatives. 

Reception committee included: chairman. George B. 
Wray, manufacturers’ representative: vice-chairman, 
Roland J. Freeman, manufacturers’ representative; 
Samuel Katz, Art Steel Co.: Harry Lakow, Samuel 
Lakow & Sons; Max Sandler, Charles S. Nathan, Inc.; 
Joseph Wallace, manufacturers’ representative; Harold 
Berman, Colonial Desk Co.: George Clarke, Clarke & 
Gibby; George Driver, Driver Desk Co.: Bob Gibby, 
Desks, Inc.; Phil Heitband, Samuel Lakow & Sons; 
Henry Hoth, Macey-Fowler, Inc.: Ben Leven, D. & L. 
Office Furniture Co.; Charles N. Nathan, Charles S. 
Nathan, Inc.; Semon Nemlich, Regan Furniture Corp.; 
Dan Nigro, Victor Safe & Equipment Co.; and Jack 
Turman, Metwood Office Equipment Corp. 

Great credit is due Bernard H. Nemlich, chairman: 
Mildred S. Zich, executive Secretary; and the hard 
working exhibition committee for a job well done. The 
accommodations for handling the large crowds of in- 
terested dealers that came from far and near to see 
the newest offerings in office equipment was a most 
meritorious accomplishment and merits the thanks 
of both manufacturers and dealers. 


ALL-STEEL EQUIPMENT CO., AURORA, ILL., displayed 
their line of steel filing cabinets, including two, three, four 
and five drawer letter and legal files, storage and combina- 


THE EXHIBITS: | 
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SPEED-MO 
CLEAN SPONGE RUBBER 
STAMP PADS 
Clear, sharp impressions 
every time — silent, sweat 
proof and dust proof — 
made in many sizes and 
models for office and fac- 

tory use. 


SPEED-MO 
SPONGE RUBBER STAMP 
PAD INKS 
Especially made for use 
on Speed-Mo Sponge Rub- 
ber Stamp Pads. Five col- 
ors available. Other inks 
available for special re- 

quirements. 


SPEED-MO 
FOUNTAIN BRUSH 
CLEANER 
Removes spots at the press 
of a button. Ideal for clean- 
ing clothes, shoes and office 
machines. Fast, safe—pleas- 

ant to use. 


SPEED-MO 
LINE NUMBERERS AND 
LINE DATERS 
Known as the “quality line : 
Made of best materials 
throughout — aluminum 
wheels, mahogany finish 
handles—long life assured. 


SPEED-MO 
ROTARY DATERS AND 
TIME STAMPS 
Clean, sharp impressions. 
Instant set knob. hiioee 1 
shows setting — durable 
mechanism with chrome 
plate finish. 






RIVET-© MANUFACTURING Co. 














































We Specialize In Your 


UNUSUAL 


Envelope. Needs 












Sank Envelopes 


FOR EVERY BANKING 
NEED 


Mailing and Window Styles 
*Registered Mail Envelopes 
*Coupon and Coin Envelopes 


*Bank Filing Envelopes 





Write for Prices and Samples 


Currency Gift 


ENGRAVED MONEY 
HOLDER ENVELOPES 


*Holiday G Everyday Designs 
*Genuine Steel Die Engraved 


*Used by Banks—Sold by Sta- 
tionery Stores 





Write for Prices and Samples 


Passe Sook Covers 


MADE TO STAND LONG, 
HARD USE 


*Used by Financial Institutions, 
for Protection of Pass Books, 
Time Payment Books- 


Report Card Yackets 
FOR PROTECTION OF SCHOOL 
REPORT CAKDo 


*An Excellent Advertising Me- 
dia for donation to Schools. 


Write for Prices and Samples 

























Seed Exuelopes 


For Seeds, Samples of 

Grain, Ore and Sand, 

Machine Parts, Jewelry, 
Etc. 















*Metal Fold Envelopes 
*Inter-Fold Seal Styles 
*Gummed Seal Flaps 
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Open End Filing 
Enuelopes 


DURABILITY FOR 
PERMANENT FILING 


*Flat and Expanding Styles 















*Sizes for Every Filing Need 


*Used by Attorneys, Courts, 
Real Estate G Financial Firms 
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tion cabinets and counter high cabinets. In attendance were 


tobert Haines, George Howland and R. A. Wagner. 


ART STEEL SALES CORP., NEW YORK 51, N. Y., fea- 
tured their “Steelmaster” line of junior filing systems and 
cash, bond and office boxes with new plastic trays, multiple 
ecard cabinets, storage cabinets, steel desk organizers and 
plastic desk trays In attendance were President Joseph 
Burger, Irving M. Levy, Samuel Katz, William Lampel and 
Gerard D. White 


AETNA SAFE COMPANY, NEW YORK, N. Y., featured 
the latest equipment of The Meilink Steel Safe Co. of Toledo, 
Ohio. In attendance were W. E. Schubert of Aetna Safe 
Company, Rex Dawson and E. F. Dailey of The Meilink 
Steel Safe Co. 


ALMA DESK COMPANY, HIGH POINT, N, C. An advance 
showing of one member of a new line of Alma Desks which 
will be announced to the trade within the next 30 days. 
Mrs. M. H. Barthmaier, president, and Charles Hayworth 
were in attendance. 


BANOV-BERNSLEY COMPANY, NEW YORK, N. /Y., 
showed a line of desk pads and desk sets. Jack Banov was 
in charge, assisted by M. J. Weinstein. 


BLANCHARD BROS. & LANE, NEWARK, N., J., featured 
leather and plastic material for upholstery purposes. A 
feature of their booth was leather floor covering laid out 
in squares which was claimed to deaden sound and give 
long and durable wear. In attendance were George Belzel, 
Charles C. Gunterberg, Morris Muster and Rod Winant. 


R. B. BOOTH, NEW YORK, N. Y. At this booth were 
featured the lines of The Leopold Co., Burlington, lowa, and 
The Milwaukee Chair Co., Milwaukee, Wis., showing the 
newest products of both companies. In attendance were 
Sterling Lord of the Leopold Co., L. J. Block of the Mil- 
waukee Chair Co., and R. B. Booth. 


BRIGHT CHAIR CO., NEW YORK, N. Y., showed their 
newest models of upholstered leather office furniture, in- 
cluding settees, arm chairs and swivel chairs. In attend- 
ance were Harvey Bright, Max Bright and Arthur Bright. 


COLUMBIA STEEL EQUIPMENT CO., PHILADELPHIA, 
PA., displayed their line of steel office files, including two 
drawer desk high cabinets. On hand were George Ruck, 
John F. Emhardt and Nat Plaine. 


CORRY-JAMESTOWN MEG. CORP., CORRY, PA. This 
booth contained a comprehensive showing of the company’s 
line of steel desks and steel filing cabinets. In attendance 
were Ralph E. Larsen, W. Bruce Ellsworth, Harold W. 
Edgren, Charles Blad, Harry R. Clark and M. R. Cowan. 

GEORGE B. WRAY, NEW YORK, N. Y¥. The booth fea- 
tured the lines he carries in the eastern territory, namely: 
Custom Cabinet Corp., Excellent Cabinet Works Corp., Jas- 
per Office Furniture Co., LaSalle Products Co., Nucraft Fur- 
niture Co., and the Quigley Furniture Co. On hand were 
George B. Wray, Irving Jacobson of the Excellent Cabinet 
Works Corp., Arthur Richards of the Quigley Furniture Co. 
and Jas. A. Wallace of the Jasper Office Furniture Co. 


W. H. GUNLOCKE CHAIR CO., WAYLAND, N. Y. Exhibited 
was their new line of executive an@ stenographers’ chairs 
featuring the new “Champion” with foam rubber upholstery 
designed for extra comfort. In attendance were Howard 
W. Gunlocke and Ken F. Davis. 


HIGH POINT BENDING & CHAIR CO., SILER CITY, N. C., 
displayed a new line featuring new styles and finishes to 
match the latest mode in desks On hand was President 
FEF. J. Boling. 


INDIANA DESK COMPANY, JASPER, IND., showed a new 
style theme in commercial desks featuring their new Flow 
Desk with a number of new innovations, including the new 
softone finish to harmonize with office color schemes. In 
attendance was M. F. Sonderman 


OFFICE FURNITURE WAREHOUSE CO., NEW YORK, 
N. ¥., booth featured the lines of The Jasper Desk Co., Jas- 
per, Ind., and Jasper Seating Co., Jasper, Ind., wood office 
desks and chairs. H. A. Clemetsen was in charge. 


LACKAWANNA LEATHER CO., HACKETTSTOWN, N. J. 
Shown were samples of leather for use in upholstery of 
office furniture In charge was Dale McKnight. 


METALSTAND CO., INC., PHILADELPHIA, PA., exhibited 
their full line of steel typewriter stands, utility tables and 
steel stools, including their new DeLux Hi-Lo typewriter 
stands. In charge of booth was President J. W. Golden, 
assisted by Alan Cohen, Joseph Blum, Tom O'Mara and 
Burt Rand 


MARTIN M. MOLDOW & ASSOCIATES, NEW YORK, N., Y.. 
booth featured the lines he carries in the eastern territory, 
among which were The Fibre Forming Corp., Olean, N. Y., 
and Premier Office Specialties Corp., New York, N. Y. In 
attendance were Martin M. Moldow and Leon Myers of the 
Premier Office Specialties Corp. 


MUHPHY CHAIR CO., OWENSBORO, KY., showed their 
newest offerings in leather and plastic upholstered office 


chairs. In attendance were Gleeson Murphy, Earl Masden 
and 


Dave Fried 











MYRTLE DESK CO., HIGH PGINT, N. €., displayed their 
new line of walnut executive desks, featuring the new 
island base W. T. Powell and Joseph Wallace were in 


attendance 


PARKER STEEL PRODUCTS CO., NEW YORK, N. Y. On 
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IN PRODUCTION 


“DRAWER MODEL OF THE 


FAMOUS INVINCIBLE LINE 
OF METAL FILING EQUIPMENT 





The big 5-drawer brother of the famous 
INVINCIBLE line of 2,3 and 4 drawer 
files is back in production — ready to fit 


in your office — to go to work for you! 


THE INSERT FILE 
IS BACK TOO! 
Now available for the famous 
INVINCIBLE 2, 3 and 4 drawer 
file units (cap or letter size) — in- 
serts for3 x5 and6 x4 cards, 
checks, boxes, double and triple 
documents. Regular files with insert 
drawers only—available in 2, 3 
and 4 drawer standard file heights. 


For complete details on INVINCIBLE files ... 
write File Headquarters, 





INVINCIBLE METAL FURNITURE CO. 
MANITOWOC, WISCONSIN 
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The Seasons 
Greetings and Best 
Wishes to All 
Our Friends in 
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THE JASPER DESK COMPANY—— 


JASPER, INDIANA 


memBER WOOD orice FURNITURE INSTITUTE 
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display was the company’s line of steel storage, wardrobe 
and combination cabinets; also steel counter high and desk 
high cabinets and legal and letter size steel transfer files 
In attendance were L. E. Parker and F. Mestel 
ROCKWELL-BARNES COMPANY, CHICAGO, ILL. fea- 
tured were the full line of Rock-A-File filing systems. In 
attendance were Thomas J. Salsman and J. Ed. Conlon. 


SAINBERG & COMPANY, NEW YORK, N. Y. Displayed 


were the company’s complete line of desk pads and desk 
sets, including their latest offerings in matched leather 
desk accessories. Present were R. B. Sainberg, Bernard 
Mercer and M. Hopfenberg 

THE SIKES CHAIR CO., INC., BUFFALO, N. YY. Featured 
their latest offerings in chairs, including an extensive line 
of “Customized” Posture Chairs. In attendance were L. A. 
Bush, Frank B. Bacon, Laddie Koehn and F. S. Bloempot 

STANDARD FURNITURE CO., HERKIMER, N. Y. Fea- 
tured their standard line of wood desks. On hand were 
President S. D. Earl and G. F. Elwood, sales manager. 

— 

STURGIS POSTURE CHAIR CO., STURGIS, MICH, On 
display were representative models of their executive line 
and stenographic posture chairs. Lou’ Mann was in: at- 
tendance, 

THOMAS FURNITURE CoO., HIGH POINT, N. C. Displayed 
their latest offerings of leather and plastic covered uphol- 
stered furniture. In attendance was H. A. Betts 

VICTOR SAFE & EQUIPMENT CO., NORTH TONA- 
WANDA, N. Y. Featured their latest Victor gray equipment 
consisting of visible record equipment in cabinet, book, 
and sectional styles. Steel files, insulated files, Victor safes 
and treasure chests, index tabs and filing supplies. In at- 
tendance were Allan Murray, Alex. Burkhardt, Dan Nigro 
and Gordon Stuart. 

> — 


DE WITT NAMED TO JUSTOWRITER POST 


Announcement was recently made by President Chas. 
R. Ogsbury of the appointment of Frank A. DeWitt, 
Pittsford, N. Y., to the newly-created post of director 
of research for Justowriter Corporation. In his new 
position which Mr. DeWitt assumed on November 1, 
he will be responsible for research work in conjunction 
with developments in composing and photo engraving 
machines as related to the graphic arts field. 

Since September, 1938, Mr. DeWitt has been an in- 
structor in the Department of Publishing & Printing 
at the Rochester Institute of Technology and is well 
qualified for his new responsibilities by 17 years of 
practical experience in the graphic arts field. Besides 
this background, he has had over eight years ex- 
perience in the book-magazine, newspaper, and job 
printing fields as compositor, linotype operator, and 
production manager. 





Phil- 
adelphia, Pa., have completely renovated the rear of the 
store as pictured here, installing modern fixtures and fur- 
nishings. The lighting is cold cathode. A separate section 
was made for the social stationery and greeting card de- 
partment, serving a two-fold purpose—it adds greatly to 
the convenience and comfort of the store customers and at 
the same time necessitates their walking through the miscel- 
laneous stationery departments. This tends to increase sales 
of other items through visual contact. Pomerantz plans to 
continue his modernization throughout the length of the 
store during the forthcoming year. 
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FOR A LIMITED TIME ONLY!,, 





CASH IN 
ON THIS VEVIER SECTIONAL 
POST BINDER BARGAIN 


Vevier does it again! For you stationers who must meet 
competition—here’s a quality binder at a price that still 
allows you a profitable markup. These attractive Sectional 
Post Binders are fabricated completely in the Vevier 
factory—and we pass on the savings directly to you. 


9-1/4"x11-7/8" size with two 5/16” posts set 
at 7-1/8” centers. 


Strong Masonite board covers, bound in 
beautiful blue Levant grain simulated leather. 


Interlined with extra heavy liner paper. 


Complete with locking key, two 1” and two 
1/2” sectional posts. 


Heavy duty type metals with sturdy metal 
hinges. 


Prompt delivery guaranteed each order. 


Retail Prices from | to 100 $3.34, 100 to 500 $3.10 
Terms: 2% 10 days, 30 days net. F. O. B. St. Louis 





Write us for quotations on other standard size post 
binders. 






1825 ARSENAL STREET * ST. LOUIS 18, MO. 
1g Mazer BRANCH OFFICES IN ALL PRINCIPAL CITIES 
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anta shouldn't we believe — 


Be a seated worker 


Kinas eve, 


But we ve no doubt that old 


Saint ON; 
S ick 
WY ould hnow which posture 


chair to pick! 


- Cramer Posture Chair 
°Mpany takes th 
tunity to thank de 
fomers and frien 
their business during 1947 
and to wish them every one 
erry Christmas wath 
happy and Prosperous 1948 
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POSTURE CHAIR COMP 


1205 CHARLOTTE STREET « KANSAS CITY 6, MO 
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SELECTING AND TRAINING SALESPEOPLE 
(Continued from page 35) 
management. These three points are the basis of this 
presentation. 

A good leader must provide his people with the op- 
portunity to produce. Few managerial responsibilities 
are more important than this one. Few have been 
more generally over-looked. For the selection of the 
right job and the right man to fit that job is no less 
important than the selection of salable goods, attrac- 
tive displays, and productive advertising. 

First of all, be sure the job is necessary. Determine 
why it is necessary and what it must accomplish. Un- 
less the job is really necessary it will be an unimpor- 
tant job; it will fail to challenge the worker to do his 
best; it will fail to offer him the opportunity to pro- 
duce. 

Therefore, know the job intimately—know all its re- 
quirements. Make a list, if necessary, of all the duties 
involved. Include all the things that must be done 
regularly as well as occasionally. Consider it from all 
angles. Should the person be young or old? Should a 
woman do the work, or does it require a man? What 
education should the person have? When you say 
“experience necessary,” be sure it is necessary. The 
job might be done by a person without experience, but 
with good native ability. 

When the job itself is thoroughly analyzed and un- 
derstood, the salesmanager is then ready to select the 
right person to fill it. Our first task is to get all the 
facts we can about that person. 

The following criteria, with necessary explanations 
under each, are suggested as guides for the practical 
salesmanager to use when selecting personnel. 

Personal Appearance and Personality—Few people 
can be sized up on personal appearance alone. Appear- 
ance is important, but it is far from everything. The 
criteria for personal appearance is the degree of clean- 
liness, neatness of clothes, suitability of wearing ap- 
parel. It would be understood that if the person pos- 
sessed a high degree of desirable characteristics in 
other areas, that he should not be eliminated because 
of discrepancies in this area. However, if he were 
accepted, these lacks would need to be corrected in a 
training program. 

An accurate estimation of such a total term as “Per- 
sonality” is always difficult. For a salesperson, perhaps 
it can be briefly characterized as “general effect upon 
other people.” This can be roughly be judged on a four- 
category basis by three or more people who may have 
separate interviews with the applicant. If he impresses 
all interviewers as being distinctly in the fourth group, 
the chances are he would be desirable. 

Level of General Intelligence—This can be secured 
through recognized intelligence tests. The Otis Quick 
Scoring Test is suggested. 

After results are secured concerning the level of in- 
telligence, it might be found that those in the highest 
band and those in the lowest band would need to be 
eliminated. From past experience, it has been found 
that people with too high an intelligence in a job that 
requires somewhat of an adherence to a system of 
training quite often find themselves in conflict. They 
feel superior and find it hard to follow routines. Those 
with a low level of intelligence quite often lack the 
ability to activate a training program and often, on 
the job, show lack of judgment in many ways. 

Work Record of the Individual—The work record of 
the individual would be secured from the individual 
as best he could recall it. This would need to be viewed 
for accuracy. There are always two things that need 
to be determined in such a situation—how much of 
the inaccuracy involved is due to hazy memory and 
how much to evident effort on the part of the appli- 
cant to distort the facts and make a good picture for 
himself. It is necessary to check immediately the in- 
formation given in this area by the applicant, so that 
ihe verification may be available at once. 

The number of jobs the applicant has had in the 
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No. 110 
Natural Finith 
Metal Bindings— 
Olive Green 
Dimensions: Width—13%” 
Depth—24” Height—12” 


A revolutionary advance in fabrication. The 
first of its kind in development. The 
WOLCOTT all purpose transfer file that ‘will 
endure through the years,’’ built of steel and 
masonite to satisfy the most rigid require- 


ments. Sold on a money back guarantee. 





The WOLCOTT all purpose transfer file was 
tested as above with 200 Ibs. of pressure and 
after 24 hours the drawers opened and closed 
easily. Competitive brands subject to even less 
pressure showed a decided sag and strain. 


WOLCOTT STEEL PRODUCTS Inc., 739 cast New York Ave., B’klyn 3, New York 
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past five years is perhaps the most significant in- 
formation we secure on the applicant’s emotional 
maturity. 

Status of Family Relationships—The number of 
times the person has been married, present marital 
state (living together, divorced, separated) tend to 
give another clue as to the person’s stability. 

Personal Savings and Finances—The degree to which 
a person can handle his finances satisfactorily is an- 
other measure of his ability to manage himself. Of 
course, the amount saved needs to be viewed in terms 
of family obligations and the salary received, but by 
many it is considered as evidence of his ability to plan 
and execute. 

A negative aspect of this item is concerned with the 
person who is always in debt and is frequently barred 
from small loan companies. It has been found quite 
often that this lack of management in personal 
finances bears little relationship to the amount of in- 
come. Persons with a reasonably adequate income may 
live beyond their means, as well as those with a meager 
income. The fact, wherever it occurs, gives an indica- 
tion of not being able to conform to conditions as they 
exist. 

Level of Education—A long established company 
should, over a period of years, be able to give some 
clues as to what level of education experience seems 
to produce best results. It should be emphasized, 
though, that the technical nature of the product would 
require an ever increasing standard of education for 
those representing it. This criterion may be met by a 
definite level of education, such as two years of college, 
or less than this level be compensated for by the gen- 
eral intellectual interest and information background 
of the applicant. This might be determined by a cur- 
rent events test or a comprehensive test of general 
information. 

Product Information—From a number of sources, it 
has been reported that the one weakness of the sales- 
person is his lack of information concerning the mer- 
chandise he is selling. The converse of this is quite 
noticeable when one finds a person who is quite well 
informed concerning the merchandise being sold—it 
tends to lift the whole level of the operation. Perhaps 
this phase could not be determined until after the 
applicant had the company training course. In case it 
would not seem wise to wait that length of time, this 
factor might be determined by the degree of informa- 
tion about the other jobs in which he worked. An 
adequate knowledge of one’s merchandise is the most 
important tool in a salesman’s kit. In any process of 
selection, if the prospect does not already have such 
information, it should be determined if he has the 
interest and the ability to secure such information. 


Grouping of Final Selections 


After applicants have been evaluated according to 
these criteria, they could then be certified into four 
groups, on the basis of the amount of desirable per- 
sonal equipment they have for the job. Group No. 1 
would be the best group and Group No. 4 the least 
promising group. These people on the job would then 
be observed and evaluated every 6 months to deter- 
mine the validity of the criteria here proposed. 

In one area of occupations it was found, after ob- 
serving the above criteria in action over a period of 
three years, that it was possible to predict for anyone 
in Group No. 1 a 90 per cent chance of completing the 
probationary period (6 months) and only a 14 per cent 
chance for anyone in Group 4. It should not be too 
optimistic to hope that distributors can have this type 
of “batting average” in the selection of salespeople. 

When the right man has been selected, give him a 
clear statement of what he is to do; tell him what 
authority he has to do it, and what his relationships 
are with other people. Finally give him a simple state- 
ment of results which will be considered satisfactory 
production. No job should escape this measuring stick. 
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IMMEDIATE DELIVERY 
QUALITY ALUMINUM 
ACCESSORIES 


CREATED TO HARMONIZE WITH METAL 
OFFICE FURNITURE ENSEMBLES 


HIGHLY POLISHED AND BUFFED 
UMBRELLA STAND 


antl . Height 19" at 
= Sf —— Base 12" diameter. 
Top 12" diameter. 
Post 2!/,"" diameter. 
Shipping Weight 10 Lbs. 


LIST $15.00 a 


MILLINERY 
STAND 


Complete as _ illus- 
trated. 24 hooks... 
Sponge rubber pads, 
height 66". Spread 
between hooks 17". 










Guaranteed against breakage 
of any part. Hooks firmly and 
neatly bolted on. 


Shipping weight 14 Ibs. 


COSTUMERS 


Made of I!/." aluminum 
tube. Height 72", Base 
12" diameter with heavy 


No. 444 


iron loader under spun 
aluminum base. 


SHIPPING WEIGHT 
22 LBS. 


LIST $21.00 
SAND URN 


191," high . . . Base 
10"" diameter, Top II" 
diameter . . . 2!/2"' tube. 


Shipping weight 10 Ibs. 
LIST $15.00 


All are highly polished and buffed . . . permanent finish. 
Packed set up...one to a carton... shipped F.O.B. Factory. 


GENEROUS DEALERS DISCOUNT 


Complete Catalog and Price 
List on Request. 


GLARO MACHINE Propucts ComMPANY 


MANUFACTURERS 
3711 EDGEMERE AVE. FAR ROCKAWAY, N. Y. 
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DO YOU HAVE 
ENOUGH TIME 
TO PROPERLY Zrain 


YOUR SALESMEN ? 


Do you wish you could talk with your 
Demployees individually at night in their 
homes to give them new ideas to use in 
your business . . . to sell them on their 
jobs . . . to show them the future of the 
industry? Of course you do but YOU 


CAN'T SPARE THE TIME. 
OFFICE APPLIANCES 


Can do it for you... 


Training aids based on the profitable 
experience of others are included in 
every issue. Time and labor saving 
methods, new uses for available mer- 
chandise, successful customer ap- 
proaches, proven display principles — 
this and other valuable information will 
help your employees do a better job for 
you. 

Even though your firm is receiving 
OFFICE APPLIANCES, see that copies 
are sent to the homes of your sales em- 
ployees. Give them a chance to absorb 
every practical idea in each issue. Let 
them read OFFICE APPLIANCES on 


their own time. 


WITH OFFICE APPLIANCES 
SUBSCRIPTIONS Let this serv- 


ice help and stimulate not only your 
salesmen but all of your employees dur- 
ing the entire year. Take advantage of 
our special group rates which allow you 


Everyone in an organization—from top management 
down the line—should have a clear-cut idea of the 
quantity and quality of the work they must produce 
within a given time. 


Importance of Training 


The man for the job has been selected now. He 
knows where he will work, what he will do, how much 
he will do and how well he must do it. And we know 
his ability to do the job. 

But he moves uncertainly over strange ground. His 
motions, his decisions, his reactions are slow and 
hesitant. He lacks experience. Shall we let him fum- 
ble his way through? How can we help him? We can 
provide him with the skill to produce .. . skill that is 
the result of conscientious training and follow-up. 

More than half of the average salesmanager’s work 
should be training in some form or other, whether it 
be organized group meetings or steady day-by-day on- 
the-job telling and showing. The employee who makes 
the most mistakes is the person who either doesn’t 
know or doesn’t care. And the answer to both of these 
problems is better training. 

Most of you have heard of the time tested formula: 

Tell the learner what to do. 

Show him how to do it. 

Observe him as he shows you how to do it. 

Correct and commend him. 

This is an easily remembered formula that we should 
all memorize and practice as soon as possible. But 
behind these few words are certain basic principles of 
training that every supervisor must understand. 


Basic Principles of Training 


First, know the subject yourself; clearly, accurately, 
completely. 

Have undivided attention. Talk little, show much. 
As often as possible have demonstrations; show models 
or exhibits; or samples of what you are talking about. 
Show! Don’t blow. 

Cause the employee to want to know. Create in him 
a desire to learn. Remember, teaching is not filling 
a jug. It is lighting a lamp! Arouse his interest—in- 
spire him—before stating facts. 

Always start with the things the employee knows, 
then lead to the things he doesn’t know. And never use 
technical terms without first explaining them as sim- 
ply as possible. 

Keep all explanations and verbal illustrations to the 
point. Unrelated stories, however interesting, only 
distract employee attention from the main subject. 

Demonstrate, by doing correctly and exactly, what 
the employee will later be asked to do himself. Avoid 
showing him how not to do the job. Keep everything 
on the positive side. After you have told, explained 
and demonstrated, give the employee the opportunity 
to demonstrate the job as if he were teaching you. 
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liberal discounts for subscriptions in 
groups of five or more. 


/ 

Herel Rs cieat, list the names and 
addresses of the employees who are to receive your 
gift subscriptions and mail it to OFFICE APPLI- 
ANCES. New Year’s Greetings wil be sent to each one 
in your name announcing the gift. Delivery will 
begin with the important January issue. 

Many of the most successful dealers in the nation 
have been using this gift plan for years. We shall be 


Finally, at frequent intervals, follow-up the em- 
ployee to see how well he is producing. Re-train, if 
necessary. 

There, briefly, is the modern thinking that underlies 
the simple training formula: Tell, show, observe, cor- 
rect and commend. This formula should be recalled 
and constantly applied, for training both in group 
meetings and on-the-job. 





Providing the Will to Produce 


glad to tell you about them. Our employee has been selected with care and 
1 trained with care, but one element must be provided 
... the will to produce. The will to produce means good 


MAIL YOUR GIFT LIST TODAY! 
morale ... the eternal question mark in personnel re- 


lations. 
THE OFFICE APPLIANCE No matter how many answers you seek for that 
question mark, they all come down to one thing: 


recognition. Recognition of every man’s basic desire 














Company to be someone .. . to be a hero with the medals of 
600 W. JACKSON BLVD.. CHICAGO 6. ILL. recognition on his chest ... to be remembered with the 
: . monument of recognition over his grave .. . recog- 
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A good show keeps running when delighted 
audiences recommend it to their friends. Cesco 
Modern Loose-leaf Equipment has been hold- 
ing old customers and gaining new ones for 
nearly 50 years! 


Cesco is originally designed for efficiency 
and economy. Modern research keeps Cesco 
abreast and ahead of requirements. Cesco 
manufacture is good. Cesco service is de- 


pendable. 














The Cesco line includes the standard loose- 
leaf numbers, besides many items not available 
elsewhere. The Cesco Visible Record Equip- 
ment is unequalled for consumer appeal and 


dealer opportunity. 


Ask for the current Cesco catalog. Some 
exclusive territories are open for established 


dealers. ... 








THE C. E. SHEPPARD COMPANY 


4407 21st St., Long Island City 1, N. Y. 
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THE high point IN HolinAys. . . . . . . 18 CHRISTMAS 
tHe High point iN psus...... 9 MYRTLE 





Our very best wishes for a happy holiday season and a prosperous New Year. 


MYRTLE DESK COMPANY 


member WOOD office KLE DP furniture institute 


HIGH POINT (@) NORTH CAROLINA 
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nition for a job well done ... . for good honest effort as 
well as good work. Recognition that’s found in the 
“little things” like ... names. Everyone likes to hear 
his name... properly pronounced. Everyone wants his 


supervisor to take the trouble to know it and to call | 


him by it. 

Every employee likes to have his boss take an interest 
in his family, his civic activities, his hobbies. He 
likes good honest advice and criticism, but he hates to 
hear sarcasm or ridicule. He likes to have the boss 
listen when he has something to say. And he likes 
to know that the boss’ door is always open to him. 

Recognition! He is recognized when his manager 
introduces him to his fellow workers; introducing him 
personally whenever possible, and never conveying the 
idea that the employee is being pawned off onto some- 
one else. 

The salesmanager recognizes employees by praising 
them wherever praise is justified and by reprimanding 
them whenever a reprimand is needed. They are rec- 
ognized when salesmanagers correct without offending 
and in private. Recognition is made when the boss 
takes every honest opportunity to say and do those 
things which will make the employees feel bigger, 
better, more wanted. 

Beyond this, there is recognition of another kind—a 
priceless ingredient of any worker’s morale. This is 
the obligation on the employee’s part to recognize that 
he is a party to a mutual obligation. He should be 
trained to recognize that in return for his salary, his 
newly acquired skills and the increased opportunities 
his training has given him . . . he owes the best effort, 
the best performance of which he is capable. 

The employee with good morale is the employee who 
says: “I am fortunate to be working here. I am doing 
my best for my company, but I recognize too, that the 
company is doing everything it can to make me a bet- 
ter worker, a more prosperous worker and a more sat- 
isfied worker.” When your employees can say that, 
you need have no worries about their morale. And 
they will say it, if their supervisors show them the 
truth behind it, and teach them by personal example. 


The Employees Look to You 


Our man for the job is well established now. He has 
been given the opportunity to produce, the skill to 
produce, the will to produce. And he has produced. He 


A Soft Voice 


THAT SHOUTS 





goes about his daily work with pride, with competence, | 


with the assurance that’s born of good morale. 

Our man is a changed man now. The raw recruit 
has been lost somewhere along the way. In his place 
is a skilled worker, the finished product of carefully 
planned efforts. What knowledge, what skills, what 
habits and attitudes did he possess when he first came 
through your door? In what knowledge, what skills, 
what habits, what attitudes did you find him wanting? 

Which of these, and how much of each, did you have 
to give him? For all of these things he has looked to 
you... to you alone. It is your leadersip, your super- 
vision, your management, that you find reflected in 
employee performance .. . that you ultimately find 
reflected in the prosperity of your business. 


——____¢= 9 


BELLOWS FALLS FIRM SOLD TO SNOW 


The Nelson C. Faught company, in business at Bel- 
lows Falls, Vt., for 22 years and dealing in typewriters 
and cffice supplies, has been sold to the G. Raymond 
Snow Company of South Acworth, Vt. Mr. Snow has 
been connected with the firm for the past 12 years, 
with a branch office at South Acworth, and will carry 
on the business without any change of name or per- 
sonnel.—_CHC. 


© 


BUSINESS NAME FILED FOR BUFFALO FIRM 


A business name has been filed in the county clerk’s 
office for the Broadway Cash Register Company, 95-97 
Broadway, Buffalo, N. Y., by Henry Haeseker.—GET. 
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for every typewriter 


One of the 
KIL-KLATTER 
advertisements 
that has helped 

to double sales 
in the past year. 
Mats are available 





for use in your 
local papers. 





(Dealers: attach this coupon to your letterhead ) 
AMERICAN HAIR & FELT COMPANY 
Dept. B-712, Merchandise Mart, Chicago 54, Il. 
( ) Send 3 doz. KIL-KLATTER Typewriter Padg individually boxed 


with free card and enclosures. Our check for $18.00 is enclosed. 
(In U.S.A. only) ; or 
( ) Send illustrations of available newspaper mats and catalog cuts. 


Firm Name Address.......... 


City... pe 
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TEMPO TRADEMARK Fe eT 
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The Famous 
TEMPO FILM STENCIL 


* It’s in a class by itself! Speeds production, 
turns out cleaner cut stencils, better copies. 


Preferred by operators. 
© 


TEMPO INTERLEAVING TRAY 


Now back in production. 
Slipsheets up to 200 
copies per minute. 
Nothing like it on 
the market — one 
demonstration 
will sell any dupli- 
cator user. 
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Manufactured by 


MILO HARDING CO. 


ESTABLISHED 1904 


432 West Pico Boulevard « Los Angeles 15, Calif. 
317 Third Avenue °¢ Pittsburgh 22, Pennsylvania 
Department C 
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VIRGINIA NEWS NOTES 





J. F. Howison, Correspondent 


Having recuperated from my major surgical opera- 
tion I am happy to renew my connections as corre- 
spondent for OFFricE APPLIANCES in Virginia. However, 
now reaching 80 years of age and burdened through 
the death of my wife last August, I will need to de- 
pend on my friends to send me copy each month by 
or before the seventeenth. It will not be possible for 














| : 
BACK ON THE JOB-—J. F. Howison, 1513 Palmyra Ave., Rich- 
mond, Va., veteran typewriter salesman and correspondent 


of Office Appliances, is recovering from a siege of illness. 
He is happy to be again writing Virginia News Notes. 





me to cover the vast field in person. My home ad- 
dress is 1513 Palmyra Ave., Richmond, Va. 


. ww 


The wholesale and retail stationery house of Jar- 
man’s, Inc., established in 1885 at Charlottesville, Va., 
has sold the complete printing plant for $75,000 to 
Reynolds & Powers of Petersburg, Va. The new own- 
ers will continue the printing business at the same 
location, occupying a part of the Jarman’s, Inc., three- 
story building. The general stationery and office 
furniture business of Jarman’s, Inc., will continue as 
before and Roe Jarman, formerly with Cole, Harding 
& James of Richmond, will handle the business ma- 
chine department. This firm has three generations 
active in the business and the founder, James E. Jar- 
man, is still at his desk daily despite the fact that he 
is 94 years of age. 

* * * 

James E. Gardner, former manager of the Royal 
Typewriter Company in Virginia and now president 
and owner of the Business Equipment Company at 
Richmond, had advanced in political circles. An 
aggressive member of the Virginia House of Delegates 
he decided to run for the Senate. In the election 
held recently, he led the entire field of three candi- 
dates. He has always believed that the best way to 
become an effective citizen is to be politically alert. 


* * * 


Carl M. Bortz, an ex-serviceman from overseas, pur- 
chased the long-established stationery business of 
T. S. Beckwith & Company at Petersburg. He reports 
good business. Stanley Beckwith is still in the service 
of the concern. 

* * * 

B. W. Ward, manager of Remington Rand, Inc., at 
Richmond, was recently in Elmira, N. Y., attending 
a meeting of typewriter managers. His branch office 
is now in the sixtieth year of its establishment. 

Among Manager Ward’s faithful helpers are C. Gar- 
nett Moore, E. E. Lee and J. M. Langhorne. 

* Ab * 

Southern Stamp & Stationery Company, Richmond, 
is elated over the increase in business since the build- 
ing at 00 W. Broad St. was purchased a few months 
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USEFUL WHEREVER PEOPLE GATHER 


W & L L S seus wisety 
COSTUMERS 


Beautiful Wood Costumer 
for office, home or institu- 


























tional use... 


No. 1102 Wood Costumer. 72” 
High, 20" Base, 134" Post, 4 Metal 
Hooks. Genuine Solid Oak and 
Birch Walnut. 


No. 1105 Massive Hardwood Cos- 
tumer. Beautifully finished. Gen- 
uine Oak or Walnut finish on 


hardwood 


Packaged-—6 to carton. 
Shipping weight—60 Ibs. 


IMMEDIATE DELIVERY 





No. 1105 


725-33 SOUTH 
LASALLE STREET 
CHIEAGO 5, ILL 
TEL. HAR. 1100 


OFFICE FURNITURE COM PANY 
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IBM 
PUNCHED CARDS... 


The Key To Modern 
Accounting 







1. IBM Accounting, fast, automatic machine processes provide 
accurate, timely reports of basic accounting data, as well as any break- 
down of figures that are entered into the balance sheet or profit and 
loss statement. The IBM Method offers complete accounting. Facts are 
recorded only once in IBM Cards. The cards then are processed auto- 
matically by Electric Punched Card Accounting Machines to prepare 
various accounting reports to meet individual requirements. 

An IBM installation in your office, or an IBM Service Bureau, 
can handle any type of accounting routine. IBM Service Bureaus, manned 


by skilled personnel, are located conveniently in principal cities. 


ELECTRIC PUNCHED CARD ACCOUNTING MACHINES 
IB M PROOF MACHINES...SERVICE BUREAUS... ELECTRIC TYPEWRITERS... 


TIME RECORDERS AND ELECTRIC TIME SYSTEMS 

















International Business Machines Corporation, World Headquarters Building, 590 Madison Avenue, New York 22, N. Y. 
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ago. The firm is retaining their former home on Main 
St. for possibly two more years. Extensive improve- 
ments are planned in the office furniture business 
which was moved to the second floor of the new quar- 
ters. The printing business is maintained on the first 
floor. 

* * * 

F. M. Dennis, salesman-manager at Charlottesville, 
Va., Rem-Rand adding machine division for many 
years, has reported to me that the Old Dominion Serv- 
ices in his city has just been appointed as dealer for 
the Royal typewriter and that J. L. Findlay, formerly 
with Rem-Rand at Richmond, has been named local 
manager. 

. * * * 

James H. Rand, president of Remington Rand, Inc., 
was given the citation by B. C. Forbes at a New York 
banquet of 1,000 at the Waldorf Astoria Hotel. In the 
words of Governor Thomas E. Dewey, “From his boy- 
hood days, Jimmie Rand was an outstanding man, 
sturdy, independent, hard worker and a hard fighter 
in every cause that he has enlisted. His inventive 
genius and his business acumen has developed in- 
valuable devices for expediting the nation’s business 


and keeping its records straight.” 
* * * 


Lawrence N. Mauck, owner and operator of the | 


American Typewriter Exchange, Richmond, Va., a suc- 
cessful dealer of the products of A. B. Dick Company, 
and other office machines, is now taking a much 
néeded month’s vacation in Florida with his wife. 


2 <9 
IDEAL SYSTEM CO. OFFERS AID TO DEALERS 


Launching a program of post-war expansion that | = 
will facilitate deliveries and service to their thousands | © 


of dealers from coast to coast by the establishment 
of a New York branch is being accomplished by The 
Ideal System Company, which lays claim to being the 
world’s largest exclusive manufacturers of loose leaf 
simplified bookkeeping systems and tax record books. 
Furthermore, according to William E. Nevis, general 
manager, The Ideal System Company is still adhering 

















LEONARD J. NEVIS 


to its policy of holding to pre-war prices—a fact 
which is substantiated by -the listings presented in 
their new 1947-48 catalog. 

The company’s New York branch, recently opened 
at 136 Liberty St., will be in charge of a member 
of the firm, Leonard J. Nevis, and will carry a com- 
plete stock of Ideal System books and forms, greatly 
expediting both delivery and service operations to 
those dealers located east of the Mississippi. Hereto- 
fore these customers were served from the company’s 
Los Angeles plant. 

Not only does the new 1947-48 post-war edition of 
the Ideal System company catalog present pre-war 
prices, but many new innovations are contained 
therein. For instance, the indexing of each and every 
book and form by the kind of business to which it 
pertains is featured, as well as the stock and form 
number. 

The Ideal System Company sells on a dealer basis 
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Sells as Fast... 
Earns the Profits 
you can make with 











Sells for $ | 2 95 


only 


THINK OF IT! Here’s an adding machine that does 
the work of a machine costing many, many times 
more than its remarkably low price of $12.95! No 
wonder dealers everywhere report “‘big sales,’’ “‘sell 
on sight,” “‘earn quick profits!” 


and only ADDOMETER offers 
these outstanding ADVANTAGES 


mF The perfect portable—compact, easy to use, easy to 
carry. Only 1114 x 2'% in. size, weighs only 14 oz. 


mF Fast, simple, accurate operation—adds, has direct 
subtraction, multiplies — without use of keys or awk- 
ward levers. 

8-column capacity—models available to handle 
fractions, feet and inches as well as whole numbers. 
Single stroke dial clearance. 


Combined with 11-in. ruler, handy stylus com- 
partment. 


444 


Fully guaranteed |! year. 


51% PROFIT FOR YOU! 


On every Addometer you sell you make double its 
cost to you—profits ranging from 49% to 51%, de- 
pending on quantity purchased. And—Addometers 
sell on sight—-profits come fast! 


WRITE OR WIRE TODAY 
FOR DESCRIPTIVE FOLDER 


Reliable Typewriter & Adding Machine Co. 
Dept. A-12, 303 W. Monroe St. + Chicago 6, Ill. 
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TECHNYSCOPE 


rs Ue a2 aE CR a FT 


MODEL 





The scope table, T-square, etc. of the Fluorescent Model 

F-2 are identical to the Standard Model. The difference is 

the way it is illuminated. The use of FLUORESCENT 

LIGHTING introduces an entirely new standard of scope 

illumination and here are some of the advantages. 

l. The Lighting Unit is entirely enclosed: no loss of light, and 
all parts are fully protected within a steel case. 


2. The entire writing area of the stencil is amply cnd evenly 


illuminated. 

3. The glass of the scope and the stencil remains cool. 

4. A handy ‘“‘push-button’’ switch is conveniently located on 
the scope. 


5. The Lighting Unit can be purchased and attached to any 
of the metal TECHNYSCOPES now in use. 


6. The Lighting Unit and its component parts, if used with 
AC-110V-60 cy. is guaranteed for a period of one year. 
COMPLETE SCOPE WITH LIGHTING UNIT AND TWO 18” 
FLUORESCENT LAMPS. FOR USE WITH AC-110V-60 cycle. 
ONLY $29.50 





FLUORESCENT MODEL F-2 LIGHTING UNIT 


MAY BE ATTACHED TO ANY OF THE METAL TECHNYSCOPES 
NOW IN USE. 


COMPLETE LIGHTING UNIT, SWITCH AND TWO 18” FLUO- 


RESCENT LAMPS. FOR USE WITH AC-110-60 CYCLE. 

ONLY. $1650 
IMMEDIATE DELIVERY—Have you seen our ad on the Hilco 
Model 4... see page 243. 


TECHNYGRAPH COMPANY 


TECHNY, ILLINOIS 
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and stationers throughout the United States are in- 
vited to send for this useful catalog. Attractive, sales- 
compelling window and counter cards and envelope 
stuffers are also offered. 


SS ee 


CRAMER APPOINTS NEW REPRESENTATIVES 

R. A. Wagner, headquartering at Philadelphia, Pa., 
has been appointed sales representative of Cramer 
Posture Chair Company, Kansas City, Mo., for eastern 
Pennsylvania, southern New Jersey and the state of 
Delaware. 

W. H. Oehmler, with offices at Pittsburgh, Pa., was 
chosen sales representative for the western part of 
Pennsylvania. T. J. Fox, with headquarters at Syra- 
cuse, N. Y., has been designated agent for all of New 
York state with the exception of Greater New York 
City. 

George DeBeer, located at Chicago, has been named 
sales representative for the states of Illinois and Wis- 
consin. 

eee 
MEILINK OFFERS SALES-DISPLAY STAND 

The Meilink Steel Safe Company, Toledo 6, Ohio, is 
offering the Hercules sales-display stand as a means 
of providing a home-safe department in a small 
floor space. Such a stand is declared to easily handle 
two FC6 Security Chests in either open or closed posi- 
tion, four HDB safe-deposit boxes, two wall safes and 





MEILINK SALES-DISPLAY STAND 


still provide plenty of room for advertising literature 


and signs. 
Specifications include one-inch, sixteen gauge steel 


tubing with all-welded construction. The feet are 
equipped with floor-protecting gliders. Upright stand- 
ards are designed for changing advertising signs. The 
stand is in rich, grey wrinkle finish and weighs ap- 
proximately 30 pounds. 


———__—_- 9 P- 


FEATURE PENCIL SHARPENER AS GIFT ITEM 

Pencil sharpeners for gifts is the idea which key- 
notes a new national advertising and dealer merchan- 
dising program recently announced by Automatic Pen- 
cil Sharpener Company, 1801 18th Ave., Rockford, Il. 

Featured in the campaign is the newly designed 
Apsco Dexter Deluxe Pencil Sharpener which has been 
styled for strong appeal to the gift buying public. Of 
modern styling in deep maroon and highly polished 
nickel plate color combination, the new Apsco Dexter 
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No. 44 
















Top Bottom 
24 11%" 12" 9” 
34 144" 13” 10” 
44 18” 15%" 12” 


Furnished in 









Olive Green—Walnut 
Metallic Gray 







THE 
F. H. LAWSON CO. 
CINCINNATI 4, OHIO 






















WASTE BASKETS : UTILITY RECEPTACLES ° 
SANDURNS . CUSPIDORS ° OESK -Fitee 
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Nationally Celebrated 
Orchestra Leader 
His sweet music-sells 








No. 1471 


Executive Reclining Chair 


Mur Mill 
Cuil) No. 1470 


A Champion Host Chair for 
the Executive Offic Makes sweet music for 
Dealer Sales 








HOP ON THE BAND WAGON WITH GREATER PROFITS 


The modern trends, graceful lines and harmonious colorings of Mur-Mill chairs 
create a comfortable, restful atmosphere that contributes greatly to the digni- 
ty of the modern office. 





INCORPORATED 


WMVICORO KEWTUKY 
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Deluxe is designed to blend with finest home and 
private office decoration, reports the manufacturer. 

A continuous program of national consumer adver- 
tising to promote public enthusiasm for pencil sharp- 
eners as gifts will be launched by Apsco with a two- 
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APSCO DEXTER DELUXE SHARPENER 


color half-page bleed advertisement in the December 
15 issue of Life magazine. 

Dealers are provided with various new Christmas 
promotional tie-in materials to take advantage locally 
of the nationwide campaign, states the company. 


Ge IDEAL 


OFFER NEW RUSH-ERASER DISPLAY CARD 


The Eraser Company, Inc., Syracuse, N. Y., recently | 
announced a new counter display card holding one- | 


half dozen Rush-FybRglass erasers. SELLER SYSTE M 


Each Rush-Eraser is attached to an attractive book- SIMPLIFIED BOOKKEEPING 
let giving the purchaser complete instructions for use ee 
Pp INCOME AND TAX RECORD BOOKS 


of the eraser and carrying The Eraser Company’s two- PURCHASES & EXPENSES 
way guarantees. Also mounted on the card are some | gprs moe 
folders entitled “The Eraser of 1000 Uses.” WITHHOLDING TAX 
The company states that most wholesalers will have | SOCIAL SECURITY TAX — to at ate 
PROPERTY TAX & LICENSES @@e@ — it 1s the 







| OTHER NECESSARY RECORDS J 
most practical easy 











nndii-diee a sauna | THE IDEAL SYSTEM LINE to keep — all inclusive sys- 
SATISFIED USERS FULFILLS EVERY NEED , 
Siniiinies tem designed to fit the most exact- 
*Manufacturers . . : 
haienan & thikts ing up-to-the-minute requirements of 
Beauty Shops omenes , H H 
adios Shows every type of business and profession, 
Cafes & Taverns new or established. Ideal System books 
“Cleaners & Dyers ‘ 
*Business Service and forms lead all others in profit pro- 
*Doctors ° 
Drug Stores ducing sales value. 
Farms & Ranches 
eR : Grocers & Markets 7 i i i 
e price range, too, is designed to 
~F "BRGLASS.- ao » = = Garages & Service Stations T h P 8 & 
 RASER 3s Hardware Dealers appeal and sell every prospect. 
: ° : eseemeadimenes Jewelers & Watchmakers 
*Professional Service 
Real Estate Brokers $2.00 say $3.50 ” $5.00 p53 $7.50 
*Restaurants 
And Many Others —and because the Ideal System can be 
*Also new Simplified Double- - 
Entry Books started any time of the year — you are 
SAaattona aly Saeee assured of year-round business and 
quick turn-over. 
The IDEAL SYSTEM Company 





DESIGNERS AND MANUFACTURERS 





346 SO. FLOWER ST. 





GUARANTEED TO SATISFY YOU — OR YOUR MONEY BACK 
hae CARES LOS ANGELES 13, CALIF. 


NEW DISPLAY CARD 136 LIBERTY ST., NEW YORK 6, N. Y. 
. immediate deliveries from LOS ANGELES and NEW YORK CITY 
BOSTON - CHICAGO - DALLAS - PORTLAND 

POSTWAR CATALOG WITH PRE-WAR PRICES —-NOW READY 
If you have not received your copy of our new 8144” x 11” 1947-48 
catalog attach this coupon to your letterhead or card and mail it to 
The Ideal System Company, 346 So. Flower St., Los Angeles 13, 
Calif. Your copy will be sent by return mail for 





RUSH-ERASER 


ample stocks within a few weeks; orders will be filled 
direct by the company if the display cards are not 
available through the wholesale channels. 

The new counter card is designed to supplement 
but not to take the place of the standard display car- 
ton holding one dozen Rush-Erasers, since it is rec- 
ognized that most dealers prefer to have shelf stocks. 


2A @ @2eaeaeea ee 


Artention of 
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whenever they 


are needed! 





It takes only a few seconds to print any de- 
sired sign with individually wood-mounted 
alphabet and figure stamps. 

In the SUPERIOR line of Sign Marker 
sets, ample choice of sizes and styles of let- 
ters is available. High standards have been 
maintained in their manufacture to insure 
uniform printing and even alignment. The 
resilient rubber printing face is suitable for 
use on any available paper stock. 

Sell them with the confidence that can 
only come from selling products that have 


withstood the test of time. 





SUPERIOR MARKING EQUIPMENT CO. 
1800 Larchmont Ave., Chicago 13, Il. 


533 Mission St., San Francisco 5, Calif. 


R. A. STEWART & COMPANY, INC. 
80 Duane Street, New York 7, N. Y. 
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NSA CONVENTION ADDRESSES 
(Continued from page 10) 


go over your list of sizzles and see 
statements 


Right now how many 
you can put into telegraphic 

Remember that telegrams never find their 
“dead letter” bin! 

3. “Say It With Flowers.”—By this I mean, it is as much 
WHAT YOU DO as what you say during the sale that 
counts. 

“Happy returns” of the day when presented by Western 
Union with a bouquet of flowers proves the point. 

You must learn, then, as your third step in building a 
sales talk, to synchronize your sizzles with showmanship; 
to back up your words with action. 

Never let your words hang weakly 
them with MOVEMENT. 

“Use it like this,” says the 
and then shows the customer how to work the device. 

Both the eye and the ear are thus put to use. 

How you hold an item, how you handle the 
blank, how you finger the fountain pen, all flash a message 
about you and what you sell to the eye of the other person. 

How you stand, the look in your eyes, the stance of your 
smile, all back you up or let you down. 

“This burns as silently as a match,” says the Electrolux 
salesman, and then lights a match to prove how silent his 
refrigerator really is. 

This is excellent sizzlemanship! 

“Quickest seats in the balcony,’ 
points towards the balcony stairs, and 
walking toward the “quickest seats.” 

Take your telegraphic statements from the first two steps, 
and add a pinch of showmanship. That is your third step 
in building your own library of sizzles. 

4. “Don’t Ask If—Ask WHICH!”’—This means, always give 
the other person a choice between something and something, 
never between something and nothing. 

Be a good lawyer and ask leading questions that get the 
answers YOU want; never take a chance with a question 
that might get you a “no” reply. 

WRONG: “Like some cereal today, Lady?” 

BETTER: “Does your family prefer a cold or hot cereal?” 

You can’t lose with this technique because if the cus- 
replies “cold” or “hot” you can still give her what 


way into the 


in midair. Support 


Westinghouse demonstrator, 


contract 


*’ says the Roxy usher, and 
customers start 


tomer 
she prefers. 

Always get the mind of the other person fluctuating not 
between do they want or don’t they want, but which they 
want. 

Right now jot down some of these “see-saw” sentences, 
not only those that begin with a “which,” but also “what,” 
“where,” “when,” or “how.” 

You will find that most successful people, people of in- 
fluence with worldly goods, people of diplomacy, always give 
you a choice between something and something. 

5. “Wateh Your Bark.” This is your fifth and final point 
to use in building your own “Tested Selling Laboratory of 
“word magic.” 

Without this point the other four won’t work, because 
this point is the key-note of getting others to respond to 
your wishes instantly. 

Your voice, you see, is the carrier of your sales message, 
and the best sizzle in the world, dressed up telegraphically, 
with bouquets of flowers and plenty of “which,” will flop 
with a thud if your voice is flat. 

“Ever use a scientific toothbrush?” asks the Walgreen 
salesman, but if his voice is sour he will not make that 
extra sale. 

“The economical size?” asks the Safeway clerk tactfully, 
and sells the larger size because she uses the right tone 
of voice. 

Remember, the little dog has only one word “woof,” and 
one tail to wag, but it is the tone behind his “woof” and 
the way he wags his tail that sells you anything his little 
dog heart desires. 

You can spend fortunes getting merchandise on the 
shelves; fortunes in advertising to get people up to the 
shelves; but the final test of the sale is what you say and 
how you say it, face to face with the buyer. 


BUILDING STATIONERS 
By the Late William E. Stockett 


(Mr. Stockett’s untimely death occurred shortly after the convention.) 





The Stockett-Fiske Company 
Washington, D. C. 


(Lack of time prevented the delivery of Mr. Stockett’s address as 
scheduled on the NSA convention program. Because of the excellence of 
its thought-provoking contents, it is published with other convention 
speeches. ) 

TAY BACK IN 1909 on June 238, I graduated from high 

school. The next day I started to work for the Stockett- 
Fiske Company. So, I'm just starting my thirty-ninth year of 
struggle to learn all there is to know about this industry. Thirty- 
nine years is a long time, but I’m a determined sort of a cuss, 
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HOLIDAY GREETINGS 


The season's greetings and best wishes 


for Christmas and the New Year. 


On behalf of ourselves and representa- 
tives—sincere thanks for your patronage 


in 1947. 


We shall strive to extend even greater 


cooperation to our dealers in 1948. 


























die =. k ©. dim' pb Ronee 


EVANSVILLE 7, INDIANA 


member WOOD office furniture institute 
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EST wishes for a bright and prosperous year ahead! colored metallic back and beautiful packaging is 
: ” , ; ; : sa 
And speaking of the New Year, now is the time matched only by its superior performance under all ne 
on 
to plan to get your share of increased volume, operating conditions. Finer inks, better imported + 
incerease 4 j O48 r fe; ino Allied’s : . $ : ; aft 
increased profit in 1948 by featuring Allied’s tissues, plus experienced manufacturing know-how ce! 
. do 
TAGS > Cr aner. , . 
FLAGSHIP Carbon Paper are combined to produce a carbon which has no ju: 
pre 
i : . a. ° ere ° ° rle 
Here is the carbon which has made records for equal. Available in 24 weight and finish combinations, pi 
as 
dealers all over the country in 1947 and will reach to meet every requirement. I 
/ the 
new heights of popularity and acceptance in the A few fine exlusive franchises are still available. ods 
jus 
. ‘ »< 4 j oh » ry _ > » : re ‘ T . . 
months ahead. FLAGSHIP wins new customers, Start the New Year with this fine carbon as your 
: . _ > >< x6 SB rres > oO ] s. —" » ‘ ‘s ‘ Y 
insures repeat sales and greater profits leader. Write today for free samples and full details. are 
me} 
FLAGSHIP’s modern appearance with its silver Address Dept. A. ace 
the 
will 
F 
not 
mat 
mer 
HERE’S WHY RINGS THE SALES BELL re 
and 
trai 
, we: ever 
NON CURL Flagship is not affected by CLEANER ae HANDLE pono is niene 
a oe sae a - -~vness easier to collate, is crisp and Clean. iM ne cs 
ce gpa eae rome sions 9 pigments perfectly blended, combined _ 
heat 1 - my ay <nacitee —_ ne oo with specially treated tissues, bring a ing 
back, better tissues and finer inks make new ease to manifolding work. taug 
it lie flat, always ready for instant use. EASIER TO ERASE Clean erasures with as t 
ICE , itis ins no telltale smear is another Flagship taug 
LONGER WEAR Imported papers and feature made possible by advanced ink to t] 
tough pigments, plus actual metallic formulas and exclusive processing bina 
plating and treatment of the back, in- methods. Sail 
sure a carbon which resists stenciling BETTER LOOKING The attractive nau- help 
thru ane produces excellent copies long tical motif in full color on the box and old t 
after ordinary carbon is worn out. the beautiful design of the silver colored 
: sheet give Flagship a distinguished ap- Mo 
FINER COPIES Clean, perfect impres- pearance sales 
sions from first letter to last are insured GREATER ECONOMY Its popular price turer 
by new and improved ink formulas and combined with superior performance able 
the most modern manufacturing tech- offers every buyer and user top quality of a 
niques. at lower cost. years 
> - ‘ meet} 
Producers of the famous Echo and Rocket Brand typewriter ribbons repre 
grouy 
Such 
extre 
are il 
Mai 
DC (| AND RIBBON MANUFACTURING CORPORATION inoes 
ALLIED CARBON AN t WRAL meeti 
Y critici 
to ge 
165 DUANE STREET NEW YORK 13, N. toe 
‘ ; ‘ : addre: 
CARBONS & RIBBONS Manufacturers of quality carbon papers and inked ribbons for 38 years eiewns 
much 
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and if I just stick with it a few years longer, I should be a pretty 
well informed commercial stationer 

Some of my classmates at school studied law, some medicine, 
and after four to seven years of training under competent teach- 
ers, they were ready to practice their professions. While their 
education was by no means complete, they were ready to hang 
out their shingles and were qualified doctors and lawyers. 

There was no professional instruction available for a would-be 
stationer, and even if it had been available, the boss at my 
store preferred not to expose me to it. He didn’t want to 
endanger my amateur standing. And so I learned the stationery 
business, digging it out little by little, getting it the hard way. 

I have often wondered why a business man has to learn his 
work almost entirely through his own efforts, digging it out 
laboriously over a long period of time, while professional men 
reach a certain goal in a much shorter time through the medium 
of a concentrated course of training 

Don’t misunderstand that I resent having been made to learn 
this business from the ground up. We al] know that many of 
the essentials cannot be learned in any other way. gut there 
was so much to be learned and progress is so pitifully slow. 
I didn’t realize it at the time, and really there didn’t seem to 
be any crying need then for hurrying my eduaction. At the 
end of my fourth year I was sent out as a city salesman. Right 
then I learned one lesson, and definitely. I learned how little 
i knew about office equipment and supplies. 

And didn’t most of us spend our early years in this business 
going through the same ‘‘processing’’? And aren’t we still 
hiring young men and expecting them to “learn the business’’ 
in the same manner? Well, we learned it, why can’t they? 
On the average they are just as bright as we were and they’ve 
had greater educational advantages. 

After 38 years of hard plugging, I still don’t know all the 
sales features of my best grade of typewriter carbon paper, and 
neither do most of you fellows. I think I’m pretty well informed 
on loose-leaf and can present it ‘intelligently to a customer, 
but when I hear the manufacturer’s salesman talk on loose-leaf, 
Iam constantly being surprised with new sales information. But 
after all, these things are not too important as far as I am con- 
cerned. I don’t wait on very many of my customers. My employes 
do that. The vital need is employe training, and I don’t mean 
just a one-time training course for a few employes, but a 
program that contemplates constant training for all new em- 
ployes as they are taken into our employ. 

In our own organization we plan to feature personnel training 
as a part of our daily work from now on—indefinitely. 

In the old play, ‘‘Uncle Tom’s Cabin,’’ many of you will recall 
that Topsy declared that she wasn’t born, she “just growed.”’ 
Without meaning to be too cynical, I wonder if many retail 
businesses don’t ‘‘just grow,” at least in personnel development. 


Personnel Training Produces Salesmen and Managers 


You men are the general managers of your businesses. You 
are continually studying the problems of management—govern- 
ment regulations, taxes, production problems, labor troubles, 
accounting methods, and so forth. But what is being done in 
the matter of properly training your personnel, out of which 
will some day come the new general manager of your business? 

For many of these management problems group training is 
not the answer. Individual] training is essential. But in the 
matter of teaching the details of the merchandise and equip- 
ment that we are constantly buying and selling there is no 
good reason why we should be unwilling to give a lot of time 
and effort to group training for our young employes. Such 
training is only one step in the development of men who may 
eventually occupy top management positions, but it certainly 
should give them a splendid foundation on which to build. 

Experience is invaluable. It comes with years of living, work- 
ing and struggling. Much of what we call experience can’t be 
taught. It has to be lived through, and enjoyed or suffered, 
as the case may be, by the individual. But a lot of it can be 
taught. Young men can benefit by our experiences if we go 
to the trouble of explaining them thoroughly. The ideal com- 
bination of youth plus experience will never be completely real- 
ized, but why shouldn’t we get as close to it as possible and 
help our young men to become experienced before they’re too 
old to make the maximum use of this invaluable asset 

Most of us have been doing some sales training. We've held 
sales meetings from time to time. Often we've had manufac- 
turers’ representatives address our meetings. This is commend- 
able and sometimes profitable, but unless it is made a part 
of a planned program it will not get maximum results. Some 
years ago, one of my good dealer friends told me of a sales 
meeting in his organization to be addressed by a manufacturer's 
representative. The man was introduced and he said to the 
group, ‘All right, here I am, what do you want to know?” 
Such a meeting could hardly be very helpful. That was an 
extreme case, but I’m afraid that most of our training efforts 
are inadequate because of a lack of planning. 

Many local associations have educational programs which 
have merit. Manufacturers’ representatives address. their 
meetings and undoubtedly much is accomplished. I have two 
criticisms to make of this plan. 1. The speaker is often limited 
to generalities because of the ‘‘competitor’’ angle. He can’t 
talk about the “exclusive features’’ of his own line when 
addressing such a group, many of whom might be carrying a 
competitive line. He’s on a spot and his talk will not have 
much of a punch. 2. The youngest employes—those who are 
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in greatest need of training—seldom attend such meetings. 


I, P. Sales Training Course in 1917 

In 1917 I got my first real break. I was invited to attend 
the Irving-Pitt Company training school in Kansas City. That 
was my first experience with planned sales training. For two 
solid weeks we studied intensively the salient features of I.P. 
equipment. It was a splendid course and left a vivid impres- 
sion on my mind. A few weeks later I wrote them a letter of 
appreciation. I'd like to read one paragraph of that letter. 

“Shortly after I returned from the class, I installed a cash 
journal outfit in a local real estate office. This gained for me 
a well-satisfied customer. More recently at this customer's 
request, I called upon him and installed a duplicate billing 
system. Several similar instances have served to impress upon 
me the decided advantage of having a thorough Knowledge of 
the application of loose leaf to the various forms of bookkeep- 
ing. And the knowledge that I have obtained, I am ready to 
credit to the course of training I received in your class.’’ 

AS a young salesman I thought that was quite an accomplish- 
ment, but by far the more important lesson learned in that 
class was that if there is any short cut to knowledge in our 
industry, it is through the medium of intelligent, planned study 
of the merchandise and equipment that we sell. 

And now, 30 years later, I find myself conducting a sales 
school designed somewhat along the lines of Irving-Pitt school. 
While I recognize certain limitations and see definite possi- 
bilities for improvement, we are making progress. 

From the attitude of the trainees in our school I feel confi- 
dent that they have the same appreciation of our sales training 
program that I had of my course in Kansas City. Many have 
expressed themselves accordingly and the results they are get- 
ting prove their sincerity. 

The basic idea of my program is this: I am passing on to our 
trainees the information and experiences that I have accumu- 
lated in 38 years in the commercial stationery and office equip- 
ment departments of our business. My brother, Monroe, who 
has 36 years of experience in our factory, is giving instruction 
to the same group in the proper methods of selling the products 
of that department. These efforts are supplemented by the 
splendid co-operation of certain manufacturers and their repre- 
sentatives who give expert instruction in their respective lines. 

Early in 1946 we made a rough draft of our plan, listing all 
of the lines to be taught and the number of teaching periods 
assigned to each line. Our intention was to hold some evening 
classes, but most of the instruction was scheduled during reg- 
ular store hours. 

We realized that such procedure meant hiring additional 
men. We couldn’t take employes from their jobs during the 
day without having some replacements. Then the question was: 
Would this additional expense be justified by the results of 
this training? That, of course, was a gamble. At that time 
our sales force, inside and outside, was at a very low ebb. We 
reasoned that with training the overall picture would show 
some improvement within a few months and certainly by the 
end of a year there should be a vast improvement. It seemed 
probable that while we would have an apparently unjustified 
increase in payroll for a few months, the improvement in service 
to our customers would be progressive, and at the end of a 
year our inside sales force would be measurably better and 
possibly two or three men would be ready for outside selling. 


New Men Hired to Permit Training Program 

So, during March, April and May of 1946, we hired about 
six new men, mostly G.Il.s These men, together with some 
others already in our employ, made up the first training class. 
Several have dropped out_and many new men have been added 
since classes were started early in April, 1946. Our training 
group has averaged 12 to 14 men. Some of them work as sales 
clerks in the store, some in the factory, some are order clerks. 
All are working with the ultimate goal of a job as city sales- 
man or a position as a junior executive. Their daily work is 
a definite part of their training and they are placed where they 
seem to be best suited. 

For class instruction the trainees are divided into two groups, 
each group having five or six classes per week. The two-group 
plan entails double work for the instructors, but it is the only 
way we can hold such day classes and keep our routine work 
up to our standards 

Attendance records are kept and periodic Guiz sessions deter- 
mine the progress being made by each student. Quiz sessions 
are held usually after each fifth lesson. 

As to subjects covered, we planned to reach every item sold 
by our company. That, as you well know, is quite an assign- 
ment. Our first text book was our Stockett-Fiske price book, 
covering a tremendous number of miscellaneous items. In each 
lesson we took up several pages of this price book until the 
book was finally completed in Lesson 38. Samples were shown 
of the items discussed, together with literature and advertising 
circulars. Not only do we teach our own merchandise, but we 
also discuss competitive items. When possible we introduce 
interesting bits of sales information and personal experiences 
that we have had in selling this merchandise. While our instruc+ 
tors do most of the talking, our trainees are encouraged to 
comment and criticize. Discussions of real value often result. 

Following the completion of the price book items, we took up 
individual manufacturers’ lines, such as the Weis line, Berger, 
Dennison, Boorum & Pease, and so forth, going through their 
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catalogs page by page. Many manufacturers have taken ove! 
the instruction of our classes for their lines and their represen 
tatives have done an outstanding job. Incidentally, this gave 
the two regular teachers a welcome respite 

Intelligent page-by-page study of a manufacturer’s catalog 
has a very definite value. Perhaps we feel that we and our 
older salesmen know these lines thoroughly. But we've all had 
the experience of making a customer cal] with a manufacturer's 
salesman and hearing him refer to information in his catalog 
that we had either forgotten or never knew was there And 
what about the customer who calls at your store and is waited 
on by Joe Doakes who began to work as a salesman for you 
six months ago? To him most of these catalogs are deep, 


dark mysteries But he’s accepting your customers’ dollars 
and is supposed to dispense expert advice on your merchandise 

Some of our classes have been made vastly more interesting 
by the projection of pictures, both movies and stills, supplied 


by manufacturers whose representatives have lectured along 
with the showing of the pictures. 

3efore our course is completed certain trainees will be selected 
to be sent to our manufacturers’ plants for intensive training 
in lines on which we want them to specialize. Some of this 
has already been done and the results, as expected, are grati- 
fying. We intend to do a lot more of it 


Knowledge of Manufacturing Process Necessary 


In our plant we do not manufacture rubber stamps, nor do 
we do our own engraving or die-stamping We consider a 
knowledge of the manufacturing processes essential to the 
proper selling of such work, so we arranged with our local) 
suppliers to give us certain assistance. In small groups our 
trainees visited the plants and were shown the various ma- 
chines and processes of manufacture. They observed the work 
actually being done. As a rule each group was escorted through 
the plant by the owner who was apparently eager to give full 
co-operation. These visits are followed up by specific instruc- 
tion in sales classes on the proper selling and handling of such 
jobs. 

Our factory is a very important part of our establishment 
There we manufacture office forms, special made blank books 
and loose-leaf devices. It’s essential for our sales people to 
have a complete knowledge of our plant and the work it turns 
out. To that end our course includes instruction in the opera- 
tion of the equipment used in a bindery and printshop and a 
thorough training in flat papers, boards, binding fabrics and 
leathers, and the other materials used in this department. 
Trainees are taught to estimate special jobs, not with the idea 
of permitting them to make their own estimates, but because 
such instruction equips them to do a more efficient selling job. 
They make fewer errors in taking job specifications and have 
a greater realization of the cost of special jobs sometimes not 
fully appreciated by their customers 

While I’ve always questioned the value of a study of sales- 
manship from the theoretical angle, we did spend ten lessons 
studying a very clever booklet from the Dartnell Corporation, 
which I recommend as interesting and I think of real value to 
prospective sales people. 

In our business we've always taught that high-pressure sell- 
ing methods are not to be tolerated. This booklet confirms our 
judgment on that point and develops many other pertinent 
selling ideas which seem to fit our type of business perfectly. 

Now, at the end of 18 months, what have we accomplished? 
toughly, we are about 90 per cent through with our original 
program, and will complete it within a month or so. On March 
1, 1946, our inside sales force consisted of our store manager 
and assistant manager and three so-called sales clerks who had 
had no real training. Our outside sales force numbered five 
men, who, however, were all.experienced men. Today for our 
inside sales force we have our store manager and assistant 
manager, two sales clerks who have been trainees since our 
program started, another who has had about 75 per cent of 
the complete course and two more who have had only a little 
of this training—seven in all. Our outside force now numbers 
nine men, the four new ones having had the advantages of 
this training course. 

Our transient trade is being adequately handled and our 
store sales definitely show the effect of this training program. 
Our new outside men are opening many new accounts and we 
feel that we are building good will among new and old accounts 
through a superior service being rendered by these new sales 
men. 

As a further result of our training we have at least three 
men now working in other departments of our business who 
could step into a sales job in the store on short notice to 
replace any of our inside salesmen who might graduate to a 
city sales job. 

One of the interesting sidelights to this prgoram is that as 
our trainees progress they show eagerness for more training. 


Sales Training Builds Art Suplies Business 


Eleven years ago we started a new department in our store 

art supplies and drafting equipment. At that time we had 
only one employe thoroughly familiar with these lines. While 
the department grew and sales volume increased, progress 
Seemed rather slow. Many of our sales people were inclined 
to avoid customers for items in that department—probably 
because of the realization that they lacked sufficient knowledge 
of the merchandise. Just recently one admitted that that had 
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been his atitude. And he implied that the feeling was pretty 
general. During the past year we have held 26 sales classes 
covering these two lines, using text books and literature from 
Winsor and Newton, American Artists Color Works, Frederick 
Post Company, and others. And now these same salJes people 
are enthusiastic about this department of our store, and our 
sales—particularly transient sales—have increased very notice- 
ably. The manager of that department came to me last month 
to discuss the unusual increase in sales and gave principal 
credit to the educational work we had done. On two occasions 
trainees came to me and told me how interesting they had 
found these lessons on art supplies and how much easier it 
had made their sales work. 

It might be pertinent to speak of the attitude of our manu- 
facturers with regard to this training program. Some of our 
manufacturers have given us sales instruction far beyond our 
expectations. In a few cases this help has originated in the 
home office of the manufacturer, but in more instances it has 
been through the initiative of the travelers themselves. It 
would take too long to mention each of these manufacturers 
and to explain the type of assistance given. But I wil] say 
that some of the information was in printed pamphlet form- 
ideal for use in my classes. Some of it was technical and some 
dealt with the historical and more romantic places of the partic- 
ular industry. Frankly, I had no idea, when I started to solicit 
such help from the manufacturers, that information of such 
value and in such usable form was so readily available. Prac- 
tically every manufacturer or traveler whom I contacted was 
enthusiastic about our plan and gave us real help. But we can 
use still more 

Some of you may know that the Boorum & Pease Company 
is preparing a series of booklets which will constitute a very 
complete training course in B. & P. merchandise. The informa- 
tion is cleverly presented in question and answer form. When 
the entire series of booklets is finished, we expect to use it 
to real advantage in our school. 

Undoubtedly many more of our manufacturers have the nec- 
essary data which they can supply in lesson form if we would 
only give them the encouragement of a really co-operative 
attitude. In other words, if we have a genuine desire for sales 
training, I am sure our manufacturers will go to bat for us 
in a big way. Naturally, their enthusiasm will be propor- 
tionate to the number of dealers who express themselves as 
being able and willing to carry on such a training plan. 


Greatest Need Today Is for Sales Training 

Many of our dealers have large, finely appointed stores and 
display rooms, certainly a real help in developing volume sales. 
A lot of thought is given to store improvement. But, isn’t 
our greatest need today for trained sales people? I believe it 
is, and the only way to get them is through planned sales 
training. I’d like to see our National Stationers Association 
sponsor a plan somewhat along these lines: first, to ascertain 
how many manufacturers can and will supply workable lesson 
sheets, teaching their lines in detail. These lessons should be 
well planned and cover the lines completely. It should be 
understood, of course, that the stationer could use all or just 
a part of these lessons, in accordance with whether or not he 
carries the complete line or only a part of the line in his stock. 
Second, find out how many manufacturers can and will furnish, 
with or without operators, movies or still picture projectors 
showing manufacturing processes, sales stories, and so forth. 
Third, to determine how many dealers are sufficiently inter- 
ested and able to operate a training school, using the material 
supplied by the manufacturers. In our industry we undoubtedly 
have the brains and ability and material to do an outstanding 
training job, if the effort is properly organized and if sufficient 
enthusiasm is shown 

In closing, I want to say that I frankly admit to a feeling 
of relief that we are approaching the end of our first training 
course. It has been a tough struggle. I usually hold two classes 
in the morning. Then in the afternoon I have a so-called junior 
class. This group contains newer employes hired within the 
past twelve months who are enrolled at once in one of the 
senior classes, but are also in the junior class to get without 
delay the earlier lessons of the course. The balance of my 
time is pretty much occupied with the preparation of future 
lessons, arranging for samples, and so forth. 

We've had our disappointments. Several trainees whom we 
considered particularly fine prospects have quit after receiving 
a considerable amount of training. We realize the possibility 
of further losses. Maybe some day they’ll turn up as competi- 
tors. Undoubtedly, a corrollary problem will be the develop- 
ment of some adequate incentive plan to insure holding most 
of these men. I’m giving time right now to the study of that 
angle. One of the most trying problems is the preparation of 
lesson sheets. In spite of the fact that we have much of the 
information right at our finger tips there is still a lot of read- 
ing and research work to be done to be certain that we are 
up-to-the-minute with our instruction material. That, of 
course, is where the manufacturer can really hit the ball for us. 

I’ve been complimented on my training program. My school 
has been successful and I’m quite proud of it. But my effort is 
really amateurish compared with what could be accomplished 
through the concerted work of a large group of far-seeing man- 
ufacturers, our NSA and a sufficient number of enthusiastic 
dealers who will accept this idea at its real value and will 
seriously operate a training course. 

Possibly the idea of co-operative training is impractical. 
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QUEEN Spirit Carbon gives quality 
performance that makes enthusiastic 
customers. It goes a long way to 
build profits. Once you suggest it, 
they'll always request it. 


There is also a complete 
line of Queen Quality 
Hectograph and Master 
Units (plain or printed), 
the finest made. 


When your customers ask for 
hectograph, Spirit, Gelatin or Master Units, suggest Queen Quality. Watch 
how quickly first users become enthusiastic customers. Time after time, they 
get superior performance—vivid, clean, crystal clear copies down to the 
last sheet. Time after time their enthusiasm for Queen Hectograph will turn 
into clear profits for you. 


Since 1921, Queen has been supplying the trade with a complete line of inked ribbons and carbon papers. 


Write today for your exclusive QUEEN dealership available in your city. 


Factories: Brooklyn, N. Y. * Chicago, Ill. 








QUEEN RIBBON & CARBON CO.. Inc. 


EXECUTIVE OFFICES 


742-760 WYTHE AVENUE. BROCKLYN 11. N. Y 
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Maybe too few dealers will be interested. My own school will 


go right on in its present form until such time as I feel that 
it can be operated more efficiently under the co-operative IMMEDIATE DELIVERY 


plan. Unquestionably the pooling of the abilities of the man- WIRE TRAYS and STACKERS 


ufacturers, the NSA and the dealers would not only cut down 
the cost of SPR OM, but would afford better training and No. 160 Letter Trey, Reguler 
would turn out trained men in a shorter period of time 

Isn’t it high time that we quit struggling along trying to 
make a success of businesses manned by personnel who are 
inadequately trained? We all have a few experienced employes, 
but we also have many who do not have specific training in 
any one of our lines, nor sufficient knowledge of the business 
as a whole. The need for training is definite 

Building stationers is a tedious job, but 1 am satisfied that 
the program is sound. It has paid off, already, for us, and I 
believe we'll receive dividends from it for years to come. I 
recommend it to anyone who doesn't mind the necessary strug- 
gle and who is willing to take a gamble. 
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to be successful. I believe the manufacturer who doesn’t SPECIAL PRICES IN GROSS LOTS 


co-operate in this program through his sales representatives, 
by supplying instruction material, and by having dealers’ em- 
ployes visit his plant if that is practicable, is certainly ‘‘miss- 
ing the boat.’””’ We can’t afford to just tell our customers, 
“That’s mighty fine carbon paper. That’s real carbon paper. 
You can’t go wrong on that carbon paper.”’ 
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fence, and in 1931 we started this business. Being an ad- 
vertising agency, we were supposed to be doing the job of 

making advertising pay. The more we got into it and the THE MAYFAIR Co. 

harder we worked, the more we found there was a reason why 

the advertising business was not paying off as it should. We 315 N. DESPLAINES ST. CHICAGO 6, ILL. 
found that from 60 to 70 per cent of dealer literature was not 
used, and we felt where there was such a waste there might 
be an opportunity for a constructive assignment. 

We recognized immediately that your stores are different. 
We have been looking at them. for several years from coast to SILVER GRAY CHAIR MATS 
coast. Since Mr. Holt was good enough to ask me to take New... 

this assignment, I have looked at them from Portland to 7 = 
Boston, every place I have been in the last few months. Those to Match Gray Office Furniture! 
stores were planned just as they were in 1925, 1935, and 1945, 

with the exception that there have been some improvements eS ; 

in the arrangements which the manufacturers have brought 
to them. “* 

We believe this is due to the fact that your stores are busy 
places; they are busy because they are full of detail—you have 
a multitude of services, and to a great extent they are tech- 
nical. You must have sales people with the ‘‘know how,’’ sales 
people who know where to find this form or that form, and 
that traffic has been only partially important to the success 
of your business. 

However, not al] stores are operated in that manner. I have 
in mind one particular company which operates five stores, 
and each store is composed of various departments in which 
a minimum number of sales people is required due to the 
effective display of merchandise. That, however, is where your 
stores are different. 























Plan in Terms of People 
We believe all stores have one common denominator and 
that is people. We like to think in terms of people because 
we have found that they are the only ones who have buying 
power. Since we have lived with the retailers for about 30 
years, we do not see a terrific difference in people whether 
they be in Boston or New Orleans. Now, when we go into the 
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basic things which all the people, no matter where they are SILVER GRAY to harmonize with gray office furniture. Don't 
* United — use and —— Pe eee: miss this opportunity to sell more color to the style con- 
er ead, Neier, the, Deore in your business will Uke the | | soleus: buses mien ef Ameclen 

; es ‘ je Ste € ior. ese ivolve ge ee or a, . 
getting a basic plan, and getting it down on paper. When you ; ees me ar erg rire reece et Black and Maroon. 
know what the plan is, keep doing it again and again in the iat sue: ms - ; Executive Size 48" x 54”. 

ORDER TODAY 








hopes that you will learn to do it better. As Mr. Kettering 
Says, ‘“‘The only difference between Jose-Iturbi and anybody 
else is that he practices and practices: that is the only differ- 
ence.”’ 

In fact, when we finally learn what the basic principles are, 
they usually amount to just one thing—how can we sell more 
per square foot of space. 

Results are achieved only when management becomes inter- 
ested in doing the job rather than let Joe and everybody in - 
the store play with it. Now, once management has a plan, let 2035 So. Calumet Ave. . Chicago 16, Wi. 
Us see what it will do. Let us get this plan so that we can ! 


WooDALL [NDUSTRIES [NC. 











OFFICE APPLIANCES, December, 1947 221 








Suspend-O-Folder 
PERSONAL DESK FILE 


Complete with 
THE SUSPENSION FOLDER 
OF MANY 
EXCLUSIVE FEATURES 


Letter and 
Legal Sizes. 


Write for Illustrated Price List $4 


». ADVANCO PRODUCTS 
ADVANCo Division OF AOVANCE SHAKES BE OOO CO 


MANUFACTURERS OF 


Suspend O Folder AND , PILING 
148 WEST 24TH STREET a 


ns LL NY 





Office Workers 
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Cleaner 
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ern, efficient, completely 
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@Easily applied...just a gentle tap 
on the keys and presto...it's clean! 

@Clean...does not stick to hands.. 
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(no liquid to splash) 
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maybe in a large way—let us quit 
playing with our plans. If you take display after display and 
study them and work on them, then, and only then does it 
become something of a real value to your store operation. 


use it in a small way, and 


In our work we have 65 manufacturer clients all over the 
United States. We have found that more and more manufac- 
turers can easily recognize, and have become more conscious 
of this fact, that there are better ways of selling their mer- 
chandise 

Never, though, do the forces all go to work at once. Adver- 


tising, in my estimation, never sells a thing; if it presells 
everything it promotes, then it is doing a good job. This con- 
clusion can be seen in the cash register ringing up a sale when 
there are 25, two, or five competitive items on the market, all 
of which have advertised Therefore, advertising 
the consumer and does a grand job. When the retailer ties in 
with it and takes advantage of it in the sales job, he benefits, 

Display is the only tool that | have found which does a job 
related to the control of traffic, to square foot, to 
turn-over, and to inventory control. 

I want to show you a few sketches that I have made because 
I think you will understand more readily if I use pictures 
rather than words. If I say “leg’’ or ‘‘automobile’’ you imme- 
diately think of the shape of that article, and you do not care 


been sells 


sales per 


how it is spelled. So, when people come into your store, they 
begin to get a picture of what you have in stock, what lines 


of goods you carry, and what kind of a store you really operate. 
It is impossible period of a few years to be successful 
without those things being apparent. Now, you can be success- 
ful, but on the other side of the ledger, I would add you could 
be much more successful if the basic elements that help to 
control this thing are used in display. 

I notice in vour stores that for the most 
show cases, tables, vou do not 


over a 


part in using your 


shelves, and use enough of the 


sky-scraper value of the square foot area—meaning that you 
start from a table top level with some article and do not get 
the best use of the space I notice that you do not let the 


enough to some of your merchandise. 
you see a unit which revolves. All 
This can be used very effectively regard- 
showing office supplies such as sta- 
what-not. It permits you to use the 
square foot of display area. It should 
really want to make it work or it could 
be a little you are crowded. But this unit with a 
heavy metal any show case or table in 
getting merchandise closer to the people. 

They tell me that merchandising consists of having the right 
visit at the right time at the right price. To me, it is more 
than that, it is bringing the people to the and the 
goods to the people 

When I look at 
old fashioned drug 
down under the counter, and 
Some of it must be 


people get near 

In this slide 
push it a little bit 
whether vou are 
forms, or 


you do is 


less of 
tionery, 
cubic 
be at eye 


books, 
space above a 
level if you 
higher if 


base is as good as 


goods 
your stores they remind me of the 
There is a lot of stuff in drawers, 
in other places where it can not 
placed there, of course, but 


most of 


store 


be seen. 


maybe your stores could stand something like that which is 
shown in this slide 

The little unit shown in this slide can be made of wood or 
glass and is designed to bring things up to eye level above 


Incidentally, there are things in the show case 


the show case. 
where the customers can more readily get 


which should be out 
to them 

The title of “Little assets that go to help make 
think you have got to do what 


this slide is, 


your office more efficient.’ I 

they did with the baked potato—I think you must prepare a 
little better copy, devise a iittle better sign and directional 
system and put ideas into the people’s mind when they are 


there with the merchandise in front of them. You can do this, 


so to speak, by remote control, using these little ideas. You 
must certainly do that when people come into vour store if 
you increase your business 

Little ideas like, ‘‘Little assets that go to help make your 
office more efficient’? benefit who? The people. Now, if all the 
things you do in relationship to selling are based upon their 
benefit to the public—I mean save time, investments, make 
something more efficient, and maintain cost in relationship to 
what the buyer gets out of it—then you are selling a_ benefit. 


Anything without a benefit is on an up-hill grade, I assure you 


What to Do With Ledges 


your ledges. Most of 
which is O. K., except 
That space, if it 
goods. Of course, 


you use a light 
that they are 
were in the A 
you do not 


about 
them, 


roosts 


Here is a slide 
colored paint on 
used Jargely for fly 
and P store, would be selling 
have to follow their example, but they make millions of dollars 
This is because it is something they have followed 
There is something there that 
and it suggests selling. It could be decorative 
and at the time suggest things that will be of interest 
to your customers. Now, the finer stores of America are doing 
it more and more. We remember eight or ten years ago when 
they said they would not do it. 


in using it 
through in 
the people see, 


their advertising. 


Same 


you can keep 
which are 


This slide shows a mobile cart. I believe that 


it very busy near the front door or in the corners 

usually very unattractive. You can take shelves out of this 

cart if you want to and put other merchandise in there. It is 
anybody to move. It will hold anything you have 


easy for 
except filing cabinets, desks, and forth so. It will attract peo 
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Dual - purpose 
cabinet 
makes con- 
venient extra 
table when 
top is closed. 


eg 


a 


LETTER ‘ 
SIZE 





EXECUTIVE CABINETS 


Has 25 hanging folders(A to Z 
tab inserts). Rubber wheel cast- 
ers for easy moving. Made of 24 
gauge steel. Available with or 
without lock. Hammerloid fin- 
ish. Colors: green, walnut and 
gray. 


EXECUTIVE 
DESK TRAYS 


| May be used singly or 
tiered in stacks. Each 
. tray fits over the 
other. 22 gauge steel. 
No sharp edges. Avail- 
able in letter or legal 
size. Green, walnut 


and gray colors. 


EXTRA HEAVY STEEL CONSTRUCTION 
Built-to-last . . . priced-for-profit . . 


“HI-VERT’ SORTING FILES 


A perfect desk organizer — effi- 
cient and flexible. Extra sec- 
tions can be added quickly — at 
low cost. 22 gauge steel. No 
sharp edges. Baked enamel fin- 
ish. Available in green, walnut 
and gray. 















SECRETARIAL 
HANGING FILE CABINET 


Space-saving cabinet 
with efficient no-sag, 
hanging file. Easily 
moved to any office or 
desk on silent rubber 
Hand- 


some gray, green or 


wheel casters. 


walnut finish. 





list. 





Write us today for our complete 
catalog and confidential price 


Sales Representatives’ Inquiries 
Invited for Territories Now 
Available. 


ded safety. 












A DIVISION OF BLACKSTONE MANUFACTURING CO., INC. 


Sturdy con- 
struction 
throughout 
++. Mo sharp 
edges for ad- 


. easy-to-sell. That's 
the story of our new line of durable office appliances. 
Write us today for our complete catalog and price list. 





DELUXE WASTE BASKETS 


Styled for beauty. Rounded 
rubber-bumpered corners and 
rolled edges. 24 gauge steel in 
gleaming enamel finish. Welded 
panel construction and welded 
rubber tipped feet on bottom. 
Available in green, walnut and 


gray. 
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ple, like honey attracts flies, and it can do a good selling job. 
In this slide we see pencils, pens, ink, and writing paper 
things that go together. The reason I brought this in was 
because I notice in most of your places you do not have much 
related selling I assure you that is just the same as ina 
clothing store, where they have different places to sell ties. 
handkerchiefs, and shirts. You should have related things 
placed in the order you see them here in this picture You 
should have a place you can put them for a week or two, and 
as you find they increase the total sale you should promote 
them. You could have a card advertising them and saying 
that, for instance, on your mobile cart, customers will find 


something of interest. 


This slide shows an illustration of a card bringing merchan- 
dise forward from a shelf instead of a show case Now, do 
not forget these cards are all visible to your customers and 
they do help in bringing the people to the merchandise. 

In regard to your show windows, I think sometimes you 
people try to show too many things You have your windows 
full of everything that you carry In doing this I do not 
understand what you are trying to get at. 

If you are going to sell an income tax system, sell it, and 
sell it on what it does ana the benefits to be derived from it. 
No matter what vou are going to sell concentrate upon that 
and sell the benefits of that article, whatever it might be, to 
the customer That is what our great business men do, and 
that is what you have got to do—sell the benefit of the product. 

If you have time to think of the basic things, put them on 
paper and translate them into a simple system, you will not 
have so much advertising space going to waste in your shop 
windows. 

All of you cannot see these cards, but I[ will tell you how 


dey eloped 
did it to 


This is the pyramid 
Sweeper Company in 


System we 
1933 We 


the system works. 
for the Bisse] Carpet 


control the models that they were showing because dealers 
were usually out of the best selling models. 

We went to 20 stores with a Bissel executive, laid down 
a basic formula in regard to inventory, what could be accom- 
plished per square foot area, and what the gross profits would 
be after the program had been adopted. Some of the stores 
said that they could not do it because they wanted a large 
percentage of return immediately on their sales. Those stores 


realized that 


our plan. 

music card that we developed for RCA about a 
They said that they were not selling chil- 
fast as desired, and that they wanted 


that went along with us on the soon 


their profits were increasing rapidly by 


program 
following 

Here is a 
year and a half ago. 
dren's music albums as 


a card to place on the counter at one dollar each. We called 
at 32 music stores and found that children did not visit music 
stores or music departments. Realizing that sales would not 
be very great if we left cards in the music departments, we 
came out with this card that can be placed in candy depart- 


ments or toy departments. 


Method Needed to Control Inventory 


We do not believe you can control inventories on any items 
without having some method of control. This system (shown 
in a slide) is now in the best stores in America and is going 
into more and more, as fast as we can make them 


This slide shows a table we developed for Higbee’s in Cleve- 


land for Sherwin-Williams products. First, we wanted to tell 
what the paint was for, and then the texture of the paint, the 
price and colors. This is what that department looked like 


before we started on it-—they had an average of 27 transactions 


per day. This is what the department looks like now. You 
can see the identification around the products in the depart- 
ment and how they are planned in regard to being best sellers. 
You see Kemtone is in the center. There are eight tables with 
16 products. The vice-president of this company told me after 
overhauling the department they now have on the average of 


85 transactions per day. 

In regard to the hardware business, we 
show two knives together they sell better 
looks like you have an assortment. We 
you show the various uses of the knives, for 
helped control the inventory simply by selling 
knives where obviously the person would have 
one. 

The table shown in this slide reveals what we developed for 
RCA. Here they put small radios on small and shelves. 
On each shelf the salesman has placed a sticker showing where 
each model should be. He, of course, has the fast moving sets 
in place No. 1 and the others on down the line accordingly. 
By doing this he can contro] inventory accurately 

If you will put stickers on your shelves saying just what 
goes here and what goes there, and I do not care what depart- 
ment it is in, it will help you basically in controlling the in- 
ventory on the best sellers and the second best sellers, and so 
on down the line. 

As I look at the problem, the successful retailers are those 
who have done a good job with this ‘‘pen and pencil’ control. 


found that when 
than one because it 
found that when 
instance, that it 
two or more 
only purchased 


you 


also 


tables 


They have done a functional job in inventory control. And, 
When you have a lot of “slow movers’’ on hand, you have not 
taken the time to do the same kind of job, a job of better 


Selling and better inventory control. 
I think you will find that those things I have mentioned can 
be and will be helpful to you in your business. 


Before leaving you, I would like to give you my impressions 
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which I have gathered from visiting many of your stores. 

I believe most of you are afraid of a rea] good color scheme. 
You are in a business that has a great many fluctuations and 
a great many calculations. I think you need to consider some- 
thing other than the color scheme now used in most of the 
stores. I suggest that you do not be old fashioned in your 
place of business 

Your place of business is one in which a great many articles 
are sold, and that is no place to be old fashioned. You probably 
have a lot of items that are slow movers. I believe if you had 
good displays it would help move this stock 

Here are some things you should do: No. 1 Produce more 
sales per square foot; No. 2 Improve inventory control; No. 3 
Reduce cost per transaction; No. 4 Improve related and sug- 
gestive selling; No. 5 Direct traffic to all places in the store; 
No. 6 Make your stock more colorful and interesting; No. 7 
Illustrate and display—good display will cost less than poor 
display in the long run 


THE TIME IS NOW 
By Gene Flack 


Sales Counsel & Director of Advertising 
Sunshine Biscuits, Inc., 


New York, N. Y. 


OU PROBABLY heard of the little Scotch boy who shot 
, er his parents so he could go to the orphans’ picnic. I'd do 
almost that to have the privilege of appearing before this 
keen. alert, intellectual, distinguished, aggressive, dynamic 
audience here today 

Now as a matter of fact, I broke another engagement to come 
over here. I had been invited by the Cicero Executives’ Club 
to go out there today and address 6,000—I know it was six 





thousand—envelopes. 

At a banquet the other night, I was seated next to the 
speaker of the evening, and next to him was the toastmaster. 
In the course of the evening, the speaker broke his upper 
plate, and turning to the toastmaster, he said, “I blub my 
wubber blub.”’ 

Undaunted and undismayed, the toastmaster reached in his 
right-hand pocket and brought out a spare denture, and 
handed it to him and said, ‘‘Try that for size.’’ The speaker 
inserted the plate, and mumbled ‘Doo big, doo big.’’ 

Still undaunted and undismayed, the toastmaster reached in 
his left-hand pocket and brought out another plate, and said, 
“Try that for size.’’ The speaker put the plate in his mouth, 
and said, ‘‘Doo small; doo small.’’ 


Straight From the Undertaker 

Still not daunted, and undismayed, the toastmaster reached 
into his vest pocket and pulled out a third denture. The 
speaker fitted it into his mouth and said, ‘‘Just right; just 
right.”’ Then he asked the toastmaster, ‘‘Say, are you a den- 
tist?’”’ The toastmaster replied, ‘No, I’m an undertaker.” 

Maybe you heard about that gentleman from Missouri who 
was not in the federal government. Anyway, he had a beauti- 
ful setter dog, which he took to a veterinarian one day, and 
he said, ‘“‘Doc, I want you to chop off that dog’s tail, right 
smack up against the stern.’’ 

The vet said, ‘‘Why in the world would you want to do that? 
It would spoil the dog as a setter, ruin his appearance, and 
might even throw him off balance physically.’’ 

“You heard me, Doc,’’ the man said, “I want you to cut 
off the dog’s tail right snug up against the sitting room.” 

The vet asked again, ‘‘Why?’’ The man said, ‘‘My mother- 
in-law is coming to live with us, and I don’t want her to get 
one little bit of a wag of welcome.”’ 

You may have heard of the 400 inmates of the insane asylum 
who were being escorted across the yard by two guards. A 
visitor stepped up to one of the guards and said, ‘‘Aren’t you 
afraid that these 400 inmates will get together some time and 
attack you?’’ The guard said, ‘“‘Say, if dese guys could get 
togedder, dey wouldn't be here.’’ And there is some sense to 
that, isn’t there? 

Let’s remember that the symbol of co-operation is the banana. 
When the banana leaves the bunch, it always gets skinned, 
every time. 

There were two old alley cats sitting side by side on a fence 
one time, watching a tennis game. One turned to the other 
and said, ‘‘My old man’s in that racket.”’ 

All of Us in the Same Bracket 

Well, we're all in the same racket, no matter what our pro- 
fession or business may be, although we choose to call it, of 
course, the profession of selling. The selling profession has 
undergone some very radical and some very revolutionary 
changes since Pearl Harbor, as you, of course, are aware, and 
you realize, of course, that the war was responsible for these 
changes. 

Speaking of the war, it was an entirely different war than 
the one some of you and I fought some 28 years ago. In fact, 
with these “blitzkriegs’’ on all over the globe, you have prob- 
ably noticed that they have changed the names of everything 
in this war. What you and I in the last war, for example, 
used to call “‘war babies’ they now call ‘‘sons of blitzes.’’ 

All the names have been changed. And we have a new crop 
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tested and inspected insure 


smooth performance. Precision- 
made of high-grade steel for even 


penetration, no buckling. 5000 per 


box—210 or 105 staples per strip. 





A real chip off the old block, this brand new arrival. . . 
for you to sell by the dozens to a wide-open, lower-price, 
mass market! Meeting the need for a stapler that's low in 
price, yet high in performance, is this new JR., differing 
from the famous standard Mercury only in its smaller size 
and price. It offers the same outstanding features: 


cde 


1]. Exclusive open-end channel eliminates 
jamming. 


@ 2. Can be used for stapling, 
temporary pinning, tacking. 


@ 3. Heavy-duty construc- 
tion for long wear 
and service. 


a 
onsolidated @ 4. Easy loading of staples 


{holds 105). 


s 
wire products co. eeaencts 


and sell it in volume for 


145 SPRING ST., NEW YORK 12, N. Y. school, home, office, 


factory use. 
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SUPERIOR DESIGN—SUPERIOR CONSTRUCTION 


New, DeLuxe Hi-Lo Typewriter Stands 


“THE STAND FOR EVERY USE AT THE RIGHT PRICE” 





. 


ro ee ~Y Continuous 


piano hinges 


Spring drop-leaf 
supports 









FINISHES 
Genuine Walnut 

Natural 

Solid Green 

Solid Gray 
















/ 
/ Handsome 3%" 
plywood top— 
Double cross-braces to BASES agperedy sane 
guarantee complete ee pt ye 
rigidity Srese deaden sound 
* Gray 
Modern, J-angle 
construction ensures Heavy-gauge 
complete harmony with steel—all electric 
the new straight-line welded 
look of present-day 
office furniture Nie 
ALL STANDS SHIPPED pre ’ 
esigned an 
oe Ee T U ec x proportioned 
Hi-Lo STAND 12 to fit in with the 
READY FOR USE finest office or 
When ordering, please specify ‘ae es Hay S 00 home furniture 
clearly the finish desired for each EXTENDED _ 16x36” © 
style stand. HEIGHT 27" 


Dependable, easy-to-operate lever device permits castors to be lowered when stand 
must be rolled about—raised out of way when in position for working. When leaves are 
raised, presents flat, absolutely level working surface. 





TYPEWRITER TABLE TELEPHONE STAND 


© Dome glides for easy moving or smoot @ Special lower shelf for directory. 
rolling castors. D lid 
TOP....16" x 30" HEIGHT........27" cmp 
Also 30” Height, LIST $15.00 TOP 16" x 18" HEIGHT 30" 
1615 to 1625 MELON STREET PHILADELPHIA 30, PA. 


——_ 


WE OFFER THE MOST COMPLETE LINE OF STANDS ON THE MARKET © A STAND FOR EVERY USE 
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of fighting Irishmen—Colin Kellys, the Mike Morans, and on 
the Russian front we had Tim O’Shenko That guy, Mac- 
Arthur, Eisenhower and some of the boys in the room were 
pushing the international boundary lines around so rapidly that 
tand-McNally had to organize a Map of the Month” Club 
Which isn’t a bad idea 

Well, if there isn’t any benefit that can eome out of a war, 
we must admit that the war did lift America up out of the 
depression, and as I survey this keen, alert, distinguished, 
dynamic audience here today I can see some men who were 
old enough to remember that last depression but, for the 
benefit of the young folks, might I explain that during the 
depression we had hitch-hikers out on all of our highways, 
from coast to coast, thumbing both ways They didn’t even 
give a damn which way they went 

But I am not going to bore you with statistics about the 
depresson, because, in the first place, the depression Is history, 
and in the second place, I don’t like statistic 


Definition of an Economist 


I was talking before a convention of druggists out in San 
, and they had an economist there 


Francisco some time ag 
you know what an economist is—one of God’s frozen people 
Sometimes they are called financiers, without any money. 

This economist was reading long yards of statistics on the 
subject of accident mortality, and at one point, to emphasize 
what he had to say, he said, “‘Do you realize that every time 
| breathe, someone dies?’ A guy in a front seat jumped up 
and said, “‘Brother, you ought to chew a peppermint.”’ 

That depression may remind you that we all had all the 
plants we wanted, we had all the equipment we wanted, all 
the materials we wanted, all the cars, tires, trucks, gas and 
oil we wanted, but we didn’t have all the business we wanted. 

When we went to economists and asked them the reason 
why, invariably they would reply, “The reason is because no- 
body has any money 

Now, the situation is just the reverse Now, we are limited 
as to plants, equipment, raw materials, cars, trucks and tires. 
But, gentlemen of the NSA, the people of America do have 
the money! 

Once upon a time there were two Irishmen. Now, there are 
millions of them. 

Well, one of these Irishmen was not only plastered, he was 
stuccoed. He had a neon job on the end of his nose, and as 
he barged along, he ran into another Irishman who happened 
to be the traffic cop. The traffic cop said, “Get back, can’t 
ve see the red light? Wait for your own color; wait for the 
green light.’”’ 

The old stew backed up to the curb, hung on to a mail box, 
and was weaving back and forth. The red light went out and 
the orange light came on, for just two seconds, and then went 
out. Then, the green light came on in full bloom. With a 
great big smile on his face, and a bit of a lilt in his rubber 
heel, he sashayed across the street When he got around to 
the other side, he whirled around and said, “‘Shay, Sergeant, 
you don’t give them Protestants much time to get across, do 


you?’ 
Country Has the Green Light Now 

Gentlemen, the traffic lights have changed on American 
business, and we really have the green light in this country 
today, with reservations Henry Wallace, patron saint of 
Illinois, just before he left the Department of Commerce to 
become Foreign Secretary, made the statement that the na- 
tional income at the present moment is running at the rate of 
167 billion dollars a year. 

You and I can remember back there in the depth of the 
depression, in 1932, when the entire national income was only 
38 billion dollars a year. And you and I never dreamed we 
would live to see the day when the national income of this 
country would ever hit 167 billion dollars a year 

Our school days are never over in the selling game. We 
have to learn things faster now than we ever did before, what 
with shortages and stoppages and curtailments, taxes and more 
taxes, and DEEP IN THE HEART OF TEXAS! And certain 
economists tell us that we haven't seen anything vet, that we 
are headed for unprecedented difficulty 

Well, that doesn’t frighten you fellows here, and it doesn’t 
frighten me, because hasn't the entire history of America, since 
1620, been nothing but a history of meeting the challenge of 
those so-called unprecedented difficulties? 
know this won't be true in Chicago, but we do find pes- 
Simistic guys who can’t take it. I talked to a pessimist once, 
and he said, ‘“‘I’ve spent my entire life trying to learn to live 
within my income; now I've got to learn to live without.’ He 
world 


was one of those guys who. is always looking at the 
through morose-colored glasses. 

You might be interested to know that in the food industry 
alone, since Pear] Harbor, 133,000 merchants in the food in- 
dustry tossed in the sponge and went out of business. They 
just couldn’t take it. 

There is an old adage in salesmanship that you can't hit a 
target unless you can see it, and if you and I—no matter 
what our profession or business may be—can’t see that target 
out there, of 167 billion dollars cash consumer purchasing 
power, right now, then I say to you, gentlemen of the NSA, 
We are definitely myopic. 

You have heard a great many economists state that our 
problem in this country, once we get going, will not be produc- 
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Five movements (consecutive, 
duplicste, triplicste, quadru- 
plicate, repeat) . . . dial set, 

' dial locked .. . five to ten 
. lightweight 
. « @asy action ... uncon- 
ditionally guaranteed! All these 
features add up to more num- 
bering machine sales and profits 
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for you. 


IMMEDIATE DELIVERIES 


ROBERTS NUMBERING MACHINE CO. 
714 JAMAICA AVE. BROOKLYN 8, N. Y. 
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? ASSOCIATED STATIONERS SUPPLY COMPANY 
229 S. Jefferson Street, Chicago 6, Illinois 
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LIP-TLPPEE 


Patent Pending Trade Mark Registered 


THE PENCIL POINTER 





~*~ 
ZIP-TIPPER, the pencil pointer, does a perfect job of point- 
ing the lead. It is clean, fast, and convenient. 

For a round point, draw the pencil toward you, rotating it 
a complete revolution. For a chisel point the pencil is not 
rotated and is held more vertically. 

The abrasive used in making Zip-Tippers is of the highest 
quality, and it will last a long time. 


Sells for 25¢ each 
Comes 3 dozen to a box, each ZIP-TIPPER individually 


enveloped. IMMEDIATE DELIVERY 


CROFOOT, NIELSEN & CO. 


205 WACKER DRIVE CHICAGO, ILL. 
Telephone—RANdolph 3341 











229 





tion. We have a 45 per cent greater productive capacity in 





























r this country today than we had at the time of Pearl Harbor. 
SOME EXCLUSIVE Sixty-six per cent of all the engineers of the world reside in 
America today. The war certainly proved that we can produce 
DEALERSHIPS any imaginable amount of merchandise, goods, commodities 
and what not. 
STILL AVAILABLE But our job is going to be a selling job. Never in any peace- 
time year in the history of America have we sold the entire 
& output of American industry. In not one year did we ever sell 
it before the war. Now we have a 45 per cent greater pro- 
. ductive capacity, meaning that if we are—as the Committee 
QJncrease your sales with for Economic Development outlined—going to have an econ- 
omy which will sustain 53% million people in jobs regularly, 
year in and year out, with the national income never to recede 
| al D i 2 AT oO k below 140 billion dollars, we'll have to do a 45 per cent bigger 
and better selling job than we have ever done in all time. 
C A R BR oO W What has happened during the past few years? Of course, 
so far as the present situation is concerned, you know there 
PATENT APPLIED FOR are 5816 million people employed right now, and the income is 
167 billion dollars a year. There is no problem right now, but 
one after one, day after day, items and lines are sliding over 
6eé 99 into the buyer’s market from the seller’s market, and there 
* the selling begins. 
ts CQWreee ts L erent What has heppened during the war? Sales promotion men 
became sales prevention men. Salesmen became what we 
dignified by the title of ‘‘Allocation Engineers.’’ Soda clerks 
e INDICATES END OF LETTER became soda jerks, and I mean just that. 
An income of 140 billion dollars a year—that’s what we must 
e CLEAN TO HANDLE have as a minimum if we are going to avoid a depression. 
e CARBONS REMOVED QUICKLY There are 140 million people in the country. That means we 
must sell regularly, year in and year out, the equivalent of 
e EVERY OFFICE NEEDS IT $1,000 in goods or services to every man, every woman, and 
every child in America. That is a selling job. Figuring $5 
as the average sale, it will mean that we will have to make 
SALESMEN: 10 billion—not 10 million, but 10 billion more sales than we 
° have ever made before in any year in the history of this 
country. 

SOME TERRITORIES OPEN We must have more scientifically trained salesmen, and we 
must have more scientifically supervised salesmen than we 
have ever had before, to do that 45 per cent bigger and better 

ALLEN & COMPANY job, and the time is now. 
Manufacturers Depends Upon the Point of View 
The point of view is very important, and we can take either 
CARBON PAPERS INKED RIBBONS point of view we want to when we are confronted with one 
| 11-15 Vandewater St., Dept. M, New York 7, N. Y. of the unprecedented difficulties—either the positive or the 
negative, and because we are sales people, and sales people are 
the easiest ones to sel] anything, we can sell ourselves either 





viewpoint we want to take, and you can always quote eco- 
nomists and statisticians and government officials, and build up 
a veritable mountain of statistics and data and evidence that 
proves conclusively that there is no other tenable position to 
take except the negative, if that is the one we want to take. 

Those 130,000 retail merchants in the food business who tossed 
in the sponge—they sold themselves a negative idea. And we 
can paralyze ourselves with fear in just that way. 

You heard what happened to the girl who wore the cotton 
stockings—nothing. And that is just about as much selling as 
you and I can do when we are paralyzed with fear. 


ORIGINATORS OF In the first place, as salesmen, we have no alternative except 


to be constantly, consistently, completely, eternally optimistic. 


© 
domo nhs In the second place, why not? With 167 billion dollars of 
consumer purchasing power out there right now, 30 billions 
going into taxes this year and 7 billion more going into sav- 


ings, leaving a residue for you and for me of 130 billion bucks, 


CANODE TAKES ' ‘ tine | ’s ¢ , a lot of bucks 
ANOTHER STEP ae ek, te pH Rent at saniadie to you, always 
FORWARD 
® 
NO OIL 
SEPARATION 
HIGHEST QUALITY 


FOR 45 YEARS THE 











REPRODUCTION FOR OFFICES — 
DISCUSSION OF DUPLICATING 
MACHINES AND PROCESSES 


, William Schulhoi 
LEADERS IN THE By oor 

MANUFACTURE Editor L 

OF DUPLICATING Wiese The Office 
N York Ci 

: DUPLICATING Yew ror ty 

INKS ear 27 

a HE ASSIGNMENT to talk about duplicators as the topic 

TRY THIS NEWLY i “@>. for this discussion deserves special mention, a4 asa — 

m of products in which the stationer can substantially interes 

PROCESSED himself, it is on the surface something that should have been 

CANODE out of his line. In the first place, office machines, especially 


HOMOGENIZED some selling at almost $1,000 dollars, generally speaking, 


have not been successfully marketed by stationers. AISo, 





DUPLICATING INK duplicators, like other office machines, require demonstration 
and specialized selling and the stationery salesman has not LUG 
“The best ink is the cheapest ink” been considered the man capable of doing so. Furthermore, CHI 
duplicators, like other office machines, sometimes have 
mechanical trouble or require adjustment and that means LUG 
INK SPECIALTIES C0 INC a service department, something most stationers shy away : 
a9 @ from whenever they can. And yet, quite a few stationers LEA 
everywhere are doing well marketing these machines. LUG 


519 N. HALSTED ST., CHICAGO 22, ILL. Hardly more than ten years ago, it would have been dif- 


ficult to dig out source material for a semi-technical paper 
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NATIONAL LUGGAGE AND LEATHER GOODS SHOW 


HOTEL MORRISON 
CHICAGO ILL. 


“ 
FEBRUARY 15-20 1948 


I50 ROOMS OF DISPLAY FEATURING THE FINEST 
IN SUPERB NEW LUGGAGE AND LEATHER GOODS FROM 
EVERY CORNER OF THE NATION. 


& 
* TRUNKS - 
- LUGGAGE - 
- BILLFOLDS WALLETS - 
- BRIEF CASES HAT BOXES - 

- PICTURE FRAMES This is only COLLAR BOXES - 

- WRITING CASES @ JEWEL BOXES - 
- TOBACCO POUCHES Partial Liat COSMETIC CASES - 
- ZIPPER ENVELOPES RING BINDERS - 
- COIN CASES KEY CASES - 


- POCKET SECRETARIES - 


MAKE ARRANGEMENTS NOW TO VISIT THIS GRAND EXHIBIT 
OF OUTSTANDING NEW LINES 


Sponsored and Managed By 
LUGGAGE AND LEATHER GOODS MANUFACTURERS OF AMERICA INC. 


220 FIFTH AVENUE NEW YORK 1, N. Y. 


Endorsed By 


NATIONAL LUGGAGE DEALERS ASSOCIATION 
LUGGAGE AND LEATHER GOODS SALESMAN’S ASSOCIATION OF AMERICA, INC. 
CHICAGO LUGGAGE AND LEATHER GOODS MANUFACTURERS ASSOCIATION 
LUGGAGE AND LEATHER GOODS MANUFACTURERS ASSOCIATION OF N. Y., INC. 
LEATHER GOODS AND TRUNK MANUFACTURERS ASSOCIATION OF PHILADELPHIA 
LUGGAGE AND LEATHER GOODS MANUFACTURERS OF NEW JERSEY, INC. 
LUGGAGE AND LEATHER GOODS (The Magazine) 
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Dealers now being established! Send for details! De!.1 C, G. MORGAN Co., 4616 N. Clark Street, Chicago 40, Ill. hj 





ANNOUNCING... .~” 


MODERN, STREAMLINED, DIFFERENT 


Spacious, convenient, efficient, with all daily office THE EXECUTIVE ; 5 ‘ ON 
needs within easy reach. No more time wasted : * 2 . 
rummaging through drawers looking for that all ' : ; . 
important document only to find it has slid to the 
back out of reach. No more wrestling with desk 
drawers stuck and unmanageable! With everything 
neatly stored in its own Circladesk compartment, 
it's easy for the executive to breeze through the 
day's routine with more time for constructive 
thinking and planning. Easier to slip away for golf 
. more time for client relations too. 





Circladesks are available with table tops finished " 
in mahogany, maple and oak. Rounded sides are Bi, 

in a selection of natural wood, mahogany, maple, Loca hy 

oak, or enameled in colors ts harmonize with | We F FEATURES 3 * Desk designed to encircle user 
office or room decorations. Sizes are similar to | * Compartments for every purpose 
wee sean mon mong “3 due to tei ian # Front pull-shelf for dictetion 
sign take up less floor space. Delivery early in : nei te ence ais 


* Also, available with typewriter well for secretarial, typist * Costs compare with standard desks 


and receptionist use. 


N“ a 
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om fr ON Tre wan NRLE 
TAN COMEQRT: 


NEW SCIENTIFIC COLOR FINISH 






TEAM UP TO GIVE YOU 
QUICK TURN-OVER 


Created for the Wood Office Furniture Institute, Softone helps you sell 
more chairs with these sales-building advantages: 





e Developed by color engineering experts 
e Reduces eye strain of office routine 
@ Promotes greater working efficiency 
e Boosts employee morale 


Write for full information and prices 


NEW INDIANA CHAIR COMPANY 


MANUFACTURERS. OF OFFICE AND SCHOOL CHAIRS 


disper Hake ltehite! 


No. 1406 WOOD Office . “ Furniture Institute 
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office records Actually 
written 


the reproduction of 
until recently, had 


on processes for 


bee 


very little on the subject, 

and published World War II brought such tremendous 
emphasis on the essential character of duplicating as a 
basic business procedure that what might previously have 
been considered an industry of some size and significance, 
now seems Lilliputian in its relation to post-war and future 


potentials. 
In fact, independent distributors 


few and 


not so very long ago, 


and dealers in duplicating equipment were all too 
it was difficult and discouraging for manufacturers anxious 
to market their products through them, to find distributors 


willing to study and apply themselves to the scientific sales 
potentials of the product. Today, the industry boasts hun- 
dreds such distributors and dealers, with increasing numbers 
each year anxious to explore and to invest in its many 
golden opportunities. 
Pioneer Thinking Now Pays Off 

It took many years for the long range thinking of some 

of the pioneers in the duplicator industry to have its effect, 


but it is indeed paying dividends today 4 more than $70 
million industry, it has its realistic attraction to the seller 
and the consistent, recurring supplies business which each 


machine installation generates. 


From its very earliest days when prospects and users 
were pretty well confined to clubs, churches, schools and 
restaurants, and when the machine installation itself was 


negligible in cost compared to the units today, this supplies 


business more than anything else keep the industry going, 
good times and bad. The present-day situation has not 
changed except that the uses of duplicating products have 
expanded widely and the sales volume in reproducing equip- 
ment and even more so in supplies has grown almost in- 
credibly. A safe approximation, taking an average of all 
the different duplicating processes, would show a ratio of 
supplies to machine sales of something like four to one 


been the result of an 
duplicated material in 
howe ver, for the 
been the 


processes to Sso- 


extent this growth has 
expanding popularity for straight 
office practice. Much more responsible, 
industry’s enlargement to present proportions 
application of all the different duplicating 


To some 


has 


called systems use in the office and factory It is in that 
direction more than any other in which the duplicator will 
increasingly thrive. That, in turn, brings up the moot, age- 
old problem of winning stationers and other independent 
distributors to specialized systems selling. Too many still 


prefer the easier, less re- 


fail to see its possibilities—or 
munerative way. 


The installation of a duplicator as a piece ef office equip- 
ment affects almost every office supplies item in a user’s 
establishment. It is brought into use in the first place in 


that its 
equipment is 


operations so 


and 


variety of office 
existing procedures 


order to speed up a 
relationship to all 


indeed a close one. It has become as common and necessary 
in the modern office as the typewriter—in fact, the duplica- 
tor extends the use of the typewriter. Every department in 
every business uses many copies of the same data each day 
All tedious and expensive retyping of such matter is eli- 
minated by the duplicating machine which, from one orig- 


makes the required number of copies in the quickest 


time, at the smallest fraction 


inal, 


possible of cost 


Machines Have a Myriad of Uses 


In the plant these devices provide an easy way to get 
out notices and instructions to foremen, together with bul- 
letins, job orders, lists, change notices, inventory reports, 
payroll requirements and all such written matter that should 
reach many people at the same time. In promotion depart- 
ments they are used for making copies of house organs, 
reports and charts to salesmen and other departments, plans, 
proposals, market reports and the hundred and one require- 
ments for duplicated matter that arise in the fertile brain 
of most promotion managers, month in and month out. In 
the accounting department, audit and account analyses, ruled 
forms, report blanks, statements, statistical reports, proof 
of earnings and trial balances are made. In the sales de- 


partment, duplicating machines are used for making copies 


of letters to salesmen, bulletins, price changes, comparative 
reports and the other many announcements that continually 
flow to men in the field; they serve as a link between head- 


sales department 
company’s products. 


quarters and the man on the road, and the 
and the jobbers and dealers who sell the 
Engineering departments use dupli¢ 
copies of specifications, drawings in several colors 


‘ating machines for 


proposa Is, 


and bulletins to contractors For the order department, a 
complete set of orders and invoices, including tags, labels, 
bills of lading and card copies for manufacturing depart- 


ments are reproduced from one original without rewriting 


In advertising departments they get out letters, booklets 
folders, blotters and myriads of copies of miscellaneous 
advertising material In addition, the duplicator in its 


various forms is the basis of more advanced oftice 
than any other single piece of office 

No department of the modern 
u continuous flow of duplicated sheets, forms 
letters, bulletins, tags and so on These 
products also guide all the factory’s work be 
the forms which control raw 
production, shipments, payrolls 


proc edures 
equlpiment 

Without 
charts 
duplicator 
iuse they are 


inventories, 


office can function 
labels 


Salhe 


materials, 
and generally are the 


parts 
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TYPEWRITER RIBBONS 
ADDING MACHINE 
RIBBONS 


BOOKKEEPING MACHINE RIBBONS 
AN 1:10) INTC 
DUPLICATING STENCILS 
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ROYAL TYPEWRITER PARTS 
FOR DEALERS 


INC. 


REGAL TYPEWRITER COMPANY, 


200 Hudson St. New York 13, 
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“LET’S LOOK AT THE RECORD” 


From a modest beginning 37 years ago Elbe has grown 
to its present position as one of the leading manu- 
facturers of Loose-Leaf Binders and Supplies In 
Elbe's large efficient plant, thousands of binders 
are always in production and many thousands more are 
in stock for prompt shipment. Volume purchases of 
raw materials, large-scale production, modern equi] 
ment and skilled craftsmanship result in a fine 
product at a moderate price 


LOOKING FORWARD TO ‘48 


F | 


After many months of research with materials, designs 
and mechanisms Elbe has developed many new items 
which are now in production. Watch for notification 
of their release. Made according to the famous Elbe 
quality standards--each item is the best possible in 
its class and price range 


Make €L8€)_ your choice 


--"Specials to Order" 
catalog 


Over 1800 stock numbers 
Write for our complete 


With the seasons best wishes 
Elbe File & Binder Co In 
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pany’s most frequent contact with its customers. The in- 
trinsic worth of the duplicating machine is perhaps best 
demonstrated by the work it does in the direct-by-mail 
field where legions of people are reached at the same time 
by letters and other duplicated matters, produced quickly 
and economically, and on the cornerstone of which a thriv- 
ing, sizeable industry of its own has been erected—the 
letter-shop. 

The office management expert breaks his overall assign- 
ment into four basic groups; the writing, performed by the 
typewriter; the figuring, performed by adding, calculating 
and bookkeeping machines; the reproducing performed by 
duplicators; the filing and finding, comprising his filing 
equipment and systems. In concerning ourselves with the 
part played by duplicators, we know it to be second to 
none of the others in fundamental and essential worth to 
the entire office operation. 

More Than Just a Duplicator 

The end products of duplicators are widely used in every 
type of business. Though in this discussion we do not take 
up the technical uses of duplicated products, it is essential 
to those who sell duplicators that they have some realiza- 
tion of the vital importance of duplicators to every type 
of business and know at least the fundamental applications 
of the machine to office routine, for though we know in 
actual fact that business could not exist in its modern form 
without office duplicating, that is what the seller still fre- 
quently has to prove. 

A customer no longer requires—or wants to buy-just 
a duplicator. No experienced seller of office equipment 
could faithfully and accurately deliver just a duplicator 
any more than he could in good faith be sure of how to 
fill an order for just a file. Duplicators today are designed 
in different types, styles and models to handle varying 
specific applications. Customers buy and use several styles 
of duplicators to fit their particular needs. In this outline 
of the different styles of duplicators and the processes which 
they employ, it is well again to emphasize what the supplies 
and accessories business in the duplicator field can mean 
to the seller. Note especially the varied list of items that 
a customer must continue to buy indefinitely so long as 
he continues to use the machine. After a duplicator is in- 
stalled the seller should be able to supply everything needed 
for its efficient operation—inks, carbons, ribbons, master 
units, plates, pre-printed forms, paper stock, writing tools 
and equipment, specialized files for master, stencils, and 
plates, cleaning cream, and a multitude of accessories and 
attachments which have each been engineered for this 
work and include such items as collating and sorting racks, 
stapling machines, counting and number devices and furni- 
ture for the duplicating department and its workers. It’s 
a large field and it offers big possibilities when properly ap- 
proached. 

Although we have mentioned all the styles of machines 
most commonly considered to be duplicators, it should be 
remembered that there are many other machines and de- 
vices which are also duplicators. These include addressing 
machines, impression hand stamps, time stamps, check- 
writers, postage meters, automatic typewriters, signature 
imprinters, and so forth. 


See Parallel Activities in Field 

Many people see in a distributor’s activity in duplicators 
and supplies something rather logically paralleling the oper- 
ations and policies of his carbon and ribbon department. In 
fact we have heard duplicator men on far too many 
occasions tell dealers there was little more to the successful 
operation of a duplicator department than there was to a 
ribbon and carbon department, assuming he had a depart- 
ment for it. The comparison of course was made to indicate 
the ease and simplicity with which a duplicator department 
could be made to function profitably. 

Actually, these two elements of office supply are to very 
great extent sisters under the skin, although too many 
dealers still regard ribbons and carbon as the simple, 
elementary activity it used to be and not the extreme 
specialty it has become in recent years as the result of 
present day manifolding and record Keeping needs. If the 
objectives of the present day duplicator seller are as static 
and limited as the necessities of the ribbon and carbon 
industry were simple and elementary only a few years ago, 
he could stock and handle a few bread and butter items 
of duplicator supply and one or two types of simple ma- 
chines for which a market will always exist and let it go 
at that. Continuing our analogy with carbons and ribbons, 
it has behooved many a seller of these goods in recent years 
to study the uses and applications of these products care- 
fully and especially to inform himself of the purpose and 
function of the many new items of advanced technical ap- 
plication which his manufacturer had been bringing out. 

The annual sales volume of the carbon and ribbon business 
has tripled to something like $50 million in the past six 
or seven years because the products of the industry have 
been applied to systems used by the office manager and to 
systems selling by the alert and far-sighted manufacturer. 
No small part of the recent growth of the carbon and ribbon 
industry has of course been due to the use of its products, 
especially newly-developed products, in duplicator work 
and, as has been the case in Europe for many years, we see 
ribbon and carbon manufacturers in this country concerning 
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RICK ETT 


FULL FRONT 
DESK MAT 


“RUPBAK”™ 

Type 

FF 
Bickett specializes in the 
manufacture of mats for 
use in offices. Made of 
high grade rubber, col- 
ors—black, maroon, 
brown, light green, dark 
green, marbelized stocks. 
A complete range of 
sizes. Mat held in posi- 
tion by desk legs which 
rest on edge of mat. For 
double use desks place a 
Bickett Full Front Mat 


on each side. 


Write for stock chart— 
price list. 





The advantage of a Full Front Desk Mat is clearly demonstrated by the illustra- 
tion. A Full Front Desk Mat makes a very beautiful and serviceable installation. 


L. M. BICKETT COMPANY, WATERTOWN, WISCONSIN 
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More handsome than ever, “Sentry” 
sells easily as novel Christmas Gift 


baked on, more durable than ever. Advertise the “plus” features of 
“Sentry.” 


G 
ne : vy) For extra sales and profits, promote “Sentry” as the perfect gift for office 
f > executives, farmers, householders. Hundreds are sold as gifts each year. 
of And “Sentry” comes now in a lustrous new bronze metalescent finish, 










Bronze bearing rubber-tired wheels. 

Heavy all-welded construction. 

Precision machined parts for three wheel screw wedge combina- 
tion lock. 

Strengthened bolt works. 

Recessed door hinges—no screws or rivets. 

Shelves, drawers and parts removable. 

New, long lasting baked enamel finish in bronze metalescent. 





DIMENSIONS: Outside 241/2"’ x 171/2’" x 171/2'° — Inside 15°" x 12’ x 121/,” 


BRUSH-PUNNETT CO. 





SENTRY 545 West Avenue, Rochester 11, N.Y. 


SAFES 
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— TRI-PLY 


No. 3900 — TRI-PLY ‘““WHISK’’ 


CENTER PLY — soft gray ink 


with new style brush 





and type eraser 


OUTER PLIES — red rubber, een 


for erasing carbon smudges and pencil. 


WORLD’S QUALITY STANDARD 


WELDON ROBERTS RUBBER COMPANY 


Newark 7, New Jersey 





TYPISTS’ 
FAVORITES 
FOR 
CLEAN 
ERASING 

















se, 


UNRU 


236 


NO 1 = 


PEERLESS STEEL EQUIPMENT co. 


UH AND HASBROOK 


Mey) / / a r ~~ aN 


STS. 


aD 





PHILADELPHIA, 11,PA. 
ap, ' 


OFFICE APPLIANCES, December, 1947 


tin 














themselves with duplicating processes and products of 
duplicator supply on a steadily increasing scale. 
Can Be More Than Bread and Butter 

Stencils, masters, inks and gelatin rolls, just like ribbons 
and carbons, have been and to a great extent will continue 
to be staple, bread and butter items for the average dealer 
to stock and sell. But if the opportunities offered by a 
duplicator department are-to be exploited to the fullest, the 
scientific application of the product to systems use as prac- 
ticed in his selling technique by the direct-selling manu- 
facturer, will become a cardinal factor in the distributor’s 
marketing activity. 

We know a typewriter sales manager who tells us that 
25 per cent of his men sell 75 per cent of his company’s 
output. We hear a lot of silly talk about concentrated 
wealth and power in this country, yet we know that in the 
sale of office equipment and supplies, some 60 per cent of 
all the office equipment products sold to commercial and 
industrial users go to a relative handful of customers—not 
more than 20,000. For example, one large business machine 
manufacturer who is expected to show net earnings after 
taxes this year of something like $20 million, does 90 per 
cent of his business in one class of machine; it is no secret 
among students of this class of machine that he has little 
more than 5,000 customer installations in the entire country. 

It is in this select group, in this so-called preferred user 
census, that we find professional and scientific office man- 
agement controlling all office operations, including the office 
printing and duplicating. Here is where manufacturers of 
all the advanced types of office machines and equipment 
sell the biggest percentage of their output because that is 
where systems work in the office has been professionalized 
and become an accepted factor, where office operations are 
on a standardized time study and job analysis basis. A 
single duplicator in one of these offices consumes a hundred 
times the supplies that another duplicator would whose 
user walks into a dealer’s store and asks for a box of stencils 
or hectograph carbon. Some of the statistical experts with 
our industry’s manufacturers have made the point that this 
large user business in office equipment and supplies in the 
United States is greater than the rest of the business put 
together. 

Shall Selling Be Through Dealer? 

There are manufacturers in every branch of the duplicator 
industry who have products they want dealers and distribu- 
tors of the type that make up NSA membership to handle. 
Some of these manufacturers appoint distributors on an 
exclusive franchise basis and others do not. Almost always 
the manufacturer whose products are best promoted and 
sold through systems selling accords his dealers exclusive 
agencies. Though generally speaking the stationer has per- 
formed gratifyingly in the sale of duplicators and supplies, 
he has in actual fact not done as well for the manufacturer, 
relatively, as the duplicator manufacturer who sells direct. 
There are plausible reasons for this and it can be expected 
little that the gap will lessen, 

There is much that the average stationer and office sup- 
plies dealer still can do further to promote and popularize 
the duplicator as a process and machine with the everyday 
orthodox type of prospect. He should make it his business 
to do so, first because no department of his business can 
be made more profitable and second, because with the ad- 
vances in the art of duplicating, he will find himself behind 
the times and suffering in his other departments if he does 
not. And as in numerous other commodities which he mer- 
chandises, he can usually find three other classes of dis- 
tributor selling duplicators and supplies in his area: the 
manufacturer who sells direct; the independent specialist in 
duplicators who handles nothing else; the office machine 
dealer. 





MAKING A SALES PRESENTATION 
STAY PRESENTED 


(By J. E. Dornoff, sales manager, Automotive Division, 
Pate Oil Company; Al Herr, Al Herr Advertising Agency; 
Dick Koehn, assistant superintendent of agencies of western 
division, New York Life Insurance Company, Inc.; and Les 
Falk, merchandise sales manager, Wisconsin Ice and Coal 
Company. All speakers from Milwaukee, Wis.) 


HOW TO “CHART” YOUR SALES COURSE 
Al Herr, Al Herr Advertising Agency 


HIS, GENTLEMEN, is supposed to be a picture of you— 

a picture of this group right here, right now. At least this 
is how one professor of rhetoric portrays an audience—any 
kind of an audience—to his class. Yes, he admonishes his public 
speaking students to regard their listeners at the outset as 
being dog-tired. ‘‘The first thing you've got to do,’ he says, 
“is make them open their eyes and open their minds. Then 
you've got to say something that makes them prick up their 
ears. And finally, you’ve got to give them enough worth while 
information so that they’ll be glad they came to hear you.” 
Today we are here to consider how we can carry out this three- 
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Lightning Adding Machine Co. 
543 S. Spring St., Los 















Part No. 1005 


ALL METAL Immediate Delivery 


Shipped Knocked Down 


Individual Cartons 
Shipping Weight 14 Lbs. 


Work Area 34x 15” 


TABLE [ia 





@ MODERN DESIGN 





@ UNUSUAL 
STRENGTH 


@ CHANNEL LEGS 
@ RIGID BRACING 
@ ROUNDED EDGES 


@ SELF LOCKING 
WINGS 


Nothing was spared in the construction of this streamline table. New 
production tools and methods make this table more compact, swonger 
and lighter. The wings have a new type bracket that eliminates the 
danger of accidental falling when in use. GUILD craftsmanship assures 


safety, comfort and beauty of style. 


TOLEDO GUILD 


PRODUCTS, INC. 


515 MADISON AVE., TOLEDO 4, OHIO 
666 LAKE SHORE DRIVE, CHICAGO I], ILE. 



























TRANSFER TIME! 


MEANS 


igs WARSHAW TIME 


GUIDES 
MR. DEALER: You can expect a good demand 
INDEX CARDS for WARSHAW Products because they satisfy. 

FOLDERS To meet the demand we are now in a position 
to supply 


STIOKONS WHITE INDEX CARDS 


MENDING TAPE Size 3 x 5 Plain or Ruled for 


GUMMED IMMEDIATE DELIVERY 





INDEX TABS Place your order today while the supply lasts. 


THE WARSHAW MFG. CO., INC. 


| MAIN STREET BROOKLYN 1, N. Y. 
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NOW YOU CAN GET THEM AGAIN / 


Challenger stencils are well known—used exclusively in many large 
firms. When you try them, you'll find you get clearer impressions 
and more of them—that they are really better in many ways. 


ORDER YOUR INITIAL 
DEALERS: STOCK DIRECT—ON 
s MONEY-BACK GUARANTEE! 


You don't have to gamble. We want you to let your best customer 
try them. The results are guaranteed. We'll refund the amount of 
your entire order if you are dissatisfied. Set yourself 
up as the Challenger dealer in your city. 


Challenger Duplicator Ink 
also and Correction Fluid 


CHALLENGER, INC. 
125 WINDER ST. DETROIT 1, MICH. 
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fold precept of the professor in our sales training programs. 
The matter of sales training is a serious one these days. There 
is no need of proving that to you, because you, as sales man- 
agers, recognize the need of up-to-date sales instruction for 
your own salesmen, your distributors’ sales forces, and your 
dealer organizations. Yes, this is a good time to look for and 
to apply teaching aids that fit the times. It is my purpose to 
discuss with you one of these teaching aids—the use of charts. 
More specifically, my subject covers illustrated, colorful and 
animated charts. 

In the last 25 years, teaching methods have changed radically. 
Visual education has taken deep root in all of our schools 
from the nursery to the university. To illustrate these great 
changes, let me show you the old and the new way of teaching 
the introduction to the first multiplication table; 2 x 1 = 2, 
2x 2= 4, 2 x 3 = 6. This looks very easy to you now, but 
when you were in second grade it was quite complicated; in 
fact so complicated that you couldn’t quite comprehend it, and 
so you had to repeat and repeat and repeat with your class: 
2x1=>2,2x2= 4,2x 3 = 6, until these figure groupings 
were finally and indelibly written into your memory. Today, 
the modern teacher approaches the subject of multiplication 
from an altogether different slant. Let me assume, for a mo- 
ment, the role of a present day teacher who is advancing the 
class from addition to multiplication. Multiplying, you know, 
is really easy adding—the easiest kind of adding. It’s so easy 
that it is loads of fun. Let me show you. Here I have two 
bunnies which I will place on the board. Before you can say 
Jack Robinson there are two more. Now there are two times 
two, or four. We add two more, and we have two bunnies 
three times. Three times two are six. That’s all there is to 
multiplying. You see, it is really easy adding. 

Compare these two charts. Here on the first chart you 
have something abstract that must be registered by repetition; 
here on the second chart you have a picture that is not only 
easy to understand but easy to remember. This all goes to 
show you that a few pairs of little rabbits can quickly teach 
you a lot about multiplying. But seriously, the difference 
between these two types of teaching is based on this impor- 
tant psychological fact. (I will state it slowly because each 
word is important.) ‘‘The deeper, the more vivid, the more 
intense and the more vigorous the original impression, the 
more permanent will be its retention, the easier its reproduc- 
tion and the oftener its recall.’”’ Let me repeat, ‘“‘The deeper, 
the more vivid, the ‘more intense and the more vigorous the 
original impression, the more permanent will be its retention, 
the easier its reproduction and the oftener its recall.”” Now 
let’s go back to our chart illustrating the rabbits. What gives 
us the deep, vivid, intense, and vigorous impression? First, 
we use familiar pictures. Here we give recognition to the 
importance of the eye as the most receptive sense. Second, 
we add color to aid the memory. Third, we provide action to 
give life to the pictures. These three elements, illustration, 
color and animation, should be incorporated into every chart 
that you use in your sales training. No chart is complete 
without all three. If you doubt that statement, think of the 
hundreds of thousands of dollars that have been spent on ‘“Vita- 
phone” and “Technicolor,’’ and look at the billions of dollars 
that are being spent on television—all of this money just to 
bring pictures and color and action together with sound. Al- 
though all three elements are necessary in all charts, not all 
must have equal emphasis. In fact, it is better if one dominates 
the others. 


Charts Tell the Story 


I have here three charts which exemplify the use of famiilar 
pictures, vivid colors and adequate animation. The first chart 
is one that was used in 1940 when selling was still in full 
swing. It was presented to a group of route salesmen in con- 
nection with a contest which required a good deal of prospect- 
ing. The speaker who used this chart set up his contest with 
baseball] language and baseball scoring. Here is what he told 
his men, “If you are going to be a winner in this contest, 
you’ve got to be active in it every waking hour. Keep your 
eyes peeled for new business, keep your ears open for busi- 
ness, and every chance you get talk up your product with a 
prospect. Be a ‘Sluggo,’ and you'll slug enough home runs 
to win a prize.’’ Notice here the principal use of a famiilar 
picture supplemented with a dash of color and a touch of 
action. 

A few weeks ago I asked the man who showed this chart 
how well he thought it had been remembered. By coincidence, 
that very day one of his men had stopped into his office refer- 
ring to the baseball contest of 1940. He stil] remembered this 
picture of Sluggo. 

Our next chart emphasizes the use of color over pictures 
and action. This chart was used in an address before a whole- 
salers’ national convention. The purpose: of the chart was to 
show that there is a good deal of profit in minor merchandise. 
The explanation accompanying this chart went something like 
this: “A good many jobbers are so impressed with the large 
sales figures of their major lines that they tend to forget the 


| profits that accrue from less imposing items. They are like 


| 


Little Jack Horner, sitting in the corner, not knowing what’s 
in the pie. We just made a survey among 30 wholesalers and 
250 retailers, to determine what value there is in handling 
Product X, one of those forgotten items in wholesalers’ sales 
programs. This survey shows that Product X represents a 
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Ria Spirit avedk Hectograph Canam: 
Waster Units 


Made in the widest variety of deep, lasting colors . .. BLACK, BLUE, PURPLE, 
RED, GREEN, BROWN . . . Rose Carbons and Units satisfy and sell more 
people quicker. Their Laboratory Tested quality is added sales ammnunition. 
For faster turnover, consumer satisfaction—WRITE ROSE! 


P rivate Imprint Evasiile Supplied. 


SPIRIT CARBON PAPER, HEKTOWRITER ROLLS — MASTER 
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General Offices and Factory: 701 SPRING STREET, ELIZABETH 4, NEW JERSEY 
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A SURE WINNER! 


THE 
CHAMP 


ALUMINUM 


DESK TRAY 


Here is the Letter Tray that you will be proud 
to show your customers. Precision made by ex- 
pert craftsmen, the delicate streamlining and 
smoothness has instant Eye Appeal. Eliminates 
from the desk the bulky and cumbersome ap- 
pearance of other Letter «Trays. 

Although this Aluminum Tray weighs only 
14 ounces nevertheless it is both as strong and 
rigid as steel. The hard baked finish will not 
chip or scrape off, and the pleasing colors will 
harmonize with all types of office furniture. Trays 
may also be ordered in the Natural Satin Finished 
Aluminum. 

Everyone follows the Champ and everyone will 
want this new Tray. When the bell rings make 
sure you are there to answer it. 


Write today for illustrated circulars and 
complete information on dealers prices 
and discounts. 
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95 Atlantic Avenue, Brooklyn 2, N. Y. 
TRIANGLE 5-8831 Dept. A 
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BRIGHT creations give a wealth of charm and distinction 
to every business establishment. They enable an executive 
to express his own individuality in his daily surroundings. 
Rich, luxurious, comfortable and durable, all BRIGHT 
numbers are within the reach of the buyer’s purse. 
Though the material situation remains somewhat un- 
reliable, we are now able to resume some of the services 
you used to find so convenient and profitable in your 


operations. 


BRIGHT CHAIR CO., INC. 
127-38 BLEECKER ST. NEW YORK, N. Y. 


OFFICE APPLIANCES, December, 1947 





ian abt 


hi 


ga 
th 
bl 


gfe 


nu 
an 


or 
er 
th: 


Seed 


number of plums in the wholesalers’ pie. Here are the plums 
our survey pulled out. Although Product X is a slow-moving 
item, it helped to get 87 new dealers for 23 wholesalers. It 
helped retailers to sell an average of $43 worth cf companion 
merchandise with every sale of Product X. Product X also 
gave wholesalers 20 per cent higher than average profit.’’ 

I have also checked the results of this chart. It was originally 
presented in 1942. It not only was remembered by several 
members of the audience who were contacted, but its message 
Was put to use in each instance. 


Demonstrating Value of Action 


Chart No. 3 portrays the value of action in connection with 
pictures and colors. This chart was prepared for a dealer clinic 
which was conducted for the purpose of studying changes in 
the economics of distribution. Here we have the eyes of indus- 
try focused on production. Up to and through the war, there 
was a great deal of attention paid to pennies saved by me- 
chanical means. Now the picture is changed. The eyes of 
industry as well as the eyes of the government and the eyes 
of consumers are on the cost of distribution. Profits that for- 
merly came out of production savings will now come out of 
diistribution savings. It is true that while distribution costs 
on individual items will come down, the distribution system as 
a whole wll expand, and there are many extra dollars of profit 
to be made with modern merchandising methods. These dollars 
are yours if you want them. 

I haven’t checked to what extent this chart has been remem- 
bered. This one I would like you to test on yourselves. 

Frankly, I don’t think I would be doing justice to my subject 
without pointing out some cautions to be observed with the 
use of charts. First, don’t just use pictures and colors 
and animation for their own sake. To help you remember this 
first caution I am going to draw a familiar picture. Here is 
a picture of Jiggs with a bump on his head, which is to 
remind you that each picture must make a lasting point. 
Second, don't complicate your charts with awkward contriv- 
ances. Don’t be a Rube Goldberg. Think through your presen- 
tation until it is simple to understand. Again I shall illustrate 
this rule. Use a simple device such as Maggie uses in making 
her point. Third, don’t be extemporaneous. Prepare with care. 
To illustrate this caution, I am going to ask our chairman to 
draw a fitting picture: Mr. Dornoff. Mr. Dornoff has just 
drawn a picture of Maggie. He says he has never drawn a 
picture of Maggie before. The reason he was able to do so 
well is because this picture was drawn in outline onto the 
chart before he started. So don’t forget. ‘‘Prepare with care.”’ 
More preparation is needed when you use charts than when 
you don’t. Bear in mind always that the easier you make the 
other fellow’s thinking, the more of it you’ve got to do your- 
self. And now, gentlemen, once more this all-important psycho- 
logical fact: ‘‘The deeper, the more vivid, the more intense 
and the more vigorous the original impression, the more per- 
manent will be its retention, the easier its reproduction and 
the oftener its reeall.”’ 


(CHAIRMAN JIM DORNOFF) 


Thanks a lot, Al! That was an excellent presentation on a 
subject whose importance and effectiveness we oftentimes over- 
look. I think it will pay all of us to remember that if at any 
time we are interested in making a point or story stick so 
that it will linger in our memories for some time to come, 
we should place more emphasis on the use of the graphic chart. 

Do you remember the chart that Al used in the beginning of 
his speech? The sequence of the sleeping dog who opened 
his eyes, pricked up his ears and wagged his tail? Sure you 
remember it and will continue to remember it for some time 
to come. You know why? I'll tell you why! Because through 
the very use of the chart itself, Mr. Herr made an indelible 
impression upon your mind—an impression that opened your 
eyes and held your attention. Now that we have actually seen 
the tremendous advantages of the use of charts in making a 
sales presentation click, let’s see what the next speaker can 
do without the use of charts. Please note that he will endeavor 
to secure your interest only through the ear and not through 
the eye. His selling tools are word pictures or so-called power 
words that stir your emotions, that arouse your interest and 
incite you to action. Here is Dick Koehn, New York Life Insur- 
ance Company, to show vou the effectiveness of word pictures 
and word pictures alone—Dick Koehn 


THE POWER OF WORD PICTURES 
Dick Koehn, New York Life Insurance Company 
| Selby AN AUTUMN DAY, toward the end of November. The 
big football game of the season—the Wisconsin-Minnesota 
game is on. You've traveled 85 miles by car, and you've had 
the trouble of parking. You arrive just before the whistle 


blows ... probably grab a hot dog on the way in... hurry to 
get your seats... arrange your blankets . look around 

call to some friends ... get hold of a program ... get the 
numbers of the players ... gét all set for a big afternoon— 


and you really have it. 

Whether the game is well played or not, whether it’s close 
or one-sided, there is something about the enthusiasm of the 
crowd, the cheer leaders, the general color and excitement of 
the whole thing, that somehow “‘gets”’ you. 

The atmosphere of the football game has a very definite 
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Manufacturing experience and large-scale production when 
added together give the reasons why you should look into 
the "U. S. LINE" of Carbon Papers and Inked Ribbons. 


Profit conscious? If so, write today. 


General Offices & Plant 


U. S. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY STREET 
PHILA. 6, PENNA. 
Established 1895 
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Reg. U. S. Pot. Off 


COPYHOLDER 


The Rite-Line All Metal Copyholder is portable, 
compact, efficient and attractive. Dealers $475 
and stationers find it a ready seller at 15 


Price includes 10" eye guide. Tax extra. 


Extra for 15” extension eye guide $1.10 
Extra for 20” extension eye guide $1.25 
Write for Full Particulars 


RITE-LINE SALES COMPANY, INC. 


18 Maiden Lane, New York 7, N. ¥. ¢ 407 So. Dearbern St., Chicago S, 11. 
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SQUIRES 
Perfection 


SELF CLOSING 
INKWELLS 


For the first time—a dependable self- 
closing inkwell at an attractive low price 
for offices, hotels, institutions, classrooms 
and homes. It is simple yet so positive, 
consists of only 3 parts built to serve a 
lifetime. Attractive, modern design har- 
monizes with all styles of furniture. Easy 
to keep clean. Easy to refill. 


Usual trade discounts. Write for sample today 


ASSOCIATED STATIONERS 


SUPPLY CO. 
CHICAGO 6, ILL. 


E. RUSSELL WHITE 
Portiand 13, Ore. 


A. J. McCRAE 


Toronto, Ont., Canada 
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effect on your state of mind and on your desire for activity. It 
stirs your emotions. 


Moving machinery in a factory ... the movement of crowds 
coming out of a theater on a crowded street ... driving an 
automobile along a highway at a high speed ... all are inter- 


esting—because they involve action. There is a _ universal 
interest in all healthy people in movement. Movement sug- 
gests excitement. Excitement is closely related to action. The 
individual is definitely affected by excitement and movement 
surrounding him. 

This is true in any phase of life—isn’t that what we want 
our sales presentation to do? Put a man in the proper frame 
of mind to get action? 

The right word picture can get action and make your sale 
stay presented. But it must be the proper word picture to 
arouse emotions—his emotions. When you do that you ‘‘arouse 
the most of the man’’ for ‘‘Take from a man his intelligence, 
his will, his uttered principles, his apparent purposes, and Jeave 
emotion, and most of the man is still there—most of what 
makes him do and be, live and wish to live.’ 

There are 500,000 words in our unabridged dictionary of Eng- 
lish. Our ability as salesmen depends on when we use them, 
how we use them, and in what combinations backed up by a 
proper personality. And by that is meant a good surplus of 
physical, mental, and emotional vitality. 

Words have magic and power—they can soothe or ruffle; lul) 
or arouse; earn agreement or create antagonism. Words can 
sell or fail. Words can please or they can annoy and words 
will earn agreement rather than resistance. 

Here is another example that arouses the emotions because 
it appeals to a man’s vanity—because he’s sentimental—because 
of the deep affection he possesses for others. 





Life Insurance Silently at Work 


“Why did I buy life insurance?” he said. ‘‘Well, I'll tell you 
—Because, one day a few years ago, going up the stairs of an 
apartment building, I met a young lady.with her arms full of 
packages, one of them dangling by a long string. I didn’t 
think she’d mind, so I offered to help her. At the door of her 
apartment, I saw that she was quite pretty. She still is. ...” 

“Because late one summer night, when we were waiting at 
the railway station for the last suburban train to take me. back 
to the city, I said to her, ‘The two of us could live on what I 
am spending for railroad fare. What do you say we try it?’ 
We did, and it worked...’ 

‘‘Because one day I was offered a better job by another firm, 
and when I told my boss about it, he offered me $10 a week 
more to stay. And when I told her about it, she helped me 
make the difficult, but wise, decision to take the new job. So 
I did; and that worked...” 

‘Because late one autumn afternoon, as we were driving 
through the countryside, we came upon a small white cottage, 
its windows ablaze with the light of the setting sun.. She said, 








‘What a place that would be for us.’ Yes, what a place it has 
been for us...” 

‘*Because late one night she woke me up and said, ‘I think I'd 
better go.’ We went, and the last I saw of her that night, an 
interne was rolling her down a long, white corridor in a wheel 
chair, despite her protest that she could walk. When I saw 
her next, early the following morning, she lay very white and 
still, with the sweetish smell of ether heavy on her breath. A 
nurse said, ‘Wouldn’t you like to see him?’ but I wasn’t inter- 
ested in babies just then, not even our own.”’ 

“It’s for all these reasons, and many more which I wouldn't 
tell you, that I bought life insurance.” 

“And if the premiums were payable in blood, pernicious 
anemia would be a pleasure.”’ 

(Adapted from an advertisement of the Travelers by B. N. 
Woodson.) 

To decide on what word pictures we might paint to gain our 
objective let’s consider the basic buying motives and the forces 
which bring the desired action. 

1. Self-preservation. 

2. Love and devotion to family or anyone close to your heart. 

These are two strong forces that motivate these basic objec- 
tives; one is desire; and the other is fear. 

Knowing the basic buying motives and urges, we know that 
the prospect’s mind must progress through three steps or mental 
reactions before he buys anything and putting his mind through 
these three steps by word pictures, graphs or demonstrations 
is your job and mine. These three steps or mental reactions 
are: 











I. Get His Interest 


Your prospect can always be interested— 

1. By calling to his attention something he has overlooked. 

2. In something new. 

Let me illustrate something overlooked by ‘‘The Old Medi- 
cine Man’s story. 

The medicine man can open his business on any street corner, 
and within three minutes he has customers. Why? Because of 
the words he shouts into the crowd which capture attention— 
“Attention-snatchers” if you please. He leads off with ‘‘Do you 
feel tired at times?’ ‘‘Do you feel like giving up?’’ ‘Does 
your back ache at four o’clock every afternoon?” ‘‘Do your 
feet hurt you every night?” ‘Can you see that bird on the 
top of this building?’’ ‘‘Can you jump over a fence three feet 
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: 1. Front Paper Stop. Assures Accurate Registration. 
. 2. Automatic Roller Release. Eliminates Smudged 
' Sheets. 
3. Automatic Counter. Counts only printed sheets. 
4, Enclosed Drum. Automatic Inking. 
5. Hilco Slipsheeter can be attached. 
580 50 Plus Tax 6. Automatic Feed. 
Pe IMMEDIATE DELIVERY. 7. Paper Pusher is automatically lifted and carried 


Have you seen -— ad on the Sears 
page .. 


DEALERS are REQUESTED TO WRITE FOR 
COMPLETE CATALOG AND DISCOUNTS. 
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back to feeding position, to eliminate lint on the 
stencil. 


Drums are quickly interchangeable for color printing. 
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HILLSIDE METAL PRODUCTS, INC. 
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VW 
PROCESSED BACK STORMS PROCESSED BACK CARBON PAPERS are 


free from curl, easy to handle, and durable. MAY NOW 


CARBON PAPERS BE OBTAINED WITH ATTRACTIVE IMPRINT DESIGN 


ON BACK AT NO ADDED COST. 











IMMACULATE Another “Different” TYPEWRITER CARBON 


CLEAN TO HANDLE, CLEAN 


“SUPER CLEAN” TO ERASE, FREEDOM FROM 


FEED ROLL OFFSET. 


CARBON PAPERS : 
H. M. STORMS CO. ihooniin env. 
NORWOOD “De Luxe ” MEMO 


NS . List $4.75 f.o.b. 
Chicago. Ship- 

ping weight per 

doz.—40 Ibs. 

Attractive 

Hammered 

Bronze’ color. 

| ber _ 








bb ” | 
NORWOOD “Mem.o-aiD Dealers handling Norwood Memos 


Re ib sch rpeowmy am DESK MEMOS?” have definite sales advantages 


Shipping weight per doz. 


MO —30 Ibs. 


Two models—the "Mem-O-Aid" for the mass market retailing at $2.00—the "De Luxe" for 
the executive, the home and personal or business gift use, retailing at $4.75. 


Both models in rich durable baked enamel finish, all steel construction, handy large filing 
compartment under hinged writing platform, standard 3!/2" x 250 ft. paper roll, occupies as 
little desk space as an ordinary scratch pad, no moving parts to wear out or get out of adjust- 
ment, extra large writing spece. 

The "De Luxe” model also includes, personal telephone book, (over 400 name capacity) 
three year calendar—3 months showing—removable ash or pin tray—pen or pencil holder— 
large storage compartment can be used as |, 2 or 4 sections—5" ruler and letter opener. 





Here’s quick, profitable sales. 
WRITE TODAY Individually packed—sales producing counter displays furnished. 
FOR DEALER DISCOUNTS. 
188 W. RANDOLPH STREET, Dept. O 
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high?” “If you can’t then step right up here, gentlemen, and 
let me show you something that will put pep into your old 
blood, that will make you feel like a day in spring, a trip 
through the mountains, as refreshed as an ocean breeze.’’ The 
medicine man is trading on your fears and on your desires, 
alike, with leading questions that get him the answer he wants. 
He is hitting your basic buying motive number 1: Self-preser- 
vation! You are skeptical—but not for long when this orator 
begins to play on your emotions as the harpist plays on the 
strings of a harp. His words are music to the ears of all 
“sufferers,” especially of imaginary ills. 
(From Wheeler's “Tested Sentences.’’) 

Let me illustrate interest-getting sentences we use in our 
own business. 

1. “If you know that my business might some day save your 
business, would you want to know something about my busi- 
ness?’’ 

2. “If you could get a substantial discount on your inherit- 
ance tax by paying it now, would you be interested?’’ 

3. ‘‘What would you think of a plan that would enable you 
to make a will, before you had ever made your money, and 
still know that the terms of that will could be carried out?” 
‘Are you interested????” 

The second step in your sale should be to 


II. Create Desire 


You have to make him want it—give him the desire to buy 
through an effective word picture presentation. The proper 
word description will tell him that your product or service will 
do, what it is, and will give him a good outline of its merit. 

This brings us to the third and most essential step (it is the 
step where we hear the cash register ring), that is 


Ill. Motivation—To Get Action 


Our customers are not creatures of logic but creatures bris- 
tling with emotion and motivated by pride and vanity. There- 
fore, we may get interest and create desire, but unless we 
‘“‘move’”’ him to action the cash register will not ring. It is by 
our illustrations, actual stories, or testimonials showing public 
acceptance that we make him want to do something about it 
now—get his name on the order. 

When your tire salesman gets down to the “close’’ of his sale 
he stresses satety, comfort, security, freedom from ‘‘flats’’ on 
the open road and protection for the family while they are 
riding down the highway. He paints’a great word picture so 
those tires are purchased without delay. 

Here is an illustration of a word picture taken from our own 
business which draws a comparison in the man’s mind to moti- 
vate him to action. ‘‘Mr. Smith, visualize that I have in my 
hands a twelve-pound package of the finest cork which the 
world affords done up in a strong linen container. Notice the 
fine, even grain; notice the strength. Sir, this is twelve pounds 
of the finest Portugal cork which money can buy! It will cost 
you just $1.00 a pound. Wouldn't you like to buy it? You 
undoubtedly would answer, ‘What in the world would I do with 
twelve pounds of cork???’ And of course you would be certain 
that you had no use for that cork. But now let us say you 
were on the listing deck of a sinking ship in the middle of the 
Atlantic Ocean. A 30-mile wind blowing waves 50 feet high 
that completely covers the decks. Salt water driving in your 
eyes and ears and mouth, choking you. You have nothing to 
reach for to save yourself. Suppose I came along to sell you 
this cork—-would you want it??? You would give everything 
you owned or accept any offer I made because life is sweet and 
you would know that this package of cork would be the only 
thing that would save you. Certainly you would be interested. 
The trouble is if you were in such a fix I wouldn’t be there 
to sell you that cork. There is a fundamental similarity 
between life preservers on ships and financial life preservers 
such as this plan—and that is that each must be secured before 
it is needed. When the need is desperate the time is too late. 
Let us arrange for your financial life preserver while you are 
still able to get it.’’ 

Because motivation is the most important step in the sale, 
painting the proper word picture of some illustration to drive 
your point home or a vivid word description will bring the 
desired results. Your choice of words here is vital. The picture 
in your prospect’s ‘‘mind’s eye’ must be vivid and stir his 
emotion before the desired results will be attained. 

In closing, a well painted word picture will without fail add 
life and zest and sparkle and color to your sales presentation 

it will make a sales presentation stay presented 


(CHAIRMAN JIM DORNOFF) 


Just like the true artist paints a beautiful picture with but a 
few colors and a rough canvas, so have you portrayed the 
picture of action through the correct use of word pictures— 
words that are the salesmen’s most priceless tools in making 
a sales presentation stay presented. You've done a swell job, 
Dick, thanks again. 

And now we come to the grand finale of our program—dem- 
onstrations—the drama and showmanship of visual selling. The 
speaker selected for this subject is one who has made “dem- 
onstration selling’’ his life hobby. For four solid years he 
traveled in every state in the Union demonstrating irons, fans, 
waffle irons, electric ranges and numerous other counter appli- 
ances. Furthermore, he has personally trained over 200 sales- 
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The 
Ideal Typewriter 
Support 










Sharp eyes, nimble fingers and 
clear brains are essential to con- MODEL No. 1 


stant speed and accuracy in business METAL 

service. KARLO, the Ideal typewriter song wees 

support, is unique in this service. No ABIUSTARLE 

other Stand is so rigid, so free from 

wobble and vibration—no other so easily 26 TO 38 
INCHES 


moved or adjusted—no other so nearly 
indestructible. “Proven high- 
ly satisfactory,” says one user, 
“Most indispensible piece of 
furniture in the office,” says 
another. “Most practical stand 
on the market,” etc. Typists 
prefer it because they can do 
more work with less fatigue 
by having their typewriters at just the right height. Their 
increased output and greater accuracy soon pay the cost. 





Patent 
“D90848” 





DEALERS: Every business furniture display should include 
this business producer. Write for information and prices. 





MANUFACTURING 
COMPANY 


32 lonia Ave., $SW., GRAND RAP 
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GELATINE 
ROLLS 


for 
DOMESTIC 
and 
EXPORT 
Trade 





In over thirty years GRAPHIC Duplicator 
rolls have earned an enviable reputation 
for their outstanding quality, recuperative 
powers, uniformity and dependability. 
Made of fine materials they keep their fine 
copying qualities over a long period. For 
all makes of duplicators. 


HECTOGRAPHS AND REFILL 


composition in attractively lithographed 
containers. Two and four surface Oak 
Frame duplicators in five sizes. 


GRAPHIC DUPLICATOR CO. 


| 473 BROADWAY NEW YORK 13, N. Y. 









































No. 1509 (illustrated) 


@ Capacity, 5 lbs. by 
14 ounces. Computes 
tage for air mail, 
first class mail and 
merchandise up to 
Ibs. Easy to use, simply 
place mail matter on 
the platform an 
inter automatically 
indicates the correct 
weight and aoe) of 
stage requi > 
acne and durable. 





SPECIFICATIONS 
: ” diameter, glass 
— ; Red and black 
figures on white, red for 
postage, black for 
weight. 
Platform: 51/2” square. P 
Dimensions: 642” x 6% 
x 944”. 
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525 North Ada Street, Chicago 22, illinois 













| asked her if this wasn’t the kind she would like to have. 


| actions and 





magazines 


men and has written several] articles for national 
on the subject of selling. 

He is an experienced trooper from the old school, possessing 
the rare knack of being able to build up the values of an ordi- 
nary product to the class of an extraordinary product. He’s a 


skilled actor with a highly developed flair for the dramatics; a 


dynamic personality whose every detail of presentation indi- 
eates an instinct for showmanship that pays big dividends. 
Here he is, none other than the old two-minute barker Les 


Falk of the Wisconsin Ice and Coal Company. 


DEMONSTRATIONS 
Les Falk, Wisconsin Ice & Coal Company 


HEN GIVEN THIS ASSIGNMENT I had great hopes of 
giving you some brand new ideas on how to demonstrate 
your products. I called upon or wrote to 21 sales managers 
and asked them for some recently developed ideas that they 
were using or were going to use. Only one had a new 
demonstration, and I shall present that one today. All the rest 
of the sales managers had no up-to-date thoughts or ideas 
about how they would demonstrate their products. Some of 
them said, “Give us the merchandise and we can sell it—we 
don’t need to demonstrate.’’ I am going to have to take some 
pages from the old book if I am going to give you an interest- 
ing discourse on demonstrations. Webster’s dictionary describes 
| “demonstration’’ as follows: “A public showing emphasizing 
| the salient merits, utility, and efficiency of an article or a 
| product,” or, “to point out or portray.”’ 
You will probably recall some demonstrations that you have 
seen or heard. Maybe it was the man selling the patented 
kitchen device that would peel tomatoes, potatoes and oranges 


| in one simple operation, or the man at the county fair selling 


cure fallen arches and aching 


patent medicines that would 
demonstration and 


backs. Remember how rapidly his spiel, 
showmanship sold merchandise? 
Shakespare said, ‘‘All the world is a stage,’’ and I believe 
all the world loves a good show and, without doubt, the dem- 
onstration is the showmanship in selling. Demonstrations are 
impressions received through the eye, and ‘our 
educators state that 87 per cent of our impressions are received 
through the eye while only 7 per cent are received through the 
ear. Now, if we are smart enough to arrange our demonstra- 
tion so as to convey impressions with both the eye and the 
ear, we can make a presentation that will result in a marked 
increase in sales. If you sell tangible merchandise or durable 


| goods, the demonstration should be an important part of every 


| 


and ear working together for 
closer attention on the buyer’s part. The demonstration is too 
important an element of sales making to ignore. In the past, 
the National Cash Register Company had its ‘‘Demonstration 
Primer,’’ and many other large companies spend a great deal 
of time and money to build a demonstration kit that will help 
their salesmen close a sale. 

There are many kinds of demonstrations to accomplish sev- 
eral different ideas on the road to a sale. I would classify them 
as follows: 


sale because it gets the eye 


1. Demonstrate to Create Interest: 


When you are selling durable goods that are of the impulse- 
buying type, it is necessary to have a quick demonstration 
that will create interest. Years ago when I was selling appli- 
ances house-to-house, I used the followings demonstration to 
sell electric irons: I would knock at the door, and when the 
lady of the house appeared, I would take from inside my coat 
an electric iron and place it in her hands and ask her if it 
wasn’t beautiful, and if she said ‘‘Yes,’’ I would walk into 
the house and plug in the iron. When the iron got warm, I 
This 
method of interest, and sold 


was a quick, effective creating 


many appliances for me. 
to Show How Product Works: 


2. Demonstrate 


The following demonstration is often used to sell a customer 
an underfeed stoker. When explaining how the stoker works, 
take an ordinary candle to show that the fuel is fed from un- 
derneath and what a nice flame it has. Then turn the candle 
upside down. The flame will burn into the candle and the fuel 


will be wasted. Explain to the customer that this is what 
happens when he fires his furnace from the top instead of 
from the bottom. This demonstration is very effective in 


explaining to a customer how a coal stoker works. 


Demonstrate to Prove the Good Qualities or 
Benefits of Your Product: 


3. 


Judging from the appearance of the article on the table, you 
might think that it was a cocktail shaker or a thermos bottle, 
but it is not. One million, five hundred thousand (1,500,000) of 
these were used by our GI Joes in all the battles of World 
War II. It was the GI’s handiest piece of equipment. He pre- 
pared his meal, he heated water for shaving, he used it to 
wash his clothes, and even to heat his jeep in the cold country. 
Yes, you have guessed it—it is the famous GI stove made by 
the Coleman Company, Wichita, Kans. Its fuel is the regu- 
lar, leaded gasoline you use in your car, and it can be started 
in 15 seconds without priming. 

(Demonstrate) 
Notice the two containers that can be used for heating water 
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fatigue . 


10 PROFIT-WISE DEALERS! 


SALES PROVE: 


No Typewriter is complete without The 


TYPE-LITER 


It’s a MUST for every office! 


You'll get fast, easy orders . . . and reorders for this revolu- 
tionary fluorescent lamp. Increases efficiency . . . decreases 
. . prevents eyestrain. Casts a dependable light 
right over keyboard and copy. 


EXCLUSIVE FEATURES: 


is a real money-maker! 


@ Easy swivel adjustment to any desired position 
@ All chrome fittings 

@ 8 Watt Fiuorescent lamp 
e@ A.C. current; D.C. available (no extra charge) 


@ Beautiful plastic shade of Lumarith plastic, a product of 
Celanese Corp. 


Choice of 2 colors: 
WALNUT MAHOGANY $ 00 
LIST 
You'll find . . . The Type-Liter Regular Trade 


iscount 


Order Now! — for a profitable New Year. 


ACME-LITE PRODUCTS CO. 


350 East 182nd Street, New York 57, N. Y. 
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MEET EVERY NEED NOW WITH THE 


Complete Line of 
COLUMBIA FIRST AID 


CABINETS 


@ Scientifically Assembled 


@ Nationally Known 
proved Products 
Medicinals 


Ap- 


and 


@ Conveniently Packaged 


@ Quickly Visible and 


cessible 


TODAY'S 
FINEST 
VALUES 


List Prices $1.95 and up 


Ac- 






AND KITS 










Scientifically planned and assembled, 
COLUMBIA First Aiders meet emergencies 
quickly and effectively. Valuable First Aid In- 
formation in every cabinet and kit — perma- 
nently attached, instantly visible. Available in 
sizes for every factory, shop, office, store, 


school, institution, home, etc. 


DEALERS: Write today for details and prices! 


COLUMBIA FIRST AIDERS 


5739 N. WESTERN AVE. 





CHICAGO 45, ILL. 
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@ 18” Grey Iron Base 
Weight 25 Ib. approx. 


@ 2” Tube. 


M@ Cold Finished Steel 
Hooks 


MODEL 40 
IMMEDIATE 
DELIVERY 


Available in Bronze, All 
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and Tube with either silver 
satin or painted base. 
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Cabinets—Wardrobes—Counter high cabinets 
—Combination Cabinets—Wardrobe and Stor- 
age Cabinets. 


Specialty items for office and industry. 


KEYSTONE STEEL EQuipmMeNT Co. 


2608-28 SO. FRONT ST. - PHILA. 48, PA. 
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or cooking army rations.~ What a stove for a camping trip! 
Wind can’t blow it out. 
(Demonstrate with fan) 

Rain has no effect on it, and if you have to leave in a hurry, 
it can be put into the container in the back of the car in five 
seconds, and this product is available today for fishermen and 
hunters for only $10.95. This is what you want for that camp- 
ing trip, Mr. Abernathy, isn’t it? 


4. Demonstrate to Close the Sale: 


The sales manager of a Jarge fountain pen manufacturer told 
me of a very effective method of demonstrating that increased 
their sales in one department store 300 per cent. I shall try 
to demonstrate the method as he told it to me. When a cus- 
tomer approaches the fountain pen counter, the salesman steps 
up and says, ‘“‘I presume you are interested in a fountain pen, 
and I should like to help you. I can see that you are a business 
man and that a fountain pen is a very important tool that 
you use every day. I have a friend who is an insurance sales- 
man and he brags about his fountain pen because he has written 
over a million dollars worth of life insurance with it.’’ The 
salesman then presents the customer with a fountain pen which 
is lying on a piece of red velvet, and as he lays the pen in 
front of the customer, he says, ‘‘Here’s a pen that will last 
you many years and be a companion you will be proud of. 
Isn’t this the kind of pen you would like to have?’”’ 

Let me warn you against using trick demonstrations. They 
may attract momentary attention but will be of little assistance 
in making the sale. For instance, a small town implement 
dealer bought a large stock of tractors in 1937 and had trouble 
selling them. He rented a large tent, placed all the tractors 
in the tent and hired a group of burlesque girls to put ona 
show. He advertised and had a large crowd. He created inter- 
est, but not in his tractors and, of course, found his results in 
sales disappointing. 

Many salesmen are extroverts and like to put on a good show. 
Most of the ideas I have demonstrated came from salesmen 
whose enthusiasm for their product and whose desire to make 
more sales originated many of our best sales techniques. 

Sales managers, a large amount of merchandise will be sold 
in the next few years by good demonstrations. Isn’t it just 
good sense to start writing a scenario and rehearsing your 
show if you expect your salesmen to outsell production? 


(CHAIRMAN JIM DORNOFF) 


Thanks a lot, Les, for an excellent job. There apparently 
isn’t much that I can say that would add to a presentation 
so ably given. 

Highly intensified and increasing competition in the sales 
war to come will force our selling ability to a much higher 
plane of constructive efforts; dramatization through the use 
of charts, word pictures and demonstrations is going to be 
one of the answers to some of our problems. The more inte]- 
ligently we develop the vital elements of dramatization—action, 
suspense, mystery and curiosity, the more easily we will be 
able to sell. 

There is no doubt about it, gentlemen, that the frequent use 
of the visual aids so clearly explained to you will be of tre- 
mendous help in meeting the competition of the future, but 
basically, regardless of the visual aids we use, I believe there 
is one characteristic that is going to have to be a definite part of 
every sales presentation we make. And that, gentlemen, is 
the power of enthusiasm. 

I cannot overemphasize the importance and value of enthusi- 
asm. Do you know why? I'll tell you why! Because enthusiasm 
is the very spirit in which we do anything worth while. It 
actually is our own heart! Our own individual soul! It is fun- 
damentally the reason of every successful movement we make. 
Just like the proud peacock and the singing lark take what 
they have and literally throw it out to the world; so do you 
when you are enthusiastic. 


———~— > 


YOUR STORE—YESTERDAY, TODAY 
AND TOMORROW 


By Robert H. Stoddard 


Vice-president 
The Gibson Art Company 
Cincinnati, Ohio 


:* IS ALWAYS a pleasure for me to chat with retail mer- 
chants. They are responsive, indulgent, and vitally 
interested in problems that pertain to their stores. 

I read a comment from the president of a large washing 
machine manufacturing company which he sent out to all 
his customers. Here it is—‘“GET OUT YOUR OLD, COM- 
FORTABLE SHOES. SHINE THEM UP. PUT THEM ON 
AND WEAR THEM. YOU ARE GOING TO BE SPENDING 
MORE TIME ON YOUR FEET THAN EVER BEFORE. GET 
OUT OF YOUR CHAIR AND START MOVING.” That rather 
aptly describes our problems today. We must. all start 
hustling. 

If we were selfish, we could take our allotted time and 
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A BRIEF CASE » 
FOR EVERY PURPOSE! 






COMBINATION 
FILE AND LUGGAGE CARRYING CASE! 


No. 128, Baby Walrus or Shark Grain Cowhide... Black 
or Brown. 

No. 228, Smooth Analine, Russet or Sun Tan Top-Grain 
Cowhide. 


A complete range of styles and sizes in a wide choice of quality 
leathers. Each case designed to meet a specific need...ring 
binders... heavy duty sample cases... underarm zipper envelopes 
... catalog cases, etc. 


Write for Catalog Today 


NATIONAL BRIEF CASE MFG. CO. 


512 South Peoria Street, Chicago 7, Ill. 














TRADE MARK REG, U.S, PAT. OFF, 


WASTE BASKETS 
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VUL-COTS give your cus- 
tomers more for their money— 
give you greater sales and 
profits. Guaranteed for 5 years, 
these light-weight, attractive 
baskets (in convenient sizes and shapes for every 
use) are practically indestructible ... cut mainte- 
nance and replacement costs . . . save money in 
handling waste. Because VUL-COTS offer your 
customers more for their money — there’s more 
money for you in selling VUL-COTS! 


Not available now . . . but worth waiting for. 


NATIONAL VULCANIZED FIBRE CO. 


WILMINGTON 99 DELAWARE 


















NEW Fox Cushions 
RUBBER FOAM FILLER 


Panama Fiber 
And Friezette 
Covering 
Material 


3 SIZES 
A 17x18!/," 
B 15x17" 
Cc 141/x15" 





STYLE 401'/p IV)" RUBBER FILLER 
A $5.00- B $4.50 C $3.50 


STYLE 402!/, 2" RUBBER FILLER 
A $7.00 B $6.50 C $6.00 


FLAKED LATEX RUBBER FILLER 
STYLE 115!/ 1" Thick 
$2.50 Large Or Small Size 


STYLE 602!/, 2" Thick 
A BC $5.00 


REGULAR DISCOUNT 


Geo. E. Fox & Company 


320 N. La Salle St. + Chicago 10, Ill. 














IMMEDIATE DELIVERY 
NEW LOW PRICES! 





HECTOGRAPHIA Double Service 
GELATIN TRAY DUPLICATORS 


A beautifully lithographed, lacquered tray filled 
with the famous and widely used Hectographia 
HI-TEST composition. Packed complete with 
ink and sponge. Manufactured and stocked in 
LEGAL SIZE...LETTER SIZE... NOTE SIZE. 
HECTOGRAPHIA HI-TEST Gelatine Refills 
The famous orange and black can with the 
same superb grade of gelatine duplicating com- 
position that has won high consumer acceptance 
for Hectographia Hi-Test for the past fifteen 
years. Manufactured and stocked in | lb., 2!/ 
lb. and 5 Ib. cans. 

for DOMESTIC and EXPORT trade 

Send for NEW CATALOGUE "O” 


HECTOGRAPHIA CORP. 


Manufacturers 





110 West 17th Street New York 11, N. Y. 
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talk about greeting cards. The subject is certainly important 
enough, and, frankly, we would like it, but there is some- 
thing more vital that we would like to talk about. 

We could tell you that greeting cards pay a higher profit, 
50 per cent, than almost any other line of merchandise you 
carry. A recent analysis of the main floor departments 
in department stores showed that greeting cards led all 
departments in profit. Greeting cards are an impulse item. 
They sell themselves. There are no markdowns and charges. 
Their shrinkage is negligible. Prices are the same today 
as they were before the war. How many other items fall 
in that bracket? Actually, greeting cards are better values, 
more ribbons and gadgets to make them attractive. 

Mr. and Mrs. Customer are sold on sending and receiving 
greeting cards. Make up your mind. You will send and 
receive more greeting cards. 

We are here to talk about your store, and in that con- 
nection, if your greeting card department needs attention, 
modernize it, expand it, be sure your store is securing its 
share of the available business. 


Talking About Your Store 


Pardon us if we are elementary, but we are going to get 
right down to brass tacks and talk about your store. The 
experts say that small, independent businesses are headed 
for difficulty. Government figures tell us that 98 per cent 
of all business units in America are small businesses so, 
you see, we are talking about a sizeable chunk of American 
retailing. The government will be unable to help. You must 
help yourselves. 

Here is the most important point of all. This same De- 
partment of Commerce survey makes this one outstanding 
point—Inadequate management on the part of retailers is 
the root of most of the trouble. 

Let’s consider some fundamentals, if you please. “You 
mirror your store and your store mirrors you. The fellow 
you look at every morning in the mirror is the chap who 
determines the efficiency or inefficiency of your retail opera- 
tion. Are you an adequate or inadequate owner or man- 
ager?” 

Are!'your clerks on their toes, or do they have bricks in 
their pants? Is your store modern? How clean is it from 
front to back? We could go on and on but we are sure 
you get the point. 

What Are Your Plans for Your Store? Check yourself 
on this one. How long since you have stood out in front 
of your store—inspected your windows, your front, the 
sidewalk—all with a critical eye? Then walk into the store 
and look at your counters, your displays, your lighting, 
and paint job. Please make a note of that and if you haven't 
done it recently, do it. You will be surprised at how many 
improvements could be made. Again we ask you—Are you 
modern, or are you out of date? You will remember what 
happened to the girl in cotton stockings. That’s it—nothing, 
and the same thing will happen to your store if you are 
not modern. 

What About Your Merchandise Inventories? Are we ex- 
aggerating when we say that too many retail merchants 
in this country still don‘t figure inventory correctly? We 
have talked to dozens of them and so many are misinformed. 
One good customer recently told me, when we started 
to talk about turnover—‘“I have a $50,000 stock at wholesale 
and I do $60,000 a year volume. I get better than a one- 
time turn.’’ What he neglected to do was to reduce his 
sales to wholesale or his stock to retail which meant he 
was getting less than a one-time turn. He was broke and 
didn’t know it. The credit men from most of the companies 
he did business with were well aware of the facts. Turn- 
over is still going to play an important part in retailing 
in spite of the fact that we neglected it all through the 
war period. What’s the turnover in your store? If it is 
too little—my friend, you are headed for trouble. 

Are You Taking Your Medicine on Markdowns? It was 
necessary in our business—plenty. Wartime stock of paper 
wasn’t good enough for greeting cards. We chopped it up. 
Why do you suppose the department stores’ NET PROFIT 
IS DOWN? They were smart enough to take their mark- 
downs. What have you done in your store? You better 
take your markdowns starting right now. 

The importance of this discussion obviously deals with 
your store tomorrow. Yesterday and today we can toss in 
the ashecan because—what you did yesterday and today 
will not be good enough tomorrow. 

Your Manufacturers Have a Responsibility in Helping 
You. Just what do you expect from your manufacturers? 
You are right. They should help you and help you plenty. 
They should supply you with promotional material, with 
selling ideas—not price concessions. Right now we have 
six promotions available in our business. All of them will 
help increase your greeting card sales. If the salesmen 
from the companies you do business with do not show you 
their promotions, find out why. Ask them about it, and if 
they don’t have any, then we say—give your business to 
the manufacturer who is interested in helping you. That 
manufacturer’s service to you should go even further. He 
should supply you, not only with ideas for your store, but 
for your clerks, for your advertising, our window displays, 
for your over-all promotional needs. See that you get them. 

You have a responsibility to your resources, to those 
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SELF. 
ALIGNING 








NO 
SPACES 
NEEDED 


Tou! BASE-LOCK 
RUBBER TYPE 


T¢ Leochs tn Place! 
QUICKER, CLEANER IMPRESSIONS 


Entirely new in principle, this most 
versatile of all rubber type requires only 
one base (either flat or rocker styles) for 
all sizes of type. Light finger pressure locks 
the type in place, eliminating slippage under 
printing pressure. 









Send for literature on Base-Lock Type and 
FORCE marking devices for every purpose. 


WM. A. FORCE é& COMPANY 


216 NICHOLS AVENUE BROOKLYN é “NEW YORK, U.S.A 








For Immediate Delivery 


No. 2 METAL WASTE BASKETS, 
Green and Brown Finish 


IMITATION WALNUT LETTER TRAYS, 
Letter and Legal Size 


METAL BRASS TRAY SUPPORTS 


TICKET PUNCHES, 
Y%"" round hole and assorted designs 


CANVAS BINDERS, 
2”, 1%" and 1”, metal rings, 11x82 


LEDGER SHEETS, complete line, all rulings 
ORDER BOOKS, duplicating and triplicating 
AMBER SCRATCH PADS, all sizes 
PYRAMID PINS 

PAPER TRIMMERS, all sizes 

FAULTLESS PENCIL CLIPS 

STEEL-GRIP, Jr. and Sr. Clips 

FILES, stick and harp 


ARCHES, ARCH BOARDS and CLIP BOARDS, 
all sizes 


UNLIMITED QUANTITIES ON ALL LISTED ITEMS 


Complete Line of Wholesale Commercial 
Stationery Items 


WESTERN WHOLESALE STATIONERS, LTD. 


333 East Third Street Los Angeles 13, Calif. 
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“PERMA” 


TRADEMARK REGISTERED 


Most Rigid - Easily Mounted 


DESK TOP 


COLD « HEAT « WATER 
Will’ Not Deteriorate ''P ERMA" 











BLACK »« BROWN - GREEN 
STYLEB 1/8" STYLEC 3/16" 
PLAIN BACK GREY FELT BACK 

ei .$1Q00 


Special Sizes Solicited See Catalogue For Dealer Discount 


Geo. E. Fox & Company 


sos" 10 $QO5 


320 N. La Salle St. Chicago 10, Ill. 
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“FRITZ-CROSS” 
; oe 


THE GENUINE AND 
BETTER BUILT 


STEEL POSTURE CHAIR 


A coast to coast Fa- 
vorite with Dealers 
and their customers. 


Scientific 
Design 
* 
Sturdy 
Construction 
o 
Easy 


Adjustment 
Features 





i 
aoe 


NO. 350 MODEL 


assure a fast turn- 
over and _ reorders. 


Deliveries Improving 


THE FRITZ-CROSS Co. 


300 E. 4TH ST. ST. PAUL 1, MINN. 

























INKS MADE 


Whatever the process of re- 
production, S & V has the 
medium for duplication in inks 
that are tailored for your spe- 
cific purpose. Be assured of 
quality runs and excellent per- 
formance on your machine as 
well as uniform results from first 
to last impression. 

Try S & V service on your 
next run. Give us the details, 
we'll do the rest. 
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Sinclair and ‘Valentine Co. 


th STREET, NEW YORK 77 


xico City New Orlean 
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’ CARBON PAPER 


How to win more sales 
with NEV-R-KURL 


Dealers who promote NEV-R-KURL, the plastic-backed 
carbon paper, with arguments like these will find 
easy-to-make sales coming oftener: 


Plastic-backed NEV-R-KURL 
boosts typists morale because 
it's so easy to handle, has more 
body, won't slip or slide, curl, 


tree or wrinkle. 


Office managers choose it when 

” ohne - they learn of its economy; pro- 
aw 

duces up to 50% more clean, 


sharp copies per sheet. 


Your clinching argument is in the one-sheet trial. It 
proves all foregoing claims. Demonstrate it in billing 
and bookkeeping machines as well as typewriters. 


PRINT PRODUCTS 


Phillip? 


PROCESS CO., INC. 
192 MILL ST., ROCHESTER 4, N.Y. 





TYPEWRITER CLEAR -PRENT 


RIBBON WOOD STAMP ere 
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Year-End Special 
to Quantity Buyers 





ALL-STEEL:  TOPLIGCH” 


Olive Green Finish 24-gauge 
24 inches long—I4 inches wide—I2 inches high 


TRANSFER FILES 


With Follower Block $4.75 each f.0.b Chicago 
Without follower block, deduct 55c each. 
Sturdily Constructed —Expandable—Rigid Stacking—Any height. 
Minimum shipment 36—deliveries in 4 weeks. WRITE FOR 
CATALOG ON OUR TOPFLIGHT QUALITY. Office Equipment 
Salesmen Wanted to carry as side line. 


STANDARD INDUSTRIES 


INCORPORATED 
327 SO. LA SALLE ST. CHICAGO 4, ILL. 
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manufacturers with whom you do business. Let’s take a 
look at them-— 
1. Certainly you should use the promotional material 


they supply for you. We have heard retail merchants 
brag and show a stack of window and counter trim 
material. Sure they have plenty of it, but it is unfair 
unless they use it. It costs some manufacturer a lot 
of money to develop it. 

2. And this is a mighty important one. Conserve the 
salesman’s time. He is your partner. How many sales- 
men stand around and wait and wait, and how many 
buyers delight in saying—‘“Let ’em wait if they want 
to see me.” Please, don’t do it. His time is valuable. 
Frankly, as a manufacturer, we say to our salesmen 
—“You are our most important asset. We can always 
get another customer, but salesmen are hard to find. 
Demand your respect.” 

3. Don’t be picky, on adjustments, on returns, on ship- 
ments that might arrive a week or two early or late. 
Don’t cheat on discounts. Don’t be too exacting. Re- 
member, we are all operating under an emergency 
condition. We all have problems. We would like to 
do better but sometimes we will make mistakes. Be 
lenient and considerate of your resources. A very 
interesting letter received from one of America’s lead- 
ing department stores signed by the president—‘How 
does our store rate with you?’ They are attempting 
to find out if the buyers in their store were co-operat- 
ing with their resources. 


{. It is costing us all more money to do business today 
and the only way we will all come out on top is by 


Your manufacturers, your resources have 
You have a responsibility to 


co-operation. 
a responsibility to you. 


them. Let’s meet each other halfway. 
Is Your Organization Satisfactory? 
One other consideration in our list of suggestions about 


your store—What about your organization? Are you prop- 
erly set up? Have you delegated authority? Are you placing 
responsibility in the hands of your people and then expect- 
ing results, or are you trying to do it all yourself? 

We recently met a merchant on the West Coast—a sizeable 
stationery store. He did the buying. He tried to do all the 
selling. He was a nervous wreck. He lost weight. He was 
as grouchy as a bear—all because he didn’t trust anyone. 
He failed to set up a selling organization. We are sure he 
eriticized the janitor who swept out the store. 

Everything was in a state of turmoil, and yet, it was a 
good-sized store with 25 employees. Our point is—that’s 
a mistake. If you are a one-man store, 50 or 500 people, 
check your organizational setup. Appoint department heads. 
Place responsibility. You sit back with your feet on the 
desk and see that things run smoothly. They will do it 
twice as well as you could do it. 

By now you are saying to yourself—“Why is this greeting 
ecard fellow so concerned about my store?” We'll tell you. 
Unless you do all or most of the things we discussed, you 
won’t stay in business and you are a potential customer. 
We want you to grow and prosper. How long has it been 
since you studied retailing, read some books on it, really 
studied? It is changing, you know. Your competitors, the 
chains, are spending thousands of dollars on research and 
study for not only top executives, but their people all along 
the line. Super markets, super drug chains, super depart- 
ment stores—you have plenty to be concerned about. The 
retail battle will be the goldangest dog fight you ever saw, 
and what you did yesterday and today will not be good 
enough tomorrow. 

Work together. Your Association will help, your resources 
will help, but, above all, you must help yourselves. 


Back To Greeting Cards 


May we take a few minutes on greeting cards? The son 
said to his father—‘“‘Dad, are you a self-made man?” The 
father replied—‘“Yes, son, I am a self-made man.” The son 
said—“That’s what I like about you, Dad. You take the 
blame for everything.” I take none of the blame for any 
of the weaknesses in the greeting card business, but I 
am going to take credit for some of its future, and while 
I have only been in the business for two-and-a-half years, 
I believe in it most sincerely. Perhaps if the use of greeting 
cards in Germany had been as popular as they are in this 
country, it might have postponed the war. At least it would 
have created a kindlier feeling among the German people. 
Perhaps if we all sent Stalin and a few other Russians a 
birthday card, it might help melt that Iron Curtain by 
spreading sincerity and kindness among the Russian people. 

We remember our customers’ birthdays, and the many 
letters and cards we receive thanking us more than repays 
us. We have recently developed a promotion that we call 
“Building Friendships,” and we are saying to our retail 
customers, and we have supplied them all of the material 
necessary—‘“Build your own birthday lists. Remember your 
customers’ birthdays. You are helping to spread good cheer 
if you do.” 


Certainly your ‘store should carry quality cards. The 
manufacturing of greeting cards breaks down into three 
types of publishers. One group manufactures for the 


direct-the-consumer group, the folks who sell from door 
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Here is a service your clients will appreciate! 
The Gavrin “Form-Efficiency Clinic” will gladly 
analyze any company’s various office forms— 
such as acknowledgment, shipping label, in- 
voice, bill of lading, etc.—with a view to efficient 
consolidation. It's free—no cost, or obligation. 
























DEALERS: Send in coupon NOW—we'll 
send you 2 supply of Analysis Blanks 
for your clients to fil out. FREE! 











ARTHUR J. GAVRIN PRESS, Inc. 


New Rochelle ° New York 











No matter whose hand pilots 


a Navigator Pencil you'll 


tind it giving yeoman service 


right down to the very end 


Ulathiciaaal degree of texture 
ei geleltare| quality plus the 
results of years of experience 


Tale) taldlmaalelal hiclaitie: 
the Navigator th« 


pencil for men and womer 





Send for Leaflet No. 18 


KOH-1-NOOR PENCIL CO., Inc. 


BLOOMSBURY, NEW JERSEY 
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J POINTERS DRAWING AND TRACING PAPERS. 













METAL “UNITSQUARES” 


CARDINELL CORPORATION - MONTCLAIR, NEW JERSEY 








The second type publisher works with the jobbers 
Our group of publishers sells to your stores— 
We are all good friends 


to door. 
and chains. 
gift shops and department stores. 


—these greeting card publishers. We belong to the same 
association. We each have our definite field of outlets, but 
you, in your store, should certainly carry quality greeting 


cards, 

We recently launched the largest newspaper advertising 
campaign ever presented to America by a greeting card 
publisher. We are reaching some 70 million people almost 


weekly in 123 newspapers across the country. Our by-line 
is “GIBSON GREETING CARDS ARE CARRIED IN FINER 
STORES EVERYWHERE.” We are saying to the American 
buying public—‘Pick out a nice, attractive card. The re- 
cipient will appreciate it that much more, and you'll be 
thrilled in the sending.” 

If you are not taking advantage of greeting cards in 
your operation, you are passing up an important profit 
contributor. Unfortunately, too many stationery stores have 
neglected their greeting card department. The department 
has grown up. It will stand on its own feet and contribute 
a larger, net, net profit than most any other department in 


your store. 
“You Can’t Be Complacent” 
Our final appeal to you is—Don’t be complacent. Do 
something about your store if it needs it. Hire and train 


good help. That’s all so important. We know an automobile 


dealer who, in order to get top men, not only pays top 
salaries, but actually buys them a house and rents it to 
them so they have a place to live. You have heard of the 


world’s largest Ford dealer, Hull-Dobbs, with four branches, 
headquarters in Memphis. Their entire operation is built 
around a profit-sharing plan that made them grow and 
prosper. Such a plan could well be adopted by many more 
businesses in this country. 

Be fair with your resources and they will do more for 
you, and that’s the way we are going to grow and prosper. 


You are in a grand business. You have a strong Asso- 
ciation. Business will be good. Keep on your toes. Shine 
up those comfortable, old shoes and keep wearing them.” 


— ~— > _$__—_ 


ANNOUNCE RETURN OF CASTELL PENCIL 
A. W. Faber-Castell Pencil Company, Newark, N. J., 


| recently announced the return of Castell Drawing 


Pencil in a five-color, two-page insert released in De- 
cember business and technical publications. 

The machinery for the return of the pencil which 
has been a favorite of professional men for genera- 
tions, was set in motion early in the year when H. U. 
Bittman, general manager, went to Bavaria to visit 
the A. W. Faber plant. With the consent and approval 


| of the United States Military Government, the Bavar- 


ian craftsmen resumed milling and processing Castell 
graphite for export to the United States. The 18 
degrees of lead are encased in Southern cedar by 
American craftsmen. The Castell Pencils will be sold 


| at the pre-war price of 15 cents each, less in quantity. 





FOR SPEEDY DELIVERY—Fred A. Greis, New York regional 
manager of Underwood Corp., and John H. Headey, manager 
of the shipping department, stand beside their new special 
body trucks which will deliver typewriters, adding and 


——— 


NATIONAL DUPLICATING APPOINTS N. Y. AGENT 


The National Duplicating Company, which is a sub- 
sidiary of the Frankel Carbon & Ribbon Company, 
Denver, Colo., recently granted exclusive selling rights 
for Greater New York City on their Supreme and 
Sterling stencils and other supplies to Crystal Copy 
Corporation, 15 W. 24th St., New York, N. Y. 


a 





accounting machines in the New York City area. 


OFFICE APPLIANCES, December, 1947 











leben 








AUTOCOPY DUPLICATOR INKS 


Offer High 

Quality at 

Moderate 
Cost 


Here’s a duplicator 
ink that is superior in 
strength, depth of color 
and easy writing qual- 
ity. 


dy d 
 Purcarane IM 
 TUTOCOR) pyit * 


The use of finest in- 
gredients, plus care in 
manufacturing is your 
guarantee of better and 





more copies. 


AUTOCOPY, INC. 


18 W. 18th St. 
New York 11, New York 


462 W. Superior St. 
Chicago 10, Illinois 





The MANAGERIAL FILE: 


eConvenient «Efficient «+ Attractive 


The Managerial File is a modern efficiency unit. It 
gives the businessman a filing medium with the 
security of privacy, always instantly available. It is 
made for desk-side use, at desk height, with 
sliding fall-a-way top. The hinged front of 
the upper compartment expands for quick 
location of material, greater accessibility and 
larger working space. The front returns to 
closed position upon closing the 
cover. The front, 
however, remains in 
vertical position 
even when top is 
open, to be tilted 
manually when 
wanted. 















Lower drawer operates 
on full ball-bearing 
rollers of highest qual- 
ity. Has individual lock. 
Either section may re- 
main locked while an- 
other is in use. Satin 
bronze finish hardware. 
Large rubber casters. 
Manufactured by 


NortHwest Meta Propucts Co. 
1337 E. MASON STREET, GREEN BAY, WISCONSIN 











THEGIAL AT THE UFFICE 


e@ INCREASES EFFICIENCY 
e BRIGHTENS THE ROUTINE 
e LOOKS MIGHTY PRETTY 





MISS ARD 


She’s the Ard girl. . . . You see her smile 
in the bright reflection of Ard Chrome 
chairs, costumers, hat and coat racks and 
settees. 


She's a definite addition to your organ- 
ization. She represents the finest chrome 
made, guaranteed to make your office a 
better place to work. 


If Miss Ard isn’t working for you, call 
your dealer today for references. Ask for 
information about her many chrome serv- 
ices for your office. 


AR MFG. 


13 VINE ST. 
BOX 442 
EVANSVILLE 8, IND. 
















WANSCO 
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Are Recognized 
Standard for 


over 30 years 


Consistently high quality 4 
...Up-to-the-minute packag- . 
ing...a profit-and-prestige 
line you'll sell with pride. 
Inquire about our Franchise 
Sales Plan—the short cut 


to bigger and better sales. 


PAPER PRODUCTS CO., INC. 
409-411-413 PEARL ST., NEW YORK 7 
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HOUSEHOLD NECESSITY FOR VALUABLE PAPERS 


BANK PASSBOOKS 

POCKET CHECK CASES 

3-ON CHECK BINDERS 

CREDIT PAYMENT BOOKS 
TAB - CUT LEDGER CARDS 
MACHINE POSTING BOOKS 

THUMB - CUT PASSBOOK ENVELOPES 


We make them all... for the TRADE ONLY 


ATIONAL PASSBOOK & SUPPLY CO. 


112 Hamilton Avenue Cleveland 14, Ohio 


+ + + + + + HF 





1. Lock with Two Keys. 


7 REASONS 
PROTECTO | * 28252 FOLDING CHAIRS 


( 





Papers. Fits in Bu- MANY STYLES—ALSO 


Fire-Resistant \ reau or Dresser 
Drawer. 


S E ei U R | T Y B Oo xX 5. Extra Protective Lip 







NON-FOLDING CHAIRS 








offers more and better protection for Under Hinge. TABLET ARMCHAIRS 
your valuable papers 6. ee —FOLDING TABLES 
BE SAFE RATHER THAN SORRY A < 
7. No. Metal Contact Immediate Shipment 
$@Q00 SLIGHTLY HIGHER between Outside f N. Y. Stock 
List IN WEST and Inside Walls. rom N. ¥. stock or 
Factory 
Inside Dimensions 812 x 12/2 x 314. Weight 101 Ibs. 5 ‘ 
Colors—Office Green, Office Gray and Maroon. Don't Turn Down Chair 
ie. 42 Inquiries! 
SEND A TRIAL ORDER TODAY staf + 
All styles—for classrooms, cafeterias, 





sales meetings, etc. 


BISON DISTRIBUTING CO. ADIRONDACK CHAIR COMPANY 


1202 HERTEL AVE. BUFFALO 16, N. Y. DEPT. 15-1 1140 BROADWAY 
Near 26th St. MUrrayhill 3-1385 N.Y. 1,.N. Y. 
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The Last 
Word in 
Desk Files 


} FILO 


Sturdy. Accommodates 
the largest telephone 
books and the thinnest 
-@ folders. This file will in- 
<< terest you. Get particu- 
: lars today. List $7.95. 

PAT. APPLD. FOR Proper discounts. Mini- 
Finger tip adjustment. No screws. mum shipment 3 files. 

No rods. Efficient. Altractive. 


Weber Office Specialty Co. 


1328 W. 6th St. Los Angeles 14, Calif. 
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AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 


‘Steel-Strong” Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 


Write for liberal discounts and sales help on: 





ic : 
oD F, 

y °o "i 

F Omi? > 


Coin Wrappers Lead Seals 

Bill Straps Seal Presses 

Coin Bags Teller’s Moisteners 

Currency Bags Manual Coin Counters m?P c- = = 

Draw String Bags Currency Racks —s« $j / 

Metal Clasp Bags Wrapper Cabinets TY : t 

Night Depository Bags Sorting Trays 

Linen Shipping i on ’ Coin Storage Trays Ek 

aceibinniabae . DAYTON STENCIL iE 

THE C. L. DOWNEY CO. HANNIBAL, MO. 
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WORKS CO. "oiio” 
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BOX e 


EXTRA 
CAPACITY 


. 
ROUND BACKS 
. 


REGULARS 
JUMBOS 
HEAVY BOARD 
CONSTRUCTION 


© 
IMPRINT ORDERS 


Fibre board, marble covered, Trunk 
ACCEPTED 
*. 


elasp. Quality index, 16 Division, 
plus fly leaf. 

Write for quantity price schedule 
and literature. 


THE COLONIAL COMPANY 


648 Rogers Avenue ° Brooklyn 26, N. Y. 


GOOD 
DELIVERIES 


Yn tT 











SALES « ORDER BOOKS 


THOUSANDS OF SATISFIED DEALERS 


ARE PROFITING mJ ERSCO Dial 


OF STANDARD & MADE TO ORDER 


SALESBOOK §$ 


ORIGINAL — DUPLICATE — TRIPLICATE 
Vv FAST DELIVERIES Vv FREE CATALOG 


YOUR IMPRINT ON EACH SHEET 
IS OUR GUARANTEE OF REPEAT BUSINESS 


1930 PATTERSON AVENUE 
NEW YORK 61, N. Y. 


CASH REGISTER 
| 


“Geared for World-Wide Distribution” 


WRITE FOR LATEST CATALOG 


Chicage Cath Register Parts Co. 


2810 W. ADDISON ST. CHICAGO 18, ILL 


A _— 
Am ee 


: A profitable and na- 
tionally advertised 
line. Clean and 

Stocked by 





isc ea 





speedy. 

leading distributors 
everywhere. 

DEALERS! Write for 
i and Distributors’ = 
st. 


“SELL THE BEST!’ 


ONION rrr & ASBESTOS CO. 


Trenton, N. J. 
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SATELLITE  . 


STANDS 
Are Available Again 












All Models Shown in oer 
circular are being pro- 
duced again. 

For over 45 years these 
stands have been mar- 
keted by us—there are 
Now Thousands of satis- 
fied users. 


Originators and . Design- 
ers of Adjustable Type- 
writer Stands. 


Heaviest Stand on the 
market which eliminates 
top-heaviness even with 
a machine on it. 


Hundreds of letters of testimony in our files—a rep- 
utation we are mighty proud of. Cast iron, weight 
55 lbs. Sturdy construction—oak, walnut or mahog- 
any tops. Ball bearings, wrinkle baked enamel finish, 
Brown, Green or Black. 
Liberal discounts to dealers. 
Write for 1948 price list and circular showing reduced prices. 


ADJUSTABLE TABLE CO. 


117 MICHIGAN ST. W., GRAND RAPIDS, MICHIGAN 








MARTENS 
TYPE CLEANER 


THE 
PERFECT FLUID 
PARTENS. AND NEW 
YryE PATENTED 
_—_ APPLICATOR 


4 
Request sample and 
full details on your 
letterhead 


THE MARTENS TYPE CLEANER CO. 
DIAMOND POINT 2, N. Y. 


The Martens Type Cleaner Co. 


Manutecruren 
NEW YORK CITY 

















ee20 
CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need 


Write us for details. 
Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicago 9, U.S.A 
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SENSITIVE « 


‘‘A POSTAL CLERK FOR LIFE™ 


“MITE 


ONE POUND POSTAL SCALE 


ACCURATE -« 
SEE YOUR JOBBER OR WRITE 


$2.50 RETAIL 
$2.75 WEST COAST 





DEPENDABLE 





en rues 
x wnat 70S 





EXPORTERS NOTE — 





DESIGNED FOR FOREIGN TRADE. 





INQUIRE ABOUT THE 9 OZ.-250 GRAM SCALE 


B-T COMPANY, INC. 
277 E. ERIE STREET 
MILWAUKEE 2, WISCONSIN 























MODEL BI9E 


Barrett 


10-KEY 
Electric Printing 


CALCULATOR 


All Barrett Models are sold 
thru the Office Supply Dealer 





BARRETT ADDING MACHINE DIVISION 


Lanston Monotype Machine Company, 24th at Locust, Philadelphia 3, Pa 














wre 


Payroll One Writing 


Time Saver No Tax Errors 


How to make four Payroll Records in one writing, whether 
check or cash. Speedy—accurate—convenient—no errors— 
Handifax—total wages 


easy audit—all required facts on 
deductions—time work—pay rate, etc. 


Ask for FREE Samples and Information. 


Handifax Visible Ross-Gould Co. 


313 North 10th Street 
RECORDS 


St. Louis, Missouri 
—— PREFERRED BY 


f 


== STENOGRAPHERS 


More than 4500 dealers will tell 
you that Clarotype is the one type 
cleaner which repeats consistently 
and makes worth while profits. 


wwe 
ND DDD DPD DD PAPA 





_~wewew 
OPODPD FF 















The Clarotype Company, Inc. 
261-P Broadway, New York 7, N. Y. 


raw ols na.: 





THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 
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MEILICKE CALCULATORS 


Users say Meilicke 
Calculators are a 
necessity where pay- 
roll and tax calcula- 
tions are involved. 
With a Meilicke you 
just tip a card and the 
answer you want is right in 
front of you—to the fraction. 
No levers—no machine ad- 
justments. You just tip a card cen Tao 

and save time—worry and mistakes. Meilicke Calculators 
are compact, attractive, handy. Dealers should acquaint 
their customers with Meilicke Calculators. 


Meilicke. Systems, Inc. pihorscmm st 











FELDCO Loose Leaf CORP. 


1505-11 W. LELAND AVE. CHICAGO 40, ILLINOIS 











TYPEWRITER 
DEALERS 


SELL 


Stenographers report:— 
“Delightfully soft” 
“Amazingly fast” 

“Wonderful action” 
“Always clean” 

DEALERS ENJOY selling these 

exceptionally satisfactory typewriter keys. 

will builders. Write for information. 


SPEED KEY CORPORATION 
334 COLUMBUS PLACE BROOKLYN 33, NEW YORK 





They are good 
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ROLLING STORE LADDERS | THESE UTILITY LABELS 
“A” Type Ladders . Library Ladders ! | ARE EASIER TO USE! 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 





vend for Folder 
and prices. 








Manufactured by 


1. OD. COTTERMAN Cee 
445 >= 





























—— 1 oe nn 100 100 
Zion, Ae ane Wedding Calling 
SS Invita- Cards 
tions 


$7.65 


(less discounts) 


“EYE-EASE” | | 59.5 











(less discounts) prone et 
Ee ¢ Ce | 4 D s Dealers gr yo on 
Save Strain — Speed Work Wanted Prices 
SEE YOUR STATIONER Relat Seeenn Deere Sr er cous a te py ay IF 
NP Wile) ) VM: 16-\\| am :tole) @maee NATIONAL ENGRAVING COMPANY 


BIRMINGHAM 5, ALABAMA 








HOLYOKE, MASS. 

















mee | MAGIC 
= FLOW 


= Zz ~~ 

Te 
ey “ is the best buy SSN 7 
in Duplicating Inks Ute wt! ALL 


MAGIC : DEGREES 
a R 
STENCILS HARDNESS 


are the best buy Te 
in Stencils. 
Let us prove it. 


CONTINENTAL INK CO. 
3142 S. Austin Bivd., Cicero 50, Ill. 
Products that make friends. 











4 PP 2 sass : 
FS nS at wee 


IMMEDIATE DELIVERY 
POSTBINDERS 


First grade blue canvas . . . Black imitation leather corners .. . 
Metal hinge. Also full black imitation leather. 
SIZE 9144" x 11%” LIST $3.50 EACH 
all other sizes also carried in stock 


RING BINDERS 


Finest quality black flexible Imitation leather with 3 rings. 
The SIZE 11” x 8142” 1” capacity LIST $2.30 EACH 
Nation- all capacities and sizes also carried in stock 


Favoritel SPECIAL BINDERS 


We offer very prompt delivery on all special manufactures. 
USUAL DEALER DISCOUNTS 


CONSOLIDATED LOOSE LEAF INC. 


""Manufacturers to the Trade" 











RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 
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™ NEWTON: 


"i'd have discovered 
my famous law 


of gravitation 


Far sooner with a 


Royalehicone chair 


for meditation!”’ 


pen OBSERVER, Newton, 


in more ways than 


one! Today, men of science 
and industry... think... 
envision . . . work... in 
practical Royalchrome com- 
fort. They agree, as do em- 
ployees and customers or 
clientele, with the celebrated Apple-Watcher’s law of “‘at- 
traction”: Take ease + elegance. Add strength, multiply 
by the smartly modern decor that is characteristically 
Roya ...and you get distinction to the nth degree. 
NEW DELIVERY SCHEDULES: 
Royal office furniture can now be 


delivered within 30 to 60 days. 


Don't miss — GEN. DWIGHT D. EISENHOWER, 
Chief of Staff, United States Army, speaking 
on “THERE IS ONE ANSWER ONLY"... . One 
of a series of public service presentations 
entitled “INVITATION TO SPEAK”, sponsored 
by the Royal Metal Manvfacturing Co. and ap- 
pearing currently in TIME and NEWSWEEK. 


ROYAL METAL MANUFACTURING CO. 


Chicago e New York » Preston, Ontario 
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Duplicator Supplies 


--- YOU name it 


yaa 


oRY STentits 











HEKTOGRAPH 
' HEKTOGRAPH 


ne 
HERTOGRAPH Xs AN Sore /@ 
ie & ” 












VIRELTIONS FOR wee 


ee eo. 












Higher quality and dependability are the reasons for continu- 
ally increased preference for Heyer Duplicator Products. Heyer 
ale supplies are available for all duplicating processes —Stencil, 
“SAVLMN@D Gelatin (Hektograph) and Spirit. Let your dealer explain the 
EZ AKA completeness of the Heyer line. Next time you order Duplica- 
tors or Supplies think of Heyer—the line that has everything! 


Stutegeat® © 
on / 
hak 






‘Higher Quality 
- Since 1903 


ia CE ae a Golo ol Gaon 


; 1852 South Kostner Ave. Chicago, 23 












You can demonstrate the new Underwood Port- 
ables with both pride and assurance. There are 
so many good talking points about Underwood's 
“Big Three” line 


Noiseless 77. 


Universal. Champion and 


Yes, you can sell Underwood Portables with 
full confidence that they will serve your customers 
long and faithfully. For these Portables carry th. 
name of the Typewriter Leader of the W orld with 
a sales record of more than SEVEN MILLION 
office size and portable typewriters. 

Today, more than ever, the Underwood Way 


Gives Wings to Words — for youngster’s school 


FOR PROFIT AND PRESTIGE 
...show and sell Underwood's “Big 3” 





work, for Mother's personal and social letters, for 
F'ather’s business home work. This is a great and 


growing market for you—-with the Underwood 


“Big Three.” 
When it comes to durability, smart styling. 


customer satisfaction .. . for profit. prestige, and 


protection sell Underwoods. 


Underwood Corporation 


['ypewriters ... Accounting Machines ... Adding Machines .. . 


Carbon Paper ... Ribbons and other Supplies 


One Park Avenue New York 16, N. Y. 
Underwood Limited 


135 Victoria Street Toronto 1, Canada 


Sales and Service Everywhere 











— 
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